














$2.00 per Year. 











Atlas Bolt & Screw (0. 


CLEVELAND, 0. 
give <inners = 


taking stock - Stove Bolts 


and give the 


eee mor Stove Rods 


Sold by Hard- 


ye — as Stove Rivets 


powsne Mica Bolts 


Fancy Nuts 
= Register Pins 
Hinge Pins 


and kindred articles 
for the 


NOTICE. STOVE and RANGE 


We have exceptional facilities 
for handling American products: 
Hardware, Sanitary, Heating 
and Ventilating Goods,. Branches 
in England and contiment. Ret-| 
erences furnished. 


ADDRESS 
EXHIBIT & TRADING CO. 
Main Office, 72 Henry St. 
LIVERPOOL, - ENGLAND 





















































Se ee e 
Scccpec: We | Black Diamond Files and Rasps 


PERFECT-—ALWAYS 


tm 
TWELVE MEDALS AT INT ERNATIONAL 
AWARDED EXPOSITIONS 


G. & H. BARNETT CO. 


Black Diamond File Works, PHILADELPHIA 











| aera 1 centres 


TRIUMPH” CHAIN™ "qa 


SEND FOR FREE SAMPLES, TABLE OF TESTS AND ASK QUESTIONS. 


-— 2 ee oS 
SORT CHAIN co., BRIDGEPORT, CONN. 


OVER TEN MILES Racal CHAIN PER DAY. WE LEAD. 


ENEVA TOOL CO. tax! uxt! tooe Geneva, 0. 


av PSE yo ee 
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Regardless of price the value of IDEAL, 
Boilers and AMERICAN Radiators is 
absolutely superior—a full measure. 
Twelve Warehouses—Quick shipments. 


AMERICANRADIATOR COMPANY 


LAKE AND DEARBORN STREETS, CHICAGO 


SPERRY'S STEAM KETTLES 


Made from very. thick metal, 
without Stay Bolts, joint packed 
in such a.manner.as to never - 
need repacking. A little higher 
priced than some, but they are 
safe and tight . 


D, R. SPERRY & CO, Hollow-Ware Founders, ‘BATAVIA, ILL. 


None Better thanIWAN’S 


If There Were We Would Be Making Them 



















































Our Volcano Revol Chimney Ti ee Conductor H 

Ps a age cd ne ls Seas Ser ye 
etc., re asiad Ge ad dot coathane fataas 

Your jobber or we will 
quote prices on appli- 
cation. Mfrd. by 


Iwan Brothers 




















1) STEEL 


“DEFENDER” sores 


For Steam and Hot Vue Gestngs 
For Soft and Hard Coal. le and try oo 


KEWANEE BOILER COMPANY, Kewanee, til 
167 EAST LAKE STREET, CHICAGO 
St. Louis Office: 518 Bank of Cammerce Building 








(}BURTON’S 
FUEL 
ECONOMIZER. 


Attached te s steve 
eaves more fuel 
radiates more 
than any other stove 
attachment 


AN EASY SELLER. 
nt 
Assertions Backed by 
Guarantee. 


The W.J. BURTON CO., Detroit, Mitek. | . 
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io 
CONCERNING 


Pa THAT ROC a 


in our new Catalog. Shall we send it? 


CORTRIGHT METAL ROOFING CO. 
Philadeiphia and Chicago. . 
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POTTSTOWN, .- - - - = » = 'PAs 


RIENDS 


are what you need to prosper, 
Mr. Dealer, and you will make 
friends of your customers if 
you handle . ... 44. 





The Crown n Furnaces 





of fuel, and are generally satis- 
factory to users. 


Ask. For Our 1903 Furnace Book. 
_ MARCH-BROWNBACK 


STOVE CO., 
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| THE GREATER 


HOME PRIDE 


: Greater in material, finish and construction. 


Has ail the gocd points of other first-class 
malleables, and many that others have not 
attempted. 


EP EP ED EP EP EDT ED EP 9 OP 49 9 OD! 





Send for catalogu? for 1904. 
In 23, 20-and 18-inch ovens. 
Blue or black enameled steel. 
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HOME PRIDE RANGE COMPANY 
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ESTABLISHED 1837 


“SUPERIOR” 
STEEL RANGES 








This illustrates one of several new lines of steel 
ranges for 1904. Made in all styles and sizes 
and adapted for any kind of fuel. Write for 
catalogue illustrating complete line of Steel 
and Cast Ranges, Cooking and Heating Stoves. 








BRIDGE & BEACH MEG. CO. 


PORTLAND, ORE. ST. LOUIS SAN FRANCISCO 















































THE GOLD COW TWIN 


LOW PRICES HiGctH VALUE 


LET THEM DO YOUR RANGE SELLING 


We are making a SPECIAL PRICE on the Biue Steel Range 
shown below of $23.50, cash to accompany order. 


IF YOUR COMPETITORS ARE 
BOTHERING YOU, TRY THIS 








Thermom- 
eters 
Furnished 

if wante 
Price, $1.00 


76/18 Merit GOLD COIN Range, Reservoir, and High 
Closet; 6 No. 8 Griddies, Full MNickeled. 


Write for Prices on CAST RANGES, COOK STOVES and 
STEEL COOKS for COAL or WOOD, they will interest you. 


THE CHICAGO STOVE WORKS 


Biue Island Avenue and 22nd Street, CHICAGO 
. : 
mm O, 
PAS 
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B COOK siservon 





RMONT 


STEEL RANGE 
















DESCRIPTION 


cast plates. 


Oven Top. 





hinges on same. 


back in three sections 


perfect wood grate. 


take 24-inch wood. 


Will not rust. 





draught around oven. 


—s 


CLERMONT STEEL RANGE WITH RESERVOIR AND HIGH CLOSET 


Cast Iron Back Flue. 
not rust out or allow ashes or soot to 
collect; made all in one piece to in- 
sure aif-tightness, causing a perfect 


Oven is of heavy wrought steel, is large and roomy. 
Oven Bottom is made of heavy steel, in two pieces, 
flanged and riveted, guaranteed not to warp or buckle. 
Heavy steel plate, reinforced witha heavy 
cast plate next to fire box; fire-back 


Body. Made of two thicknesses of heavy steel, with 
asbestos mill board, reinforced and prctected by steel and 


Oven Front of heavy steel, rein- 
forced with an open grating of cast- 
iron, interlined with asbestos board. 

Fire-box is fitted with heavy sec- 
tional linings, easily removed. Fire- 


to allow for 


expansion and contraction. 


Duplex Grate for soft coal, hard 
coal, and when reversed makes a 


Fire-box Extension in rear to 


Ventilated Linings with large 
air chamber surrounding same, 
ing fresh air through perforations 
into the fire, giving perfect combus- 
tion and greater durability to linings. 


Galvanized Iron Ash Pan. 


forc- 


Will 








CLERMONT 





FOR WOOD ONLY 





A Paragon of Symmetry. 
Rococo modeling, practical, 
original, durable, beautiful. 


“‘Clermont goods must be 
seen ‘to be appreciated.”’ 





WRITE FOR CATALOG 


CLERMONT COOK BRACKET RESERVOIR, FOR WOOD ONLY 


THE GEM CITY STOVE CO. 


OHIO 





DAYTON, 











THE AMERICAN ARTISAN AND HARDWARE 








RECORD 

















hite’s 
eacon 


THE FLOOR WARMER 














The Beacon will 
give more heat 
with a ton of soft 
coal than any other 
stove will make 
with a ton of hard 
coal. 


In the Beacon all 
the products of 
combustion pass 
through the red- 
hot coals and mix- 
ing with air from 
direct- draft are 
turned into hydro- 
gen gas which 
burns with a clear 
flame until the coal 
is perfectly coked. 
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THREE SIZES: NOS, 115—117—119 




















ThomasWhite 


Stove Co. 


QUINCY. ILLINOIS 








The Beacon is the 
only gas - burning 
soft coal stove that 
will not burn itself 
up. We burn the 
smoke, soot and 
gases with the 
direct-draft so that 
the stove will work 
in any ordinary 
flue. No gas rings 
nor diving flues to 
get out of order, a 
plain, simple con- 
struction that does 


the work. 








THE FIRE KEEPER. THE FUEL SAVER. 
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ST.CLAIR 


Stoves and Ranges 


The best and most up- 
¥ to-date line offered the 


modern improve- 
ment. Every 
Stove a_ trade 

winner. 


On Cast Cooks and Ranges, 
Steel Cooks and Ranges, 
Malleable Ranges, Base 
Burners, Oaks, Hot Blast, 
Warm Air and Combination 
Furnaces; Steam and Hot 
Water Heaters, Get Kontny’s 
prices. 


BELLEVILLE STOVE WORKS 


BELLEVILLE, ILL. 


Aserst. VOHN KONTNY, 


Stove Specialist and Heating Expert. 
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BE ST Material 


amd the 


BE fey "TL Workmanship 


Preduce the 


BEST Results. 


Yl the good points of Hl others g@inore 00, 














Write for descriptions and prices 


JEWETT & COMPANY. 


SDuffalo, HY. Milwaukee Wis, 
Detcoit Mich. 
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THE END OF IT 


But Not All of It. 


The cut does not show 
Patented Ventilated Fire Box. 
Patented Balance Oven Door. 
Patented Nickel Kicker, (operated with the foot) 
™atented Reliable Rolling Damper. 























All these are 
DISTINCTIVE FEATURES 


"7 and there are many others, found on no other ranges. 






Everything original, everything essential. 
When talking Models you are talking Special 
a Features. How is it when talking other ranges? 












-s 


THE PORTSMOUTH STOVE & RANGE C., "sxe Gat 








——— 


MORLEY BROS., SAGINAW, MICHIGAN, “"Fom Micucant”® 
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Peerless All=Steel “Malleable”’ Ranges 


Oldest but one of the malleable race—leader of them a!!! 


Malleable Top plates ground smooth 
aad bright. Built oa the foundation o. 


experience. 


Asbestos lined flue bottom—saves 
feat, insures quick baking. 

for ten years— means a great deal, 
just think it over! 


@xtension fire box for long 
wood. 


Why not sell a line you can pin your 


Pan for elevating wood fire. faith to? 


Double braced oven top. 
Best constructed at every essential 
point. 


Largest ovens, top closets and 
reservoirs. , 


Dety anyone to point out a weak 
The only original and strictly up-to- - 


date malleable range. 





Style H. H. Series No. 388. Made in three other reservoir styles. 
19 and 21 inch ovens are 14 inches high. 


PEERLESS STEEL RANGE WORKS, 


103 and 105 West Lake Street, 


CHICAGO 





Constantly improved and madebetter . 

















THE AMERICAN ARTISAN AND HARDWARE RECORD 


— —_—_—____— —_——$————— 


CHICAGO MALLEABLE 
STEEL RANGE 


Made of the Best Material 
Obtainable. The Best 
Skilled Workmanship 
Employed. 


















Made by men who have been 
years at the business. 


Made to last a Lifetime. 


Bakes Quick with Little Fuel. Secure the Agency. 


GHIGAGO MALLEABLE STEEL RANGE 69,, “chrcxcoriut” 














Patent Improved 
Wrought Stee! Portable 


RANGE ) 


For Horets, RESTAURANTS, 

Pustic Instirutions, Boarp- 

ING Houses, AND PRIVATE 
FAMILIES. 











Att Kinps or Hore Impte- 
MENTS FOR CULINARY PURPOSEs. 


Manufactured and for 
Sale by 


The John Van (iam 
Range Co. . 


419 Elm and 410, 412, 414 and 
416 Home Streets. 


CINCINNATI . OHIO, 


RECORD 





NO MISTAKE—There is a certainty and satis- 


faction about the baking done ina Moore’s 
Thermometer Range that always 
leads the user to praise it to her friends. That 
brings you business if you are in line — Always 
glad to send you information regarding 


THE EASY LINE TO SELL. 


JOLIET STOVE WORKS, Joliet, Illinois. 
HOLBROOK, MERRILL & STETSON, 
San Francisco and Los Angeles. 


















































reicveey,) BUSINESS 
— With 

ENTIRELY NEW 

>, MANAGEMENT 


ipo. We have Increased 
E-. Facilities and are 
=> Bet'er Equipped than 

ates ev for manufacturing 


" SOLAR 
a STOVES 
AND RANGES 


MISSISSIPPI VALLEY STOVE WORKS, 


FULTON, iLLIinoi ss 


Are now Open for Business and are again making the Well Known 
SOLAR Lin E oOo F GoooDo s. 
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‘Watch out my brother 
Ez you gwine throo’ de lan’— 
Ef you ever lose de bass drum 
Dey’ ell drop you fum de ban’.”’ 


Popular Priced Ranges 


Are just as necessary to successful 
Retail Store Business as the bass 
drum is to a band. 

Both give volume to the “‘output,” 
attract a lot of people and get 
them stepping your way. 

It certainly is not hard to do 
business when you -have both the 
goods and the customers. 

All you have to do is to “‘match 
them up” and take the money. 






















The Ranges shown here 
x have that Magnetism 
. = of Price and Quality 
’ that is irresistable. 


PITTSBURGH STOVE & RANGE CO., Pittsburgh Pa: 


WESTiRN AGENCY: W. D. Sager, 38 to 40 Michigan Street, Chicago, Ill. 




















SCHILL 
STEEL RANGE 


For Hard Coal, Soft 
Coal, Coke or Wood 












Its special features include spring balanced 
door, pouch feed for coal, draft door below same 
which can be operated to light fire, cast reservoir 
casing, front of same covered with sheet steel. 


All styles and sizes can be furnished with 
drop feed door if desired. 


We also make exclusive wood ranges. 


Handsomely nickeled. Must be seen to be 
appreciated. 


We also make the Best Oak made in the Schill Oak and the 
Best Steel Cook in the Schill Steel Cook and the Best Furnace in 
Schill’s New Idea. 


The Schill Bros. Co. restlire 
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The Champion Hot 
Water Combination 


Heaters $ 
They Fit Any 


Furnace 





Base section when _ 
used without ring 5 
sections, = 


Ring section 





These Heaters are made in five sizes diameter, ané 
from 100 to7 0 square feet radiation capacity. 

Will heat those cold rooms or an eddition to the 
building. Williucrease the capacity of any furnace. 
Are cheaper than coils and wiil do more work. 

Write for new circular. Manufactured by 


FRANK D. STOLZ 


156 Webster Ave., CHICAGO, ILL. 

















in retailing Steel Ranges 
is made not by handling 
something *‘just as good” 
as the “‘other fellow’ has, 
but in putting in a line of 
goods that are a good 
deal better. 








possess every feature of 


2 
‘genuine merit known to 
modern steel range con- 
struction and have one 


ALSO MARQUARTS feature found in no other 


range on the market in 
the shape of an additional flue, which is below the 
main heating flue, and conducts the air through 
the ash pit to the combustion chamber. 


CHAMPION STEEL RANGE C0, CLEVELAND ig 























DETROIT VAPOR STOVES 


HAVE COME TO STAY. 


9 5 Styles from a one burner Hot plate to the finest 
Steel Cabinet Range. 


Our Stoves are made handsome, strong, simple, absolutely 
safe, durable, pure fire, self Cleaning. Can be used sum- 
mer and winter. Must be seen to be appreciated. 


Send for 1904 calalog and secure agency. 


THE DETROIT.VAPOR STOVE 6O., °S722" 
































E. J. KETCHUM, West Duluth, Minn., writes: 


Please discontinue my advertisement for help, as I have engaged a 
man and have too many inquiries. 




































1A nan ar, 


| | Es!) | 
























THE AMERICAN ARTISAN AND HARDWARE RECORD 











E are manufacturing a new line of Cheap 
OAKS and RANGES, especially for the 
Jobbing Trade. 


We make the best line of cheap Oaks 
and Ranges on the market. They are Trade 
Winners. Secure an Agency and DO IT 
NO W. 


A Postal will bring our Catalog. 


TOLEDO STOVE @ RANGE CO. 


> 
795 7 
>SaG000 00° 


rou {= Se.2 
Lgl 
aye 





ST. LOVIS, MO. TOLEDO, 0. CHICAGO, ILL. 
Branch Office: Main Office and Factory: Branch Office: 
200 Florida Street. Smead and Fitchland. 28 East Lake Street, 

Cor. Wabash. 








PRIZE STEEL RANGES 


Foster 


Makes a range that is without a peer. Every- 
thing about this new and improved costs no 
more than ordinary ranges. Order a sample 
and be convinced. Send for printed matter. 


The Foster Stove Co. 
IRONTON, OHIO 























PERSISTENT 
ADVERTISING 


NE who watches carefully the pages of general advertising mediums 

O is struck by two things: the persistency with which those adver- 
tisers who are recognized as successful maintain their advertising 

week after week, month after month, and year after year; they never 
seem to abate their effort, and apparently the volume of their business 
increases steadily. The other thing noticeable is the large number of 
advertisers who thrust their announcements above the surface for a 
little while and then sink into oblivion. They either had not merit as a 
basis for their claims or they did not possess the skill to steer their enter- 
prise successfully, or else they lacked the nerve to put forth proper effort. 
—ADVERTISING EXPERIENCE. 
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OUR KNOWLEDGE OF STOVES 


is comprehensive and complete. 
We've studied them, made them 
and sold them for twenty-five 
























years, and we believe we are 
thoroughly competent to judge 
of them. The result is, we 
make the very best grades of 


Process Evaporating Stoves, LEAN 
Crescent and Gem Giant Burner Stoves, The kK OOL 





Blue Flame Oil Stoves, ITCHEN 
Gas Stoves, Ranges and Ovens. IND 


WRITE FOR CATALOGS, PRICES AND PARTICULARS. 






AMERICAN STOVE CO. 
DANGLER STOVE CO., DIV., - Cleveland Ohio 





















These are the reasons why the 


Reliable Vapor Stove 


is a money maker for the dealer. 










“RELIABLE’’ stoves are constructed according to the safety requirements of 
the National Board of Underwriters and are on their list of ‘Permitted Stoves.”’ 


Schneider @ Trenkamp “== 


CLEVELAND. OHIO. 
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WICK MEA 





























oe 


—_P 


“QUICK MEAL” Evaporating Stoves are constructed ‘according to 
the safety requirements of the National Board of Fire Underwriters and are on 
their list of permitted stoves. They are endorsed and recommended by the 
individuals using them, for the reason that they are made to do the. work 
required and are durable and easy to operate. 

«QUICK MEAL” Gasoline Stoves are first-class in all respects, ‘and 
that is why they are in such universal use. 


RINGEN STOVE CO, si 


sT. Lovis 


San Francisco, Cal. Portland, Oregon 
45 and 47 Bluxome St. 4th and Davis Sts. 
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FEATURES OF THE 


HERO FURNACE 


SMOKE 


Write for Catalogue. 


Chas. Smith 
Company, 


LAKE ST. Chicago. 





Side View of the Hero Ash Pit, 


HIS furnace has greater 
. depth from the bottom of 


its grate bars to its floor 
than the ash pit of any other 
furnace. The object in furnish- 
ing a deep ash pit is not to pro- 
vide a place for storing ashes, 
but to allow a free flow of air to 
all parts of the grate, thus in- 
suring a well distributed fire and 
perfect combustion of coal with- 
out the formation of clinkers. 
As each grate bar acts separately 
it is not necessary toshake a clean 
bar in order to clean out one that 
is choked with ashes. No cog 
wheels or bolts are used and any 
bar can be removed and replaced 
very readily and quickly without 
interfering with the fire. 


4 | 
' : 
j | 
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j : 

) 











i an OE er 














THE AMERICAN ARTISAN AND HARDWARE 


RECORD 





TRIUMPH 


FURNACES 


TRIUMPH 


HOT WATER HEATERS 


> TRIUMPH, 


) STEAM HEATERS . 



















TRIUMPH KING NG FURNACE. " Five Sizes. No Better Made 
Hard or Soft Portable or Brick Set. : 


All parts are con- 
structed so as to 
best withstand the 
great heating pow- 
ers of these fur- 
naces and elbows, 
and all parts ex- 
posed to the direct 
action of the heat 
are made extra 


strong and heavy. 


PAN SO ne 
TRIUMPH STEAM HBATER 


Why not write for 
Catalogue ? 


Why not secure the 
Agency ? 


THE 
CRAIG- 


REYNOLDS 
FOUNDRY CO. 


DAYTON, - Onio. 


JOHN KONTNY 
Western Agent. 
65-67 N. Desp aines St., 


CHICAUO. 
The Triumpltr all Cast Pur naces. - Five Sizes. 
herd or Sott Coal. Portable or Prick Set. 








ae 


Herd 














Coke. Portable or Brick Set. 


No expense has 
been spared in the 
production of the 
Triumph Furnaces 
and Heaters to 
make them the 
superior of any 
apparatus upon 


the market. 
















THE TRIUMPH STEEL FURNACE. Five Sizes. 
Coal. Portable or Brick Set. 









Oe 


_TRIUMPH SPECIAL FURNACE. Five Sizes. 
Hard Coal or 
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THE RADIANT HOME 
FORCE DRAFT FURNACE 


FOR ALL FORMS 


Soft Coal, Lignite, Hard 
Coal and Wood. 


Produces forty per cent more heat 
from the same quantity of fuel than 
any other furnace. 

No fuel wasted to make smoke or 
soot. 

The same high grade construction 
that has made famous the Radiant 
Home line of Specialties. 


SIMPLE TO ERECT 
PERFECT IN OPERATION, 

















More points of merit than any other 
furnace. 


LOOK AT THIS 


: Radiator and Dome 


with interior cleanouts and large 
double feed doors. 


The Self Protecting Air Blast Fire Pot 


(Patd.) 


and Force Draft Ring (Pata.) 


will do more to increase you trade than 
all the devices used on other furnaces. 
Our experience has proven this. Seven 
years severe tests has proven our patented 
Air Blast Fire Pot to be practically in- 
destructible. Guaranteed for five years. 

Send for catalog, prices and terms. 
Secure agency before your competitor. : 

The descriptive circular of our latest 
specialty, a combination furnace for all 
fuels is now out. Send for it. 








MANUFACTURED EXCLUSIVELY BY 


GERMER STOVE COMPANY, ““sriz; Pa. 


Western Branch; 231-247 Newberry Ave. Chicago, Ill 
Largest manufacturers of high grade specialties in Stoves, Ranges and Furnaces, 
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date. 
4. They are 





Green’s Low Down—for Soft Coal 
22, 25, 27 and 30 Inch Fire Pots. 


to have. 


Special furnaces for different uels. 
We are close to you. 


The ‘‘Evergreens” are well advertised. 
They give satisfaction. 


Send for Catalogue, Prices and 
Terms, Secure the agency at once. 


SRS SP 


Green Foundry and Furnace Works, 


Des Moines, lowa. 


1. It will pay you well, 
2. Our line is complete. 
3. Our styles are up to 


5. Prices are right. 


6. They will supply all 
wants you will be apt 


We have a large stock, insuring quick shipment, 
Freight rates are low on account of short haul, 


GREEN’S 
FURNACES 


Here are 12 reasons why you should handle our furnaces: 


easy sellers. 


GREEN’S WOOD FURNACE 
Takes a 56 inch stick of wood. 






























SUPPLIED WITH ECLIPSE GRATES 





Sectional View, Showing Wrought Boiler Tubes in 
Radiator. A Full Revertible Flue Furnace. 





FOR HARD COAL OR WOOD 











THE ROBINSON 


Tubular Furnaces 








are constructed on principles that have been 
tested and proven correct, and with one aim 


in view, 1. e., 40 give the greatest amount of heat 
The people 


From the smallest amount of fuel. 


using a furnace and paying the coal bills recog- 


nize this as an important and vital feature. 


A 


cheaply constructed, nearly direct draft furnace 
is expensive at any price, as it usually con- ) 
sumes from 25 to 40 per cent more fuel thana 
ROBINSON TUBULAR. The extra cost 
of our furnace is offset in a year or two by the 
saving of fuel, to say nothing of the saving on 


repair bills. 


The ROBINSON TUBULAR 


FURNACE will thoroughly warm a house 
with a reasonable amount of fuel and give 


satisfaction to the user. 








Robinson Furnace Co. 


105 Lake Street Je 


Chicago 



























































The Old Reliable 


MANUFACTURERS OF 
UP-TO-DATE HEATERS 


























We are making large ad- 
ditions to our works and 
output capacity, to meet 
the rapidly increasing de- 
mands of our trade. 




















64e BOYNTON FURNACE 
NEW YORK COMPANY CHICAGO 


























BOOMERS. 


WE ARE MAKERS OF THE BEST AND THE BEST MAKERS 


If it’s for heat then its the 
BOOMER FURNACE. 
If it’s for cooking then the 
BOOMER STEEL 
RANGE. 

These stand without an 
equal, containing all the 
points that can be had ina 
Furnace or Range:wEiGcutT, 
DURABILITY, ECONOMY, 
RADIATION. 

THE BOOMER FUR- 
NACE is built of the best 
material, has all the points 
of superiority and merit, 
heats equal, burns all 
smoke and gas, keeps fire 
all night, saves labor, time 
patience and expense. 

The BOOMER STEEL - 
RANGE has flush en- 
cased, porcelain lined right 

— and left hand orcopper tel- 

E escope reservoirs and high} 
closet 18x20in. and 20x22in. 
ovens, Burns hard or soft 
coal, wood or natural gas. 


If you use the BOOMER LINE you will be prosperous—they save the money 


THE HESS-SNYDER COMPANY 


MASSILLON, OHIO 
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HOT AIR | HOT WATER | Ss TEAM 
FURNACES BOILERS BOILERS 


MUELLER 


IS THE LARGEST AND 
MOST COMPLETE LINE OF 


Furnaces 4-4 Boilers 


MANUFACTURED. 








WRITE FOR CATALOGUE ANDO PRICES 





BVERYTIUNG IN THE HEATING LINE. 


ESTABLISHED i857 MILWAUKEE WIS. 











THE FARQUHAR 
One-Piece Welded Steel 


recuating FURNACE 


Saves fuel by slow combustion. 

Saves labor by once-a-day firing, and by the auto- 
matic control of the fire. 

Protects its own fire-box and protects the house by 
preventing overheats. 

Is cleanly and prevents leakage of poison by being 
welded into one piece of continuous metal. 








Manufactured By 


FARQUHAR FURNACE Co. 


WILMINGTON, OHIO. 


WEIR -*. ==” FURNACE, 


THE HEAVIEST STEEL FURNACE MADE. 


Absolutely Gas and Dust Tight. A Great Heat-Producer, 
but a Fuel Saver. 


MANUFACTURED BY 


THE MEYER FURNACE CoO. 


1300-1304 8. Washington &St., 
Send for Catalogue. PEORIA, ILLS. 


“The HANDY FURNACE PIPE” 


Made with a View of Being Safe. 


The saving of labor in putting it up really makes it the 
cheapest hot air pipe on the market. 


MANUFACTURED BY 


F. MEYER & BRO. CO. 


Send for Catalogue. PEORIA, ILLS. 
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Write : know what to do with all the inquiries we are 


SAN is like stirring up a beehive.”’ 
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The KELSE WARM AIR 


GENERATOR 


Made with Single Door or with Double 


Doors for burning wood. 











SECURE THE AGENCY 
now and give your customers the 
heater that will give them the best 
results and bring youmore business. 


COOK & VAN EVERA CO. 


38 E. Lake Street, CHICAGO 
Western Selling Agents 








KELSEY HEATING CO., ‘Makers 
SYRACUSE, N. Y. : 


NEW YORK OFFICE, 156 Fifth Avenue 





24,000 in use 
700 Dealers selling. 


JAS. SMART MFG. CO., Ltd., Brockville, Ont., Sole Makers for Canada 











WE SELL THEM 


Ash Pit Doors 
' Cylinder Rings 
Stowell’s Stove Pipe Registers 


_ Floor Registers 








Stowell Manufacturing & Foundry Company, 
SO. MILWAUKEE, WIS. 











F. D. BURGESS, 
WAUPACA, WIS., writes, Feb. 5, 1901: 


‘44 advertised a set of Tinner’s Tools in your paper and 
have sold them, and I have received letters from parties 





wanting them, from all parts of the United States. That goes 
to show that The American Artisan has a great circulation.” 
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Money uff 
Se 


in BB By 
the Dealers 
Who 
Furnace Handle 
Business GILT EDGE 
FURNACES 


Write 
for our 
Catalogue. 


R. J. Schwab & 


Sons Company Regular Pattern Gilt Edge 
. Hard Coal Furnace 
MILWAUKEE, WIS. 










































Emperor Furnaces 


FOR WOOD. 
Simple, Safe, Durable, Economical in Fuel, 


The Best and Cheapest Line of Wood Furnaces .. . 
Furnished for either Brick or Galvanized Iron Casing. 


SEND FOR CATALOGUE, 


Wk 19 theme Mere, 


NEENAH, WIS. 





























The Under-Feed Furnace 


BURNS SOFT COAL 


A CHEAP FIRE. A LASTING FIRE. A CLEAN FIRE. 
———SAVES ‘/, THE COAL BILL.——— 


If you are looking to the future in your furnace business; 
want satisfied and pleased customers; want every furnace 
set to prove a standing advertisement for the sale of others, 
let us send you catalogue and prices—The Under-Feed filis the bill. 




































WESTERN FURNACE AND FOUNDRY CO. : OMAHA, NEBR. 

















Tr 
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Jesse J. Hensel, Milan, Wis., writes: ‘‘I find your publication of such inestimable 
value in my previous capacity as hardware manager for a large firm located in the west- 








> 
ern part of this state, that I feel as if I could ill afford to be without it now.”’ e 
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WE MAKE 
WE MAKE 


NOTICE 
TO STOVE AND 
FURNAGE DEALERS 


THE BEST STOVE and 


FURNACE CEMENT. 


THE BEST STOVE 
PUTTY. 


THE BEST ROOFING 


CEMENT. 


WRITE YOUR JOBBER FOR 
PRICES. WRITE US FOR OUR 
NEW CATALOGUE. 





Ii 
HOUSE: 
WARMING 
MANUAL 


Is beyond all doubt the best 









NICKEL PLATE STOVE 
POLISH C0., CHICAGO 














THE SUN STOVE COMPANY 


DETROIT, MICHIGAN. 


"SUN STOVES _ 


Gasoline, Oil and Gas Stoves 
Air-Tight Heaters for Wood ——- 
Ovens and Oil Heaters 
Gasoline Torches and Lamps 
Hot Blast Smoke Consuming 
Coal Heaters 





Sun Front Feed Stoves and Peerless Stoves 
smokeless and absolutely odorless. Quick 
lighting, safe and reliable, with warming closet 
which heats to a temperature of 125 degrees 
with no extra consumption of fuel. Admitted 
by our competitors to be the best burner in the 
market. Our model Sun Junior Gasoline 
Stoves, complete Brass Burners. The very 
best generating burner in the market. In all 
sizes from 7 inches to 626 with step. Ovensof 
very heavy, superior grade returnable flues. 


The only good working oven sold. A trial <a 


order will convince you. 

















The dealer who has on his floor a 


Phoenix Furnace 

















makes no mistake. 
continuous — undoubtedly the best HOT AIR 
FURNACE in the world and the greatest fuel 
saver on the market. 


C. F, PALMER, 


’ PHCENIX IRON WORKS. 


His trade is sure and 


UTICA, N. Y. 











book published on practical 
house heating. 

It contains the plans and 
essays on heating a house 
submitted in THz AMERICAN 
AgntisaN House Warming 
Com petition for. $300.00 
prizes, and is in fact 


An Encyclopedia of the Most 
Modern and Improved Practi- 
cal Methods of Heating a House 
by Steam, Hot Water and 
Warm Air. 


A Leading Western Newspaper 
Says: 

'“The volume is a well-bound 
and artistically printed and il- 
lustrated volume of nearly 300 
pages, and contains some master- 
ly essays on steam heating, hot 
water heating and warm air 
heating. Nearly every promi- 
nent authority in this field is 
quoted, and an application of 
principles and improvements 
suggested covers all technical 
details in a simplified and prac- 
tical way. House plans and 
diagrams accompany the subject 
matter, which deals specifically 
with radiation, combustion, 
ventilation, prices, estimates, 
and the best and latest methods 
for placing, connecting and util- 
izing the apparatus adopted.” 





Price, Only $3.50 Per Copy. 


For sale by all booksellers or 
the Publisher 
Daniel Stern, 
69 Dearborn Street, 
CHICAGO. 














e 
A Furnace Recipe. 
One Part, Good Material. 
One Part, Good Design. 
One Part, Good Workmanship. 
















This is the one we use in making the 


AMERICAN 
FURNACE 


Every furnace we make is guaranteed and 
our furnaces will bear comparison with any 
made. It isclean, durable and economical. 
A boiler-plate furnace, hence it don't crack. 


' The American Furnace Co. 











Large Radiators, Easy to Ciean Out. 1911-13 Pine Street, - ST. LOUIS. MO. surn tard or Soft Coat or Coke, Large Doors. 
Write for prices and secure the agency before the other fellow gets it. 


* ai 













The secret of the great 
success of the 


Front Rank 


lies in the furnace itself. Every 
detail of its manufacture is care- 
fully watched by the best furnace 
makers in the United States. It 
is a perfect furnace from start to 
finish and contains all the latest 
improvements. 


















These furnaces burn hard or soft coal or coke. We 
also make wood burning furnaces. 

Send for our catalogue, it will give you a better idea 
of what we make. 


FRONT RANK STEEL 
FURNACE Co., 


2301 to 2309 Lucas Av., ST. LOUIS, Mo. 


MONCRIEF 


WARM AIR FURNACE. 


All Cast Iron 
Moncrief Duplex Grate. 
Large Radiating Surface. 
Double Fire Pot. 
Specialties) -arge Grate ~urface. 
Top Return Flue 
Simplicity, Durability Economy, 
Cleanliness in Use. 


HENRY & SCHEIBLE CO. 


6-8-10 Long St. Cleveland, O. 


















BH. &. Groth 


Cedarburg, Wis., Writes: 


; 



























— 
“Please take out my 
advertisement for a tin- 










ed” with letters from 
all parts of the State, 
and was able to select 
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BOOKS BY MAIL 


HE Publisher of the American Artisan will take pleasure in supplying books of whatever 
character. at catalogue prices, prepaid by mail, to any address, on receipt of price. The 

following are lines specially represented: 

SHEET METAL WORKING. THE FOUNDRY. THE WORKSHOP. HEATING AND VENTILATING. 

PLUMBING AND DRAINAGE. BICYCLE REPAIRING. THE STORE AND OFFICE. 


DANIEL STERN, 6) beiusonn er chicago 
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The Chicago 
FURNACES 


Satisfy the most Exacting. 








A postal will bring complete catalogue of furnaces. 


PIPE FITTINGS, REGISTERS 
AND SUPPLIES. 


ChicagoFurnace 
Supply Co. 


64 to 70 W. Monroe St., Chicago. 


40 SQUARE FEET 
Floral} uot seu 


“JUNE COMFORT IN JANUARY” 




















Hot Water Boilers, 
Steam Boilers are 
leaders. We have 
a full line of round 
and sectional water 
and steam boilers. 

Write us for cata- 


logue. 


MONROE, The CANTON PERFECT BLAST. 
Monroe Foundry & Furnace Co., “mci: Bi} & rie poxnot COMPANY, Canto, 0. 








CLARK’S CELEBRATED UNDER- 
FEED FURNACE. 


Pp So ts heater on the market for burning the cheaper grades of slack 
and nut 

Every part of this furnace is made with great care, and is very strong 
ot tren 

e fe is oscilla’ 

The pan vee 5 is onthe - iad 

The entire furnace is cast iron. 

It has but three joints. 

It is a comparatively smokeless furnace. 

The grate does not shake but revolves. 


WRITE FOR CATALOGUE 


W. A. CLARK & CO. 
35 PIKE STREET :: : :: COVINGTON, KY. 





- ‘A, ALLISON, 816, FIFTEENTH 31 DENVER. CoL., Writes: 


HAVE pera tok Phe d« + tds (Ueno b AS YOUR oddone a 
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“PERFECTION” 
FURNACE 
PIPE 
AND FITTINGS 






FURNACE 
SUPPLIES 









“SYMONDS” 
SIDE WALL 


AND 


TUTTLE & BAILEY 
REGISTERS 













ASBESTOS PAPER 
ASBESTOS 
FURNACE CEMENT 
DAMPER CLIPS 
HOT AIR DAMPERS 
DRY ASBESTOS 
CEMENT 
FURNACE PASTE 





STOCKHOFF 
SUPPLY CO. 


(The Quick Shippers) 


107 N. Main Street, St. Louis 


Send for Catalogue and Prices 





STOVE PUTTY 
ROOFERS CEMENT 
ASBESTOS AIR 


CELL PAPER 


U. S. 
CLINKER HOOKS 











BOSTWICK 
STEEL LATH 
AND EXPANDED 
METAL LATH 











RICHARDSON 
& BOYNTON 
“PERFECT” 
WARM AIR 
FURNACES 









FOLLANSBEE BROS. CO.’S 
STEEL SCOTT'S EXTRA COATED 
PLATE AND OTHER BRANDS 
N. & G. TAYLOR'S 
FURNACES 


OLD STYLE 











It Will 
Pay You 


to illustrate your advertise- 
ments in your local papers. 
A sheet of comic advertising 
cuts sent on application. 





These cuts are furnished with 
eatchlines showing their appli- 
cation to the. hardware, stove 
and tinners’ trades. 

Address 


DANIEL STERN 
69 Dearborn St., - CHICAGO 














tion Heaters. 





ebay ACCOUNT of the increased 
demand for the 


Torrid Zone Furnace 


we have been compelled to move our 
business into new and larger quarters, 
We now have the best equipped fac- 
tory in the West for the manufacture 
of Furnaces, and are better prepared 
to supply our customers than ever be- 
fore. Write 


LENNOX CO. 
MARSHALLTOWN, IOWA, 


for prices and terms on Hot Air Furnaces and on Combina- 

















DANIEL STERN, 


SOME MORE 


A Series of Practical Volumes with Numerous Illustrations. 


BOOKS 


“Practical Draughtman'’s Work,” 226 illustrations. This one contains many points relative to this 
line of work. $1.00 prepaid. 

“Practical Gas Fitting,” 120 illustrations. This one contains all practical points connected with gas 
wing of every description. $1.00 prepaid. 

“Practical Stair Case Joinery,” 215 illustrations. This one contains many beneficial points for the 
pence workman as well as good hints for the amateur. $1.00 prepaid. 

“Practical Metal Piate Work,” 247 illustrations. This one contains numerous engravings and dia- 
grams, and is unusually clear and true. $1.00 prepaid. 


Any one of these books and all others of any line can be secured upon receipt of price, prepaid by addressing 


69 Dearborn Street, Chicago, Ill. 
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~ c; ** That little or no 
3 dependence can be 
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i: =\ fg jority of the heaters [> 
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yy (furnaces) now in use 
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jo has been fully demon- 
: ) strated. It goes without | 
(: i contradiction that no less 
‘ R\) than 15 out of every 20 of 
SF; our homes are imperfectly 
¥ || heated. This is not as it should 
© be, noris there any reason for 
it. Proper apparatus, installed 
by competent engineers, can 
correct these defects. The poor 
results obtained are not the 
only question to be thought of ; 
it is the uneconomical method 
of producing these results as 
well—wastefulness of fuel.’’ 
From the Metal Worker, N. Y., 
January 23, 1904. 
We have set forth many 
times on this page the merits 
of the Round Oak Furnace 
and Round Oak methods of } 
installing. If you have an 
ambition to do fine furnace 
work with the best furnace 
on earth—to make perfectly 
heated homes—you are 
invited to confer with us; 
but if you think price is all 
there is to the furnace busi- 
ness, and that one must be 
the «lowest bidder” always, 


pass us up. 
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ESTATE OF 


P. D. | 
S Beckwith \\ 


» FRED B. LEE, Manager 
Dowagiac 
Mich. 


Makers of Good 
Goods Only 
































ESTABLISHED 1880. 





Representative of the Stove, Tin, Hardware, Heating 
and Ventilating Interests. 


PUBLISHED EVERY SATURDAY. 


feaus or SUBSCRIPTION IN THE Unitep STATES, THEIR POSSESSIONS, AND 
Canapva, (Invariably in advance): One Year, Postace Parp, 
tw Foreicn Countries Excert Canapa, One Year, Postace Parp, $4.00. 


Address all Letters, communications and remittances to 


DANIEL STERN, PUBLISHER AND PROPRIETOR, 


6 DEARBORN STREET, CHICAGO, ILL. 


Entered at the Chicago Post Office as Second Class Matter. 
Tas Paper 1s A MEMBER OF THE CHICAGO TRADE Press 
ASSOCIATION. 
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DANIEL Davenport, Bridgeport, Conn., representing 
the Anti-Boycott Association of the United States, 
recently gave his views before the congressional com- 
mittee on labor. In the course of his remarks he said: 
“There always will be armies commanded by great 
men. Co-operative armies are an impossibility and it 
is the same in commercial life. There must be some 
one to buy and sell and to give orders; there never 
will be a time when a few will not control the imple- 
ments of production and command the armies of work- 
men. All attempts to get away from this fundamental 
law are all humbug—all quackery. Society will never 
abandon this principle.” 








THE recent announcements with reference to new 
steamship lines between the United States and the 
Mediterranean countries lend especial interest to some 
statistics of our present commerce with those coun- 
tries, just made public by the Department of Com- 
merce and Labor through its Bureau of Statistics. 
These figures show that the imports of that section of 
the world fronting upon the Mediterranean and upon 
the Indian Ocean, immediately beyond, amount to 
more than a billion and a half of dollars annually, 
and that at present the countrics in question take only 
6 per cent of their total imports from the United 
States. Northern and western Europe takes largely 
of our exports, but many of the countries fronting 
upon or tributary to the Mediterranean, both those of 
southern Europe and northern Africa, as well as west- 
ern Asia, take but a very small perceritage of their 
total imports from the United States. Yet the field, 
as shown by the figures just compiled, is an important 
one, the total importations of the countries fronting 
upon or tributary to the Mediterranean, and including 
India and the Straits Settlements, lying beyond, be- 
ing, ‘in’ round terms; $1,600,0c0,000 annually, while 
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their total imports from the United States are, in 
round terms, but about 100 millions. 





THE value of the commerce of the 
countries fronting upon the scene of hos- 
tilities in the Orient aggregates about 
600 million dollars per annum, and the 
value of the commerce of the United States with those 
countries aggregates over 100 million dollars per an- 
num. While the prospect of war resulted in the plac- 
ing in the United States of orders from Japan for flour 
and from Russia for meats, the general trend of ex- 
portation to the four countries fronting upon the scene 
of hostilities has been downward during the period in 
which this subject has been actively discussed. To 
Japan the exports from the United States during the 
month of December, 1903, were $2,263,245 in value, 
against $2,811,589 in December of the preceding year, 
and for the entire calendar year 1903 were about one 
million dollars less than in the preceding year. To 
Asiatic Russia the exports from the United States 
were $716,274 in 1903, against $898,711 in 1902 and 
$1,013,320 in 1901. To China our exports during 
1903 were materially below those of the preceding 
year, being for the month of December $841,373, 
against $1,857,733 in December, 1902, and for the en- 
tire year $14,970,138, against $22,698,282 in 1902. 
This reduction occurs chiefly in cotton cloths, of which 
our total exportation to China in December, 1903, was 
but 3,665,364 yards, against 20,582,544 yards in De- 
cember of the preceding year, the value being $230,546 
in December, 1903, against $1,074,463 in December, 
1902. For the entire year the value of the cotton cloth 
exported from the United States to China was $8,801,- 
964, against $16,048,455 in the calendar year 1902. 
This reduction in exports to China is not peculiar to 
the United States, as the official reports of the Chinese 
government show a general reduction in its imports 
during the past year, up to the latest period covered by 
the reports. 

To Russian China our exports show an increase, 
being in 1903 $846,310, against $421,163 in 1902. To 
Korea the exports of the year also show a slight in- 
crease, being valued at $370,566 in 1903, against $257,- 
130 in 1902. To Hongkong, which is sufficiently far 
removed from the scene of existing disturbances to be 
less affected, apparently, by such conditions, the ex- 
ports from the United States show an increase, being 
in December, 1903, $1,705,436, against $1,417,736 in 
December of the preceding year, and for the entire year 
$9,792,193, against $8,751,779 in 1902. 

As to the trade of the United States with Manchuria, 
it is not separately shown in the general statements of 
the commerce with China. The Department of Com- 
merce and Labor, through its Bureau of Statistics, 
however, has recently compiled some figures which 
show that the imports of Newchwang, the principal 
port through which Manchurian commerce now passes, 
amounted in 1902 to about 18 million haikwan taels, 
against 17 millions in 1901 and 8 millions in 1900. The 
value of the haikwan tael in 1902 was 63 cents, so that 
the value of the imports of Manchuria, stated in dollars, 
would be, in 1902, about $11,000,000. The official 
report of the Chinese government does not specify all®, 


Oriental 
Trade. 
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classes of merchandise received into Newchwang from 
the United States, but does specify the four principal 
articles—American jeans, drills, sheetings, and kero- 
senes. The total value of these four articles of Ameri- 
can production reported as brought into Newchwang 
in 1902, either coming direct from the United States or 
from other ports of China, was 6,118,920 haikwan 
taels, which at the official valuation of the haikwan tael 
in 1902 would make the total value in United Sttaes 


currency $3,854,920. 








RANDOM SKETCHES. 





BY SIDNEY ARNOLD. 

Tue shipping clerk for a large hardware jobbing 
house once told me: “The policy of our house holds 
the checkers in my department responsible for goods 
that come to them from the order department checked 
as correct, but if a checker says there are 12 rakes 
in a box and there turn out to be only 11 he must 
stand the loss for the missing rake. However, if any 
checker stopped to count these rakes, he would be slow 
to hold a job in this department. Railroad companies 
are pretty careful, but thefts in transit are not entirely 
unknown. However, in spite of these facts the retailer 
fis not always in the rights, as is shown by the follow- 
ing correspondence of a Dubuque wholesale clothing 
firm. Some of these incidents are probably duplicated 
in even the best regulated hardware stores once in a 
while. 

COMPLAINT NO, 1. 
FIVE DOZEN HOSE ARE SHY. 


Gentlemen: We find to-day upon unpacking the goods 
shipped us August 19, they were short as follows: 
GMB rt dow. hose... 6c. ccccseeee $2.25 
y ee ig | RRS rer 2.00 
G7. Gam, DORs ok 0s code cécc ces 2.00 
BUD GU. Is Bh aden dececcass 2.00 
SOD oi sacliech ache esa vies $8.25 


Please send us credit memorandum for same. 
Yours truly, 


COMPLAINT OF SHORTAGE IS REITERATED. 
i‘ tenepibaersia , Ia., Sept. 29, 1902. 
Gentlemen: In reply to yours of yesterday, will say we 
received all five boxes as stated in your letter and are satisfied 
the goods were short, as all of the boxes were unpacked in one 
day except the box of duck coats. 
Yours truly, 


STILL SHORT. 
> mamma Oe aca , Ia., Oct. 10, 1902. 
Gentlemen: In reply to yours of the 8th, will say we are 

short the hose as reported in our last letter. In regard to the 
hose you referred in your letter of September 29 being packed 
with some other goods, were one dozen ladies’ hose, number 
736, packed with underwear, and we have them. 

Yours truly, 


eee ee ee ee 


GOODS ARE FOUND. 
ee ee , la., Sept. 21, 1903 

Gentlemen: Enclosed find check for $44.94 in payment 
of bills of July 29th due Sept. 15th, less discount 10 days, and 
also $8.25 to balance You will find you 
sent us credit memorandum last October for $8.25 for goods 
we claimed short. Through error of railroad agent or dray- 
men, we did not find the goods until last spring, but have them 

now and include payment for same in check inclosed. 

Yours truly, 





AND HARDWARE RECORD: 


GOODS ARE PAID FOR A YEAR AFTER. 

dies seack te » Ia., Sept. 24, 1903. 
.Gentlemen: Yours of the 22d at hand. In reply will ay 
we could not find out by the agent that any such box came ‘or 
us and we had all the boxes our freight bill showed, wit!, 
this one. About the same time we received a shipment of 
canned goods, which our drayman hauled and put in © 4, 
storeroom for us and with it this hosiery, or at least we s ip. 
pose so, for there is where we found it. I guess this is at ut 
all there is to it, only the reason we did not report it sooner 
was we did not think it necessary until we remitted for it, 
and we just simply neglected or overlooked it in our remit- 

tances until now. Yours truly, 


eee eee eee ee ee es 


COMPLAINT NO. 2. 
FOUR BLOUSES MISSING. 
Gentlemen: In checking off the bills of August 21 and 
27 we find that we are short No. 803 one-third dozen blouses. 
Yours truly, 


CeCe ee eee ee eee eee 


BLOUSES STILL MISSING. 


conmeiiare dhs Gt 4 » Ia., Sept. 18, 1903. 
Gentlemen: I have looked again and failed to find that 
one-third dozen No. 803 blouses, but Mr. .......... will be 


here soon and we will have him look for same, and if they can 
be found we will willingly pay for them. 
Yours truly, 
CREDIT MEMORANDUM IS ASKED FOR. 
Dear Sirs: Why not send us a credit memorandum of 
the one-third dozen blouses that were short? 
Yours truly, 


eee eee ee es 


BLOUSES ARE FOUND. 


tid Riedie a «acer , Ia., Dec. 2, 1903. 
Dear Sirs: I located the one-third dozen ladies’ golf 
Se TA. opscatoonsacun Sas Es casteteccs said that 


they looked all through their overall department for blouses, 
as they thought the invoice called for some kind of working 
jackets or blouses. Please charge them up with the 803S 
one-third dozen ladies’ golf blouses, $24.00, shipped to them in 
their early fall bill, which they claimed they did not receive. 
Yours in haste, 
BLOUSES ARE RE-BILLED. 
Sdédawnba NeAne , Ia., Dec. 3, 1903. 
Date Give: Mar ci ssctsccnss was here yesterday and we 
found out what No. 803 was. The way it was billed I sup- 
posed it to be some men’s blouses and looked in the men’s 
department for 803, but Mr. .............. told me it was 
ladies’ sweaters and we looked in the other department and 
they were easily found. Being you have sent us credit 
memorandum for them, you will have to re-bill them. 
Yours truly, 


CCR eee eee 


COMPLAINT NO. 5. 
A,DOZEN SHIRTS GONE. 
Se » Ia., Sept. 17, 1903. 
Gentlemen: Goods in bill of September 1 received yester- 
day and after carefully checking up same, discover that we 
are short one dozen shirts of lot S127G at $2.75, and these 
must have been omitted in packing the case. Kindly investi- 
gate and send us credit memorandum for same and oblige. 
Yours truly, 
WERE LEFT IN PACKING CASE, 
Sidelbis a koma bbs , Ia., Sept. 21, 1903. 
Gentlemen: In reply to your favor of Sept. 19, regarding 
the one dozen shirts S127G which we reported short, we de- 
sire to inform you that we found these goods in the packing 
case where our clerk had left them in unpacking same. We 
very much regret the trouble that we have caused you and can 
positively assure you that it won’t happen again. 
Yours- truly, 
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BAR TR 


COMPLAINT NO. 4. 
SUPPOSED SHIPPING CLERK IN ERROR. 
ada cekite vernal , Ill, Sept. 23, 1903. 

Gentlemen: In checking up underwear that arrived Mon- 
| find 24 boxes or 12 dozen of 407. According to your 
-orce I am one-half dozen short, also in the job 1060 I find 
| am one-sixth dozen short, but found one-sixth dozen 1030, 
$9.00 grade not on your invoice, so I presume the ship- 
» clerk made error, sending me the one-sixth dozen 1030 
nstead of one-sixth dozen 1060.. Everything else O. K. and 

| am well pleased with the way they open up. 

Yours truly, 


Ga 


HE FOUND THE DRAWERS. 
Sdihieadl deh dig deel , IIL, Sept. 25, 1903. 
Gentlemen: I found the one-half dozen drawers No. 32, 
| supposed I was short amongst the 369 lot. I am so crowd- 
ed for room and have been so very busy | sometimes wonder 
that I do anything right. Very much regretting the annoy- 
ance I have caused you, I am, 
Yours truly, 
COMPLAINT NO. 5. 
INVISIBLE JACKETS. 
Lunde oOGle Hinde , Ia., Sept. 29, 1903. 
Gentlemen: The duplicate of the goods, of which we were 
desirous of receiving, came to hand this morning. We send 
accompanying this communication the duplicate. It is O. K. 
except in regard to the No. 500 one-third jackets. .We re- 
ceived only one-sixth. Trusting you will find the error, 
Very respectfully, 
THERE WERE FOUR IN THE BOX. 
EERE Ee , Ia., Oct. 14, 1903. 
Gentlemen: Mr. .......... waited to tell me about the 
shortage claimed of “one-sixth jackets, $24.00.” It seems that 
he opened the one box and took but one and thought the 
jackets were put up one-sixth dozen and supposed that but 
one remained. He felt badly when we to-day fished out the 
four. Yours very respectfully, 


* * * 


THE negro’s soul is drenched with melody. Wom- 
an’s heart is one diapason of rhythm. Surely, then, a 
negro woman with mind on hardware bent should 
produce something worth while for my unparalleled 
collection of hardware poems. . Such a poem is for- 
warded us by the Detroit Vapor Stove Co., Detroit, 
and from this the following excerpt is made: 

Ain’t no totin’ in 
ob fuel— 
Ain’t no ashes, dirt, 
or smoke— 


Ain’t no, waitin’ fo’ de fiah 
Till yo’ heart am nearly’ broke. 


Git yo’ cookin’-tools all ready— 
Light a match, an’ den— 

“ker-chuff !” 

"Way she goes! quick, hot an’ steady— 
De Vapor 
Range 
am jes’ 
de _ stuff. 


*_ * * 

My peerless collection of hardware and stove poems 
consisted in the main of fugitive stanzas pregnant with 
dainty melancholy or chastened joy; or scintillating 
sonnets fervent in their inspiration and profound in 
their grasp. Lyrics free from taint of caconym, 
Limericks seething with rhymes masculine, fem- 
inine and no rhymes at all. These I had by 
the carload lot, but few extended pieces—nothing to 
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vie with Spenser’s Faerie Queen in length and with 
Thanatopsis in intensity, until‘the Cribben & Sexton 
Mfg. Co., Chicago, sent me a copy of their “Mary 
Ann and I.” From this poem I extract the following 


tit-bits which give a taste of the quality of the whole. 

*“But to make a long story short, and get Jown to the facts, 

You see we had a range in the house which was all full of 
cracks; 

And for Mary Ann to cook or bake, it was necessary all her 
patience to bring, 

To operate thac old, ancient, forgotten, tumble-down, wornout, 
useless thing. 


“And when I came from work that night, that range was just 
a-balking, 

And I wasn’t feeling very well, and was most mighty tired from 
walking, 

And for chasing a lot of my neighbor’s blasted pigs out of the 
wheat 

I was just 9s hungry as a bear who hadn’t seen anything to eat 
for a week. . t 


“So when I looked around and saw no supper was to be had, ‘' 

I simply said (and I fear I didn’t say it right), ‘Mary Ann, this 
is bad,’ 

For she flew in a huff, and said she guessed she knew when 
she had encugh, 

And if I cared a penny’s worth, I would buy a range like neigh- 
bor Clough’s. 





“And I, you see, being so mighty tired, wasn’t In the condition 

To take such talk and be put in such an unpleasant position; 

So one word brought on another, until it ended in a regular 
family row, 

And here, stranger, is where I wish to stop right short and 
make my little bow. 


“And say nothing more about it until a new range is bought, 
And everything is fixed to please Mary Ann that ought. 

What kind do I want, did you say, sir? 

Well, that’s easy to judge, when it’s name is ‘Universal,’ sir. 


“me other would I have if the others could be got for the ask- 

ng, 

For this thing I want and must have, if the peace of my home 
is to be everlasting; 

And the working of neighbor Clough’s range has proved it to 
be no fakir, 

But it’s what we need most, sir, a cooker, a baker and a happy 
home-maker. 


“And as the sun sinks to rest, and at twilight we hear the 
whip-poor-will call, 

And as the storm winds blow hard, and the rain beats on the 
wall, 

We will take it for granted, whatever is to be, God knows It is 
for the best, 

And we will thank the good Lord on high that with a ‘Univer-~ 
sal’ range we are blessed.” 

* - - 


Tue following poem is the product of the divine 
afflatus of the high-salaried poet employed by the Su- 
perior Fence Machine Co., Detroit, Mich. Its 
right to a prominent position in my unparalleled line 
of hardware poems must be conceded by all: 


“Farmer McManus was down in the mouth, 

He’d been plowing in ground that was hardened by drouth, 
And as he had bedded the horses at night, 

He ‘lowed a cool drink of milk would go right. 


So to the dairy he went with a will, 

To find that the pans contained nothing but swill 
With a layer on top of white curdled stuff 

That was palmed off as cream—an unpardonable bluff. 


So he sadly walked out to the five-acre plot, 

Where the calves by themselves were bemoaning their lot. 
A chorus of ‘Ba-ahs’ told their pitiful tale; 

Their backbones stuck out—they were thin as a rail. 


He thoughtfully wandered back to the house 

And took up a paper—subdued as a mouse, 

And the very first thing that was noticed by dad, 
Was the Superior Cream Separator Company’s ad. 


‘T’ll have one of those inside of a week.’ 

He did—and the calves now are healthy and sleek, 
The butter he makes is as fine as the silk 

And McManus enjoys his glass of cool milk.” 






























THE AMERICAN ARTISAN 


News Siftings 


It is said that Muskegon, Mich., is to have a $10,000 
stove foundry. 

The employes of the Detroit Stove Works, Detroit, 
Mich., are at present enjoying the luxury of a strike. 

The Lincoln Stove & Range Co., Fremont, Ohio, 
have increased their capital stock from $100,000 to 
$150,000. 

Wm. McCalpin, secretary of the Bridge & Beach 
Mig. Co., St. Louis, Mo., has severed his position with 
that firm. 

The Southern Stove, Hollowware & Foundry Co., 
Chattanooga, Tenn., were visited by fire, entailing a 
loss of $5,000. 

The Folger Stove Co., Cincinnati, Ohio, have leased 
the store, basement and second floor of the premises 
at 1014 Elm street. 

The Wright Manufacturing Co. are a new New 
Haven, Conn., concern capitalized at $4,000 for the 
manufacture of stoves, pipes, elbows, etc. 

The Overton Adjustable Stove Pipe Co., Dunlap, 
Iowa, have changed their style to the Dunlap Mfg. 
Co. This firm make adjustable stove pipe. 

A petition has been filed asking for a receiver for 
the Simpson Stove Works, Pittsburg, Pa., by C. C. 
Johnson, Joseph B. Donaldson, W. J. Cowern, and 
Samuel Munnel, Jr. 

It is said that the United States Steel Corporation 
is dismantling its wire nail mills at New Castle, Pa. 
The machinery is being shipped to Salem, Ohio, and 
other points. 

The Anniston Stove Works Company’s Anniston, 
Ala., foundry will be completed at an early date and 
the manufacture of stoves will be begun. They are 
capitalized at $50,000. 

The J. A. Harps Mfg. Co., Greenfield, O., manufac- 
turers of the Never Fail oil can, advise us that they are 
far behind in shipping orders. They have at the pres- 
ent time 35 men and boys on their pay roll and they 
expect to double this in the next year. 

The Blackblock Foundry, South Pittsburg, Tenn., 
manufacturers of grates, sad irons, sinks, country and 
stove hollow-ware, sugar kettles, cast iron shoe lasts 
and stands, etc., send us a calendar blotter for the 
month of February showing a pretty scene of a coun- 
try kitchen. 

W. C. Smith is president, Henry Franelich is sec- 
retary and treasurer, W. A. Smith is manager, P. H. 
Norris, Dr. W. McLean Pitts, L. E. Jeffries, W. C. 
Smith, H. Franelich, W. A. Smith, W. S. Monk and 
L. R. Bamberger are directors of the Selma Stove 
Works, Selma, Ala., incorporated with a capital stock 
of $20,000. 

Mr. Charles F.. Fox, the: pioneer stove man at 22 
West Fifth street, Dayton, O., is soon to retire from 
the business. The business has been purchased by J. 
W. Eberle, H. M. Riley and E. F. Abernathy. Mr. 
Eberle and Mr. Riley were’ formerly connected with 
the concern. The new company will be known as the 
Fox Stove.Co. and their capital stock will be $12,000. 
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Schneider & Trenkamp, Cleveland, O., were victims 
of fire on Feb. 16 last. The fire started from an ex- 
plosion in one of the ovens and for a time it was 
thought the entire plant would be destroyed. ‘Through 
hard work on the part of the firemen the blaze’ was 
finally brought into submission, the boiler and engine 
room being slightly damaged. Their loss is estimated 
at $15,000. 





ELK STEEL RANGE. 





Jewett & Co., Buffalo, N. Y., Milwaukee and De- 
troit, are manufacturers of the Elk steel range shown 
in the accompanying cut. The two essential points of 
material and workmanship that enter into the construc- 
tion of this range can be described only in the super- 
lative, for this new stove product, it is claimed, em- 
bodies all the good points of other stoves, besides 
bringing into use many new points that stamp it as 
worthy of special distinction. 

The Elk steel range is made in three sizes with 16, 
18 and 20 inch ovens, and with either 8-inch or 9-inch 
covers, and is furnished with duplex or dockash grates, 





The Elk steel Range. 


brick or iron lining. The reservoirs are either tinned 
copper or enameled iron. Each stove can be fitted 
with either a high shelf or a high closet. 

The Elk steel range is made entirely of extra heavy 
planished steel, which is of the finest grade. The 
stoves are well riveted, and are as substantial as it is 
possible to make them. Among the many exclusive 
features are the draw-out grates and a perfectly bal- 
anced oven door. All nickel work is of the very best, 
and the stoves are finished with a detachable nickel top 
rim which may easily be lifted off and replaced in a 
moment. 

This is the first time that a detachable rim has ever 
been placed on a steel range, and greatly facilitates 
the process of cleaning and polishing the nickel and the 
black parts of the stove. 
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American Hardware Mofs. Assn. 
Pres., J. C. Birge, St. Louis, Mo. 
Vice- Pres.—F. S. Kretsinger, Ft. 

Madison, Ia.; Henry B. Lupton, 

Pittsourgh, Pa.; Geo. w. Corbin, 

New Britain, Conn. 

Secy.-Treas., F’. D. Mitehell, Phila. 
Ex. Com., C. W. Asbury, Phila- 

delphia, Pa.; Chairman; Robert 

Garland, Pittsburg, Pa.; N. A. 

Gladding. Indianapolis, Ind.; Geo. 

P, Hart, New Brit vin, Conn. ; Wm. 

M. Pratt, Greenfield, Mass. ; ‘Ww. S. 

MecKinn , Allegheny, Pa; E. G. 

Buck wel "Cleveland, ‘Ohio; E. B. 

Pike, Pike Station, N. H. 

Arkansas Retail Hdw.Dealers’Assn. 
Pr s., J. F. Maxey, Ozark. 
istV.-P., H. Williams, Hot Springs 
2d V.-P., A. L. Skillern, Nashville. 
S.-T., C. E. Taylor, Little Rock. 


Ex. Com.,C. T. Rosenthal], Bates- 
ville; T. B. Stewart, Ne rt; r E. 
Mitchell, Morrillton; MG Ta- 


ham, Ularendon; R. F. Roys, Russel- 
ille. 
Chicago Retail Hdw. Dealers’ Assn. 
Pres., H. E Gnadt. 
V.-P., G. A. Neeb. 
Sec., G. R. 
Collector, John Hora. 
Treas., J. L. Smith. 


Hardwae e Merchants’ and Manu- 
fauturers’ Assn. of Philadelphia. 
Pres., Thomas Devlin 
P., John R. Griffith. 
Sec.-Treas., T. grass Fernle 
Directo s, W. W. >upplee, John 
R. Griffith, E. S. Jac-»on, W. C. 
Peters, S. Disston, E. Fisher, J. 0 
Ritter, T. Deviin, T. J. Fernley. 


indiana Reta'l Hdw. Dealers’ Assn. 
Pres , E. M. Bush, Evansville. 
Ist V.-P.. A. Shidler, So. Bend. 
2d V -P., T. J. Lindley,Jeffer-onv'l 
Sec.-Treas., M. L. Corey, Argos. 
Membe s Ex. + om., W. P. Lewis, 

New Albany; Cha<. E. Hall, Indian- 

apolis: J. L. Ful:on, Portland. 


illinois Retail Hdw. Dealers’ Asst. 


Pres., Charles H. Williams, 
Streator. 


V.-P., W. T. Gormley, Chicago. 
Sec., L. Nish, Elgin. 
Treas., Geo. A. Engelhardt, Ch: 


hx. C m., Charlies H. Williams, 
Streator; W.T. Go miley, Chicago; 
L. Nish, Elgin: Geo. A. Engelhardt, 
Chicago; Frank McKenney. Rock- 
ford; + has. J. hnson. Peoria; L. D. 
Ray, Beividere;. F. Porter, Chi- 
cago; Wm: Bittel, Peoria; H. G. 
Cormick. Centralia. 


T Retail Hdw. Assn. 
Pres., J. G. Smith, Canadian. 
ist. V.P., Fred Parkinson, Wag- 


oner. 
2d V.-P., E. C. Stretch, Vinita. 


lowa Retail Hdw. Dealers’ Assn. 
Pres., S. R. Miles, Mason City. 
V.-P., H. S. Vincent, Ft. Dodge. 
Treas., A. C. Vieth. Oakland. 
Members Ex. Com.. T. A. Nichols, 
Bin peyt D. A. Stauffer, iowa 
be W.B. Baumgardner. Dubuque: 
U. Ss. Johnsen, Tama; F W. Rit- 
ter. Hedrick: Thomas Gadd, Des 
Moines; F F. Botlinger. Afton; 
Chas. Swaine. Council Bluffs; Wm. 
H. Millard. Cherokee. 


Kansas Hardware Dealers’ Assn. 
Pres., Oscar Roehr, Topeka. 


—" City; T. a O'Neil, Osage 


Retail Hardware and 
Stove rs’ Association. 
Pres., W. T Oldham, Mt. sterling. 
ist V,-P., W.S. Shacklett, Fulton. 
2d V.-P.. Jos. C. Kirchdorfer, 

Louisville. 
“ec., Paul Wagner, Louisville. 
Treas., Henry Heick, Louisville. 


Michigan Hardware —— sae 
Ay John Popp, Sagina 
. Pres., F. M. Brockett. Battle 
iit 
Treas., Henry C. Weber, Detroit. 
Sec.. 4. J. Scott, Marine City. 
Ex-Com., W. P. Culver. Port- 
land; K. S. Judson. Grand oe! 
J. H. Whitney, Merrill; or- 
gan, Cadillac; T. Frock” Ireland, 
Belding: Fred. S. Cook, Fowler- 
ville; C. E. Pipp, Otsego; A. Har- 
shaw, Delray; A.J. Scott, Marine 
City 
Mi nes ta Reta! Hard«are Assn. 
Pres., A. I’. Stebbins, Rochester; 
V.-P., George Evensoa, St. Peter 
Sec., M. S. Matthews, Minneapolis 
Treas. W. E. Barto, Long Prairie 
Ex. Vom., W. H. Tomlinson, Le 





Sueur; Frank E. Hunt, Red Lake 
Fal.s: B. F. Kernkamp., St. Peter; 
Julius Schmidt. Wabasha, Henry 
Schrader. Mankato; Joseph H. 
Smith Henry Hoell, Owatonna, 
C. H Hornberg. New Ulm; J. (ow- 
ing,Alexand ia; C.H. Casey, Jordan 


Missouri Retail Stove and Hard- 
ware Dealers’ Association. 


Pres., ry ler Frier, Louisiana. 

V.-P., Wachter, St. Louis. 

Sec., FN . Neudorff, St. Joseph. 

Ex. Com., J. W Poland, Carroll- 
ton; F. N. Kannsteiner, St. Louis; 
W. T. Shoop, Richmond. 


National Hardware Association. 


Pres., S. A. Bigelow, Boston. 
ist V.-P., John C. Koch, Milwau- 


kee. 

2nd V.-P., Brace Hayden, San 
Francisco. 

Ex. Com., F. Barker, Elmira. N. 
Y.;: J.D. Moore. Birmingham. Al».; 
John Freeman, Detroit; P. E. 
Strauss, Boston; R. M. Dudley, 
Nashville; W. S. ‘ie _—- 


Advi ~<a Board, W ~" 
Philadelphia; H. H. Bishop. eve- 
land; John Bindley, Pitts ure; R. 
A. Kirk. St. Paul. 


Nebraska R tai! Hdw. Dealers’ Asn- 
Pres., J. C. Cornell, Ord. 
Vice- arg F. D. Kees, Beatrice. 
2d V.-P.. Max Uhlig, Holdrege. 
Sec.-Treas.. H. J. Hall, Lincoln. 


National Retail Hdw. Dealers’ Asn. 


Pres., Pa P. Bogardus, Mt. 
Vern n, 

V.-P., & H. Miller, Huntington, 
Pennsylvania. 

Sec., M. L. Corey, Argos, Ind. 

Treas., A. T. S.ebbins, Roches- 
ter, Minn. 

Ex. Com., H. G. Cormick, Cen- 
tralia, Li:.; Sharon E. Jones, Rich- 
mond, Ind.; T. F. Ireland, Felding. 


Mich.; L. Lind nberg, Dubuque, 
— A. T. Stebbins, Rochester, 
inn 


N. Dakota Retail Hdw. Dealers’ Asn. 


Pres., H. F. Emery. Fargo. 
W. Wolbert, Bis- 


Ist V.-P., G. 
marck. 
2d V.-P., A.C. McNiven, Langdon 


3d V.-P.. J. B. Boyd, Rugby. 

Sec.,C N. Barnes. Grand Forks. 

Treas., H. T. Helgesen. Milton. 

Ex. Com., E. E. Elliott, Sanbern; 
H. F. Strehlow, Casselton; Hurbert 
Harrington, Fargo. 


Ohio Hardware Association. 


Pres, John F. Baker. Dayton. 

V.-P.. ©. S Johnson, Ba: berton. 
a ae Sec., FPra.k A. Bare, Mans- 

eld. 

Fin. Sec., W. C. Jones, “olumbus. 

Treas.. L. F. Stahler. Waverly. 

Ex. Com , John C. Fuhr, Willims- 
burg. Joha Kramer, Dayton, C. Ww. 
Jewell. Uiica; W. A Perry, Zanes- 
ville; Frank W. Ingalls, Byran. 


Pennsylvania Retail Hdw. Assn. 


Pres:,Geo. L. Moore, Brownsville 
V -P., Geo. J Rudolph, Pittsburg 
cKees Rocks 


J. E. Digby, 
Treas. B A. Maggie, Braddock 
Ex. aod . E. Lyon, Greens 
burg; C. N. Savage, California; B 
A. Maggine, Braddock; a 
Shroyer, Dawson. 

St. Louis Stove Dealers’ Assn. 

Pres., R. H Myers. 

ist V.-P.. E. L. Wachter. 

2d V.-P., G. M. Rinie. 

Sec., Louis Boehl. 

Treas., F. A. Kannsteiner. 
Southern Hardware Jobbers’ Assn. 

Pres., W. M. Crumley, Atlanta, 


a. 
ist V.-P., John Donnan, Rich- 
mond, Va. 
24 V.-P.. E. A. Peden, Houston, 


Texas. 

Ex. Com., Bruce Keener, Knox- 
ville, Tenn. ; Chas. Ireland, Greens- 
boro, N. C3 O. B. Barker, Lynch- 
burg, Va. 


Texas Ret. Hdw. and Imp’!’t Assn. 
Prs., S. L. Erwin. 
Ist V.-P., W. M. Grunnell. 
2d V.-P., J. D Carroll. 
Sec'y, J. W. McManus. 


Wisconsin Hdw. Dealers’ Assn. 

Pres., H. L. McNamara, Janes- 
ville. 

V.-P., Ralph Burtis, Oshkosh. 

Sec.-Treas., C. A. Pec«, Berlin. 

Ex. Com., W. H. B sse, Milwau- 
kee; E.R Ran m, New London; H. 
S. Scofield, Sturgeon Bay: R. 
Murdoch, Beloit. 
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THE AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing western 
hardware and metal prices corrected weekly. You 
will find these on pages 134 to 138 inclusive. 

—————————— 
The McPhail Hardware Co. succeeds M. McPhail in 
the hardware business at Marshall, Tex. 


Charles Carlson has purchased the interest of his 
partner in Carlson Bros. at Dewings, Mich. 





John Endreas has purchased the interest of Ed. 
Sauerhering in the Hartford Hardware Co. 

I. E. Gould, a Cedar Rapids, Ia., hardware dealer. is 
cucceeded by N. H. Blom of Conrad, Ia. 

C. W. Johnson has purchased the hardware busi- 
ness of Geo. W. Russell at Benton City, Mo. 

R. W. Norris & Sons succeed the Payne Hardware 
& Supply Co., 348 Gay street, Baltimore, Md. 

John Plummer has disposed of a half interest in his 
store to A. D. Hogendobler of Osborne, Ohio. 

Haskall & Son have purchased the hardware busi- 
ness of Cornelius J. Shreeve at Sanford, Mich. 

M. A. Moore is president and F. D. Moore is secre- 
tary of the Moore Hardware Co., Le Mars, Iowa. 

Neinberg & Fisher moved their stock of hardware 
and stoves to Glandorf, Ohio, from Leipsic, Ohio. 

The Snodgrass Manufacturing Co. succeed The 
Britain-Graham Manufacturing Co., Pittsburgh, Pa. 

The G. E. Bishop Hardware Co. succeed G. E. 
Bishop in the hardware business at Dowagiac, Mich. 

A refrigerator factory is about to be established at 


Columbus, Ga., by John F. Weathers and Ernest L. 
Hiil. 


G. W. Wilson has been succeeded in the hardware 
pusiness at Benton, Tex., by the Wilson Bros. Hard- 
ware Co. 

It is said that the Oneida Steel Pulley Co., Oneida, 
N. Y., will shortly increase their capital stock to 
$300,000. 

Emery McDermith, a Columbus, O., hardware deal- 
er, died of paralysis Feb. 6. He was in the 76th year 
of his age. 

The Moline Scale Co., Moline, Ill., are receiving 
bids for the construction of an addition to their store 
8s5x1@d feet. 

Hart Brothers, Ashland, O., hardware dealers have 
remodeled their store, which gives them more commo- 
dious quarters. 

Wm. Thos. E. Rardin 
are the incorporators of Rector Bros. & Rardin, Par- 
kersburg, W. Va. 


Rector, E. C. Rector and 


James A. Cunningham of the Cunningham Hard- 
ware Co., Mobile, Ala., died in this city on Feb. 16th 
last, from pneumonia. 

Rhyne Bros. are successors to Mr. George Moose, 


a Newton, N. C., hardware dealer. Mr. L. S. Rhyne 
will manage the business. 

Joseph H. Hickey, Max Kolf and Adolph Lachman 
are the incorporators of the Kolf Screen Co., St. Louis, 
\[o., capitalized at $25,000. 

The Pennsylvania Shovel Works of Corry, Pa., are 














































































































































36 THE AMERICAN ARTISAN 


to remove to Warren, O., where the citizens have sub- 
scribed $25,000 worth of stock. 

Weaver & Smith are a new Vinita, Ind. Ter., hard- 
ware concern. 

L. S. Page has discontinued the hardware business 
at Salem, Ind. 

Armstrong & Morton, Shelby, O., hardware dealers, 
have assigned. 

John Olle, J. H. Tooman and T. C. Sorand are the 
incorporators of the Racine Brass & Hardware Co., 
Racine, Wis., capitalized at $100,000. 

The Benedict-Warren-Davidson Co., a Memphis, 
Tenn., wholesale hardware house, have increased their 
capital stock from $100,000 to $250,000. 

Robert Kuehne, C. R. Schink and Emil G. Krause 
are the incorporators of the Seymour Hardware Co., 
Seymour, Wis., capitalized at $10,000. 

The Sturgis Hardware Co., Topeka, Kan., were vis- 
ited by burglars on Feb. 19 last. A small amount of 
money, a revolver and knives were stolen. 

The hardware store of A. M. and L. A. Terwilliger, 
Champaign, IIl., was visited by boy burglars on Feb. 
19 ay three pairs of roller skates were taken. 


H. Young is president, Wm. K. McIntosh is secre- 
tary and F. W. Young is treasurer of the Young 
Hardware Co., Mobile, Ala., capitalized at $75,000. 


W. S. Rice has sold his hardware business at Lovilia, 
Ia., to the Castner Hardware Co. and has purchased 
the hardware stock of S. G. Null, Bellaire, Kan. 


John Morrison, an Atlanta, Ga., hardware dealer, 
died at his residence, 226 Formwalt street, that city, 
on Feb. 19 last. He leaves a widow and one daugh- 
ter. 
Nordquist Bros., Fremont, Neb., are succeeded by 
J. H. Nelson and C, A. Nelson, who will continue the 
business under the firm name of the Nelson Hard- 
ware Co. 

T. L. Hartley succeeds J. L. Williams, who recently 
purchased an interest in the hardware store of Frank 
Baylor, and the firm name hereafter will be Hartley 
& Baylor: 

J. H. White, E. L. White and Frank H. White are 
the incorporators of the J. H. White Mfg. Co., New 
York, capitalized at $50,000 for manufacturing brass, 
copper, etc. 

John Endres has purchased the interest of Ed. 
Sauerhering in the Hartford Hardware Co., West 
Bend, Wis. Mr. Sauerhering will re-engage in the 
insurance business. 

It is said that the Gotfredson Bros. Hardware Co., 
Green Bay, Wis., are considering the question of re- 
tiring from business. The company has a paid-up 
capital of $224,000. 

The second annual meeting of the Ottawa Hard- 
ware Association, Ottawa, Kan., was postponed from 
February 5th to February roth, when the following 
officers were elected: 

President, W. G. Charleson; first vice president, 
E. G. Laverdure, second vice president, Wm. Strachan ; 
treasurer, Wm. Graham; secretary, J. G. Cowan. 
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{saac J. Wild, Harrison G. Wagner and Richard W. 
Meigs are the incorporators of the A. C. Stiles Metal 
Company, New Haven, Conn., capitalized at $100,000- 
for dealing in metals. 

The Grand Rapids Gas Regulator Co., Grand Rap- 
ids, Mich., are succeeded by the Gas Appliance Co. 
John Ray, of the Grand Rapids Malleable Iron Works, 
will be the manager. 

Daniel Loew, H. G. Miller, Chas. H. Loew, Kath- 
erine L. Heiser and Alfred P. Sheriff are the incor- 
porators of the Loew Hardware Co., Cleveland, O., 
capitalized at $10,000. 

F. W. Hodfield, W. R. Hollis and J. H. Studman 
are the incorporators of the Oak Hill Fire-Clay Co., 
St. Louis, Mo., capitalized at $20,000, for manufactur- 
ing fire clay products. 

C. A. Larson, Nels Benson and W. G. Nordgren 
are the incorporators of the Larson-Benson Co., Joliet, 
Ill., capitalized at $10,000, for the manufacture of 
hardware and plumbing goods. 

Geo. A. Clark, H. James Horrocks and Edward D. 
Ibbotson are the directors of the Clark-Horrocks Co., 
Utica, N. Y., capitalized at $100,000 for the manufac- 
ture and sale of sporting goods. 

Cecil D. Hine, C. J. Wickle, Warner Ames, W. E. 
Adams and John C. Wiek are the incorporators of the 
Youngstown Bolt Co., Youngstown, O., incorporated 
with a capital stock of $650,000. 

Dr. A. S. Hawes has purchased the entire stock of 
the Elberton Hardware Co., Elberton, Ga. It is said 
that the company will be reorganized shortly and its 
capital stock incréased to $20,000. 

The Drennan Hardware Co., Syracuse, N. Y., held 
their annual méeting recently and elected Thos. Dren- 
nan president, Jas. Gray Geagan vice-president and 
Fred E. Milne secretary and treasurer. 

The Abingdon Trap Co., Abingdon, Ill., who have 
been manufacturing animal traps for several years, re- 
cently incorporated. K. R. Marks, W. C. Hooker and 
Rowena C. Hooker are the incorporators. 


The stockholders of the P. C. Thomas Hardware 
Co., Galion, O., held their annual meeting recently and 
re-elected P. M. Daily president, C. A. Koppe secre- 
tary and P. C. Thomas treasurer and general manager. 


J. S. Bowers & Co., Decatur, Ind., hardware deal- 
ers, have dissolved partnership, John S. Bowers re- 
tiring. Wilson H. Lee assumes the entire business and 
will conduct same under the firm name of Laman & 
Lee. 

Wencel Bisek, John J. Hagstrom, Fred E. Robinson, 
Iver M. Engebretson and Luther L. Gibbon are the 
incorporators of the Lowry Hardware, Furniture & 
Machinery Co., incorporated with a capital stock of 
$10,000. 

John Heldman, Floyd H. Bentley, Clarence W. Gib- 
son, Harry R. Paltz and Frederick T. Gibson are the 
incorporators of the Syracuse Supply Co., Syracuse, 
N. Y., capitalized at $200,000 for the sale of hardware 
and machinery. 

Winchester & Willard, San Francisco, Cal., dealers 
in hardware, saddlery, etc., at 578 Mission street, have 
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dissolved partnership. G. A. Willard retires and Fred 
P. Winchester will conduct the business in future 
under his own name. 

The case of L. E. Culver against the Macon Hard- 
ware Co., Macon, Ga., which has been pending in 
court for twelye years, was brought to a close on Feb. 
20 last, when funds were distributed among the unse- 
cured creditors of the firm. 

Lawrence E, Flodine, a prosperous hardware mer- 
chant located at Fifty-ninth and Halsted streets, Chi- 
cago, Ill., committed suicide on Feb. 23 last. He left 
a farewell note in which he blamed his former business 
partner for having caused his financial ruin. 


The Wilke Mfg. Co., Anderson, Ind., makers of 
refrigerators, have recently incorporated with a cap- 
italization of $100,000. The-directors are J. C. Con- 
well, Geo. Lilly, H. C. Stillwell, B. O. Haugh, T. N. 
Stillwell, C. C. Browne and L. E. Lathrop, 


The Colorado Fuel & Iron Co. have just put, in a 
new wire and nail plant, and the nails are only about a 
quarter of an inch long, cost $190 per keg to turn out 
and take 21,000 to make a pound in weight. It took 
a man three weeks to make five pounds of them. 


The Stanley Works, New Britain, Conn., send us a 
handsome calendar for 1904 showing Philip Boileau’s 
handsome picture entitled “Beauty, Strength and 
Silence.” This shows a handsome blonde reclining on 
the arm of a chair, holding in one hand a bunch of 
roses, while a handsome St. Bernard reclirtes at her 
feet. 

W. S. Brown of the Brown-Hurley Hardware Co., 
Des Moines, Ia., in a recent interview in the Des 
Moines Leader, said: “There are 19 wholesale hard- 
ware houses in Iowa and the average value of their 
stock is about $3,000,000. The bulk of the hardware 
business of the state is handled by them aside from 
stoves and similar goods.” 

The Moline Scale Co., East Moline, Ill., have award- 
ed the contract for the erection of their plant at this 
place to Contractor H. W. Horst. This addition is to 
be a two-story structure, extending 72 feet west from 
their present plant and 185 feet north in the shape of 
an ell, which will be used for office purposes. It is to 
be of brick and factory construction and is to cost 
$15,000. ' 

M. S. Matthews, secretary of the Minnesota Retail 
Hardware Dealers’ Association, is one of the victims 
of the recent fire in the Printers’ Exchange, Minneapo- 
lis. The fire occurred on Feb. 16 last and Mr. Mat- 
thews was having the literature required for the meet- 
ing of the Minnesota Retail Hardware Dealers’ Asso- 
ciation printed by one of the concerns which was 
burned out. The work came out in a few days, how- 
ever. 

The Smith Bros. Hardware Company, of Columbus, 
O., have made a purchase of a block of land in the 
heart of the business center of Columbus, O., which 
they will utilize for their wholesale hardware house. 
The purchase involves the expenditure of $130,000, 
and comprises an area 187% feet square, fronting on 
Chestnut street, Front street and Wall street, and 
running back to the Pennsylvania Railroad track, 
which will afford them exceptional shipping facilities. 
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The present buildings occupy 100,000 square feet, but 
the company will enlarge the buildings to meet their 
demands for their business. 

The Fox Cutiery Co., Dubuque, Ia., have increased 
their capital stock to $25,000 and are opening up a 
shipping point at Canandaigua, N. Y., from which all 
their goods will be shipped, and all orders should be 
sent there. Mr. J. F. Kenkel, also superintendent for 
the Lisk Mfg. Co., will be president and manager; 
Geo. Falkenhainer, vice-president, with office at Du- 
buque, lowa, and J. Edward Dayton will be secretary 
and treasurer. 
their line. 


They expect to considerably increase 


The Missouri River Valley Hardware Jobbers’ As- 
sociation have heen in session at the Coates House, 
Kansas City, Me. Considering freight rates and oth- 
er matters connected with the shipping part of the 
business, they expect to eventually have the railroads 
grant them lower rates on heavy hardware from Chi- 
cago to Mississippi River points.. The question of the 
recent notice which the railroads served on the job- 
bers to the effect that railroads must be notified of 
carload shipments 24 hours before their arrival was 
also taken up. 

The annual meeting of the stockholders of the Utica 
Agate Co. was held at the company’s office in Utica, 
N. Y., recently. 

At this meeting the following were elected directors : 
John B. Jones, Wm. H. Cloher, Jr., Geo. C. Hodges, 
C. E. Hodges, Robert Fraser, Geo. D. Frank, Wm. 
Helmke; and at a subsequent meeting of the newly 
elected directors, the following officers were elected 
for the ensuing year: John B. Jones, president; Wm. 
H. Cloher, Jr., vice president; Geo. C. Hodges, secre- 
tary and treasurer; C. E. Hodges, assistant secretary 
and treasurer. 


As an advertisement, the Waterloo Hardware Co., 
Waterloo, Iowa, recently sent up balloons on which 
cards were attached, and they attracted a large crowd. 
As usual, the small boys were there; they were a trifle 
disappointed, because the balloons ordered from Chi- 
cago did not arrive; the balloons were let loose from 
the top of the building, and as they descended into the 
street, there was great scrambling among the people, 
and excitement reigned supreme. The following prizes 
were given: Chas. Bickley, $1.25 in trade and a $1.25 
knife; Harry Pozall, $1.25 tea kettle; Lee Wardle, 
$1.00 in cash; Carl Cleveland, $1,25 pair of skates, 
and J. George, $1.25 whale bone whip. 


The Detroit Copper & Brass Rolling Mills, Detroit, 
Mich., advise us that the recently published article to 
the effect that they are about to be absorbed by the 
“trust” is absolutely untrue, and that the company 
has never, directly or indirectly, negotiated in any 
manner whatsoever with the American Brass Co. with 
such a purpose in view, and has no thought of so do- 
ing. On the contrary, they are constantly increasing 
their facilities for the manufacture of brass and cop- 
per goods, having recently made large additions to 
their sheet, wire and brazed tube departments and 
completed their new seamless tube mills, and their 
policy will continue to be one of independence and 
progress. 
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Meeting Missouri Retail Stove and Hard- 


ware Dealers Association Convention. 





TUESDAY MORNING SESSION. 

The sixth annual meeting of the Missouri Retail Stove 
& Hardware Dealers’ Association was held at the Missouri 
Athletic Club Hall, 4th St. and Washington Ave., St. Louis. 
After the roll call R. H. Myers, president of the St. Louis 
Retail Hardware Dealers’ Association, delivered the follow- 
ing: 

ADDRESS OF WELCOME. 


Gentlemen, it is with great pleasure and satisfaction that 
I greet you on this occasion of our annual assembly. I am 
glad that so many including new and strange faces have come 
from the various parts of our great commonwealth to meet 
with us. 

Association, combination, co-operation has proven to be 
an absolute necessity of our times, in this age of organization, 
of concentration of power of thought and of action. We are 
surrounded by societies of every class and purpose; in these 


progressive times if we would be in the forefront we must. 


MEMBER 





first, last and always have an aim fér organized work, hence 
we owe thanks to the men whose foresight and ability have 
made this organization possible six years ago, which has so 
improved the conditions of the retail stove and hardware 
dealer. 

I assure you that each-member of this local branch feels 





himself an ex-officio member of the reception committee and 
will do his utmost to bring about acquaintance and good fel- 
lowship and make your short stay among us a pleasant and 
happy one. Therefore, in the name of the St. Louis branch 
of this association, I welcome you most heartily and trust 
your journey to the World’s Fair city and presence at this 
session may be attended with both pleasure to yourselves as 
well as profit to the association. 





Pres. Taylor Frier, Louisiana. 


President Taylor Frier responded to this address as fol- 
lows: 

Committees were appointed on press, resolutions, etc. 
President Taylor Frier, Louisiana, then delivered the follow- 
ing: 

ANNUAL ADDRESS. 


ON HIGHER GROUND. 

I greet you to-day at this our sixth annual convention 
with a growing confidence in the ultimate stability and suc- 
cess of our association, and congratulate you upon the fact 
that we are, in my judgment, on higher ground than at 
any time since our organization. The year 1903 has been 
a momentous one to our association. There is no such 
thing as standing still and progressing at the same time, 
so your officers and executive committee marching hand in 
hand, and working harmoniously together have tried to ful- 
fil the expectations of the membership in trying to arouse 
an increased interest among the dealers of our state in as- 
sociation work and in carrying out measures adopted at your 
last annual meeting, looking to and advancement and per- 
petuity of our organization. 


A BRIEF STATEMENT OF ASSOCIATION WORK. 


As to whether we have made any progress, you can 
determine from the detailed reports which will be presented 
by your worthy secretary-treasurer and executive committee. 
In making this address my purpose is to present to you a 
brief, yet comprehensive statement of the work that has 
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been done in behalf of the association during the past year, 
and recommend to you some suggestions which, if adopted by 
you, the legislative body of the association, will insure for 
it greater prosperity than it has yet experienced since its 
organization. As already indicated, the association was 
organized six years ago, and during that time organized 
effort has been strenuously advocated, and adopted by the 
manufacturer, jobber, retail merchant, mechanic, and laborer 
the world over, and yet the large majority of the stove and 
hardware dealers of our state do not seem to have caught 
the spirit, judging fremg the fact that the appeals made by 
your secretary through the trade papers and by mail have 
not been responded to. Notwithstanding this fact, your 
officers have not faltered in their determination to eventually 


At 


R. H. Myers, Pres. St. Louis Retail Hardware Dealers’ Association. 


place upon the banner of this association the word success. 
The report of your secretary will show the largest member- 
ship at the close of the year that we have ever yet en- 
rolled. 

The issuing of a manual, authorized at your last annual 
meeting, is an accomplished fact, and is in your hands for 
inspection. If it. meets your approbation, don’t fail to tell 
the secretary so, for to him is due largely its issue. Be as 
ready to compliment as you would to criticise. The revenues 
from the book will place us on “easy street” for this year, 
and leave a healthy balance for 1904. 


THE EXECUTIVE COMMITTEE. 


Your Executive committee has held two meetings dur- 
ing the year; first at Macon, shortly after your last conven- 
tion, and then again at Kansas City last fall. For informa- 
tion as to what was done at these meetings, I refer you 
to the report of the executive committee. I regret to report 
that we have been unable to organize the mutual fire in- 
surance company as authorized by you at your meetings, one 
year ago, although strenuous efforts were made to do so. 
The failure I attribute to the apathy and want of confidence 
in mutuals of the dealers of the state. The secretary’s re- 
port will show in detail what was done, and my hope is 
that our failure will stimulate renewed action by this body 
and that ways and means will be devised before adjourn- 
ment that will successfully launch upon the insurance sea 


ARTISAN AND HARDWARE 








a strong and worthy craft that will command the confidence 
not only of the membership of this body, but every dealer 
in the state. 


MUTUAL INSURANCE A SUCCESS. 


I imagine I can hear some one ask what advantage 
would such an organization be to us, and could it be suc- 
cessfully conducted? To these questions I would say: Yes, 
it will save you from thirty to sixty per cent over old line 
rates, as shown by statement made by President Heaney 
of the Implement and Vehicles Dealers’ Association held at 
Kansas City, January 19, 20, and 21, concerning the recipro- 
cal underwriters of that association, as follows: 

“While on the subject of membership, allow me to state 
as an individual member, that I consider it not only a duty 
to be a member of this body, but also a privilege, as all my 
expenses of annual dues, railroad fare and hotel bills are 
paid or saved to me each year by my membership in the 
Reciprocal Underwriters, and as there are no rivileged 
classes in this association, all who wish, can enjoy the same 
pecuniary advantages that I am enjoying. I will cite you 
my case. The board rate on my building and merchandise 
is $13.50 per thousand. I carry a $4,000 policy in the Re- 
ciprocal Underwriters for which I paid last year $54.00. On 
the 15th of last August, I received a return premium of 
$36.71, which pays all dues and expenses to this convention 
and some small change to spare. Now then, gentlemen, 
why don’t you all join the Reciprocal Underwriters? Can 
any of you show me where I can invest $20.00 and bring an 
annual return of 180 per cent?”. 


MUTUAL INSURANCE IN MINNESOTA, 


Also the statement of the Retail Dealers’ Mutual Fire 





Sec. Treas. F. N. Neudorff, St. Joseph. 


Insurance Company of Minnesota, at the close of the busi- 
ness, Dec. 31, 1903, in which the firm of which I am a 
member has a policy, was as follows: 


TOTAL BUSINESS TO DATE. 





Gross Gross Per 
premiums. losses. cent. 
Se anos dcaanekeue $ 8,390.91 $ 1,204.14 15 
Ry Ae eee 12,573.61 2,344.08 18 
ed a. 5 akeus tees 19,708.03 7,752.22 39 
Ck yi! xecoutior tina 30,381.50 5,155.87 I 
$71,054.05 $16,547.21 
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Gross expense. expense. 
Loss and 
NE 36s iz $2,196.61 25% 41% 
00h Ji. . cs eu cuvecvese” Ge 15% 33% 
a 12% 51% 
a oT 10% 27% 
$0,415.00 14% 36% 

FINANCIAL CONDITION. 
Cash on hand and due from policy holders...... $ 35,498.58 
a ee ee oe ie rare 13,008.07 
Be ee SOP ee eer e Pee) Eee yet 22,940.51 
Insurance in force ......... . 1,306,008.00 


Return premium for 1904, 30 per cent. 
Do you doubt for a moment that we have in our Associa- 
tion men who have the ability to manage, just as successfully, 
such an institution among the stove and hardware dealers of 
Missouri? I know you do not. 
INCREASING THE MEMBERSHIP. 


Another item of paramount importance to our Association 
is the question of increasing the membership. As individual 
members we should not be satisfied with a membership of 
less than 500 when we meet again one year hence. And I 
want to say to you now that if each member present to-day 
will constitute himself a committee of one to see that every 
dealer in his town or locality shall become a member of our 
organization, this result will be realized. There is no reason- 
able excuse why any of the 1,000 or more live and aggressive 
dealers of our state should not become members of the Mis- 
souri Retail Stove and Hardware Dealers’ Association, and 
it is incumbent upon you to enact legislation that will encour- 
age and bring about this result. There is power in numbers; 





Vice Pres. Ed. L. Wachter, St. Louis. 


yes, wonderworking powers, and may I appeal to every mem- 
ber here present that he now pledge himself that during 1904 
he will earnestly co-operate in every way possible with your 
Officers. If you will, I do not hesitate to predict that you will 
more than double your present membership. 


TALK ASSOCIATION. 


If any of you have an article for sale in your store that 
you have confidence in and know beyond a doubt if properly 
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used will give your customer satisfaction, do you keep silent 
about the good qualities of said article to your friends when 
in your place of business, or on the street, for that matter? 
I am satisfied you do not. Therefore, if you are satisfied our 
Association is a good thing and you have faith in it, won't 
you be as equally earnest in presenting its claims to your 
dealer whether in your own or neighboring town? Talk asso- 
ciation and its benefits whenever an opportunity presents itself, 
and you will be gratified at the results. I fear our member- 
ship as a whole have failed to appreciate the good effect a 





F. A. Kannsteiner, St. Louis, Member Execative Committee. 


word fitly spoken will have on others interested and engaged 
in the same business as yourself, 


WORK AGAINST THE PARCELS POST. 


In this connection I desire to call your attention to the 
importance of individual and organized influence against the 
Parcels Post Bill now before the congress of our country. 
The power that is behind this measure and is urging its pas- 
sage must not be underestimated and it behooves the retail 
trade of the United States to awake to the fact that if they 
desire to protect their intertst immediate action is necessary. 
As I understand, the committee to: whom this measure was 
referred have either reported favorably or announced they 
would do so. 


BENEFITS THROUGH LEGISLATION. 


Many of you no doubt realize the benefits that have ac- 
crued to the retail merchant by the passage, at the last ses- 
sion of our legislature, of the garnishment bill, and that the 
repeal or modification of this measure would be detrimental to 
every member of this Association. 

It behooves us, therefore, to keep an eye on the future 
legislation, as there is a disposition on the part of certain 
interests to change or modify this bill so as to make it prac- 
tically worthless in compelling dead beats to pay their honest 
obligations. I hope, therefore, that this Association will act 
in concert, with all kindred interests in defeating the Parcels 
Post Bill and sustaining the garnishment law. 


PRAISE FOR SECRETARY AND EXECUTIVE COMMITTEE. 


In conclusion, I wish to gratefully acknowledge the val- 
uable advice and services rendered by your worthy Secretary 
and the Executive Committee in the management of the busi- 
ness of the Association for the past year» 

May your deliberations be harmonious and your legislation 
during this meeting redound to the good of the organization. 





































































Secretary Frederick Neudorff, St. Joseph, then delivered 
the following: 
ANNUAL REPORT. 





DESERVE GRATEFUL ACKNOWLEDGMENT. 


In submitting my third annual report, I wish at the outset 
to thank our worthy President and the members of the Execu- 
tive Committee for their unvarying kindness and loyal support 
to what is deemed the best interests of the Association, serv- 





-G. A. Pauly, St. Louis, Member Executive Committee. 


‘ing wholly without compensation except the gratification that 
comes with all efforts to do good. They have given their 
time and thought freely to the cause and deserve the grateful 
acknowledgment of the retail hardware interests. Mistakes of 
judgment have been made, but these are wholly the fault of 
the Secretary, and he should bear the criticism alone. Of 
the work done and results accomplished, I wish to narrate in 
as’ brief a manner as possible: 
BASIC AIM OF ASSOCIATION. 


The basic aim of the Association was to grow in member- 
ship that the strength flowing from such great force would 
be invincible in any cause where justice demanded settlement. 
Along this line we can point with some pleasure to the fact 
that the membership has been almost doubled. 

As to methods used the summary will show. Acting un- 
der instructions, I sent a personal typewritten letter to all 
those who had ever been associated with us, stating that to 
save them annoyance we would issue a draft at three days’ 
sight through the bank, and to kindly honor same and continue 
with us. The response was favorable from about 31 and un- 
favorable from about the same number. Some were offended 
at the method employed, and to those I sent an apologetic 
letter and a second appeal, to which I received a few favorable 
responses -sufficient at least to cover the expense. 


INSURANCE, 


The members of the Executive Committee, realizing the 
necessity of adding some direct personal benefit to strengthen 
the bonds of membership, have for two years labored strenu- 
ously to perfect a Mutual Fire Association for our member- 
ship, which in its operation would relieve us from the exorbi- 
tant rates of the insurance trust, and which, under the 
benificent and stringent insurance laws of our good state 
would afford the maximum of security at the minimum of 
cost. To this end the Secretary made a complete compilation 
of the laws of the state relating to this subject, and after re- 
ferring same to the supervision of one of the ablest attorneys 
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versed on this subject, it was sent with a reply postal card to 
every dealer in the state. The response to this letter was so 
meager as to create astonishment, and another postal card was 
sent out inquiring as to the receipt of the letter, and request- 
ing an answer of some sort; of 1,150 sent out not over 75 
replied. This was a most disheartening experience and I was 
desirous of laying down the work, but was prevented by the 
President. The conclusion arrived at was to the effect that 
there was no use in attempting to do anything by the circu- 
lation of letters, and that personal work on the part of a can- 
vasser was the only possible means of awakening the Missouri 
retailers from their state of apathy to association matters, but 
this plan presented a problem of finance and the effort to 
raise the necessary money prompted the attempt to issue a 
manual containing the program of meeting and excerpt of the 
insurance laws as relating to our work. The constitution of 
the Association and a short historical sketch of the Associa- 
tion. To this end the Secretary sent out letters to all kin- 
dred manufacturing interests in the state and received some 
little encouragement; however, it was deemed expedient to 
have a solicitor attend to this work, and Mr. A. L. Hardy, 
a writer of some experience, was engaged at a reasonable com- 
mission to do this work. This party had all the necessary 
parts to do splendid service, but lacked the one thing most 
necessary for thorough service and ‘caused the Executive Com- 
mittee much annoyance and worry and leaving the work in a 
very unsatisfactory manner. However, the Secretary again 
took up the matter of soliciting advertisements and was agree- 
ably surprised with the kindness of the response. 
INDEBTED TO TRADE PRESS. 


The Association is also deeply indebted to THe AMERICAN 
ARTISAN and Iron Age for many gratuitous helps and encour- 
agements given us in the work. 

A NATURAL QUESTION. 

There are those who will read this report and perhaps 

imagine that the best brains of the retail hardware trade of 





M. A. Wengert, Kansas City, Member Executiye Committee. 


Missouri are giving their time and energy to build up a social 
or fraternal organization, and many letters received voice that 
vein by asking what benefits will accrue by membership. The 
question is natural, but the answer is in good hard coin of 
the reaim. 

We have a Committee on Trade Abuses. Abuses are now 
so rare that but one was referred to them out of a total of 
five received, all being satisfactorily adjusted by the Secretary. 


GOOD WORK ACCOMPLISHED. 


Through arrangement with different manufacturers many 
goods in our line which were used as leaders by catalogue 
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houses have either been eliminated from their catalogues or 
prices placed on them which enable us to sell them at a profit. 
Those who sell Field Fencing are prohibited from cutting 
prices under penalty of losing sale of the goods. Under con- 
tract with the Minnesota Retail Hardware Insurance Com- 
pany our members save 30 per cent of the regular insurance 
cost, and as the Missouri state laws are even more favorable 
to the policyholder, we hope with economical management to 
do even better when we get our branch in operation. The 
powerful aid we gave in passing the garnishment law of this 
state insures the collection of every debt due you by debtors, 
and the numerous benefits you have obtained would be cheap 
at an expenditure of $25.00 per membership. There is even 
one greater thing we could do to benefit you if you would only 
consent, and that is to remove the idea from your mind that 
your competitor in business is any different sort of man than 
you be; that he is not your deadly enemy and wears horns; 
but the way to remove this opinion is to meet him here at 
our annual meetings, and both resolve to do all the good you 
can for association work, and by uniting to fight the outside 
enemy become brothers in your personal intercourse. 


URGENCY OF PERSONAL WORK. 


In this connection I wish to call your attention and im- 
press upon your minds the necessity and urgency of personal 
work—do not expect the officers to do it all. The Secretary 
has written over 600 letters in long hand during the year; 
has sent out over 25,000 pieces of printed matter; made out 
over 100 drafts, addressed over 4,000 envelopes, prepared all 
the matter for these papers, furnished articles for the trade 
papers and compiled and edited and wrote the matter for the 
Manual. He did this cheerfully—gladly—simply to win suc- 





Frank Mayer, Macon, Member Executive Committee. 


cess; yet feels that if he had the active support of every mem- 
ber our success would have been hundredfold what it is. 


WORK BEFORE THE ASSOCIATION. 


Perhaps you want some direction as to what you can do, 
and I will outline some of the work before us. I quote from 
an organ of the unions before me the statement that an at- 
tempt would be made to destroy our new garnishment law 
on the flimsy pretext that the business element would demand 
an increase in the percentage of wages garnisheed. We re- 
gard this bill as the most just and honest measure ever placed 
upon the statute books, and it becomes your duty to line up 
the people who think as we do to prevent its repeal; will you 
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do it? It may surprise you to know that in this state, at least, 
bills of public importance are not settled by reason of their 
merits or demerits, but greatly on the ground of political 
advantage. It will not hurt any to keep an eye upon your 
legislative agents, and to let them know that you are on guard. 
I am strongly of the opinion that we should at this meeting 
make arrangements to have a legislative committee appointed 
to consist of the dealers at Jefferson City and those others 
who are in closest touch with the work. 
WORK ACCOMPLISHED. 


In concluding my report permit and pardon the following: 





Ve 
M. C. Post, Brookfield. 


reference to the work accomplished: When I undertook this 
work devolving upon your Secretary, I nor any of the officers 
had any idea of the worse than chaotic conditions we had to 
build the work upon. At first we were practically lost in try- 
ing to get the tangled ends together, and some of them were 
so badly frayed that we may never recover the full use of 
them. The second year we got the affairs on a systematic 
basis and commenced to show some results. The third year 
I am gratified to say we have proven our right to your sup- 
port by results attained, from a condition of practical debt 
and no safe membership we have now a strong, virulent, ag- 
gressive and loyal membership, the largest we have ever had. 
In finances we are on record with the largest resources we 
have ever had, and we will at this meeting, I trust, furnish 
the incentive to plant the Association on a foundation as solid 
and enduring as the rocks of Gibraltar. As stated before, I 
am grateful for the considerate support of our worthy Presi- 
dent and Executive Board for meeting all suggestions for the 
forward movement of the Association with their hearty appro- 
bation and loyal good will. We have been a unit, Association 
members and officers alike, and we will now receive the reward 
of patient and self-sacrificing effort. 


W. T. Shoop, Richmond, chairman of the executive com- 
mittee, then gave the following: 


REPORT OF EXECUTIVE COMMITTEE. 





WILL SEE IT DOES NOT OCCUR AGAIN. 


Some weeks since our worthy president wrote requesting 
the executive committee to prepare a program for this meet- 
ing and requesting that I send my suggestions to Secretary 
Neudorf. I immediately complied by writing the secretary 
that in my humble opinion no one was in a better position or 
more qualified to attend to this matter than he, and I would 
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be satisfied with his efforts along this line, and I have since 
learned that the other members of the committee concurred 
in this opinion to a man. I was rather surprised, however, 
to learn from reading said program in the press that he had 
taken advantage of the situation by assigning me to the duty 
of preparing and reading report of the executive committee. 
I promise you that here after I will attend more closely to 
the preparation of the official program, and see that this does 
not again occur. 
WORK OF EARLIER MEETINGS. 
This report is somewhat difficult to make, from the rea- 





O. W. Johnston, Marshall, Member Trade Abuse Committee.”) 


son that some of the business was done by correspondence 
andalso that I was not present at the Macon meeting and 
have to rely on the minutes of the secretary for the infor- 
mation. At our first meeting in St. Louis, Feb. 12th, 1903, 
eur first work was the unanimous election of our secretary 
and also his selection as our delegate to represent us at the 
National meeting in Chicago, to prepare plans and make ar- 
rangements for the publication of the Official Manual, and 
the installation of the insurance department. At Macon, 
Missouri, April 22d, the*committee met and read report of 
the secretary and the progress of the work. 


INSURANCE. 

At this meeting the secretary was instructed to prepare 
au appeal to the membership on the insurance question, also 
to have blotters printed for general distribution. 

Your committee again met at Kansas City on Sept. oth, 
all members being present, and by appointment met Secretary 
Matthews of the Minnesota Retail Hardware Dealers’ Fire 
Insurance Association, and entered into an agreement to carry 
the policies of the Missouri members until such time as our 
system was in operation. The secretary was instructed to 
notify all members of such action. 


SECRETARY NEUDORFF IS THANKED. 

The secretary then submitted a very gratifying report of 
the work done on the Manual, also the actions and conduct 
of Solicitor Hardy. 

A new contract was then entered into with Mr. Hardy 
to continue the work of solicitor. 

It was not deemed expedient to call another meeting of 
the committee subsequent to the annual meeting, and the 
matters of detail were agreed upon through correspondence. 

Your committee desires to return their vote of thanks to 
Secretary Neudorff for the faithful and efficient discharge of 
the duties assigned to him, notwithstanding its enormity. His 
work and correspondence have been prompt and courteous, 
and his relations with the committee have been im perfect 
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accord and harmony, and we trust that the result shown 
during this meeting will make us all feel that something has 
been accomplished and success is at last to be our reward. 

The meeting then adjourned. 

TUESDAY AFTERNOON SESSION. 

The Tuesday afternoon session was called to order at 
1:30 p. m. O. W. Johnston, Marshall, read the following 
paper on 


SUCCESSFUL ADVERTISING: 





OBSERVATIONS FROM EXPERIENCE. 


On receiving notice, through our efficient Secretary, that 
a paper would be required of me, by our Executive Committee, 
on the subject of “Successful Advertising,” my first inclina- 
tion was to decline, but a realization of the fact that the 
officers of any worthy institution have certain claims upon its 
members, and to decline might indicate a want of that degree 
of loyalty and fidelity that should, and I am sure does, char- 
acterize every member of this Association, I took up my task 
and present you herein a few ideas bearing on this subject, 
coming out of my own experience and observation as a retail 
hardware merchant. 

Our Executive Committee, in its wisdom, said: “Write up 
‘Successful Advertising,’ ” which carries with it the fact that 
there is a class of advertising that is profitable. It would be 
a reflection upon the intelligence of this fine body of business 
men, representing most all sections of this great state of Mis- 
souri, to come before you with a paper wherein at any point 
it might intimate that judicious advertising does not pay. 

/ 


ADVERTISING IS THE NERVOUS SYSTEM OF THE BUSINESS WORLD. 
A half century ago it might have been in keeping with the 





W. T. Shoop, Richmond, Member Executive Committee. 


times to have read a paper before a body of business men 
laden with arguments and proofs having for its purpose and 
aim the convincing of business men that advertising would 
pay. But standing upon the threshold of the twentieth cen- 
tury, living in the most enlightened of all ages, rich with 
great warerooms of wisdom and experience handed down to 
us from all ages of the past, let us congratulate ourselves that 
upon. the subject of advertising we have only to select, out of 
the many good methods, those we have found most profitable. 
It has been said that “Advertising is the nervous system of 
the business world.” It might also be said that “Advertising 
is the arterial system of the great world of commerce.” A 
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well regulated system of the right kind of advertising, con- 
tinued for a sufficient period of time, will cause to flow into 
our business life and vigor until every branch and detail will 
throb and pulsate with enthusiasm and animation. 


THE MOST EFFECTIVE ADVERTISING. 


In our judgment printer’s ink is far the most effective 
of all classes of advertising. For a retail merchant, we would 
recommend that he contract for all the space he thinks he will 
use during the year from the papers having the largest circu- 
lation, paying them what it is worth rather than selecting 
one with a poor circulation at half the price, using both dailies 
and weeklies. An “ad” should not run longer than one week 
in the daily and two issues in the weekly, and in the majority 
of cases change your “ad” every week in the weekly and 
about every third issue in the daily will bring better results. 
We should write our “ads” as near like we talk to our cus- 
tomers as we can. It should be spicy and readable and at the 
same time present facts concerning our business. 


THE MAJORITY NAME PRICES. 


A large majority of the heaviest advertisers in the retail 
business name prices. When we advertise an article at a very 
low price see that this article is marked at the same price 
advertised at and never sold at a higher price until the adver- 
tisement is withdrawn. If the price named is lower than we 
can afford to sell at do not try to “side-track” a customer 
who may be brought to your store by the low price named 
on this article onto an article which you have a better profit. 
In the first place, this would not be right; in the second place, 
your customer would detect your scheme and more than likely 
result in your losing a customer. 


CUTS SHOULD BE USED FREELY. 


We think cuts should be used freely in an advertisement. 
It makes them more attractive than without them. A great 
many people would be attracted to your advertisements by the 
picture of a stove that would otherwise never read your “ad.” 
We should supplement our newspaper advertisements by our 
show windows and displays in the store. If we are making a 
special effort to reduce overstocked graniteware department, 
giving large space and naming low prices in the papers, we 
should pile up these goods and display them conspicuously 
in our show windows and store. Our customers are folks, like 
ourselves, and love to come into a well heated, well ventilated 
and well lighted store, that is clean, bright and cheery. They 
love to be met with a hearty welcome and soon take on the 
life and enthusiasm of the busy store. 


TRADE PAPERS BEST MEDIUMS FOR MANUFACTURERS AND JOBBERS. 


I would like to. state right here from the standpoint of a 
retail hardware dealer that I consider the regular trade papers 
the best advertising medium for the manufacturers and job- 
bers. 

SPECIAL ADVERTISING. 

While I believe newspaper advertising, backed up by at- 
tractive and often-changed show windows, clean stock, ef- 
ficient and courteous salesmen, is the most effective advertise- 
ment, I recognize that there are many other good methods of 
advertising that are profitable. While the newspaper “ad” 
is good in all communities, and under all conditions, other 
advertisements are not. A scheme that would be a success 
in one locality would fail in another. It might be successful 
under certain conditions and under different conditions be a 
failure in the same locality. So on the special lines of adver- 
tising the methods and means must be determined by the 
individual dealer. While there is no doubt but that each one 
here would judge rightly and get good returns from all 
special advertisements, still if there is one in this number who 
does not advertise at all I believe it would pay him to accept 
every scheme presented, hit or miss, rather than not to ad- 
vertise at all. It has been truthfully said that “Advertisements 
at best are nothing but statements of what a business man 
has to offer,” and the amount of credit that is given to this 
statement will depend upon the reputation of the firm that 
makes them. 

HAVE FAITH. 


It is taken for granted that all hardware dealers are 
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building their business reputation upon the solid mud sills of 
honesty, business integrity and fair dealings, having for their 
chief corner stone those triple virtues, knowledge, tact and 
eternal vigilance, placing over the main arch the “golden rule,” 
that magnetic keystone that will bind hearts to yours so long 
as you practice its precepts. To such a firm judicious adver- 
tising will always bring good results. 

Some days ago this little poem came under my observa- 
tion. Believing there is something in it worthy of emulation, 
I give it below: 


“There are loyal hearts, there are spirits brave, 
There are souls that are pure, and true, 
Then give to the world the best you have, 
And the best will come back to you. 
Give love, and love and your life will flow, 
As strength in your uttermost need, 
Have faith, and a score of hearts, 
Will show their faith in your word and deed. 
Give truth, and your gift will be paid in kind, 
And honor, honor meet, 
And a smile that is sweet, 
Will surely find a smile that is just as sweet. 
For life is a mirror of king and slave, 
It is just what we are and do, 
Then give to the world the best that you have, 
And the best will come back to you.” 


After a symposium of experience on stove trouble, M. 
A. Wengert, Kansas City, then read the following paper on 


VALUE OF MISSOURI GARNISHMENT LAW; 





RETAILER SELDOM TAKES INITIATIVE. 


The value and benefit of the garnishment law depends 
very much upon the locality in which it is enforced. In terri- 
tory where no organized body of merchants exists, the law 
is practically without either value or benefit. The retail mer- 
chant very- seldom takes the initiative if its enforcement. 
Shrewd lawyers and sometimes unscrupulous collection agen- 
cies get the most benefit out of the law. This is rather the 
fault of the retail merchant himself than any defect in the 
statute. If the-law should be repealed as the result of its 
abuse the retail merchant will have no one to blame but him- 
self. In our larger cities, where the power of the organized 
merchant is brought to bear, its value and benefit is undoubted 
and very tangible. ' 


LAW GREATLY STRENGTHENED. 


In Kansas City, where I reside, the enforcement of the 
law has been greatly strengthened by employers of labor re- 
questing that their employes must pay their just debts and not 
bother them with garnishment proceedings. The records of 
the justice courts show that a large majority of suits for gar- 
nishment are settled out of court. But very few instances have 
occurred in our city where direct suits for garnishment by 
attachments have been instituted. The most popular and al- 
most universal method for the enforcement of the law is to 
first sue and get judgment. This costs $3. The judgment 
holds good for three years, and may be revived each three 
years indefinitely, and garnishment proceedings can be insti- 
tuted at any time. With the judgment hanging over the debtor 
it is not difficult to induce him to pay and save further costs 
of $2.35 on each garnishment. A vast majority of suits thus 
brought are successfully collected. 


NINE CASES OUT OF TEN SETTLED OUT OF COURT. 


The records show that at least nine-tenths of such suits 
are settled out of court. Attorneys as a rule are somewhat 
skeptical as to the efficiency of the law. But in a number of 
cases in Kansas City where judgment has been obtained, the 
party sued on applying to their attorney for advice have been 
universally told to settle the account. While some question 
has been faised as to the constitutionality of the law, no at- 
torney has as yet advised making a contest. This partly may 
have been caused by the strong public sentiment created in 
our city in favor of the law. Every labor organization in 
Kansas City indorsed the bill before it was introduced in the 
legislature. 
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CREDIT MEN PLEDGE CO-OPERATION. 

One of the direct results of the garnishment law in Kan- 
sas City was the passage of resolutions at the banquet of the 
Wholesale Credit Men, on the 24th of November, pledging 
their co-operation with the retail merchants by declaring that 
their employes must pay their just debts. The Merchants’ 
Mutual Interstate Association, composed of the various local 
bodies of retail merchants from the two Kansas Citys, has been 
very successful in creating this public sentiment. The em- 
ployers of labor are very glad to escape the annoyance of 
garnishment proceedings by requesting their employes to pay 
their just debts. As a result of this public sentiment the asso- 
ciation has been very successfully using the circular letter of 
the Trades’ Protective Association. The records show that 
at least 20 per .cent of all accounts have been paid in full, 
about 10 per cent make partial payment, some 20 per cent 
make promises and the other half pay practically no attention 
to any request for settlement. Quite a number of this latter 
half are parties who have moved and whose names appear 
in our skip list each week published by the association. The 
reports from the retail merchants show that outlawed accounts 
have in many instances been paid under the pressure of this 
public sentiment. 


CONTEST ENTERED AGAINST THE LAW. ‘. 
We may as well anticipate that efforts will be made in 
the next legislature to repeal this law. A contest has already 
been entered against the law, not based upon any objection 
to the law passed at the last session, but rather to the taking 
of advantage of the old law of garnisheeing non-residents 
and thus depriving them of their exemption rights. There is 
a great deal of this method of garnishment carried on in Kan- 
sas City. Accounts are sent to parties over the line in Kansas 
where the debtor is employed and his entire pay is taken by 
garnishment proceedings, as he is a non-resident of the state 
and has no exemption rights, and so vice versa. This is an 
abuse of the attachment laws of this as well as all other 
jurisdictions to evade the exemption laws and the present 
10 per cent law is not involved and is not used, hence no blame 
or censure can be laid to its door. 


A FUROR IN INDIANA. 

This same contest has occurred in other states where gar- 
nishment laws have been passed. In Indiana, in 1900, during 
the struggle of the retail merchants to pass a garnishment law 
similar to ours, a great furor was raised over some hundred 
or more garnishment proceedings brought against non-residents, 
but the merchants bravely contested the suit, carried the mat- 
ter up to the higher court and won. At the same time similar 
contests in Missouri were likewise successfully tested so far 
as to relieve the retail merchant from any damage suits arising 
from garnisheeing non-residents. We have therefore nothing 
to fear from any attempt in this state to work a similar 
bluff. 

PRESENT LAW IS ALL RIGHT. 


There is nothing the matter with the present law when 
properly reinforced by organization and public sentiment. It 
might be unwise to attempt to amend the law by strengthening 
it. The proper thing to do is to thoroughly organize the retail 
merchants so as to intelligently enforce it. In an interview 
with some of the justices of the peace in Kansas City they 
admitted that the law is not effectual as could be desired, but 
they lay the blame upon the retail merchant rather than upon 
the law. All garnishment laws are more or less failures for 
this reason. If you make a law sufficiently strong to enforce 
itself, you. insure its instant repeal at the first opportunity. 
In half a dozen states where we have garnishment laws got- 
ten by organized effort and by methods of proper collection, 
a number of communities in each of these states have ob- 
tained very satisfactory results from their respective garnish- 
ment laws. No law can breathe for the retail merchant, 
neither can it supply him with judgment and common sense. 
He should not allow unscrupulous outside collection agencies 
to invade his state, victimize himself and abuse his unfortu- 
mate debtor. 

A CODE OF PROCEDURE SHOULD BE MAINTAINED. 

A code of recognized procedure should be maintained in 

the interest of debtor and creditor alike. There should be 
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soem organized limit passes upon credit. Advantage should 
be taken of responsible collection agencies where the organ- 
ized merchant is incapable of instituting his own method of 
collection. This does not mean the retail merchant in an 
unorganized town cannot take just as much advantage of the 
law as though he had an organization back of him. It simply 
means that he will not do it, as a rule, unless some such public 
sentiment as an organization gives is behind him. The co- 
operation of the wholesale and retail merchant should be 
secured in creating public sentiment in favor of regulated 
credit. With this the enforcement of the law can be reduced 
to a minimum without withdrawing legitimate credit from 
the worthy. 
RETAILERS ABUSE CREDIT SYSTEM. 

The records of some collection agencies show that retail 
merchants outrageously abuse the credit system. The same 
records also show that retail merchants who systematically 
and persistently push their collections lose very little money. 
It might not be a bad idea for our state association to either 
institute a system of collection for its members or to appoint 
a conference committee to confer with the state retail mer- 
chants’ association and other similar parties and try to unite 
upon a common system applicable to all. As a rule, state 
associations lack the money, men and method to successfully 
initiate a system of their own. This is partly responsible for 
their being so victimized by outside irresponsible collection 
agencies. The state retail merchants’ association will hold 
its annual session in St. Louis next July. A committee with 
power to meet with them might accomplish good results. 

Secretary F. Neudorff, St. Joseph; gave the following 
talk on 


STATUS OF MUTUAL FIRE INSURANCE AS AF- 
FECTING OUR ORGANIZATION: 





A BEGINNING HAS BEEN MADE. 


I did not get my data for this paper until Friday of last 
week, and will try to make it as brief as possible. 

Under our agreement with the Minnesota Retail Stove and 
Hardware Dealers’ Fire Insurance Association, we have made 
a practical beginning with our insurance department. At 
the present time we have $15,300 of insurance on their books 
and $4,000 contingent, making a total of $19,300. The total 
amount of premium on the $15,300 actual insurance amounts 
td a total of about $283.20—requiring us at this meeting to 
take pledges of insurance the premiums for which must aggre- 
gate about $716, to enable us to begin writing policies. 

MEMBERSHIP HAS BEEN ADVISED. 

Our membership has been fully advised of the actual re- 
sults obtained by mutual. insurance companies properly and 
economically administered. ‘The explanatory letter sent you 
and again embodied in the Manual now in your possession, 
gives as clear and comprehensive a resume of actual condi- 
tions as it is possible for me to give it; the sum total of it 
all showing conclusively that under our state laws we have 
the method of giving absolutely safe mutual insurance to our 
members, at a minimum of cost below that of any other state. 
You may object to the plan outlined of adding the additional 
security of giving the five per cent notes—you may want to 
follow the example of the Loyal Iowa Hardware Dealers, 
twenty of whom gave their individual notes for $250 each to 
give their company. additional capital and increased strength, 
but in my humble opinion our plan is the more mutual and 
much more just. 

MATTER UP TO MEMBERSHIP. 


The matter is now up to you. For myself, will say I 
have taken the limit of $3,000 in the Minnesota company, 
and will take the limit in ours under any plan you may deem 
wisest. I believe that you will save money by following the 
suggestion of your executive committee by canceling a policy 
you have in an old-line company and placing the amount with 
us. You will get your insurance at actual cost and not be 
tossed about on that fluctuating sea of rates now running riot 
with the old companies. 

The fire insurance department of the association was 
successfully launched. 
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TUESDAY EVENING. 

Tuesday evening was devoted to a banquet and reception 
to the association under the auspices of the St. Louis Retail 
Hardware Dealers’ Association. 

WEDNESDAY MORNING. 

The Wednesday morning session was brief. The follow- 
ing officers were elected for the ensuing year: 

President—Taylor Frier, Louisiana. 

Vice-President—E. L. Wachter, St. Louis. 

Secretary-Treasurer—Frederick Neudorff, St. Joseph. 

Executive Committee—W. T. Shoop, Richmond; J. W. 
Poland, Carrollton; F. A. Kansteiner, St. Louis. 

Trade Abuse Committee—O. W. Johnston, Marshall; H 
J. Brunner, Kansas City; G. A. Pauly, St. Louis. 

Auditing Committee—J. G. Weber, Clayton; A. Stein- 
meier, St. Louis; G. L. Phillips, Bethany. 

oe 


THE EXPERIENCES OF A LITTLE MAN. 
Do you see the man? 
Do you see the policeman? 
Do you see the policeman’s hand? 
Well, the policeman is telling the man, “Boys not 
allowed in.” 





Do you know the man? 

If you are a member of the Illinois Retail Hard- 
ware Dealers’ Association you probably do, because 
he is D. Y. McMullen, of Freeport, Ill. 

Call most men “small,” and they get sore. 

Mr. McMullen is tickled if you call him the “small- 
est” merchant you ever saw. 

Mr. McMullen is not only a successful hardware 
man, 

He is a real author. 
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His book is a credit to the typographical art. 

Its name is “The Experiences of a Little Man.” 

It tells what is likely to happen to any “sawed-off.” 

It deals with the mysteries of midgets. 

Send Mr. McMullen a dollar and you can get the 
book. 

There’s several dollars’ worth of laugh in the pic- 
tures alone. 

And there’s 138 pages of text besides. 

It’s a nice gift book. 


 — 
DEATH OF FRANK B. SEMPLE. 


Frank B. Semple, of Janney, Semple, Hill & Co., 
Minneapolis, Minn., hardware jobbers, died in New 
York Feb. 17. During the past three years Mr. Sem- 
ple has been ailing and last fall went to the East, 
hoping to secure relief and cure from a series of 
complications, which rendered him incapable of with- 
standing the rigorous duties of his business career. 

During the past few months he has been steadily 
improving, and the announcement of his death came as 
an unexpected blow. Mr. Semple came to Minneap- 
olis from Cincinnati in 1885, and associated himself 
with Thomas B. Janney in the hardware business. He 
had up to that time been engaged as a salesman by a 
hardware manufacturing concern at Jeffersonville, 
Ind. The name of the new firm was Janney, Semple & 
Co., ad was changed to Janney, Semple, Hill & Com- 
pany some time later when Horace M. Hill was ad- 
mitted to partnership. Mr. Semple was vice-president 
of the company at the time of his death. 

Last May Mr. Semple was taken seriously ill, and it 
became necessary for him to pay less attention to busi- 
ness than he had heretofore. He and his family 
moved to Ferndale, Minnetonka, where they remained 
until the latter part of September. Then they went 
to New York, where he has just died at the age of 54 
years. 

The wife and two children, Rebecca C. Semple and 
William C. Semple, survive him. They were all with 
him in New York at the time of his death. 


ee 
MINERS’ BELT OIL CAN. 








Cooney & Geiger, Indianapolis, Ind., are manufac- 
turers of the Miners’ Belt oil can shown herewith. 
This is the invention of Jo- 
seph Swisher, Diamond, 
Ind., a practical miner, and 
contains a device by which 
the oil can may be tilted to 
discharge its contents into 
lamp or torch without the 
necessity of detaching the 
can and which will remain 
in an upright position, irre- 
spective of the numerous 
positions assumed by the miner, while at his work. 
The feature of the patent consists of the belt loop be- 
ing attached to side of can by means of a specially 
constructed rivet, which acts as a swivel. Owing to 
the fact that the loop is fastened close to the top of can, 
same will right itself as the heavier portion is below 
its horizontal axis. 





Miners’ Belt Oil Can. 
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Meeting Colorado Retail Hardware Dealers 
Association. 





MONDAY MORNING SESSION. 

The second annual convention of the Colorado Retail 
Hardware Dealers’ Association was called to order at 10 a. m. 
by President A. L. Branson, Trinidad. 

The following firms were represented: 

Spriestersbach Hardware Co., Alamosa. 

The Branson-Griswold Hardware Co., Trinidad. 

The Clifford Hardware Co., Ft. Collins. 

John T. Clough, Colorado Springs. 

The Branson Hardware Co., Las Animas. 

Jamieson House Furnishing Co., Trinidad. 

Watson & Bancroft, Canon City. 

Geo. Mayer Hardware Co., Denver. 

Frank A. Ellis & Son, Denver. 

C. C. Huddleson, Lamar. 

T. M. Harding Hardware Co., Canon City. 

F. C. Moys, Boulder. 





Pres, A. L. Branson, Trinidad. 


H. B. Brown Hardware Co., Trinidad. 
Wallace Mercantile Co., Hooper. 

J. H. Linder & Co., Golden. 

Geo. Sullivan, Salida. 

B. L. Van Vechten, La Jara. 

W. D. Carroll, Antonito. 

L. Graham & Co., Las Animas. 
Lowell-Meservey Hardware Co., Colorado Springs. 
M. S. Whiteley, Boulder. 

A. Duenweg, Brush. 

Dilbrough-Jones -Hardware Co., Denver. 
The Bateman Hardware Co., Salida. 
Tomkins Hdw. Supply Co., Victor. 

P. Anderson Mre. Co., Ft. Collins. 

The Lowell Hardware Co., Idaho Springs. 
C. A. Finding, Breckenridge. 

Fairman & Wilson, Boulder. 

Teller Co. Mining Supply Co.,. Victor. 
R. Reincke, Denver. 

Yomkins-Hunt Hardware Co., Telluride. 
Sullivan & Rowen Mrc. Co., Longmont. 


J. A. Brown Hardware Co., Ft. Collins. 

C. F. Hendrie, Wray. 

J. S. Barber, Denver. 

Ferguson & Scott, Loveland. 

Geo. Wilson Hdw. & Supply Co., Florence. 
Curtis Hardware Co., Paonia. 

H. Miller, Eldora. 

Thos. Butler, Longmont. 

Preston Day, Castle Rock. 

F. P. Hunt & Co., Delta. 

C. N. Yeamans, Akron. 

Amos Carl, Wray. 

Brown & Lycan, Platteville. 

W. H. McCormick, Berthoud. 

C. K. Coleman & Co., Arvada. 
Coston & Newell, Ft. Morgan. 
President A. L. Branson, Trinidad, 


said: We have noth- 





Sec. F. C. Muoys, Boulder. 


ing to attend to at this morning’s session, particularly, except 
the announcement of committees. 
The president then read the list of committees as follows: 


Grievance Committee—L. B. Hunt, Victor; Geo. Wilson, 
Florence; A. H. Griswold, Ft. Collins; A. L. Branson, Trini- 
dad, ex-officio; F. C. Moys, Boulder, ex-officio. 

Sergeant-at-Arms—George Sullivan, Salida. 

Revision of Constitution and By-laws—T. M. Harding, 
Canon City; Frank A. Ellis, Jr., Denver; John Spriestersbach, 
Alamosa. 

Committee on Resolutions—A. H. Griswold, Ft. Collins; 
O. A. Cramer, Monte Vista; A. W. Morrell, Pueblo; A. B. 
Meservey, Colorado Springs; A. B. Corbin, La Junta. 

Pres. A. L. Branson, Trinidad, said: The committee on 
I believe Mr. Mayer or 
lritch may want to make some announcements in refer- 
to the 
George Tritch, Jr., Denver: The first thing this morning 
at 10:30, and as it is now about 10:00, if 
a little and meet in the lobby 
an accommodation to the Tram- 


nominations wil! be appointed later. 
Mr 


ence entertainment 


will be a car ride 


we can hurry this session 


promptly at 10:30, it will be 
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way company. We can then tell you more about the enter- 
tainment this evening. 

Pres. A. L. Branson, Trinidad: In addition to the pro- 
gram that is announced by our secretary, after the reports 
of the president and the secretary-treasurer have been sub- 
mitted at this afternoon’s session, which will be an open one, 
we will take up for consideration the question of the raising 
of dues; and following that we will listen to an address by 
Mr. George Tritch of Denver and also to an address by Mr. 
Killin of Pueblo, and then we shall hope to have several ad- 
dresses from the visiting jobbers and dealers and our own 
members. We would like to put in the entire afternoon in 
an open session and have it a good, lively session. And I 
want to say further that the afternoon session is not limited 
to members. We want the members to bring their families 
with them, and those who have their wives and children to 
bring them right in. We also extend the invitation to the 
jobbers and traveling men of the city; in fact we are glad 
to have any and every one who feels an interest .in the con- 
vention present with us this afternoon at 2 o’clock promptly. 

Is there anything else to come before the meeting? 

Secretary F. C. Moys, Boulder: I do not know of any- 
thing else for this morning. 

Geo. Tritch, Jr. Denver: Mr. President, when I got 
word that you would like to have me speak this afternoon 
you did not say a word about the ladies being present. I 
would therefore like to turn that address over to some one 
else. 

Pres. A. L. Branson, Trinidad: If Mr. Tritch can go 
out trolley riding with our wives, I think he would be a safe 
man to make an address before them. 

The convention then adjourned to meet at 2 o'clock p. m. 


MONDAY AFTERNOON SESSION, 


Pres. A. L. Branson, Trinidad, called the convention to 
order at 2 o'clock p. m. and said: We expected more ladies 
to attend, but I presume there was some difficulty in getting 
them to promisé not to divulge anything that might occur 
here this afternoon. That is one of the conditions on which 
I permitted my wife to attend. I have just been informed 
that Mr. Ellis would make a few remarks in the nature of 
a welcome to the dealers. 

Frank A. Ellis, Denver, said: I did not expect to be 
pressed into this service, as 1 am not, especially, a member 
of the entertainment committee, but to-day the entire hard- 
ware trade of Denver are in committee of the whole to assist 
in promoting the comfort and enjoyment of our visitors, and 
it is a great pleasure to extend to you a cordial welcome. 
The committee has prepared an attractive program of enter- 
tainment, and I trust you will include all of it, and that you 
will thoroughly enjoy yourselves while in the city. If our 
worthy mayor was a member of the hardware profession, he 
would extend to you the keys of the city, but just at present 
he is short of keys that will fit, as the charter convention has 
changed the entire combination. I trust, ladies and gentlemen, 
that you ‘will always remember with pleasure the first meeting 
of this association in Denver. 

Pres. A. L. Branson, Trinidad: It occurs to me that it 
would have been well, had we anticipated any remarks of 
this nature, to have some one respond. But I believe that we 
are all more familiar with selling nails and barbed wire than 
we are with speech making, and on behalf of the Hardware 
Dealers’ Association I will simply thank Mr. Ellis and the 
entire entertainment committee for the splendid program of 
entertainment they have provided for our pleasure. 

The next thing in order is the president’s address. Prop- 
erly speaking, however, it is not an address, but simply a 
report. 

The president then called Vice President Harding to the 
chair, and read his report to the convention, as follows: 


PRESIDENT’S REPORT. 





ANNIVERSARY OF ASSOCIATION. 

To this, the first annual convention of the Colorado Retail 
Hardware Dealers’ Association, | welcome you and hope this 
association, its members and our guests of to-day may live 
to celebrate. many such anniversaries, and may each anni- 
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versary find our association bigger, better and stronger than 
the previous. 

On this particular occasion, I regret that by long estab- 
lished precedent, we have come to expect at the annual con- 
vention an address from the presiding officer of such associa- 
tions as this. 

WILL BE LOYAL TO DECISION OF MAJORITY. 


I realize very keenly my inability to deliver a creditable 
address before such a body of intelligent and successful busi- 
ness men as constitute this association, and feel much hesi- 
tancy in advancing such recommendations as occur to my 
mind, fearing such recommendations may not meet the ap- 
probation of this audience. However, I expect to give ample 
opportunity for the discussion of any recommendations offered 
in this address, assuring you I will be loyal to the decision 
of a majority, in adopting or rejecting the same. 

LAUNCHING OF ORGANIZATION. 


One year ago on the 21st of this month, at Pueblo, this 
organization was launched. We met there, strangers, and al- 
though we have known each other less than a year, I feeb 
that the acquaintances begun at Pueblo are ripening into 
friendships, that, as the years go by, will be cherished so 
dearly that if we received not one iota of pecuniary benefit 
‘from this association, the mere privilege of an annual reunion 
of our members will be worth many times the cost of main- 
taining the organization. Not only is this association valu- 
able as affording the privilege of acquaintance and exchange 
of ideas with successful men in our line of business from 
all over the state, but the better acquaintance with our com- 
petitors, our very neighbor in our own towns, often de- 
velops an acquaintance that is profitable to both our com- 
petitors and ourselves. 


SUBSTANTIAL REASONS FOR CONTINUANCE OF ORGANIZATION. 


\ While the social features of this association develop a 
value to its members which alone make the institution desir- 
able to perpetuate, there are many more substantial reasons 
why this organization should be continued and strengthened 
by the membership Of every legitimate retail hardware dealer 
in Colorado. 


WORK HAS NOT BEEN ENTIRELY BARREN OF RESULTS. 

During the past year our work has not been entirely 
barren of results. Through the efforts of the grievance com- 
mittee appointed at our mid-summer meeting in Colorado 
Springs, we have come to a better understanding with most 
of the jobbers from whom we buy and while we have not 
yet by any means accomplished the protection, we hoped for, 
yet the influence of our association through the efforts of this 
convention, is good, and I would recommend that this con- 
vention provide for the annual appointment or election of 
such committee by an amendment to our constitution and 
by-laws. 

FIRE INSURANCE. 

One of the most substantial benefits this organization 
affords its members is the privilege of carrying fire insurance 
in the National Retail Hardware Dealers’ Insurance Company, 
at a saving of perhaps one-half the cost of the board rate 
Our secretary being familiar with the plan, will doubtless 
refer to the same in his report, but I wish to add that Mr. 
W. P. Bogardus, president of the National Retail Hardware 
Dealers’ Association, a man who has been eminently success- 
ful in his own business and is held in high esteem wherever 
known as a conservative and conscientious business man, 
heartily recommends the management and plan of the Na- 
tional Retail Hardware Dealers’ Insurance Company which 
high authority certainly commends the plan to our careful 
investigation with the view to a profitable investment by ap- 
plying for a policy in said company. 


PARCELS POST. 


Let us not lose sight of the threatened parcels post bill 
whose passage means so much to that octopus, the catalogue 
house, and destruction to the great army of the retail dealers 
throughout the country. If its passage is defeated it will be 
through the efforts of the Retail Dealers’ Association, sup- 
plemented by the aid of the Jobbers’ and Manufacturers’ As- 
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sociation, with most of the honor due the Retail Hardware 
Association through this National Association. 
UNFORTUNATE CONFLICT OF DATES. 

Reference to the National Retail Hardware Dealers’ As- 
sociation brings to mind the interest and enthusiasm inspired 
in a state association by the presence of a representative 
from the National Association. This privilege was denied us 
on this occasion by our dates of meeting conflicting with that 
of other states, to which the officers of National Association 
had pledged attendance. This unfortunate conflict of dates 
can only be avoided by an amendment to our constitution and 
by-laws, leaving the date to be fixed by the executive com- 
mittee after correspondence with officers of our neighboring 
state associations. 

AN IMPORTANT PROBLEM. 

The fact that many eligible dealers persist in remaining 
out of the associations that are striving to make their business 
more profitable and pleasurable, is a problem with which all 
associations have to deal, and ours is no exception. How to 
get these fellows in the association is one of the questions I 
hope may be freely discussed in this convention. We need 
them both for their money and their influence and I hope 
some effective means of reaching them may be devised. 


JOBBERS AS HONORARY MEMBERS. 


At the organization of this association it was deemed 
proper to admit as honorary members the Colorado Hardware 
Jobbers as well as the representative hardware jobbing houses 
wherever situated, traveling in the Colorado territory. We 
have enjoyed the pleasure of their good fellowship, as well 
as accepting the financial aid such membership has afforded, 
and still welcome them most heartily to all open sessions and 
all times extend them the glad hand of true freindship. Yet 
I think this convention should decide whether or not the in- 
terests for which we are organized are best protected by con- 
tinuing such honorary membership or by “amending our con- 
stitution and by-laws by striking out the clauses authorizing 
such members. An opportunity to thoroughly discuss this 
question will be afforded in executive session. 

A PROTEST AGAINST LAVISH EXPENSE. 


The elaborate pleasure program provided by the Denver 
hardware dealers for our enjoyment during our stay in this 
fair city, represents a very considerable expense on the part 
of each individual firm participating, and we naturally will 
leave your city, as we did Pueblo and Colorado Springs, feel- 
ing that the most hospitable and best people on earth are those 
whose guests we have just been. But, we are receiving too 
much from the hands of our generous entertainers. While 
we are indeed grateful to the merchants of the three cities 
where we have met, let us emphatically protest by resolution 
or otherwise, against the repetition in the future of any such 
lavish expense on the part of our entertainers. While we all 
enjoy the pleasure part of the program and would not be so 
anxious to attend our conventions if this feature were cut 
eut, it is not right that this association should be a burden 
en the merchants where we meet from time to time, and I 
would recommend that we provide for pleasure at future 
meetings at the expense of our association or its members in- 
dividually. 

AN UNJUST PRACTICE. 

Permit me as president of this association the first year 
ef its existence, to say, we have not accomplished all we 
hoped to. In fact the work is just begun and we should ac- 
ecomplish more the next year than the past, as much of our 
first year was consumed in getting organized. The tendency 
of our jobbers to deal direct with the consumer in the im- 
mediate territory of members of this association has not, I 
regret to say, been discontinued. This unjust and unfair 
practice should and doubtless will receive the vigorous atten- 
tion of the grievance committee until discontinued, or the 
powers of the association exhausted in correcting the same. 

RIGHTS OF JOLBERS AND MANUFACTURERS TO BE RECOGNIZED. 


The success of our claims will depend largely on the 
justice of our demands. Let us use cafe at all times recog- 
nizing fully the rights of the jobbers and manufacturers, at 
the same time standing firm in exacting the same considera- 
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tion from them. Nor should we stop with the desire to har- 
monize relations between jobbers and retailers only, but 
should extend our influence to create a sentiment for fair 
treatment toward and from competitor and customer as well 
as jobber and manufacturer. 

THANKS FOR COURTESIES EXTENDED 

In conclusion I wish to express my sincere thanks to many 
members for courtesies extended. To the members of the 
grievance committee for excellent work, I am very grateful. 
The members of the executive committee have placed me 
under lasting obligations by their every ready help and coun- 
sel, and to our efficient secretary, for valuable assistance every 
week in the year. ‘I can only say, your labors are appre- 
ciated and I thank you sincerely. I bespeak the same con- 
sideration and assistance from you all for my successor. 

The Vice President: Gentlemen, what disposition will we 
make of the president’s report? 

George E. Mayer, Denver: 
adopted and placed on record. 

The chairman then appointed Mr. J. H. Linder of Golden 
and Mr. W. O. Dray of Cripple Creek to serve on the com- 
mittee on resolutions in place of Messrs. Morrell and Corbin, 
who were absent. 

The president also appointed Messrs. Geo. E. Mayer and 
J. T. Wallace a committee from the executive committee to 
audit the accounts of the secretary-treasurer. 

The secretary-treasurer then read his annual report which 
will be found on pages 33 and 34 of our February 20th issue, 
on motion by Mr. Spriestersbach, duly seconded, was re- 
ceived and made a matter of record. 

The president then brought up the question of the in- 
crease of membershjp dues, which was discussed by the presi- 
dent, the secretary (who explained in detail the necessary ex- 
penses of the association) Mr. Spriestersbach, Mr. Jamieson, 
Mr. Furgeson and Mr. Griswold, and on motion of Mr. 
Spriestersbach, duly seconded and carried, the annual dues of 
members was advanced from $3 per annum to $5 per annum. 

Remarks were then made by Mr. George Tritch of 
Denver. 

The president then brought up the subject of parcels post 
legislation, urging members to correspond with their senators 
and congressmen protesting against pending legislative meas- 
ures, about a dozen members assuring the president that they 
had already taken independent individual action in this line. 
The president stated that he had communicated with all Colo- 
rado senators and representatives at Washington and received 
favorable replies concerning the parcels post legislation from 
all except one, who was undecided. 

J. M. Killin of Pueblo then spoke upon the subject of 


THE IDEAL RELATIONS BETWEEN MANU- 
FACTUER, JOBBER AND RETAILER. 


I move that the report be 





ATTENDANCE IS LARGE. 

It gives me unbounded pleasure to meet with you at this 
your second annual meeting, and I am pleased to note that the 
attendance is larger and the enthusiasm perhaps greater than 
before. 

SOMETHING HE HAS NEVER EXPERIENCED. 

When I was asked to make an address before this meet- 
ing I left the matter of the subject to your honorable and 
never tiring president, and he chose for that subject “The 
Ideal Relations Between Manufacturer, Jobber and Dealer.” 
Now, to every one present I wish to confess honestly that 
that ideal relationship is something that perhaps I have as yet 
never experienced. I think, however, our president has, as 
he is so sanguine for the interests and welfare of this asso- 
ciation. I believe he lives in the ideas and ideals of what this 
association will accomplish one hundred years hence, and that 
he really sees, or thinks he sees, this ideal relationship, and 
I hope that in time we shall all see it. 

NO SHORTAGES IN OVER A YEAR. 


Now, as I am, perhaps like a number of others here, not 
responsible for what I may do when away from home, if you 
will not say anything about it I will admit that I have, since 
leaving home, had the same experience as our president, Mr 
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Branson—the ideal relationship between jobber and retailer. 
The jobbers and retailers of the centennial state met together. 
Not a grievance committee was there from either side. Every 
one was feeling his best. Not a shortage had been reported 
to a jobber for more than a year. The retailers all stated 
that every clerk had been on hand promptly at 7 o’clock every 
morning, attending to his duties, in fact better when he was 
away than when he was present. Their collections were all 
good—in fact, they had never known them to be equal to the 
present time. 
PROMPT REMITTANCES. 


Every mail received by the jobber contained letters with 
remittances, stating that the retailer thought this money would 
be safer with the jobber than with the bank, and besides, 
he thought the jobber could use it. Every few days the 
jobber was visited by his customers, who were shown around 
in automobiles and extended all the privileges of the city; 
their visits were returned by the jobbers, who were always 
received with open arms; a large order containing the full 
wants of his next season was written up in detail and handed 
him, and no finer, no better state of mind could be imagined 
than that of the warm friendship and idealistic views of the 
retailer and jobber when they met. 


NOTHING TO GOOD FOR THEM. 


They talked over plans of taking in at length the World’s 
Fair, and the jobbers assured the dealers that if they wished 
it they would buy out the whole affair and turn it over for- 
ever to themselves and the consumers who buy goods from 
them. There was nothing too good for them. The various 
jobbers visit the country homes of the various retailers, and 
there they have sport royal. There at their country homes, 
just back of the houses, are flowing streams teaming with 
trout: and other game fish, packed there so thick that there 
is hardly room for the water. Théy can shoot game of all 
descriptions from their front doors, in fact it is not an un- 
common thing to find any amount of bear, elk and othe 
large game caught on the clothes line in the morning. 

But while all these glorious visions were running through 
my: mind, alas! I awoke this morning and found it was only 
a dream. 


A MATTER OF DOLLARS AND CENTS. 


Now, gentlemen and fellow hardware men of the state 
of Colorado, I believe that the condition or relation that will 
exist between the jobber and retailer will in the future, as in 
the past, be a common sense, cold, practical matter of dollars 
and cents. The dealer who has the best prices and can guar- 
antee prompt delivery will get the orders. But the relations 
between dealers and jobbers have improved greatly within a 
year. This association in this state has undoubtedly bettered 
its condition; both the jobber and the retailer have : been 
benefited ; and the different jobbers throughout the state have 
all expressed a willingness to do everything possible to fur- 
ther the interests of this association. There is no doubt that 
it will grow and prosper and that every year will find your 
meetings larger and better. 


INTERESTS ARE IDENTICAL. 


Now, the interests of the jobber and the retailer are 
identical. Neither could exist without the other. There are 
few retailers who buy goods in sufficient quantities to go 
direct. to the manufacturers and buy the various lines they 
need, so they use the jobber who has been able to buy those 
goods in quantities and assemble them at his stores and ware- 
houses and sell them to the dealers in the quantities they de- 
sire and give them prompt service. 

Another thing, the manufacturer, as a rule, while we all 
like him, does not attempt to carry the stocks for the ac- 
commodation of the retailer and consumer that the jobber 
does. If a jobber sends a hurry-up order to a factory and 
requests prompt delivery of at least a portion of it, nine times 
out of ten he will receive a reply asking why he did not an- 
ticipate his wants three months in advance, in which event 
they would have had the goods. On the other hand, the 
jobber carries these things in stock, ready to deliver to the 
retailer at an hour’s notice. 
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RETAILER CAN ASSIST THE JOBBER. 


Now, the retailer can in a great many ways assist the 
jobber and make him more efficient. For instance, it is my 
opinion that every retailer throughout the various parts of 
the various jobbers’ territories should write his jobbers in- 
forming them of the conditions that exist in his locality, and 
let him know as near as posible about the volume of business 
he will be able to do in certain lines that are seasonable, 
the prospects for this trade, etc., as it will better fit the jobber 
to be ready so that when the season for these goods comes he 
will be able to send them on without delay. 


CONTENTION BETWEEN RETAILERS. 


Now, I have noticed with considerable grief that there 
has been some little contention between the retailers of vari- 
ous sections that are adjacent to each other—for instance 
towns seven to fifteen miles apart. I have a number of re- 
ports coming through my traveling sales as well as to my- 
self direct, stating that certain dealers would object to buy- 
ing certain lines of goods because the dealer in the adjoining 
town had cut into his territory and made a specialty of those 
particular articles and had cut the price until there was noth- 
ing in it for them. Now, gentlemen, in your executive ses- 
sions I would like to see you take up the question of the 
dealers respecting each other’s territory, and if the retail 
dealer wishes to branch out and sell goods throughout the 
country tributary to his town, let him do so at a price that 
wil! enable the dealer at the adjoining town to live, or, better 
still, to respect the prices that have been prevalent in that 
town and hold.to those prices, so that the home dealer would 
get the preference. 

LINE OF RETAIL PTICES ESTABLISHED. 


I am glad to notice that the National Retail Hardware 
Dealers’ Association has taken an interest to the extent of 
requesting the manufacturers of a number of articles that are 
used largely by the*hardware trade to establish a line of retail 
prices so as to increase the profit and make the line more 
valuable to handle. In most lines of goods where there is 
any particular competition, or where the line is well known 
the jobber is restricted and is not allowed to sell below a 
certain price, and that price is within a very narrow margin 
of his actual cost, 

PRICES ON GUNS. 

In response to this request an eastern gun firm has sent 
out reports through the National Association and the United 
States Retail Dealers’ Associations to the jobbers and re- 
tailers, at an enormous expense—full lists giving the minimum 
retail prices at which they would like their guns and am- 
munition sold, and as guns and ammunition has always been 
a class of goods that have been sold with but little margin 
of profit, I think it would be to your best interest to adhere 
strictly to the list furnished by these people at the request 
of the National Association, and I would be pleased to see 
other manufacturers send out similar lists of goods that are 
used as largely and generally as those are. 


JOBBERS ARE GIVING RETAILERS MORE PROTECTION. 


The jobbers not only of this state but of the United 
States are within the last year no doubt protecting the re- 
tailer more largely than they have ever done before. They 
see the injustice of selling goods to consumers, and I do not 
think there is a jobber in the state of Colorado who is cater- 
ing to the retail trade but what is referring inquiries or orders 
to the retailers. There are other conditions, however, where 
there are people, especially in small towns, that will not buy 
at home. They enjoy the sensation of opening a package. 
They will order, even at the same price or at a higher price, 
away from home. 

RETAILER SHOULD INFORM JOBBER. 

Now, when a retailer in those towns finds such to be the 
case, he would be doing himself a favor as well as the jobber, 
by writing to the jobber and having this jobber take the 
matter up directly with this consumer and sell him, and give 
him, the dealer, a rebate. In that way they would hold the 
business, and the setailer in that town would get the benefit. 
I have a number of customers who are employing that same 
plan at present, and while that, of course, is not supposed 



































































“HE AMERICAN 





ARTISAN 


to be known in a general way, it is one way of keeping even 
with the eastern department stores, that, as you know, have 
been selling goods at random to whoever has the price, or can 
send the money. Frequently the quality of these goods is 
inferior, and the retailer selling straight goods must com- 
pete or lose the business. 


JOBBERS MUST CARRY LARGE VARIED STOCK. 


Necessarily, a jobber must carry a larger as well as a 
more varied stock than a retailer, for the reason that he 
caters not only to the section in which he is located, but to 
all sections of his state, and possibly several states—a number 
of jobbers, to the entire United States. Therefore the re- 
tailer should anticipate his wants, send them in to the jobber 
as much in advance as possible, notify the jobber about what 
his wants are going to be, and it will better fit the jobber to 
be ready for him when he is ready for the goods; and he 
should have patience with the jobber, because there is no 
jobber living who can carry the endless variety of goods that 
is used in every locality and not at any time be short. If 
he did, he would from year to year carry over more than 
his annual profits amount to. 

Gentlemen of this association, I hope to meet you at our 
next meeting. I trust it will be still larger than this. Any 
time I can be of service to you, whether it is day or aight, 
I want you to call on me, and I thank you, gentlemen, for 
your attention. 

The President: I wish to say in explanation of the pre- 
liminary remarks of Mr. Killin, that it was agreed when he 
was asked to deliver an address that he would throw some 
bouquets at the chairman. We wish to thank Mr. Killin, how- 
ever, for his able address. 

A discussion then followed the address of Mr. Killin, 
which was participated in by the president, the secretary, 
Messrs. Mayer, Spriestersbach, Bushnell, Gladding, Kellogg, 
Duenweg, Barber, Griswold, Tritch, Moore, and Katerman, in- 
volving the subject of Mr. Killin’s address, and also the ques- 
tion of honorary membership. 

On motion of Mr. E. H. Gardner an invitation was ex- 
tended to the jobbers of the state to meet the members of 
the convention in session at two o'clock next day for the 
further discussion of matters of mutual interest. 

The convention then adjourned at 4:30 p. m. 


TUESDAY MORNING SESSION. 


The convention was called to order by the president at 
10 a. m. and immediately went into executive session. 

The president appointed Messrs. C. C. Huddleson of La- 
mar, A. Duenweg of Brush and F. E. Gifford of Ft. Collins 
as members of nominating committee, with instructions to re- 
port at the afternoon session. 

The further proceedings of this session will not be given 
publicity with the exception of the following resolution fixing 
the dues for ensuing year which was adopted: 

“Resolved, That the membership fee be stricken out; 
that the annual dues shall be $6.00 per year, payable in ad- 
vance; and that members joining the association during the 
fiscal year thereof shall pay, in advance, for the balance of 
such fiscal year at the rate of $1.50 per quarter or fraction 
thereof.” 

TUESDAY AFTERNOON SESSION. 


The convention was called to order in open session by 
the president at 2:25 p. m., who announced that the purpose 
of the present session was to confer with the representatives 
of the jobbing trade who were yesterday invited to be present. 

The president then, on motion by a member, duly sec- 
onded and carried, stated the terms of the resolution passed 
at the last executive session concerning the attitude of as- 
sociation members toward wholesale houses which do not 
protect the interests of the legitimate retailer. 

A general discussion followed. 

The president then thanked the jobbers present for their 
attendance at the meeting and for the interest manifested by 
them in the association work. 

Mr. A. Duenweg called attention to a contemplated change 
in the constitution whereby honorary membership was to be 
abolished, and requested that action be taken thereon while 
the visiting jobbers were present. 
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Mr. John Spriestersbach accordingly introduced the fol- 
lowing resolution, which was duly seconded and carried by 
a rising vote of 23 to 9: 

“Resolved, That the membership of this association be 
composed entirely of retail hardware dealers, eliminating all 
honorary membership.” 

The convention then, at 3:30 p. m., went into executive 
session. 

The proceedings of this session will not be given pub- 
licity except the following resolutions and the amended con- 
stitution : 


RESOLUTIONS. 





RETAIL JOBBERS. 

Wuereas, We, the members of the Colorado State Retail 
Hardware Dealers’ Association, fully realize that the deplor- 
able conditions now existing as regards the state jobbers sell- 
ing to consumers; 

Therefore, be it Resolved, That the grievance committee 
are hereby instructed to draft a request to the Colorado job- 
bers that they give the retailer specific protection on such 
lines of heavy hardware and mine supplies as said committee 
sees fit to indicate, and that the secretary of the association 
be instructed to present a copy of such request to each job- 
ber in this state. 

NATIONAL INSURANCE IS RELIABLE. 


Resolved, That we endorse the National Hardware Deal- 
ers’ Mutual Fire Insurance Company as being thoroughly re- 
liable and worthy of the consideration of our members. 


OPPOSED TO PARCELS POST BILL. 


Resolved, That we continue to use our best efforts to de- 
feat the parcels post bill now before Congress, and urgently 
recommend that all members who have not written our 
senators and representatives regarding this obnoxious measure, 
do so at once. 

PRAISE FOR TRADE JOURNALS. 


Wuenreas, The hardware trade journals have faithfully 
reported each of our meetings, giving our asociation all mer- 
ited notice, Be it Resolved, that we hereby endorse their 
action in sending representatives to our convention, and rec- 
ommmend that all possible facilities for making reports be 
extending attending representatives. 


THANKS TO HONORARY MEMBERS. 

Resolved, That a vote of thanks be given by this associa- 
tion to the honorary members for their support and kindly 
feeling exhibited towards us during the first year of our or- 
ganization. 

THANKS TO DENVER JOBBERS, 


Resolved, That a vote of thanks be extended to the Den- 
ver merchants, jobbers and representatives, for the very gen- 
erous entertainment provided for our members and families. 

PRAISE FOR OFFICERS. 

Be it further Resolved, That we, as members of the Colo- 
rado Retail Hardware Dealers’ Association, fully appreciate 
the very efficient work performed by our officers, especially 
our secretary, during the past year, and that we heartily en- 
dorse their untiring efforts to advance the interests of the 
association, and we extend to them a unanimous vote of 
thanks. 

The officers for ensuing year as elected are as follows: 

President—A. L. Branson, Trinidad. 

Vice President—T. M. Harding, Canon City. 

Secretary-Treasurer—F. C, Moys, Boulder. 

Executive Committee—Geo. E. Mayer, Denver; [. 
Ferguson, Pueblo; J. T. Wallace, Hooper; A. B. Corbin, La 
Junta; A. L. Branson, Trinidad; T. M. Harding, Canon City; 
F. C. Moys, Boulder. 

The constitution as amended reads as follows: 


ARTICLE I. 
NAME AND OBJECT. 


Section 1. The name of this association shall be the 
Colorado Retail Hardware Dealers’ Association. 
Sec. 2. The object of this association shall be to pro- 
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mote the interests of and secure the friendly co-operation of 
its members. 

ARTICLE II. 

MEMBERSHIP. 

Section 1. Any person, firm or corporation in Colorado 
engaged in the business of selling hardware and known and 
recognized as a regular retail hardware dealer in good stand- 
ing may become a member of this association by subscribing 
to this constitution and paying the annual dues prescribed 
by the by-laws. 

ARTICLE IIL. 
OFFICERS. 

Section 1. The officers of this association shall be presi- 
dent, vice president, secretary-treasurer, who, with four other 
members, shall constitute an executive committee. 

Sec. 2. The president and vice president shall be elected 
annually by ballot and shall hold office until their successors 
have been elected and qualify. Two members of the executive 


‘ committee shall be elected by ballot at each annual meeting 


to serve for the term of two years, and shall hold office until 
their successors have been elected and qualify. The offices 
of secretary and treasurer shall be filled by one person, who 
shall be appointed or removed by the executive committee. 
He shall receive and disburse the funds of the association 
urider the direction of the executive committee, through 
vouchers signed by the president and himself, keeping a care- 
ful account of the same. 

Sec. 3. The executive committee shall fix the salary of 
secretary and treasurer, and require a bond in any amount 
they deem sufficient to be approved by the president of the 
association, the fee of the bond company to be paid by the 
association. 

Sec. 4. In case of a vacancy of any of the officers of this 
association, the same shall be filled by the executive commit- 
tee until the next annual meeting. 

Sec. 5. At each annual meeting the president shall ap- 
point an auditing committee consisting of two members who 
shall examine the books of the secretary and —- 
report to the association at same meeting. 


ARTICLE IV. 
MEETINGS AND DUTIES OF OFFICERS. 


Section 1. The regular meeting of the association shall 
be held annvally during the month of February at such time. 
and place as the executive committee may select. 

Sec. 2. The executive committee shall have full charge 
of the affairs of the association, subject to the will of a ma- 
jority of its members in convention assembled, and is subject 
to the call of the president or may be called by a majority 
of the executive committee. 

Sec. 3. It shall be the duty of the president, or in case 
of his inability to serve, of the vice president, to exercise 
supervisory control over the affairs of the association, and 
preside at all meetings of the executive committee, and to 
carry out and enforce all measures adopted by the association 
calculated to improve the condition of the hardware business. 

Sec. 4. The president shall appoint for each county one 
member, whose duty shall be to obtain membership in this 
association and encourage the formation of local associations. 

Sec. 5. The presiding officer shall appoint at the annual 
meeting a sergeant-at-arms and a committee of three, who, 
with the president and secretary shall constitute a grievance 
committee. 

Sec. 6. Amendments to the constitution and by-laws may 
be made at any regular meeting by a vote of at least two- 
thirds of the membership present. 


BY-LAWS. 


Article 1. The annual dues shall be $6.00 per year, pay- 
able in advance, and members joining the association during 
the fiscal year shall pay, for the balance of the fiscal year, at 
the rate of $1.50 per quarter or fraction thereof. 

Art. 2. Fifteen members shall constitute a quorum to 
transact business at any meeting. 

Art. 3. Each firm or corporation shall have one vote 
at any meeting of the association. 

Art. 4. All fees and dues must be paid before a person 
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can be recognized as a member or become entitled to act in 
this association. 

Art. 5. The sergeant-at-arms shall guard the door and 
see that none but members be admitted, except by order of 
the presiding officer. 

Art. 6. The duties of gievance committee shall be to re- 
ceive all grievances of the members of this association, and 
in the capacity of a conference committee, to use all the power 
of this organization to obtain a satisfactory settlement of all 
just complaints. 

Art. 7. Applications for membership in this association 
shall be made to the secretary, such application to be accom- 
panied by the initiation fee. All applications shall be acted 
upon by the executive committee and all such applicants favor- 
ably acted upon shall become members of this association. 


CONVENTIONALITIES. 





Hibbard, Spencer, Bartlett & Co., Chicago, were 
represented by C. W. Wharton, who has many friends 
among the dealers of this commonwealth. 

G. W. Gladding, who has probably attended con- 
ventions in more states than any other traveling man, 
was on hand in the interests of E. C. Atkins & Co., 
Indianapolis. His line of souvenirs included a whet- 
stone on which appeared the word “Atkins,” and the 
reproduction of one of their saws, and also some 





unique saw pins. His exhibits included a line of hack 
saws, ranging from those designed for jewelers’ use 
to those capable of sawing rails. He was also show- 
ing Jones coping saws, plasterers’ trowels, hard wood 
scrapers, hand saws, and hack, back, butcher and buck 
saws. 
FRINGE. 

C. L. Buck, Lee-Glass-Andreeson Hardware Co., Omaha, 
Neb. 

G. M. Brown, Lawton Cutlery Co., Chicago. 

R. E. Dreyer, Moore Hardware and Iron Co., Denver. 

G. E. Duncan, Cole Mfg. Co., Chicago. 

G. W. Gladding, E. C. Atkins & Co., Indianapolis, Ind. 

J. Hildreth, Jr., Winchester Rep. Arms Co., New Haven, 
Conn. 

J. M. Johnson, Elliott Mfg. Co., Warren, III. 

F. B. Kelley, Savage Arms Co., Utica, N. Y. 

W. P. Kellogg, Kellogg & Stokes, Denver. 

J. M. Killin, J. M. Killin & Co., Pueblo. 

Chas. Madeira, C. E. Jennings & Co., New York. 

Wm. Mann, Whitman & Barnes Mfg. Co., Chicago, and 
Akron, O. 

Mr. Conine, McPhee & McGinnity, Denver. 

L. L. Moore, Moore Hardware and Iron Co., Denver. 

Geo. Tritch, Jr., Geo. Tritch Hardware Co., Denver. 

C. W. Wharton, Hibbard-Spencer-Bartlett Co., Chicago. 

W. W. Walton, Sherwin-Williams Paint Co., Cleveland. 

James T. Newell, The Iron Age, St. Louis, Mo. 
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Meeting Illinois Retail Hardware Dealers 
Association. 





The Chicago delegation to the convention of the Illinois 
Retail Hardware Dealers’ Association at East St. Louis Feb. 
23 and 24 left over the Wabash at 11:03 a. m. on Feb. 22, 
putting up at Laclede Hotel, St. Louis. Refreshments and 
jollity were the order of the hour and the trip was a thor- 
oughly enjoyable one. The members of the party were as 
follows: ; 

Geo. Bartholdy, G. R. Lott, J. H, Bixler, Chas. G. Newell, 
Leroy P. Brown, H. C. Peppler, Wm. T. Gonner, Frank Por- 
ter, Chas. A. Dahlstrom, John C. Rice, Martin Engelhardt, 
Emil Sander, C. F. Giffert, F. C. Schmidt, G. E. Gundling, 
Fred Schultz, And. Hoffman, Otto Sommer, W. C. Krogh, 
Fred Waller, P. A. Lemoi, — Siewert; D. McLaughlin, Chas. 
Menzel, Wm. J. Noebling, W. H. Bennett, Anton Pophal, A. 
B. Bregenzer, Ed. Repsold, N. Christensen, Fred Ruhling, W. 
B. Costello, E. R. Schlick, Geo. A. Engelhardt, John Schu- 
berth, Henry Furman, E. L. Sommers, A. Greenheit, O. B. 
Stebbins, F. S. Hillier, H. E. Tyring, Emil G. Kral, Wm. 





Gormley, Fred Kurtz, Ed. Beiersdorf, H. C. McClure, J. F. 
Borchardt, C. A. Niesel, J. Butweis, H. L. Petersen, Thos. E. 
Conner, Grant Porter, A. J. Engelhardt, John Ruedel, Hans 
Fehr, F. H. Schanze, H. E. Gnadt, H. G. Schoessling, Aug. 
Haack, J. L. Smith, John Hora, F. B. Hoffman, W. J. Krue- 
ger, W. M. Powers, A. M. Powers, W. S. Cutler, John J. 
Sinzich, L. H. Clark, Wm. Gormley, W. S. Sanford, T. J. 
Usher, Daniel Stern, W. H. Bennett, Louis A. Denoyer, Louis 
Schmetzer, O. J. Boston, W. C. Nelson, Robert R. Elliott, 
Evans Nelson, A. J. Winteringham and E. C. Loomis. 

The following firms contributed to the entertainment of 
the party en route: 

Tue AMERICAN ARTISAN, Reading Hardware Co., Bullard 
& Gormley Co., Rothschild, Meyer & Co., Richards Manu- 
facturing Company, Lawson Manufacturing Company, Ameri- 
can Screw Company, J. L. Perkins & Co., Geo. W. Truitt & 
Co., Ranney Refrigerator Company, Geo. H. Bishop & Co., 
Est. of P. D. Beckwith, The Iron Age, Russell & Erwin Man- 
ufacturing Co., American Wringer Company. 


TUESDAY MORNING SESSION, 


The weather man was certainly kind to the Illinois Retail 
Hardware Dealers’ Association, as a delightful spring day 
awaited them when they met in sixth annual convention at 


the Music Hall, 311 Collingsville avenue, East St. Louis, at 
10:45 a. m., Feb. 23. After a meeting of the executive com- 
mittee President Chas. H. Williams of Streator called the 
meeting to order, and Silas Cook, mayor of East St. Louis, 
gave a cordial address of welcome to the delegates which 
was responded to by President Williams. A roll call found 
the following dealers present : 

Bartholdy, Geo. 

Bixler, J. H., Chicago. 

Brown, Leroy P., Chicago. 
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Beiersdorf, Ed., Chicago. 

Borchardt, J. F., Chicago. 

Butweis, J., Chicago. 

Bregenzer, A. B., Chicago. 

Bergen & Bro., Manhattan. 

Bittle, Wm., Peoria. 

Bock, L. E., Chicago. 

Brown, L. P., Chicago. 

Bruninga, W. E., with F. Meyers & Bros., Peoria. 
Clark, L. H., J. L. Clark Hardware Co., Rockford. 
Cormick, H. G., Centralia. 

Connor, Wm. T., Evanston. 

Conner, Thomas E., Evanston. 

Christensen, W., Chicago. 
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Dalstrom, Chas, A., Chicago. 
Engelhart, Martin, Chicago. 
Fahay, M., Decatur. 

Fehr, Hans, Chicago. 
Fuhrmann, Henry, Chicago. 
Giffert, C. J., Chicago. 
Gundling, G. E., Chicago. 
Gnadt, H. E., Chicago. 
Greenheit, A., Chicago. 


Gormley, Carl J. 


Guinn, J. O., Vandalia. 
Hoffman, And., Chicago. 
Haack, Aug., Chicago. 
Hora, John, Chicago. 
Hillier, F. S., Chicago. 
Hoffman, F. B., Chicago. 
Herzog, Karl, Chicago. 
Cerveny, H., Chicago. 
Hauss, C., East St. Louis. 
Homan, Paul, Nashville. 
Harms, Geo., Peoria. 
Krogh, W. C., Chicago. 
Kral, Jos., Chicago. 
Kurtz, Fred, Chicago. 
Kral, Emil G., Chicago. 





{Pres. C. H. Williams, Streator. 


Krogh, Paul, Chicago. 
Krueger, L. A., Chicago. 
Kurtz, Fred, Chicago. 
Kuhnen & Siegrist Hardware Co., Highland. 
Lott, G. R., Chicago. 
Londelous, C. A., Chicago. 
Lemoi, P. A., Chicago. 
McLaughlin, D., Chicago. 
McClure, H. O., Chicago. 
Murphy Bros., Galesburg. 
Meyer, Geo., Peoria. 
Mauer, Chas., E. St. Louis. 
Menzel, Chas., Chicago. 
Noebling, Wm. J., Chicago. 
Newel, Chas. G., Chicago. 
Niesel, C. A., Chicago. 
Neeley, I. K., La Salle. 
Pophal, Anton, Chicago. 
Peppler, H. C., Chicago. 
Porter, Frank F., Chicago. 
Porter, Grant W., Chicago. 
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Peoria Coal Drill & Hardware Co., Peoria 
Powers, W. M., Chicago. 

Peterson, H. L., Chicago. 

Rosenberg, L., Chicago. 

Repsold, Ed., Chicago. 

Ruhling, Fred, Chicago. 

Ruedel, John M., Chicago. 

Rice, John, Chicago. 

Refior, David, Ottawa. 

Roseland Hardware Co., Chicago. 
Schlick, E. R., Chicago. 

Schuberth, John, Chicago. 
Sommers, E. L., Chicago 

S. J. Stebbins and. O. B. Stebbins, Chicago 
Schroeder, L. F., Barrington. 
Schleib, E. R., Chicago. 

Siewert, Wm. F., Chicago. 
Scheurer Bros., Nashville. 

Smalley & Lichtenwater, Manhattan. 
Swan, Geo. B., Matton. 

Schaub Bros., East St. Louis. 
Schweifer, M., Chicago. 

Schuerer, R. G., Vandalia. 

Turner, F. O., East St. Louis. 
Tomlinson, Geo. T., Kinmundy. 





Vice Pres. Wm. Gormley, Chicago. 


Sander, Emil, Chicago. 
Schmidt, F. C., Chicago. 
Schulz, Fred, Chicago. 
Schanze, F. H., Chicago. 
Schoessling, H. G. 

Smith, J. L., Chicago. 
Tyring, H. E., Chicago. 
Weisel, C. A., Chicago. 
Williams, Chas. H., Streator. 
Woodward, C. C., Carlinville. 


Mayor Silas Cook then addressed the meeting again ex- 
tending an invitation to the hardware men to visit the city 
hall. He said: “We are proud of it and will be glad to have 
you all go through it. As there is a probability of a joint 
meeting between the Illinois and Missouri associations you 
may find this hall too small; in that case I am glad to tender 
you the use of the City Hall Auditorium, which will seat 
2,000.” 

The meeting adjourned at 11 o'clock and the delegates 
had a group picture taken at 11 :30. 


























































TUESDAY AFTERNOON SESSION. 


The Tuesday afternoon session was called to order at 
2:10 p. m. 


President Charles H. Williams of Streator said: 


“I thought when we came here we would have a joint 
session with the Missouri Retail Stove and Hardware Dealers’ 
Association. A proposition came from the Missouri Associa- 
tion to the East St. Louis Entertainment Committee to the 
effect that the Missouri and Illinois dealers should all attend 
a banquet to be held at the Missouri Athletic club to-night, 
and that the expense should be borne jointly by the St. Louis 
Retail Hardware Dealers’ Association and the East St. Louis 
Retail Hardware Association. The East St. Louis dealers did 
not wish to entertain the Illinois dealers across the river, 
and consequently our executive committee held a session and 
a letter was written to Pres. Taylor Frier of the Missouri Re- 
tail Stove & Hardware Association, asking that body to meet 
with us to-morrow in East St. Louis, and also stating that 
the Illinois Association would be pleased to reciprocate by 
attending some outdoor affair, such as a visit to the World’s 
Fair ground with the Missouri dealers on Thursday. This 
message was sent to the Missouri Association early this 
morning by a district messenger, but no word had been heard 
from the matter by noon. It might be advisable to have a 
special committee sent over to straighten the matter up, as 
we want no ill feeling or discord about the matter. 


D. McLaughlin, Chicago, moved that a committee of two 
be appointed to confer with the Missouri dealers. 

The motion was unanimously carried, and D. McLaughlin, 
Chicago, and C. Hauss, East St. Louis, were appointed as such 
a committee by the chair, their duties being to state that a 
letter inviting the Missouri Association had been sent and in 
case it had not been received to invite them to meet with 
the Illinois dealers in joint session at the City Hall, East St. 
Louis, Wednesday morning. 





See. L. D, Nish, Elgin. 


President C. H. Williams, Streator, then announced the 
following committees: 

Committee on Location of Next Meeting Place—J. A. 
Hunter, Peoria; Fred Kurtz, Chicago; Geo. Olendorf, Cen- 
tralia. 

Committee on Finance and Auditing—Leo Krueger, Chi- 
cago; David Refiar, Ottawa; M. Fahay, Decatur. 

Committee on Question Box—O. B. Kurth, Centralia; T. 
C. Conner, Evanston; C. T. Woodward, Carlinville; John 
fHohman, Nashville; T. J. Mathews, Mount Vernon. 
Committee on Resolutions—George Mayer, Peoria; I. K. 
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Neeley, La Salle; O. S. Stebbins, Chicago; L. H. Clark, Rock- 
ford; Fred Siegrist, Highlands. 

Committee on Nominations—H. C. Cormick, Centralia; 
D. McLaughlin, Chicago; Charles Johnston, Peoria. 

Committee on Press—G. -R. Lott, Chicago; S. P. Johnston, 
Chicago; H. H. Roberts, Chicago. 

President C. H. Williams, Streator, then read the fol- 
lowing : 


PRESIDENT’S ADDRESS. 





GREEN BUT GROWING, 


It seems but a little while since we were assembled to- 
gether in our fifth annual convention, yet as we realize that 





Treas. Geo. Engelhardt, Chicago. 


a year has elapsed since then, we are impressed with the fact 
that life and especially the business life of any one individual 
is short, and to make the most of it is our duty. A college 
class graduating recently had for a motto, “Green but Grow- 
ing,” and it is a good one for progressive mankind in any 
vocation, to bear fruit without going to seed. And as we be- 
gin the work of our sixth annual convention it seems appro- 
priate that we consider for a moment what we are here for. 

Not to indulge in idle theories or speculative philosophy, 
but to add to our mental equipment for business for life. 

To keep “Green but Growing,” that is, in a state of mind 
that permits of growth and expansion—of taking up a new 
idea and discarding an old. 


ALL HAVE VALUABLE EXPERIENCE. 


As I look over this representative body of men I feel 
that each one carries within-him some valuable experience— 
some technical trade knowledge that imparted to us will be 
valuable information and nothing but the well known retiring 
disposition and modesty of Illinois hardware men generally 
will interfere with each one of us carrying home a good load 
of new ideas. 

Business men have little time to call on one another in 
their places of business, especially when they are scattered over 
this great commonwealth of Illinois, so once a year in con- 
vention assembled from the papers and discussions and side 
talks is about the only opportunity we have of getting the 
benefits of personal contact with one another. 


A SUCCESSFUL YEAR. 


The past year has been a successful one for our associa- 
tion. Everybody has been busy with his own affairs and very 
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few complaints have been filed with your officers. This fact 
of itself indicates a rather healthy condition of trade. 
JOBBERS’ SALES. 

The jobbing trade generally seem disposed to regard their 
customers’ requests in restricting their sales to consumers. 

No doubt there are exceptions to the above and I wish for 
the coming year each member would furnish our secretary with 
a concise statement of all illegitimate encroachment on his 
trade by jobber or manufacturer. 

I have recently noticed that a large jobbing house is 





Frank McKenney, Rockford, Member Execative Committee. »° 
soliciting scissor trade from school boards. This same house 
sold jack chain at lowest jobbing price to an itinerant picture 
peddler. 

A coal company sold a car of coal at more than the retail 
price to a consumer in another town where lived a member of 
the Illinois Coal Dealers’ Association and in a few days re- 
ceived a bill for $50, a fine that he must pay before he would 
receive any more orders from any member of the association, 
which indicates that we may learn something from other 
trade associations. 

THE WORK OF THE YEAR. 


Your secretary, Mr. Nish, has given very prompt and 
courteous attention to all matters sent to him from my office 
and he has worked vigorously for the welfare of the asso- 
ciation. 

The executive committee has held no meetings at the 
expense of the association during the year, but by correspon- 
dence with some and occasional meetings with others, all 
have kept in touch with the work of the association and have 
given prompt attention to all calls. 

MERCHANTS’ LIEN LAW. 


Early in the year we were called on to assist the Illinois 
Retail Lumber Dealers’ Association, both morally and finan- 
cially to pass an equitable mechanics’ lien law. 

We did not assist them financially, but our legislative 
committee and many others took the matter up with their sen- 
ators and representatives and it is now a law. 
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Some work was also done on a bill to relieve mercantile 
corporations from the double taxation that has recently been 
put upon them by a new construction of an old law, taxing 
the capital stock of all except manufacturing corporations 

This bill was advanced to second reading and is in a fair 
way to become a law. 

The legitimate expenses of preparing a measure and giving 
it publicity are great and we should put outselves in shape to 
stand a fair share of the expense of several other matters 
that should be presented to gur state legislature soon. 

A reasonable garnishee law is needed alike by the mer- 
chant and the individual who can get no credit at present. 

Trade matters with manufacturers are being handled 
mostly through the agency of our national association. 


TENDENCIES OF THE TIMES. 


We have for the past few years noticed the rapid develop- 
ment of the trust and the trade union idea. 

We have observed trusts that furnish their employes well 
lighted and ventilated factories, paying wages that enable them 
to maintain a high standard of living, keep up the standard 
of their product and give the consumer better value ‘for his 
money than if competition was uncontrollable. 

We have also seen those that endeavored to reduce wages 
and advance price of their products at the same time, and 
we have seen some organized on an inflated basis, bonded 
for more than they are worth, with preferred stock, a second 
lien on their assets and then common stock unloaded upon a 
long suffering public; schemers which in nefarious design put 
the schemers in a class morally below those who seek de- 
struction of property or who labor on how to divide up the 
fruits of other labors. 

We have seen labor unions making a straight forward 
fight to maintain a higher standard of living and we have 
seen them stoop to acts that would shame a nihilist. 





L. H. Clark, Rockford, Chairman Committee on Resolutions. 

And while either trust or union may for a time maintain 
an unfair position in the business world, right will win, and 
we already see the wrecks of several of each that a long- 
suffering public would not stand. 

STRENGTH OF RETAIL MERCANTILE ASSOCIATIONS IS RAPIDLY IN- 
CREASING. 

The strength of retail mercantile associations is rapidly 
increasing and with the growth of power we should use dis- 
cretion and conservatism and that our growth may be con- 
tinuous, be a little slow rather than aggressive, for the people 
who meet with the fewest disappointments in life are those 
who are always looking for trouble 
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The work of our national association has been handled in 
an able and dignified manner and its officers are entitled to our 
heartiest endorsement. 

RURAL FREE DELIVERY. 

We have seen within a very few years the rural free de- 
livery system develop from nothing into a giant institution, 
a great convenience to its beneficiaries (for it is not self-sus- 
taining), but nobody has yet noticed the benefits from it ac- 
cruing to local merchants. 

But every improvement that mankind puts into use, as well 
as every labor saving device, upsets the equilibrium of some- 
body’s business and to be able to meet the crises brought 
about by these changes, is the object of trade associations. 

PARCELS POST. 

That the parcels post contest is still on is well known to 
all of you and never was there a more effective argument 
from the dealer’s standpoint than that delivered at the At- 
lantic City convention by our National Association President, 
Mr. W. P. Bogardus. 

THE KICKER. 

It is reported that a dealer joined this association a few 
years ago, paid one year’s dues and the next year wrote a 
violent letter to the president, saying he had expected the 
association to buy his goods for him at a saving of 20 per cent; 
that they had not done so; that he had been bunkoed out of 
his money and wanted his name dropped from the association. 

Several of our former executive committee diagnosed his 
case and the conclusions were not altogether complimentary 
to the kicker. 


A STAGE COACH STORY. 


But it was left for Mr.-Peck, secretary of the Wisconsin 
Association, to artistically explain the situation. 


M. L. Corey, Argos, Ind., Sec. National Retail Hardware Dealers 
Association. 

He said that in the pioneer days of Wisconsin an enter- 
prising individual ran a stage coach over a very hilly coun- 
try. His rates were advertised: First class passengers, $3.00; 
second class, $2.00, and third class, $1.00. When the pas- 
sengers got in and found the seats all alike they wondered at 
the distinction, but understood it all when they came to a 
steep hill and the driver called: First class passengers stay in 
the coach; second class get out and walk; third class get out 
and push the coach. 
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Our friend the kicker wished to be a first class passenger, 
and at present it is the third class or pushers that get good re- 
turns for their time and money invested in the association 
work, 

But we have no fault to find with an occasional kicker. 
They are necessary in order that we progress and fortify the 
weak spots; - . 

I, frankly that there were results I expected 
<peed Rison work that as yet have not been at- 


tempted. 





TRADE INJUSTICES. 
Other gentlemen present can tell you better than I the 





Ex-Pres. H. G. Cormick, Centralia. 


trade injustices of this immediate vicinity, or those of the 
great city by the lake, but to the country dealers of Illinois 
who experience the intense competition of the great mail order 
houses, to have the jobber who solicits his orders daily to 
supply the mail order people with their shortages or pickups, 
amounting in hardware alone to the two leading establish- 
ments in Chicago to $1,000 or more a day, thus giving them 
millions of dollars’ worth of goods to fill orders with, without 
a dollar invested in them, is the rankest injustice. 

Not only the hardware but dry goods, grocery, boot and 
shoe, drug and other jobbers do likewise, those enabling them 
to fill promptly thousands of orders that they could not oth- 
erwise fill-in time to satisfy their customers. 


ATTITUDE NOT YET CRYSTALLIZED. 


Is the jobber to blame? Well, that depends. Jobbing 
competition is intense, and it is but good business sense to take 
on all profitable business that one can get unless thereby it 
causes a loss of other more desirable business. The mail order 
business has grown so rapidly that jobbers and manufacturers 
alike are not yet crystallized in their attitude toward it, but 
are open to adopt whatever policy will pay them best. 

Gentlemen, it is up to the some hundreds of hardware 
men in this and other organized states who are now first 
class passengers traveling dead-head, that is, who have not 
joined their associations, to say by their acts whether they 
want us to have strength enough to accomplish our ends. 
Whenever we can show 70 per cent of the dealers in the states 
composing our vast association, members, we will have little 
difficulty in getting prompt attention to all reasonable re- 
quests. 

CONTINUOUS WORK. 


There is a feeling that in association work we need some 
plan whereby the work can be kept up more continuously dur- 
ing the year. In part this is being done as the secretary of our 
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mail association is at it all the time. No doubt we will in 
time devise plans to make the state association more continuous 
than heretofore. 

Quarterly meetings of our executive committee will be de - 
sirable as soon as our finances will justify. 

Sectional meetings of dealers in the same competitive dis- 
trict may be desirable as our me be nearly 
unanimous. R 








A JUST CRITICISM. 


A representative jobber recently in speaking of the State 
Hardware Association criticises us in two regards, one that 





Ex-Pres. Z. T. Miller, Bloomington. 


we undertake too many things, and the other that we settle 
most important matters with a resolution and leave all the 
work to an already overworked secretary. The criticism may 
be just, but if “green” we are “growing,” and getting more 
willmg each year to be enrolled as “third class passengers.” 


NEITHER EXTORTIONERS NOR BLACK MAILERS. 


We as hardware men and citizens do not want to appear 
in the eyes of consumers as breeders of extortionate prices, nor 
to manufacturers as hold up men or blackmailers, but on each 
we desire to imhpress that there is a mammoth enterprise (not 
incorporated) handling hardware, who are maintaining neat 
and elegant sample rooms from the Atlantic to the Pacific, 
from the Canada line to the Gulf of Mexico, who carry stocks 
amounting to many millions of dollars, who extend credit to 
many deserving people (and some others), whose delivery 
wagons carry goods to every hamlet and nearly every farm 
house in America, who stand for quality and carry out the 
guarantees of manufacturers liberally, whose advice and sug- 
gestions to all the consumers are more valuable than all the 
book-encased bargains in the book that often rests above the 
Bible in the family parlor, whose combined purchasing and 
distributing power far exceeds that of all other agencies, 
namely, the organized hardware dealers of the country. 

They can furnish the best representation for all legitimate 
lines of goods and every effort put forth by manufacturers and 
jobbers to increase their prosperity will bear fruit in the elimi- 
nation of fakes and maintaining of a high standard of legiti- 
mate trade. 

L. D. Nish, Elgin, secretary of the association, then made 
his report, a synopsis of which is given herewith? 

“President Williams has covered a congiderable portion 
of the work of the secretary in his report. You have all come 


in touch with the work of the secretary in’ past year. 
The literature I have mailed has been at the su tion of the 
¢ 


' 
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executive committee, and the secretary has covered the entire 
state with communications to the trade. The circular on the 
parcels post which we sent out has resulted in much good to 
the organization. I sent this to the hardware trade in gen- 
eral and received a goodly number of new members thereby. 
I ale» received replies from this parcels post circularization, 
whicl  3actically touched every congressman in our state. 

“lh. 2onjunction with the Retail Lumberman’s Association 
your secretary has worked to have the mechancis’ ‘lien law 
changed. He has also asked the members of the association to 
send him a list of the manufacturers and jobbers from whom 
they purchased goods, and has received replies from the ma- 
jority of the members. From these the secretary has nearly 
compiled a list of manufacturers and jobbers who furnished 
goods for Illinois dealers. It was the intention to formulate 
a letter from this list, asking those manufacturers and job- 
bers who supply goods to the members of the Illinois associa- 
tion how they stood as regards the association. I trust the 
Resolutions Committee will take this matter up and put it in 
proper shape to place before the jobbers and manufacturers. 
This is a very important matter, which touches the heart of at 
least all the country dealers. I will not now touch on the 
subject of the national convention, as our national secretary, 
who will be with us, will treat on that. Our president and sec- 
retary, who attended this convention, came into contact with 
other presidents and secretaries and we received many new 
ideas on which we could work throughout the year. 

“A considerable portion of the secretary’s time was taken 
up in getting up a fairly good mailing list and we trust that 
during the coming year we will be able to reach all the hard- 
ware dealers in the state. Last year we had 244 members and 
53 members were added up to yesterday, making a total of 
297. As nine resigned and seven were dropped through ar- 





D. McLaughlin, Chicago, National Delegate. 


rearages, a total of 281 was left. Fifteen new members were 
received to-day, making 68 for the year. This is a larger per- 
centage than we have had for many years. The number en- 
rolled on which our’ last public sreport was based was 275, 
and according to this our enrollment or public report would 
show 328 members. 

“My total receipts during the year are $631, and money 
paid out on orders amounts to $707.29.” 

President C. H. Williams, Streator, said: It is gratify- 
ing to know that we have enrolled more new members the 
past year than for several years past. 
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Treasurer Geo. Engelhardt, Chicago, made his annual re- 
port as follows: 








Balance received from former treasurer...............$ 79.40 
PN ME oe otk cae caw dns Vo dike donde sanaenecan 631.00 
PO TR in 0830 kaos Pode eile dowd eceeeae $710.49 
en GEE Gh Wa eilloc vg ducdire cock peak vc dc aneeaseee 707.29 
ne MI 8 5.0.5 as dieses icadas coder uaeeret $ 3.20 


President C. H. Williams, Streator, said: The next thing 
on the program is the report of the Executive Committee, 
which will be submitted in installments. I call upon H. G. 
Cormick, Centralia, to speak on behalf of the Executive Com- 
mittee on the topic of National Retail Hardware Dealers’ Mu- 
tual Fire Insurance Association. 

Mr. Cormick said: I came here without a set speech. 
The headquarters of the National Retail Hardware Dealers’ 
Mutual Fire Insurance Association is in Huntington, Pa. This 
feature is to be the salvation of the National Retail Dealers’ 
Hardware Association. Each of you have an individual in- 
terest and a success in the insurance association. It was or- 
ganized by men of known integrity and ability. The secre- 
tary is a practical insurance man, and although it has been 
in operation but a few months, it has already written one- 
half million dollars’ worth of insurance.. This shows that it 
is a very healthy child. It is impossible to tell how great a 
saving it will make in your insurance, and we can only esti- 
mate the result by a comparison of the success of other insur- 
ance companies formed by hardware men which run on similar 
lines. The Minnesota Retail Hardware Dealers’ Mutual Fire 
Insurance Association has been in operation for five or six 
years, and in no year has it saved the policy holders less than 
25 per cent. This year they are saving 35 per cent and it can 





F. F. Porter, Chicago, National Delegate. "~ 


be assumed that they will save their policy holders 50 per cent 
next. year. There is no reason why the national should not 
do as well. It was formed.on perfectly reliable lines. You 
pay the amount you give to the Old Board companies to the 
National Association. ‘There is an accounting at the end 
of the year and a dividend is declared. You will readily ob- 
serve that the insurance company has on hand a large surplus 
fund and its constitution only holds the policy holder 
liable for as much again as the amount of his premium. I 
would say here that so far the Minnesota Retail Hardware 
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Dealers’ Mutual Fire Insurance Association has not found 
it necessary to levy a single assessment. The expense of do- 
ing business is from 14 per cent to 15 per cent. The rest of 
their money they have placed in a sinking fund. When $50,000 
has accrued in this fund the company will pay back all the 
yearly profits and dividends. This insurance will save 25 per 





Cc. Maner, Rast St. Louis, Lucu: Xntertainment Committee. 


cent to 50 per cent-of your present rates. It will do more 
than that. To those who have observed for a sufficient length 
of time to appreciate its value, there was never anything on 
the horizon of, the organization of the retail dealers like this 
insurance feature. Nothing will bring in greater numbers 
to our organization or better men than this. This is a busi- 
ness proposition, and is one which will appeal to the dealer 
who is now affiliated with us. When you present it to him 
you will at once interest him. You can divide your policies 
among the different. mutual hardware companies. While it 
is against the laws of this state for mutual insurance com- 
panies organized in other states to send solicitors into this 
state to canvass for fire insurance policies, this business can 
be done by mail. Adjustments will be made in proportion to 
those made by the old line companies. I am heartily in favor 
of this national organization and believe it will prove a bind- 
ing link in Illinois. No association can compare with Min- 
nesota in number of members. It has been in existence five or 
six years and has not lost a single member. 

There was some. discussion of the advisibility of printing 
a program the coming year, but on motion of H. C. Cormick 
the matter was postponed until Wednesday, in order that W. 
L. Corey, secretary of the association, might express the 
views of the national association on the matter. 

Geo. B. Swan, Mattoon, then delivered the following pa- 
per on 


TRADE TROUBLES. 


. OFFICERS HAVE NOT BEEN IDLE. 









stire for me to be present at this, our sixth 
on, and it is also gratifying to see so many 


It is a4 
















































































new faces present here to-day. It indicates that our officers 
thave not been idle the past year and that the association has 
made a good gain in membership for the year that has just 
closed, all of which is very encouraging to the officers and 
members of the association. I have been asked by our secre- 
tary to write a short paper on some of the trade troubles that 
we, as dealers, are confronted with to-day. 

TIMES ARE DIFFERENT. 


A few years ago, you remember, we made a good profit 
on the merchandise we sold, and the expense of doing it was 
small, but now at the beginning of the twentieth century, 





C ®. Giessing, East St. Louis, Lucai Kntertaiament Committee. 
times are different, and we are compelléd to sell merchandise 
at a smaller profit than we did a few years ago, and the ex- 
pense of doing business to-day is double to what it was at 
that time, so you see that the two methods of doing business 
are in direct opposition to each other. I bring this to your no- 
ttice to establish the fact that the troubles we had to contend 
with a few years ago in business would bring no relief to those 
troubles that we have to contend with now, as they are of a 
greater magnitude at this time than they have ever been in 
the past, and we read in our trade papers that some of these 
troubles have baffled the best business talent in this country, 
so I feel very much at a loss to try to solve them. Some of 
the trade troubles that are before us at this time are important 
to us all. I will endeavor in a brief way to explain the cause 
and cure of one or two of these troubles. 


LOCAL CUTTING OF PRICES. 


I will begin on the practice of local cutting of prices. I 
take this subject up because I think it a very important one 
to every member of this association, and I believe you will 
agree with me that it is a trouble that we feel at the end of 
the year more than any other we have to battle with, because 
it takes the very sap or profit out of the business. We ask, 
What is the cause of this local cutting of prices? Is it done 
to meet the catalogue house competition? Is it done to meet 
local competition, or is it done for personal gain on the part 
of the dealer who perhaps feels that he is not getting as 
much business as the other dealers in the town? He says, 
“T will just get even with them by cutting the prices a little.” 
He thinks the matter over, and he finds there are six or seven 
dealers in his town and competition is sharp. There is to be 
built several modern residences. 

HARDWARE DEALER WANTS CONTRACT. 

The contractors come around and want prices on the 
thardware and tinware, and the hardware dealer looks the bill 
over, and says to himself, “I want that bill; it-is a good con- 
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tract and if I get it, it will give me prestige for other good 
work in the city.” So he begins cutting his prices on the 
nail bill 5 per cent, and the locks 10 per cent, and the butts 
10 per cent, and the valley tin 10 per cent, gutter 10 per cent, 
and so on down the line until he has demoralized the per cent 
of profit to such an extent that every dealer in the town 
feels it. What else has he lost in the transaction? The con- 
fidence of his competitors, which I consider a very serious 
loss. It is said on very good authority, I believe, that to do 
right, we must be right in our hearts, first I believe, gentlemen, 
that we as dealers sometimes lose sight of the Golden Rule, 
and heap trouble on our own selves. 
WILL SAVE A VAST AMOUNT OF TROUBLE. 


Do unto others as you would like others to do unto you, 
and we will save a vast amount of trouble for ourselves and 
those about us. So I might name other causes for this local 
cutting of prices, but it is not necessary; you will know them 
as well as I do. Then how shall we avoid local cutting of 
prices? Shall we cut them a little lower than our competitor, 
will that help the matter any? Will it be good business pol- 
icy for us to cut our margin of profit all to pieces, and be 
hard up the whole year and not able to pay our bills? No; 
that would not be good business sense. 

SHOULD GET A LIVING PROFIT. 


Then let us get together and put a good living profit on 
our merchandise and be able to pay our bills when due, and 
have a little money left to take a vacation on if we see fit 
to do so. I believe one of the best methods to prevent local 
cutting of prices is to form a local organization and meet 
often and talk these matters over, that we may better under- 
stand each other, and not be too quick to misjudge our com- 
petitors. Business men are looked upon by the public as men 
who ought to do right, and we should do what is right toward 
each other in business or out of business, as the case may be, 





H, N. Marphy, Galesburg, Member Executive Committee. 


and this is where the association gets its work in. It brings 

us closer together in a business way and at the same time it 

brings us together socially, and in this way we are all bene- 

fited more or less by this social influence, and where these 

conditions exist we are bound to succeed in business. 
CATALOGUE HOUSE COMPETITION. 


If you will allow me the time, I will speak a little while 
on catalogue house competition. This is one of the subjects 
that has baffled the best business talent in the country, to 
find ‘a remedy that would overcome it, we as dealers have all 
given it a great deal of thought and study and yet we have not 
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found a remedy that would reach all of the conditions, but we 
have been able to, through our association, to induce some of 
the manufacturers not to sell these catalogue houses their staple 
lines of goods, and the catalogue house always quotes a low 
price on staple lines of goods; so we, as dealers, have been 
trying to induce most of our trade to buy their goods of the 
house merchants instead of sending off to the catalogue 
houses for them. We have accomplished these by teaching 
them that we can sell them a better class of goods at about 
the same prices as the catalogue house can sell them seconds 
or lightweight goods. 
CAN MEET PRICES. 


We should not feel harsh toward these people because 
they are trading with a catalogue house, nor should wé laugh 
at them because they are not trading with us; but we’ should 
show them by fair dealing and right prices that. we’oah and 
will meet for cash any of the prices quoted hy'the catalogue 
houses, providing that the goods are of the same quality and 
standard makes of goods, and it is my judgment, that we as 
dealers can do a great deal to bring this lost trade: back again 
to where it belongs. But to do this we must use practical 
methods and good judgment when these customers enter our 
stores. 

STATE OFFICERS HAVE DONE MUCH. 


There has been a great deal of good accomplished through 
our efficient officers of our state association. They have been 
successful in getting manufacturers not to sell the catalogue 
house their goods; therefore our officers have enabled us to 
make a living profit on these lines of goods, that at one time 
was nearly a dead loss for us to handle. And so I could name 
many other good things that have been accomplished since 
our state asociation has been organized; and I want to say to 
you gentlemen that we ought to be proud of the fact that we 
have been able to secure such men as we have had at the head 
of this association the past five years—men who have given 





D. ¥, MeMatien, Freeport. 
their time and money that we might be benefited in our busi- 
ness. I believe that I express the sentiment of this conven- 
tion when I say that we thank them for their kindness. 


SHOULD WAKE UP. 


Now, it would be folly for me to lay down a rule that 
would meet all the demands of catalogue house competition, 
but we as dealers must educate ourselves to meet these de- 
mands when the trade demands it of us in our places of busi- 
ness. 

Let us wake up. Why, the catalogue house declared war 
against the retailers years ago. They have been firing shells 


into our ranks in order to scatter us, and now shall we let 
them bury us? I say no. Let us put on our war clothes and 
fight the enemy that is trying to put us out of business. 


ALERTNESS ESSENTIAL. 


To accomplish this we must be alert to the best methods 
of advertising. We must not lose sight of the fact that the 
catalogue houses make their money by advertising. I believe 
in newspaper advertising, also in catalogue advertising; but 
I do believe: that ‘we can do a great deal of good, solid adver- 


‘sina Seas and to make it a success we must edu- 
a 





G. BR. Lott of Chicago Delegation. 


cate our clerks that the amount of business the store does 
depends a great deal on how much advertising the clerks are 
doing for the store where they work. I have a great deal of 
faith in the advertising my clerks do, as to the amount of 
business my store does, and I am willing to give them credit 
that they make sales when perhaps I would fail. 


SUCCESS OF STORE DEPENDS ON CLERKS. 


I contend that the success pf a store depends much on the 
kind of help you keep. One poor salesman in a store will 
drive away more trade than all the rest of the force can build 
up; so you see poor help is dear at any price. The kind of 
treatment a customer reecives in your store is the best adver- 
tisement you can get, either for or against it. 

Pres. C. H. Williams, Streator, said: “It is a good plan 
to air our troubles the first day so they can blow away and 
we could forget them when we go home.” 

A member said: “I do not quite understand Mr. Swan’s 
paper. He said ‘we should not cut prices,’ but he also said 
that when the catalogue prices came into town, we should 
meet their prices. Does not this conflict?” 

Geo. B. Swan, Mattoon, said: “The two subjects men- 
tioned in my paper are to be handled separately. Local cut- 
ting of prices has nothing to do with catalogue house compe- 
tition. A customer comes in and says, ‘I am going to build a 
house. I have here a list from Montgomery Ward & Co. in 


_ which they quote such a price on a bill of goods.” When you 


look over these prices you see that the retail prices are pretty 
nearly the same. I have Montgomery Ward's catalogue on my 
shelf and do not find their prices hard to meet. I have seen 
hardware men whose conditions are not the same as those 
that I have labored under. Montgomery Ward & Co. have 
favorite localities. They are stronger in Kansas than they 
are in Iinois, and they are stronger in Minnesota than they 
are in Tiingis., I have visited these states and in certain lo~ 























































calities 15 or 20 farmers club together and send to these 
houses for merchandise. They make up lists and buy consid- 
erable amounts of goods. The local cutting of prices does not 
enter into this at all, but is a different proposition. Do not 
lose a man with an itemized bill with catalogue prices to whom 
you sell $200 worth of goods per year. If a man desires 1,000 
pounds of barbed wire at 3%4 cents per pound, this being a 
single item, would be a different proposition. The chances 
are 10 to 1 I would let him send to the catalogue house for it. 





John Hora of Chicago Delegation. 


Fifty cents on 100 pounds is good profit on barbed wire any- 
way. These are two hard problems to cover.” 

H. G. Cormick, Centralia, said: “Here is one of our 
troubles. You all are aware of the efforts being made to bring 
to bear pressure on our congressmen and representatives in 
regard to the infamous parcels post. I have brought a num- 
ber of coupons which I will pass around to have you sign in or- 
der that your names may go in again in protest against the 
parcels post.” 

E. Geissing, East St. Louis, said: “We have a Retail Mer- 
chants’ Association in East St. Louis, which includes 260 busi- 
ness men in its membership, and of which I am president. I 
took the parcels post list and thinking that it would be insuf- 
ficient to have the nine hardware dealers belonging to East 
St. Louis Retail Hardware Dealers’ Association sign this 
petition I had it signed by all the 269 merchants belonging to 
this association. It was forwarded to Congressman Rosen- 
berg, and in response he stated: ‘I am heartily in sympathy 
with the idea set forth in this bill and am opposed to the 
passage of the parcels post.’” 

H. G. Cormick, Centralia, said: “Our city is not so large 
as East St. Louis, but we have our congressman on record in 
opposition to this bill.” 

L. D. Nish, Elgin, said: “I would like to say a word in re- 
gard to rural free delivery, which has come to stay. It will, 
I believe, be beneficial in a way. An important point in this 
matter is that every hardware dealer and other merchant 
should get on the right side of the rural mail carriers. The 
catalogue houses find that rural mail carriers are an impor- 
tant factor in reaching the farmer. At the present time by 
action of the government he is allowed to become a solicitor 
and expressman and in fact a general order taker. He can 
take farmers’ orders and bring back packages sent by mail if 
small ones, or by express if larger.” 
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A member said: “The man who can be classed as a re- 
tail jobber is as bad as the catalogue house. I can name a town 
of 6,000 people where there is no hardware store, because the 
retail jobbers sell to the grocerymen, lumbermen, etc. This 
is one of the greatest evils in Illinois. I am ready to go on 
record to the effect that I will not patronize a jobber who 
caters to that class of trade.” 

President C. H. Williams, Streator, said: “I believe that 
the troubles with which retail hardware dealers have to con- 
tend are sectional. One evil crops out along the Mississippi 
and another along the lake and the same medicine will not 
cure all these ills, but we should have the subject matter of 
all of them before us.” 

Several members then discussed the question of hardware 
jobbers who sold to lumbermen. 

A member said: “A competitor of mine came to me over 
a year ago and asked me to send in a protest to a jobber who 
was selling the racket stores. I declined on the ground that 
I did very little business with the jobber, and my competitor 
took the job up himself, writing that unless they did away 
with certain trade they could not do business with him. In 
consequence of this they not only discontinued business with 
eight or nine racket stores he complained of, but also with 
five or six others that we knew nothing about. Jobbers are 
cold-blooded, but we are in a good condition to coerce people 
we buy from.” 

H. E. Gnadt, Chicago, in talking on the question of the 
relationship of retailer and jobber told the following clever 
story: “There was a certain gentleman who had a dog which 
he had carefully trained to go to an adjacent meat market with 
a penny’ in his mouth which he gave to the butcher in ex- 
change for a bone and a piece of meat. One day he went there 
when the regular butcher was absent and the butcher’s boy 





H. E. Gnadt of Chicago Delegation. 


thought he would play a joke on the dog, so he took his penny 
and only gave him a bone in exchange without a piece of 
meat. The dog never went back to that butcher shop again, 
but transferred his patronage to the establishment across the 
street. This is the way I feel about the jobbers. If they do 
the right thing give them your patronage, if they do not, 
follow the example of the dog and go elsewhere.” 

A member said: “The retail jobbers cannot keep com- 
pany with me. I am in the Iilinois Retail Hardware Dealers’ 
Association to do others good, and to have them do me good. I 
claim that our only aim is that of concerted action on all mat- 
ters pertaining to hardware trade. The members of the 
Master Plumbers’ Association do not buy of any one who sells 
to other than plumbers. Let the hardware dealer ask the 
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hardware jobber to confine his trade to legitimate retail chan- 
nels, and if he will not do this, we should have no further 
use for him.” 

A member said: “Hardware is a new line for me, as for 
eight years I was doing an exclusive plumbing business. I 
recently attended the twenty-first annual meeting of the Mas- 
ter Plumbers’ Association at San Francisco and the nine- 
teenth annual meeting of the Illinois association at Peoria. 
I have attended every plumbers’ meeting for seven years and 
we have just won the hardest fight we ever had against one 
of the largest concerns in the country by refusing to buy their 
goods. This should be your banner—that you can control 
the manufacturers and jobbers who sell to you as the largest 
jobbing hardware houses are not in as good a position to put 
up a fight as was this plumbers’ supply house which we re- 
cently called to time. At our Peoria convention we had only 
68 plumbers, which is only a handful to the number of hard- 
ware men in the state. I do not see how the manufacturers 
and jobbers can live if you do not stay with them.” 

C. Mauer, East St. Louis, then made a delightfully humor- 
ous and reminiscent speech to the association, which is con- 
sidered abridged, as many of his remarks were along the lines 
of friendly personality. “I started in business in 1866. I had 
a tin shop at first, and only sold a few stoves. Later on I 
took up a hardware business. Then I took up the paint busi- 
ness forcing my competitors into it and later plumbing work. I 
think we are all too eager to get business. Some men need bus- 
iness education and this reminds me of the true story of coal 
oil Johnny, who made a fortune in Indiana from oil wells. He 
had a son of whom he was very proud and he went to one of 
the leading colleges of the state to confer with the president 


J. L. Smith of Unicago Delegation. 


in regard to his son’s education. The president brought out 
the college catalogue and showed that the charges were so 
much a semester. ‘Never mind,’ said Coal Oil Johnny, ‘I 
have money and do not have to do business on the installment 
plan, just give me the spot cash price for that education and 
I will take it back with me.’ Some young fellows whose fath- 
ers are rich have gone into the hardware business, and to 
hold their own have cut prices, which demoralizes trade. I 


“feel sometimes like giving a person a bargain—we all feel 


that way. If all stores carried an exclusive stock it would not 
be so bad. The jobber is as much at fault as the retailer in 
this regard. They carry harness and everything else in the 








hardware jobbing line. I saw the time when the hardware 
houses in St. Louis did not sell nails. | remember when a 
neighbor of mine in the grocery business had a monopoly of 
selling rope. A man would come to me to buy a well bucket 
and a wheel, and then I would say to him ‘Go next door and 
get your rope.’ The thing for hardware dealers to do is to be 
contented and to take only one step at a time.” 

President C. H. Williams, Streator, said: “When the 
last speaker started in hardware business in 1866, the presi- 
dent was only a year old. His remarks have been very good 
and valuable. Many of us are hostile to the department stores, 
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L .Rosenberg of Chicago Delegation. 


but [ for one and I will warrant a good many of the rest of 
you are in the same fix. If I should give a list of all the goods 
we carry in the stock I might retire out of the association in 
disgrace.” 

L. H. Clark, Rockford, then read the following paper on 


SYSIEM. 





HAVE SOME PLAN. 

There are few commercial enterprises, no matter of how 
meager proportion, but have some sort of plan for the pro- 
motion of their business interests. Probably none, but that 
basis principle governs, to a greater or less degree, the methods 
pursued. There is some underlying aim in all such enter- 
prises—the accumulation of worldly substance. 

In viewing the world commerce one notes, with difficulty, 
that the great successes have been the individuals who have 
shaped their courses upon the principles of integrity, economy 
and enthusiastic perseverance. 

ECONOMY IS THE CORNERSTONE OF WEALTH. 

Economy, we can safely state, is the cornerstone of wealth. 
To make the in-coming ever exceed the out-going, and fo 
constantly bear in mind that material progress demands the 
elimination of waste, must be the everlasting aim of the in- 
dividual who aspires to success in this business life. 

The average business man possesses the integrity and has 
the perseverance, and yet the number of actual successes is so 
small that the individual exponents stand out in clear relief. 
And why is it? It is because too little thought is accorded 
to careful systematizing of those methods which are being 
pursued. System is the factor, without which no business 
enterprise can ever become a great success. 

MUCH THOUGHT DEVOTED TO SYSTEM. 


Within the past few years much time and thought have 
been devoted to this factor of system, and the merchant who 
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to-day is not giving this factor the due amount of attention 
is rapidly getting behind the times. 


EACH BUSINESS IS UNIQUE. 

To accomplish the greatest ends with the smallest ex- 
penditure of tirme and labor requires that the details of any 
venture be carefully systematized; that every strengthening 
force be fostered and increased to the fullest extent, and that 
every weakening force and every little leakage be diminished 
to the minimum. 

Each business is in itself unique and individual; what 
will fit the one will in nowise be sufficient unto another. 





R. G. Schuerer, Vandalia, Member Executive Committee. 


Therefore every man must study his own requirements, and 
viewing his needs, provide the proper methods for their care. 


THE ACCOUNTING DEPARTMENT, 


In looking over the details of a business one comes first 
to the accounting department. Too great thought cannot be 
expended upon this item. 

It should be as simple as possible, and yet so complete 
as to cover all requirements. Above all things it must be 
based upon accuracy. Your accounting department should 
be so planned that it would show you at a glance every other 
detail of your business. It should show you the profits and 
losses of each department; the condition of your collections ; 
the status of each customer, and in short should be your en- 
tire business im the compass of a nut-shell. Your business 
health depends upon the condition of your accounting depart- 
ment. 

After the accounting department one comes to the pur- 
chases; the receiving of the goods, their care in stock and 
the ultimate payment of these goods. 

AID IN PURCHASING GOODS. 

To purchase goods knowingly, the individual must be 
posted as to the markets and their conditions. It is almost 
impossible for any buyer to keep thoroughly posted upon 
current prices if the line for which he buys is widely di- 
versified, as is the case with the average hardware merchant. 
It is not safe to trust to the memory. It becomes necessary 
therefore to have some aid, some resource upon which to 
rely, that one may have the desired knowledge at the neces- 
sary moment. To provide for such a resource it is well to 
have a “cost-record” wherein a careful statement of prices 
received ,is made at the time at which they are received. 
To further this resource a catalogue should be compiled 
wherein are listed the catalogue of the manufacturers; and 
that these aids may be of actual value at the desired moment 
it is absolutely necesary that they be revised from day to day. 
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By being posted upon prices, the markets and their condition, 
upon freight rates and upon terms, the buyer will be saved 
many times over the slight cost of the labor expended upon 
the records, in the figures at which he is enabled to place 
his orders. 

CARE OF INVOICES. 


Following the purchase of goods we receive an invoice. 
The care of these invoices should be a feature not be over- 
looked. Each invoice should be carefully checked to see that 
the prices and extensions are correct. The dating and the 
terms should be noted, and when the time for taking the cash 
discount arrives the dealer should not fail to take advantage 
of that per cent, for while one-half of one per cent or two or 
even three per cent upon the one invoice does not amount to 
a great deal, it is the aggregate of these per cents that goes 
to help make our profits. The man who allows a discount 
to escape him is permitting a little leak. 

When an invoice has been remitted, for it is still valuable 
and should be filed away carefully, for it becomes at once a 
record, not alone as to price, but as well for a quantity refer- 
ence, and if properly filed it becomes an aid to the buyer and 
as well to the stock-keeper. 

CARE OF GOODS. 


The care of the goods should next receive consideration. 
When new goods have been received they should be unpacked 
and closely checked against the invoice. If shortages exist 
they should be accurately charged back against the manufac- 
turer, and if more of a certain article is found than the in- 
voice specifies it should be just as accurately credited back to 
the sender. 

SHOULD BE PRICE-MARKED. 


Once unpacked the stock should be cost and price marked. 
In the marking of stock care should be exercised, for at this 





Wm. Bittel, Peoria, Worker for 1905 Convention. 


point we are stating the theoretical profit. To the end that 
our theoretical profit may be near to the actual, one must 
know well the goods, and not alone their actual cost, but the 
approximate expense of getting them into the hands of the 
consumer; that a sufficient advance over actual cost may be 
added to the selling price. 


STOCK SHOULD BE LOOKED OVER. 


And when stock has once been placed upon the shelf or 
in the drawer it should not be forgotten. From time to time 
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it should be carefully looked over, and if it does not move 
readily take it from its place and give it a more conspicuous 
position, and put some energy into getting it out of your store. 
By so doing you will continually keep your stock fresh and 
clean, and thus eliminate another possible leak—that of dead 
stock. 

FREIGHT. 

The item of freight, while not large in itself, is one which 
should be continually checked. Wheresoever possible freight 
should be deducted from the invoice. Whether freight may 
or may not be deducted, every freight expense bill should 
be checked to see that the rate is not exorbitant. Not infre- 
quently do the freight offices misrate the goods, and if the 
matter is closely followed up in the course of a year freight 
rebates, you will find, amount to a considerable sum. 


EXPENDITURES. 


Expenditures are naturally watched with care. Under the 
head of expenditure comes the item of advertising. This may 
be divided into two classes—direct and indirect publicity. For 
directing advertising we have our correspondence, our circu- 
lars and window display, while for the indirect or general we 
have newspaper publicity, sign boards and posters. 

ADVERTISING. 


If properly and thoughtfully managed your advertising 
should be your business fertilizer. If improperly used and 
without care it becomes at once a decided business drain—an 
actual loss. 

EASY MEANS OF TABULATION ARE PROVIDED. 


Combined, these are the details which make or break a 
business. To look after all these, to watch each one and to 
care for each in the moment of necessity requires a system. 
It means that we must provide records, complete and ac- 
curate in detail, against which, from day to day, we are to 
check our course. 

Some years ago such records would have entatied endless 
labor and a most elaborate outlay of books. To-day condi- 
tions have changed; the loose-leaf devices, card indexes and 
filing cabinets have provided easy means of tabulation each 
and every operation of any business. From our tabulations 
we make our business log-book by which we steer our course, 
and from these records we are enabled to discover the little 
leaks and stop them before they swamp our craft. 

C. Hauss, East St. Louis,.of the special committee to confer 
with the Missouri Association, then made his report—that they 
had conferred with a committee of the Missouri Association, 
but the matter was still in doubt. However, the Missouri 
Association would inform the Illinois Association about the 
matter before 8 p. m. The committee were thanked and dis- 
charged. 

H. L: Ray of Belvidere said: “I wish to complain about 
the way the railroad AaMeatiied act regarding the delivery of 
freight. This is a matter that has been taken up by the Retail 
Merchants” Association of Belvidere. Mr. Eldridge of the 
Sewing Machine Company of our town said that if the rail- 
road companies had twelve or fifteen cars of pig iron to 
deliver they would rush them in all at once and expect that 
company to unload them in twenty-four hours. We are hard- 
ware dealers and do an extensive heating and plumbing line 
of work, consequently we ship a large number of radiators, 
steam and hot water boilers, registers, furnaces, etc. The 
railroads make no effort to switch cars when you desire them, 
but sometimes when their switch engines are not in use they 
shove a whole lot upon you at once and expect you to unload 
them within twenty-four hours. Our legislative committee 
can do good work along this line, as hardware dealers are all 
heavy shippers. 

“Another question which I wish to bring up is that of 
steel range peddlers, It was not more than six weeks ago 
that I read an article in THe AMERICAN ArTISAN about the 
way these peddlers were treating people in Michigan. This 
trade paper contained the proposition of these peddlers ex- 
actly as they put it before the farmers. People in the city do 
not have these things to contend with so much as those in 
smaller towns. These people are at present in Sycamore 
and are working up towafds our town. I am having my 
ptinter get out a circular containing the resolutions of the 
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Michigan hardware dealers taken from the copy of THe 
AMERICAN ARTISAN of which I speak. In Michigan the deal- 
ers were able to have these peddlers fined under the state law 
so that they found it advisable to leave the country. The 
Illinois Retail Hardware Dealers’ Association can do some- 
thing along this line. We should fight these two evils by 
pushing petitions just as we have been fighting the parcels 
post.” 

President C. H. Williams, Streator, said: “I wish to an- 
nounce on behalf of the local entertainment committee that 
we will meet at this hall at 8:15 p. m. I would suggest that 
the chairmen of the various committees could get their com- 
mittees together.” 

John Bannon and A. Steinmeyer, a special committee ap- 
pointed by the Missouri Retail Stove and Hardware Dealers’ 
Association to confer with the Illinois Association, arrived at 
this juncture, and Mr. Bannon spoke as follows: 


“It is with pleasure that I come over to fraternally greet 
you. We met your men in arranging for a joint session. We 
do not desire to take up much of your time. A glance over 
this audience shows that as far-as numbers go, your state is 
well represented. When we see hardware interests with dnly 
a river between them, there should no feeling exist save that 
of fraternity. Our convention has been diseussing problems 
of trade, and ways of controlling antagonistic interests. The 
hardware business is not to be counted among the smallest of 
the financial interests of any state or any community. Many 
inroads have been made into our business. Some of these 
are legitimate; some are illegitimate. In fact, the best man- 
ner of taking care of our interests has brought us together. 
A hardware man must be a man of some intelligence. They 
come to these conventions with a purpose—namely, to prevent 
further inroads of illegitimate competition. No doubt, the 
same conditions prevail in Illinois as in Missouri. You suffer 
from the catalogue houses and the department stores the same 
as we do. The best way to protect ourselves is by unity, as 
one man can do but little. A dozen can do much more, and 
a hundred can do a great deal. In Missouri we have felt 
the results of organization and I am glad to say they have 
been decidedly beyeficial We have taken in many new 
members the past year. A number who held off to find out 
whether the association would be successful or not have come 
in. You have a very good representation here. A very serious 
problem, individually and collectively, is that of the best 
methods of conducting our business without antagonizing our 
competitors. We have threshed the subject over very thor- 
oughly—one man has given his opinion of it, and then an- 
other has followed suit. The time is coming when the in- 
fluence of retail hardware associations will be felt. We have 
been climbing up the hill and have nearly reached the top. 
We can now declare what we want and get it. Nothing 
can make so strong a front against the manufacturers as unity. 
Illinois and Missouri are very near a unit. The 
manufacturers, jobbers and larger dealers watch these 
conventions and have emissaries who inform them 
concerning existing conditions. When they’ know 
what these conditions are they will not wait to be 
driven into line. . We are here to fraternize. We must keep 
in touch with the association on this side of the river. IlIli- 
nois and Missouri are two great states and I hope in time 
other states will come together. We cannot be antagonistic, 
as kindness is better than meanness. We want the manufac- 
turers and jobbers as honorary, not onery, members of our 
associations. We do not want them to ask, ‘What are you 
going to do for us?’ but ‘What can we do for you?’ ‘What 
are we doing detrimental to your interest?’ They will come 
to us and say, ‘We want to be in line.’ It is our purpose here 
to extend our gratitude for your heartfelt kindness and in- 
terest; and we want to be counted as one of you. ‘We are 
from Missouri and we will show you.’ I hope we are all 
spared to form one gtand union of interests here next year. 
We might have our celebration on excursion boats in the 
middle of the Mississippi river.” 

A. Steinmeyer, St. Louis, said: “Mr. Bannon has cov- 
ered the ground. I am glad’to see so many here, and am 
glad to meet you. I hope we will all meet to-morrow.” 

President C. H. Williams, Streator, said: “On behalf of 
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the Illinois Retail Hardware Association, I would say that 
we appreciate your kindly sentiments and kindly words. I 
believe the co-operation of our state associations creates kindly 
feelings which are the most valuable assets that we can have.” 

The convention expressed their appreciation of the pres- 
ence of the Missouri committee by a unanimous rising vote. 
The convention adjourned at 5:05 p. m. 

TUESDAY EVENING. 

On Tuesday evening there were “doings” in East St. 
Louis. W. H. Hauss acted as master of ceremonies and the 
vaudeville programme included the following artists: 


Hibbard and Lewis........ Comedy Sketch Team 
PR Is ba pik cccscccdens Whistling Soloist 
. £2 eee Musical Mokes 
Se are arr Coon Shouter 
eC eer rer rere Monologue Artist 
Wee As Rs iby cian 05 5 bE hdc be ip schewced’ Solo 


The menu was humorously given as follows: 


MENU. 

Razor Soup, a la Montgomery Ward. 

Black Oil Cocktail, a la Stove Polish. 
Assorted Cartridges. 


Relishes. Fish Hook Salad. 


Coil Springs To-To. Baked Spade Handles. 
Roast Hinges. Friccaseed Door Knobs. 





Hatchet Cutlets, with Sears-Roebuck Dip. 
Saw Teeth Friccaseed. 


Escalloped Ranges, a la Moore’s Easy Line. 


Staff of Life with Axle Grease. 
Linseed Oil. Varnish. Stove Pipes. 

The East St. Louis Retail Hardware Dealers’ Association, 
who gave this entertainment, is officered as follows: Presi- 
dent, Charles Mauer; vice-president, W. H. Hauss; secretary, 
J. W. Gillaspy; treasurer, Fred Giessing; executive commit- 
tee, F. G. Turner, F. B. Jordan, L. Berkemeyer, Ufa Housch, 
Herman Reese. 


WEDNESDAY MORNING’S SESSION. 
The convention was called to order at 10:25 a. m. Pres. 
Chas. H. Williams in the chair. 
F. F. Porter, Chicago, then read the following paper on 


SYSTE! IN SHOP AND STORE. 





MEN WHO NEVER MISSED A CONVENTION. 

It is indeed a great pleasure for me to be permitted to 
meet with you again this year, the sixth annual convention. 
Yes, I am glad to shake hands again with so many of the old 
war horses along the line of association work—men whose 
welfare for the interests of their fellow -hardware dealers is 
such that they never missed a convention. 


WILL FORM A BRIGHT SPOT. 

Personally, if there were no other benefits derived 
through all these years I feel that I have been amply repaid 
for the mite I have contributed and the little I have done by 
the acquaintance and friendship formed with these self-same 
men. I feel that the ties of friendship formed at these con- 
ventions will in after years form one of the bright spots in 
our lives, which, like the happy days in our youth, are never 
to be forgotten. If I were an orator or had the faculty, or, in 
other words, the ability to express my thoughts and feelings 
in words suitable for this occasion, I would deliver an ad- 
dress on this subject—“Social and Intellectual Benefits De- 
rived from the Illinois Retail Hardware Dealers’ Conventions.” 


INVITATION TO MEET CHICAGO DEALERS. 


These meetings so far have always been held in\ the win- 
ter months. However, the climatic temperature is far more 
congenial in these Illinois conventions than I fear it would 
be in some places I have visited in the months of July or 
August, and while we are on this subject, so vital to the life 
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of every association, let me say that if any member of this 
state association would like to see harmonious association 
work by competitors in the same line of merchandising, and 
often doing business in the same block, in the name of the 
Chicago Retail Hardware Dealers’ Association I will extend 
to any such an invitation to convene with us at any one of 
our regular meetings, held the fourth Friday in each month, 
at 8 p. m. sharp in the Masonic Temple in our city, corner of 
State and Randolph streets. You will always find the latch 
string hanging outside, for all of which we must say “God 
bless the Dutch.” 
FLEAS ARE GOOD FOR A DOG. 

Beginning now with the subject assigned to me by our 
brother secretary—‘System in Shop and Store”’—will say a 
reasonable number of fleas is good for a dog; it keeps him 
busy and prevents an over-amount of meditation, of the former 
as to what is to become of the immense profits derived from 
their personal sales, and of the latter of being a dog. I said 
a reasonable amount, because I believe a small business, one 
composed mostly of small transactions, such as the retail 
hardware business usually is, can be systematized to death. 
What is usually termed a perfect system requires the same 
amount of clerical work, the same checking, billing and post- 
ing, whether the sale be five cents, five dollars or five hun- 
dred dollars. This would perhaps be the other extreme from 
the case where each clerk used his pockets for a cash drawer, 
and with others dumped the contents uncounted into a box at 
the close of each day’s business to be paid out by the pro- 
prietor or some one else as occasion requires, and take stock 
at the end of the year of the cash on hand as net profits of 
the business for that year. 


SYSTEM DEPENDS ON VOLUME OF BUSINESS. 

The proper amount of system required depends on the kind 
and volume of business, the number of employees required, 
whether cash or credit, and also the class of customers you 
are dealing with. If with good substantial, reputable citizens 
who are anxious and willing to pay their honest debts, about 
all they want to know is about what they got and how much 
is the bill, and in most cases among such people an item 
charged as merchandise or repairing furnace, fixing roof or 
soldering ice box, so much, is sufficient and satisfies all con- 
cerned, but when a large percentage of your customers or a 
very small percentage sometimes are “professional men,” and 
especially lawyers, where charges to their clients have no other 
explanation other than professional services rendered, so 
much, then your system must be so complete that you can 
prove the size, color, shape and date of delivery and by whom 
delivered, of every article of. merchandise on the bill of item, 
and if labor is performed and forms a part or all of the 
charge, be able to show by your records by whom each article 
was used, etc. and that perhaps from two to four months 
after the performance of the work and delivery of the goods. 
A system simple and easy of comprehension is one most likely 
to be carried out by employees. 


INTRICATE SYSTEM HARD FOR EMPLOYEES TO GRASP. 

An intricate system, while perfectly easy for the head of 
the housé to understand and carry out in detail, very often, 
like a complicated piece of machinery in the absence of the 
chief engineer and in the hands of a novice, gets out of line, 
the belts slip, the cogs get out of mesh, and. the result a 
wreck, which often costs more to put back in running order 
than to build anew. “However, it should be at all times such 
as to prevent the ordinary every-day mistakes and to discover 
those that are occasionally made and not so common. The 
mistake, or oversight you might call it, the most common to 
clerks and the most disastrous to the profits of the business, 
is the delivery of goods on account without charging. 

MANILA CARDS. 

To guard against that we have found very satisfactory a 
ticket 3'4x6% inches, consecutively numbered, made from 
manila cardboard, to stand the hard usage usual to loose 
records of this kind, printed in blank as follows: “Name, ad- 
dress, ordered by, to be paid by, number, date and date to be 
delivered ;” also rules for recording the order as given, also 
space below for remarks, if any, and the date and by whom 
delivered. If C. O. D. the ticket is so marked and de- 
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posited in the cash drawer with the amount paid. If charged, 
then it follows the charge.slip to its destination, and when 
one. is assorted from -the other, it. is easily seen whether «all 
deliveries have been charged or accounted for or not. In re- 
gard to goods sold and delivered over the counter a close at- 
tention and careful. observation is the only saferuard. 
TICKETS 


ARE ENTERED ON A_ BOOK. 


These same tickets, only of a different color, are used 
for all shop work, with this difference. 

All shop tickets are entered on a book kept for that pur- 
pose and are entered at the time of taking the order. This 
book is also consecutively numbered and the tickets entered 
opposite the corresponding number on the book. This book 
is a three-column journal and when after the completion of 
the job the ticket is handed in on which is a record of all 
material the worked the 
of the workman in charge of the job. The charge fot labor 
is entered on the first colu:nn, the material used on tlie see- 
ond, and the sum of both or the total charge on the third. 
The footing of the labor columns at the ‘end of the year, 
when compared with the wages paid, will show your stand 
with a 35c man at 50c per hour. Try it. The second column 
will show the amount of merchandise handled through the 
shop, and the other the total. 


used, number of heurs and name 


LABOR CHARGES ARE SYSTEMATIZED. 


This we find a very short and easy method of separating 
the shop and the store without the long and tedious method 
of keeping separate accounts for each. To systematize our 
labor charges, to satisfy the most exacting patrons, some of 
which without good and sufficient proof to the contrary, would 
testify under oath where two hours work was charged that 
the men were not there to exceed fifteen minutes. We have 
a card similar and which when folded is.about the same size 
as the one previously mentioned, which is divided into six 
spaces, each one headed with the name of the working day, 
Monday, Tuesday, etc. These cards are filled out each Mon- 
day morning with the name of the workman, date, etc. Each 
day the workman takes the labor tickets representing the dif- 
ferent jobs finished, or partially so, that day and enters thereon 
under the day of the week on which the work was done the 
number of each ticket and the hours’ work opposite the num- 
ber, which when footed up must show the hours wrought that 
day and no more. 


CHARGE TICKETS ARE EASY TO TRACE. 

By this method it is easy to trace from the charge ticket, 
which bears the number of the labor ticket, all the information 
required by the most exacting and prove to them that their 
fifteen-minute proposition will not hold water. This matter 
of shop system is one I think which could be discussed here 
at this time very profitably. 

Mr. Porter followed his paper by the following interest- 
ing poem, which hed stated had been written by one of the 
members of the Chicago Retail Hardware Dealers’ Association, 
and had been read at a recent meeting of the Detroit Retail 
Hardware Association: 


Chicago stands among the first, in most things that are good 

In commercial enterprises, she most always saws the wood; 

In pork, -and beef, and wheat and oats, her figures count up 
high, 

In most all that she undertakes, “ tis do,” she says, “or die.” 


She started with a Dearborn, where small trade came into 
port, 

And with but one exception she has always held the fort. 

Her trade kept mounting upward, each year the mark grew 
higher, 

But the boom that made her famous came later than her fire. 


Now it happened in our city, just a few short years ago, 

That four or five Chicago merchants thought they’d unify, 
you know; 

rhought they’d get together for their own especial good, 

There they'd. smoke the pipe of peace, there they'd drink each 

health to good. 
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Fhese men were hardware merchants. 
ta¢ks and such, 

Kach could. understand the. other, for: their-fathers all were 

Dutch. 

these German hardware 

twelve each year, 

Talked about this price, and that, laughed, and. smoke and 
drank their beer. 


They sold nails, and 


Now dealers, in their. meetings, 


Soon they made a reputation, ‘twas to hardware men a boon, 

Even though they say ‘twas founded in the rear of a, saloon. 

Soon their numbers were increased, soon their powers were 
largely known, 

Soon they all commenced to reap what 
sown. 


in Germany was 


Better prices and better feelings, better goods and better men, 

[ach one traded with his neighbor, views, which each might 
use again. 

Hlow two members of this club, doing business side by side, 

Do not chew and claw each other, but both in peace abide. 


\nd our rcputation, which has spread from east fo west, 

Will kindie other associations, and may their watchword be 
Success. 

May Detroit take this up quickly, may she start things so 
‘twill last, 

Muay her future institution tower above her scattered past. 


H. G. Cormick, Centralia, then read a paper on “Co-opera- 
tive Buying,” which went into this subject in detail, showing 
its thoroughly practical character. 

M. L. Corey, Argos, Ind., secretary of the National Re- 
tail Hardware Dealers’ Association, then addressed the con 
vention substantially as follows: The National Association 
is getting stronger every year. The past year we had two 
important conferences with the manufacturers and jobbers, 
one in Philadelphia in May and the other at Atlantic City in 
November. At the first conference the catalogue house ques- 
tion was considered. Manufacturers had but a slight idea as 
to what constitutes a reasonable profit for retailers. Some of 
them expressed their opinion at Philadelphia that ro to 14 
per cent was a fair profit for retailers. This view is ridicu- 
lous. In regard to the Parcels Post will say that we learned 
that the representative of the Postal Progress League would 
appear before the hardware manufacturers at Atlantic City, 
and Pres. Bogardus and myself went down to present our 
side of the case. The influence of the: meeting at Atlantic 
City will be far reaching, and should build up every state asso- 
ciation. Secretary Corey asked how many had written their 
Congressmen in regard to the Parcels Post, and over thirty 
said that they had written. 

At this point a delegation of over fifty members of the 
Missouri Retail Stove and Hardware Dealers’ Association filed 
into the hall. 

Secretary Cotey continued: I advocate your giving yout 
opinion in this matter in individual letters to your congress- 
men. 

If you wish to make association work effective when a 
request is made of you you should carry it out. One man 
can point out the danger, but in order to make his work 
effective he must be backed up, and when you receive a re 
quest from the National Association you should think it-over. 
We are encouraged at the situation in Congress in regard to 
the Parcels Post, but that by no means gives assurance that 
the danger is passed. The advocates of the Parcels Post are 
on the ground and are doing as effective work as possible 
They are men of brains and ability and are working -care- 
fully. They are fully cognizant of the fact that this is a long 
session of Congress and they want an entering wedge to pave 
the way for future work. The advocates of the Parcels Post 
have introduced a number of bills into Congress to further 
this measure. The bill that we fear the most is the Denny 
bill, which provides for the inauguration of an experimental 
service .between Washington and Richmond, calling for an 
appropriation of $100,000 for this purpose. The adyocates of 
this measure are aware that this was the way the rural free 
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delivery was started and they expect to do the same with 
the Parcels Post. When this latter has become a law, if it 
does*so, the Parcels Post.in conjunction .with the rural free 
delivery, will. pldce the retailer’ at-a decided disadvantage in 
competing.wmith=the catalogue houses. At present, gentlemen, 
you have a barrier against catalogue houses in the matter of 
freights and express rates. 

People do not like to pay for an article unless they know 
what it will,cost them to deliver it at their door, but the min- 
ute the Parcels Post comes into operation the delivered price 
will be quoted. 

It should be borne in mind that there is a foreign parcels 
post and a domestic parcels post, and the speeches made in 
favor of this measure almost exclusively relate to the foreign 
parcels. post. Some time ago a statement was made by John 
Brisben Walker to the effect that it cost four times as much 
to carry a package from Rochester to Buffalo as from Glas- 
gow to. San Francisco. I wrote to Mr. Walker twice on this 
matter but received no reply. The third time he said that. if 
he had been so quoted it had been a mistake, and that instead 
of four times as much cost for the carrying of a parcel from 
Rochester to Buffalo as from Glasgow to San Francisco it 
should have been one-fourth as much. 

I like to see bodies of hardware men of different states 
get together like this, as it cannot but be beneficial. * 

I wish to express one thing on your minds, namely, that 
we require no act of Congress for putting a foreign parcels 
post into operation. In all the arguments advanced in favor 
of the Parcels Post there is not a single one on the domestic 
Parcels Post. The catalogue houses are trying to get it 
through Congress and are speciously demanding postal prog- 
ress and postal reform. The hardware dealers in this country 
have sent more letters to Congress against this measure than 
all other branches of retail merchants combined. 

We are suspicious of the post check, and I can frankly 
state that I do not know what its effect will be. Its idea is 
to allow people to send money more easily, and we cannot de- 
termine with precision whether or not it will hurt the trade 
until it has been put in operation. 

I wish to sav that the National Asociation of Retail 
Hardware Dealers to-day working along the lines on which it 
was organized has secured results from manufacturers and 
jobbers which must be gratifying to reach to each and every 
one of you. 

The National must receive solid support from every state 
organization and you should strengthen its arm. Remember 
that dues will not sustain the National Association. The 
Manual means the life of the National. I can see that it 
would be to your advantage for every man to go down into his 
pocket to pull out $5.00 for the support of ‘the National As- 
sociation. The National Association should not be embar- 
rassed for lack of funds. Our trip to Atlantic City and Phila- 
delphia could not have been made without funds. If. the 
means were forthcoming, your representatives. should visit 
manuiacturers and jobbers. They should get next. to them 
and talk and not do business by mail.. We cannot do this 
very desirable work until the National Association has been 
properly financed. 

You should send your best men to the National Associa- 
tion conventions. I would say here that it is a good idea 
to send your secretary. 

This-is the fifth meeting of the state organizations that I 
have attended this year, and | am glad to see your member- 
ship is.increasing. The Nebraska Association took in 60 new 
members-the past year; the Iowa Association took in 100; 
over a‘hundred were taken in in Indiana; Wisconsin showed 
a marked gain, and there has been a large increase in the 
membership of both the Illinois and Missouri Associations. 
This general increase in the membership of the different state 
associations is encouraging, but we should secure even more 
members the coming year. Those outside the fold in Illinois 
outnumber the membership, three to one. You should all put 
your shoulder to the wheel and push, thus ‘helping the asso- 
ciation’s officers.” 

Secretary Corey was unanimously thanked for his ad- 
dress. 

President Chas. H. Williams, Streator, said: “Our recep- 
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tion to our visiting friends has been quite informal, but I 
will assure you that nothing since the first organization of the 
Iiinois Retail Hardware Association has given me more 
pleasure than to have*the membership of the ‘Missouri Retail 
Stove and Hardware Dealers with us to-day.” 

Three cheers and a rousing tiger was then given by the 
Illinois Association as a welcome to their visiting friends from 
across the river. 

R. R. Williams of the Iron Age, New York, then ad- 
dressed the convention substantially as follows, his remarks 
being considerably abridged: 

“This is the first time that I have had the pleasure of 
meeting the Illinois and Missouri Associations, and I convey 
to you the sincere and kindly grecting of the New York, 
Pennsylvania and Ohio State Hardware Associations. This is 
the first time that I have been present in two state associa 
tions at the same time, and I congratulate you on this most 
auspicious coming together of two bodies. My object in visit 
ing these conventions is thé personal gratification caused by 
meeting those who are engaged in carrying on this work. 

“It is a pleasure to an editor to shake hands with thos« 
who read what he offers on the printed page. I realize the 
pleasure and the inspiration of this personal contact. I know 
something of the breadth of view of the hardware men and 
the earnest purposes that enter into their lives. 

“IT wish to give you one word of congratulation in regard 
to the retail hardware movement as a whole, for while it is 
difficult for an association to progress in some states, that 
after all is a minor matter, as marked progress is made in the 
field at large. The catalogue house is a real thing, so is th 
retail hardware association. All indications point to the per 
manence of your work. 

“At Atlantic City last November ‘Brother’ Corey (every 
body loves him and honors him) and ‘Father’ Bogardus ap 
peared by invitation as representatives of retail interests. Their 
coming was a recognition by jobbers and manufacturers of re 
tail interests. They spoke clearly and forcibly to practical 
men and what they advocated was true. It was a great event 
At a meeting of the Pennsylvania Retail Hardware Dealers’ 
Association it was suggested that retailers be regularly asked 
to present their sentiments to manufacturers and jobbers 

“The educational work of this association is as importam 
as its defensive work, which is its primary object. I am a 
friend of retail hardware associations because I wish to se« 
everything smooth in the trade at large. You should help 
the National Association and strengthen its right arm.” 

Shortly before the end of his address Mr. Williams told 
the following story in regard to two gentlemen from thx 
Emerald Isle. Pat met Barney and the following dialog. 


ensued : 
Pat: “Good morning, and how is Mike getting along?” 
Barney: “Alas! poor Mike is dead.” 
Pat: “Dead! Ah, wurrah. He was a lovely man. H« 


was the kindest and best of men and he had not-an enemy in 
the world. How did-he die?” 

farney: “He died in a fight.” 

It was moved by a delegate of the Illinois Association and 
seconded by a member of the Missouri Association, that fra- 
ternal greetings be wired to the Ohio Hardware Association 

The convention adjourned at 12 o'clock. 


WEDNESDAY AFTERNOON SESSION. 


The Wednesday afternoon session was called to order at 
2:15 o'clock. William Hauss of the East St. Louis entertain 
ment committee extended invitations in regard to the amuse 
ment program for Thursday. 

President Chas. H. Williams, Streator, read a telegram 
from L. M. Reeves, Peoria: “Regret that sickness keeps me 
at home Trust that it will be unanimous for Peoria in 
1905.” 

M. R. Corey, Argos, Indiana, said: “I regret that I am 
obliged to leave. Yours has been a very successful meeting. 
You are all going home enthused and next year you will see 
Illinois membership increase 200 per cent. I do not think that 
that is asking too much. You should have 500 men in your 
state association, good men like those I see before me. All 


that is necessary to bring this about is to have each one of 
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you say, ‘Come, John, go to that convention with me.’ You 
can secure considerable assistance along this line from the 
traveling men, as they can work up sentiment for you. We 
should meet them half way and encourage them.” 

On motion Mr. Corey was made an honorary member of 
the association. It was carried unanimously and the associa- 
tion gave three cheers for Corey. 

President C. H. Williams, Streator, said: “You have just 
given three cheers for the best secretary that the National 
Association ever had.” 

M. L. Corey, Argos, Ind., said: “I am prouder of this 
honor than you may think. It is a great honor to be made an 
honorary member of your association. I thank you and from 
my heart I assure you that I appreciate this.” 

D. McLaughlin, Chicago, then proposed that Z. T. Miller 
of Bloomington be made an honorary member of the associa- 
tion. On being elected, Mr. Miller then responded in appro- 
priate words. 

President Chas. H. Williams, Streator, said: “There is a 
gentleman present who has a matter of importance on which 
to address the association. I wired him to be present and 
I am sure we will all take pleasure in listening to C. M. 
Hurst, Decatur, on 


FREIGHT RATES. 





EXCESSIVE RATES IN ILLINOIS. 


Mr. Hurst said: “I am going to address you on the matter 
of freight rates. In Illinois we pay, in the way of local 
freight rates, 40 or 60 per cent more than the same railroad 
charge for the same service in Indiana, Iowa and Ohio. As 
you know we have in this state a railroad and warehouse 
commission appointed by the Governor, to stand between the 
people and the railroad corporations. How well they do this 
can be judged from my previous statement. I have docu- 
ments here which show that freight rates between [Illinois 
points are excessive. 

A TIP. 

The State Board of Railroad and Warehouse Commis- 
sioners sent out a tip in 1902, saying that the time was ripe for 
taking up the matter of freight rates between Illinois points. 
The merchants at Quincy properly responded to the petition. 
Chicago fell in line, as did also Bloomington, Decatur and 
Peoria. 

The railroad companies were up in arms at once and a 
number of meetings of the State Board of Railroad and Ware- 
house Commissioners were held in which a motion to ad- 
journ was practically all the action taken. 

CONFERENCE WAS BARREN OF RESULTS. 

Finally the railroad ‘companies stated that this matter 
should be straightened up outside of court, and it was ar- 
ranged that the shippers should select seven representatives 
to meet an equal number of railroad representatives at Chi- 
cago. The conferenceytook place, but was barren of results. 
The nearest the two parties came to an agreement was on the 
suggestion that the railroad companies should make a hori- 
zontal reduction of 331-3 per cent. in Illinois freight rates, 
and should reserve the right to change classifications. This 
suggestion was not satisfactory. The State Board of Railroad 
and Warehouse Commissioners then called a meeting, but the 
representatives of the railroads declared they were not ready. 


THE LAWS DELAYS. 

The sitting of the commission on this question was de- 
ferred until thirty days. Again the railroad men pleaded that 
they were not ready and were given another thirty days, with 
the strict injunction that no more time of extension would 
be granted. 

The trial then began with a great array of legal talent 
present on behalf of the railroad company. As the trial pro- 
ceeded the railroad companies actually refused to acknowledge 
their own tariffs. 

The judge gave them until the next day to produce their 
tariffs, although the law distinctly says that railroad tariffs 
should be on file in the office of the Railroad and Warehouse 
Commission. 

Next day thousands of freight bills were submitted as evi- 
dence to show the exorbitant charges made. 
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The railroad companies did not offer a shred of evi- 
dence, but fought that presented by the shippers. 

The attorneys of the railroad companies made a point 
that they could not present their side of the case properly 
unless the evidence produced by the shipping interests were 
printed. As the stenographer said that it was impossible to 
get this matter in shape for the printer inside of six weeks, 
the convention adjourned again for two months. 

The trial dragged along on the same lines as those ruling 
in a court of equity; the evidence had to conform to certain 
rules. 

PRESENT STATUS OF MATTER. 


Nearly a year ago the railroad companies called in the 
reporters of the Associated Press and with a blare of trum- 
pets announced that they were making a 20 per cent reduction 
on their rates in the state. They afterwards readjusted rates 
on their fifth and sixth classification. This is the way the 
matter stands at the present time: If a hardware dealer sees 
2% or 5 or 10 per cent, he goes after it. This question that 
I have brought up involves your entire freight bill. If the 
hardware trade can see a 50 per cent reduction in so impor- 
tant an item as freight, it is certainly worth their going after 
I have no suggestion to offer in regard to the way your asso- 
ciation should go about the matter, but the thing is wrong— 
it is unjust and should be corrected. 

You can secure much valuable data on the matter by wri- 
ting to the Secretary of the Railroad and Warehouse Com- 
mission. 

SUBSIDIZED MANUFACTURERS OBJECT. 

I would say in passing that outside of the railroad com- 
panies the only objectors to reduction in freight rates are 665 
manufacturers, located in the northern part of the state. These 
manufacturers were induced to locate along certain railroad 
lines by securing rates on raw material such as pig iron, 
which are decisively below the expense of haulage. To equal- 
ize this outlay, the railroad companies enforce the maximum 
freight rates allowed by the Railroad and Warehouse Com- 
mission on all other classes of shippers and every merchant 
and farmer has to pay his share of this excessive tariff. 

CHICAGO MERCHANTS OBJECT TO RATES. 

The Merchants’ Exchange at Chicago, which embraces in 
its membership Edson Keith, Marshall Field and every large 
hardware and furniture house—in fact, every large shipper— 
is desirous of securing a reduction or rather an equalization 
of rates. 

DISCRIMINATION AGAINST LOCAL JOBBERS. 

Under this maximum rates now enforced any jobber 
can come in here from another state and ship goods double 
the distance for less money than is charged to Illinois job- 
bers, as I will illustrate herewith: 


. Cents. 
CD BO IO, obs oie cadence ids ccoebeouadiccedba 43 
Indianapolis to Champaign ...............cccccccccsecs 31 
Chicago to Bloomington, 126 miles..................05- 43 
Indianapolis to Bloomington, 165 miles................. 31 
Chicago to Peoria, first class, 154 miles................. 40 
Indianapolis to Peoria, first class, 211 miles............ 31 
CoBaaS Bete, TUE MDs oc icc tcc sev ecdcebericedese 46 
Indianapolis to Paris, 91 miles. ..............c0eeeeeeee 23 


HAULS IN STATE LIMITS. 
Here are some figures showing some prices for hauls en- 
tirely within state limits: 


Cents 
ee I Ss cin ER on . cus ds at ode cas ¥eammeas 31 
SO I a. vo oles aes cab oc tn ade ced bacuie bac 42.31 
Ee on anata eackahce ces «stat Rake 31.5 
PN eka sn oni ca ee iiwss.< bees eae temaie 46.81 


When this question was on trial at Springfield, before the 
Railroad and Warehouse Commission, the Chicago jobbers 
complained of rates along the Indiana border, showing that 
the same consignments went to Indiana and Illinois towns 
at practically the same distance, and yet the rate to Illinois 
towns was practically double that to Indiana towns. 

He said that the reply made by a railroad representative 
was that “a Chicago jobber had no business to do business 
265 miles out of Chicago.” 
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SCHEDULE OF CHARGES. 
I present herewith a schedule showing the charges made 
by the same roads on the same class of goods going the same 
direction : 


Illinois. Iowa. Indiana. 

Cents. Cents. Cents. 
St det anes ac006 aneesee 16.92 15.06 75 
SE 6 n de neontaccseneeoes 22.56 17.5 75 
Cds devrnasepe nt tanbue 29.14 20 12 
PKs 4400 64 spacerdsess 32.90 21.6 17 
$90 TR s passe ce sks 43-24 28.8 26 
SGD MBMIOS. 0. cece ncccctmebene SSID 32 28 
SP as a's ai ocnens bie ure te 49.53 41.6 34 


AN ENTERING WEDGE. 

I have read enough of these-figures to show you how 
these charges run and I want to ask what are we going to do 
about it? The cities are Springfield, Decatur and Blooming- 
ton—spent $1,000 in attorneys’ fees, and we regard this 20 
per cent reduction as an entering wedge—the reduction should 
be 40 to 60 per cent. ‘ 

This association as an association should appoint a com- 
mittee to take up the question. Every one who is shipping 
freight is paying 50 per cent more than he should. 

President Chas. H. Williams, Streator, said: ““We are 
thankful to Mr. Hurst for calling the attention of the asso- 
ciation to a line of work and to rank injustices. While I 
realize that we are bucking a tremendous power, we should 
have a freight committee, and I would request the nomina- 
ting committee to select such a committee.” 

Grant W. Porter, Chicago, then read the following pa- 
per on 


LOCAL ORGANIZATION. 





CONVICTIONS ARE THEORETICAL RATHER THAN BORN OF EXPERI- 
ENCE. 

I trust that before prescribing my paper that no apology 
is necessary, except perhaps as I stand for one myself before 
such a representative, body. of business men. I was not a lit- 
tle surprised at being called upon to furnish a part of the pro- 
ceedings of this convention, and was undecided whether or not 
to inform the secretary of my company complying with his 
request. Much, however, not being expected, I feel sure that 
my paper will be judged upon its merit, if any can be found, 
and in it is embodied the sentiments of a member whose con- 
victions are born more from theory than from long experi- 
ence. 


BENEFIT DERIVED FROM LOCAL ASSOCIATION. 


In considering a subject as broad and fertile as this, I 
sintply intend without an attempt at presenting anything 
new, to call your attention to a few facts and theories, which 
usually were repeated a great many times before the great ma- 
jority regard them as worthy of deep consideration. 

Some of us are inspired to effort by one motive, some by 
another. Some respond to an idea quickly, while others take 
time to consider, and for the latter class I will say, though 
ofttimes slow, when they do respond, they furnish us some 
of the most ardent maxims for any cause that our organization 
affords. 

Ofttimes an organization brought in existence by the ef- 
forts and enthusiasm of those who are quick to act depends 
for its success and continuance upon this class of members. 

HAS GROWN TO BE AN ABSOLUTE NECESSITY. 

No one in our modern times will question for a moment 
the value-of an organized body to each component individual, 
and among thoughtful and successful merchants it has grown 
to be an absolute necessity. 

Different motives build up different institutions. Vicious 
motives breed vicious organizations, which are a menace to 
civil government and its laws; but a motive or motives which 
stand for harmony, society and justice, to the advocates, 
thereby insuring success to the organization is the parent of 
an institution which if it be a representative child is only pro- 
ductive of the best thing. 

FINANCIAL, EDUCATIONAL AND PERSONAL BENEFITS. 


Granting that we look at our association from a selfish 
point of view and that our motive was self-betterment, yet we 
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each contribute to its success, hence we have an equal ex- 
change and a mutual gain. 

I am going to class the benefits into three. 

Ist. We have the benefit from a standpoint of dollars 
and cents. 

2d. We have the benefits which are educational, which 
virtually develops into—class over. 

3d. We have benefits which may be termed mine. 

And how much an association and its members derive 
from these three sources depend entirely upon the member- 
ship as a whole. 


WILL REAP REMARKABLE BENEFITS. 


An association in which one-tenth take active part, reaps 
just one-tenth as much benefit as it ought. An association 
in which half the members are workers is repaid in just that 
proportion; but an association in which all are enthusiastic 
workers laboring for the cause and principles for which their 
organization stands, will reap benefits so great as to surpass 
the expectations of the most enthusiastic members. 

CO-OPERATIVE BUYING. 

Considering Class 1 of our benefits, we start with the pri- 
mary and original incentive, namely, collective buying, the 
paramount idea in the eyes of the majority, that which places 
the members of the association of any size practically on the 
jobbers’ list on a great many articles, enabling them to com- 
pete with the largest stores, at a splendid profit. I believe 
that has been fully and satisfactorily proven in our Chicago 
association. 

It is impractical for dealers to buy all their wants through 
one association. 

But he can buy staple articles and reasonable goods to 
advantage. 

MAKE A REASONABLE MARGIN. 

These are the lines of all others which our friends, the 
department stores, advertise to sell at prices which seem to 
the unassociated small dealers profitless, when in reality they 
are making a reasonable margin. 

Since our Chicago association became effective, I have 
heard less complaining about low prices in department stores, 
and less desires to put them out of the business. 


BETTER UTILIZATION OF ENERGY SUGGESTED. 


Give us their selling price and our purchase price, and I 
believe no dealers ought complain, and if the energy wasted 
in fighting department stores and catalogue houses were util- 
ized toward bettering our own condition, much of the cause 
of complaint would be removed. As quantity usually deter- 
mines price, collective buying often shows 20 to 25 per cent 
on some lines of goods, quite a nice profit of itself. 

The question is how can we get the greatest benefit from 
this source and what are the duties of the members con- 
servative with their own surroundings? 


BUYING THROUGH A COMMITTEE, 


A system of buying through a committee of greater or less 
size is of course the only proper time of procedure, but the 
individual member has a duty to perform, which affects and 
practically determines the success or failure of the commit- 
tee’s efforts. It is the duty of every member consistent with 
his environments to stand by goods or lines of goods adapted 
by the association. 

Manufacturers of goods so adopted naturally expect the 
association’s business, and unless members respond with their 
orders, subsequent prices will not be submitted, or if they are 
at a price but little if any better than an individual could buy 
the same goods for. 

Hence it is necessary for an individual to get the best 
results to stand by the adopted lines. And other things and 
prices considered, preference should be shown and order 
should be passed through buying committee. 


BUYING COMMITTEES SHOULD BE PAID. 


In order that an association be as effective as possible, it 
must have a good committee and a paid committee. Members 
of a buying committee devote much of their time receiving 
salaries, answering correspondence and investigating goods. 
They must give all comers a hearing and treat them with 
courtesy. They take from the shoulder of the individual much 
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of the burden of going in different lines of goods, and the 


members get the results of the committee’s investigation, 
which are presented in such shape as to facilitate buying. 
Not that alone, but there is less liability of selecting inferior 
goods. 

What passes the committee’s notice is liable to be marked 
in open meeting. As to the method of payment for services 
rendered, I personally am in favor of a salary and am de- 
cidedly not in favor of a commission; a salary should be 
based on amount of goods handled, but it would come from 
the association 2s n whole, and not alone from the purchasers 


-of goods 


ALL SHOULD PAY. 


All members of am-association ought to pay for their 
privileges; if they do not, avail themselves they alone are to 


‘blame. If they do not care to enter into and-Tedeive” Meir 


portion of the benefits, my advice would ‘be, “get out.” 

Another reason why I favor a salary and not a commis- 
sion is this: On some line of goods where the savings amount 
to from 5 to 10 per cent, and a like percentage is paid to the 
committee, no benefit is derived to the members, hence no 
purchases are made, or if made, in such small quantities as to 
be unproductive of subsequent consideration. 

LARGE AND SMALL BUYERS. 

You inay say that upon a salary basis a large buyer would 
get greater benefits than a small one would, as he buys double 
the quantity at the same cost, which on the face looks like an 
injustice to the small dealer. 

It might seem that the more a man uses his privilege the 


more. he, ought .to, pay, but a large buyer means more to the 


association than a small one does. 

The large buyer’s orders are more to the committee than 
a small buyer's. 

A GREAT HELP TO SMALL DEALERS. 

I believe the association means more to the small dealer 
than it does to a large dealer. 

The small dealer is less able to care for himself, and he 
received the benefit and advantage of a price determined 
largely by the large dealer’s wants. 

In other words, an order for 100 gross is more effective 
as a price getter than ten gross would be, and why is it that 
the small dealers especially do not, without an exception, ap- 
ply for admission in an established association. I cannot un- 
derstand unless for some reason they are still doing business 
in the nineteenth century, some years back from the border 
line dividing the present from the past. 

JEALOUSY. 

Still one more argument among the commission men is 
‘that it may place the committee in an unenviable position 
than .zeal. If any may be misconstrued into selfish notions 
and breed jealousy. They may be changed, will bring no more 
interest than their own commission amounts to. 

Collective buying should mean a profit to the dealer as 
soon as the gi are on his shelves, but how about collective 
selling. I do not mean by this that each dealer must work 
their gocds at the same’ price. 

USELESS TO ELIMINATE PRICE CUTTING. 

I do not advocate getting together and establishing a set 
price on everything, the condition I would wish to eliminate 
and which an association ought to remedy is not price raising 
but price cutting. Mr. Jones is doing business two blocks 
away from Mr. Smith. He passes Mr. Smith’s establishment 
and sees nails $2.35; that is no reason “why Mr. Jones should 
drop to $2.25, and Mr. Smith adopting the same method of 
$2.10 or $2.00. 

In their jealousy men of capable business capacity are 
blinded and a philosophic mind enticed to believe that it is an 
honor to be the lowest man. 

While the customers play back and forth, twisting the tail 
of each, as they pick up the profits that are clawed from the 
respected dealers. 

We'all-know: how that’ works; probably’some of us have 
been there, but we only show the other fellow. 

SHOULD MIND YOUR OWN BUSINESS. 
What would you think of two men standing in opposite 
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corners glancing at each other, smiling at each other’s char- 
acter and handing out $5.00 bills to the passer-by, each appar- 
ently anxious to get rid of the greater number. 

Just what the thoughtful public would think of you fol- 
lowing the above-named ‘policy. 

Mind your own business, and if your neighbor is wise he 
will mind his. Become friendly, grant your neighbor the con- 
sideration which you expect from him and the profits which 
you both were apparently so willing to give away remains an 
asset of vour firm. 

EDUCATIONAL BENEFITS. 

The next class to be considered is educational and from 
which great financial benefits are derived. 

What we glean in the way of education from the exchange 
of idgas we convert into dollars and cents, we gather together 
at_our*régular meetings, and difjereat<mnetheds-and plans are 
considered, and all can if they will find ideas which are heélp- 
ful. There are sometimes a few who are not benefitted be- 
cause they neither present their views nor make use of any 
ideas from any other member, because they are afraid of 
helping a competitor and refuse to make use of anything that 
they do not consider exclusive with themselves. 

They belong to a class which an association is better off 
without. They, from their selfish and obstinate position, de- 
prive themselves of any benefit and in time the world moves on 
and they are still plodding along behind. You do not usually 
find this class in an association. 


HARDWARE STORE SELLS TOBACCO. 


I have-in. mind. a-firm’that I have known for sixteen years. 
They’ still,“even in the heart of a busimess center-in~Chicago, 
adhere to the business methods of the typical store. 

A hardware store with a plug or two of tobacco, a few 
packages of Plow Boy, a half dozen clay pipes and a few odds 
and ends occupying one of their prinicipal show cases which 
the flies have yet failed to enter over. 


A HIGGLEDY PIGGLEDY DISPLAY. 

Year in and year out the same routine, if you could call 
it such. A few 10-cent packages of plug per week, a package 
or two of Plow Boy, sometimes a pipe, a pound or two of 
nails, occasiona!ly a box of tacks. They annually stored a few 
stoves, which, by the way, formed a part of their floor dis- 
play during the successive months. Twenty years in business, 
and if an inventory of the stock were taken, I believe it would 
show that the stock had diminished 20 per cent. 

Such a condition is next to an impossibility with a mem-_ 
ber of an association, even though he only attends one meet- 
ing a year. 


MAKE BETTER SALESMEN. ' 


We teach him to become a better salesman, better buyers 
and better managers.. We adopt modern methods in display- 
ing our goods, we find experience already bought is paid for, 
if we will only make use of it. Good and poor lines are 
talked of, methods of disposing of accounts, and we each 
know what to expect of the other. We find that our neigh- 
bor is no more anxious to give goods away than we are, and 
that we have misunderstood each other. The small dealer 
learns what the large dealer considers good business and oft- 
times the small man has something up his sleeve which his 
more successful competitor never dream of, and something he 
can turn to advantage. 

I do not think the benefits are usually as great along these 
lines as they might be. I do not think we as a usual thing 
devote enough time to the educational methods and themes, 
should be more a part of our local meetings and net-confined 
to once a year at a national meeting. 

THE TIE THAT BINDS. 


The third class of benefit is the tie that binds the cord 
which holds most fraternal organizations intact, dispels ill 
feeling, if any existed, and naturally changes our idea of our 
competitors from the green-eyed monster to that of a man not 
unlike ourselves. 

The dealer who was our closest, competitor, looked to us 
like a comic valentine with a large cheese lump in his hand, 
which he periodically clipped off the margins, and we were 
forced to go him one better to get even. 
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ROTH HAD REMOVED GOGGLES. 


We joined the association first and did not want to see 
such a man as that enter, but somehow he came in and we 
were powerless to prevent him from coming. We meet him, 
talk with him for over an hour on our way home, and lo! 
his commissioners had changed his cheese, knife was gone 
and he appeared and talked like any other sensible man. 

We gradually find out that his opinion of us had changed. 
We had both taken off our goggles. We paid visits back and 
forth occasionally and enjoyed each other's society. 

A mutual friendship had sprung up and business was 
a pleasure. If when our competitor seems too aggressive in- 
stead. of getting mad, go over and have a quiet and friendly 
talk-with him or meet him at the organizatidn: “Chances are 
he will come half way. : 

Don’t let us blame our neighbor for what we ourselves 
do; don’t get mad because your competitor does possibly a 
little more business than you do. Better your own conditions, 
let him alone and you will find it a paying investment. 

SHOULD CONSIDER TRADE AS FRATERNITY. 

he sooner we consider ourselves a fraternity, instead 
of an antagonistic individuality, the sooner will we receive 
the benefit of our wasting energy. <A habitual fault-finder 
with his neighbor becomes a crank, and a crank is not much 
of a drawing card to any business, except possibly to the water 
business when attached to an old chain pump. 

Our customers soon tire of harping, and without convers- 
ing with us go to our competitor to find out if our statements 
are true. Ten to one we are the loser. We would not be 
slow to. notice,such a disposition in our clerk nor would we 
be slow to remedy” it. 

So if we but stop and think, we can see when to trim off 
the barnacles and benefit ourselves and our business. 

AFFILIATION SHOULD BE FRANK. 

Our association is the best medium for this, and our affili- 
ation ought to be open-hearted, frank. Do not be suspicious 
and refuse to avail yourself of doing your share of the bene- 
fits because you are afraid your neighbor will know your 
business 

No association can benefit a member who will not avail 
himself of his opportunities. 

No association can eliminate jealousy and establish a feel- 
ing of fraternity unless the members themselves are imbued 
with a desire for more friendly relations. 

An association is what we make it and furnishes an oppor- 
tunity for each and all of us to lay our destinies at the feet 
of fraternity and worship at the shrine of earnest endeavors. 

Z. T. Miller, Bloomington, ex-president of the National 
Retail Hardware Dealers’ Association, delivered an extended 
extemporaneous address on faulty methods of retailing stoves, 
which he followed by a paper entitled “A Survey.” This pa- 
per was largely of a confidential character. The writer led up 
to the causes underlying present-day commercial conditions. 
These were critically analyzed and their trend was pointed 
out. 

On motion of J. L. Smith, Chicago, W. H. Bennett was 
elected an honorary member of the association. 

Chairman Olendorf, Centralia, of the Committee on the 
Location of the Next Meeting Place, delivered a report favor- 
ing Peoria. 

The report was unanimously adopted by the association 
anda member of the Peoria contingent promised the dealers 
that they would have a royal good time at that city. 

The Committee on Finance and Auditing reported through 
M. Fahay, Decatur, that they had examined the books of the 
secretary-treasurer and found them correct. 

The nominating committee reported as follows through 
Chairman H. G. Cormick, Centralia : 

As you are doubtless aware, President Chas. H. Wil- 
liams of Streator and Vice-President Wm. Gormley of Chi- 
cago. hold. over for another year. We -submit the following 
nominations*for other offices: 

Secretary—L. D. Nish, Elgin. 

Treasurer—Geo. Engelhardt, Chicago. 

Members Executive Committee fo serve two years—Chas. 
Johnson, Peoria; F. McKenney, Rockford. 

To serve one year: L. D. Ray, Belvidere. 
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Hauss, East St. Louis; 


Peoria; H.C 


Legislative Committee—William 
J. L. Smith, Chicago; Harms, 
Chicago; Geo. Churchill, Galesburg 


Geo Peppler, 
Investigating Committee—G. R 
Mathews, Mt. Vernon; H. Kross, 
Springfield; C. Mauer, East St. Louis 
Freight Committee—C. M 
Giessing, East St. Louis; W. T. 
Kurth, Centralia; Geo. Gay, Jacksonville 
The Committee on Resolutions then made the following 
H. Clark, Rockford: 
We, your committee on resolutions, beg to offer the fol 


Lott, Chicago ; : 3 J 
Peoria; C. Robinson, 
Hurst, 
Gormley, Chicago; O 


Special Decatur, F 
I 


? 
>. 


report through L. 


lowing 





RESOLUTIONS. 
ARE OPPOSED TO PARCELS POST. 
Resolved, That we, the members of the Illinois Retail 


Hardware Dealers’ Association, in convention assembled, are 
unalterably opposed to the bill before Congress known as 
the parcels post bill. 

We further recommend that this 


ciation who has not already done so, write a personal letter 


each member of asso- 
to their Congressmen and Senators asking for their opposition 
towards this bill 

THANKS TO 


That the thanks of this association be 


PRESS 

Resolved, 
tendered to the trade press and city press for their courtesies 
Louis and 
entertainment 


hereby 


to the local association of East St. 
for the magnificent 


and services; 


their efficient committee 
during our stay. 
THANKS TO BOGARDUS AND COREY 
Resolved, That in appreciation of the invaluable services 
of President Bogardus and Secretary Corey of the National 
Association, our secretary be instructed to express to them 
our hearty co-operation and support. 
THANKS TO THOSE ON PROGRAM 
Resolved, That our thanks be hereby tendered to the 
National Secretary, M. L. Corey; to R. R. Williams, and to 
Z. T. Miller and C. M. Hurst, and to those others who have 
taken an active part in our program 
RETAILERS REPRESENTED AT MEETINGS OF JOBBERS. 
Resolved, That it is the sense of this convention that the 


National Retail Hardware Dealers’ Association should be rep- 


SHOULD BE 


resented at each convention of manufacturers and jobbers, and 
that we thoroughly appreciate the courtesies already extended 
by these bodies. 

SHOULD STUDY COMPARATIVE FREIGHT RATES. 

Resolved That it would be beneficial and advisable for 
the individualemembers of this association if they should de- 
vote some time and thought to the careful study of compara- 
tive freight rates throughout the state. 

SHOULD SUBSCRIBE FOR TRADE PAPERS. 

Resolved, That it would be to the decided advantage of 
the members of this organization for each individual to sub- 
scribe to at least one of our trade publications, and to spend 
some time in the study of its pages. 

The following delegates to the national convention to be 
held in Indianapolis in March were then elected: F. F. Porter, 
Chicago; D. McLaughlin, Chicago; L. D.-Nish, Elgin; Geo. 
Meyer, Peoria. 

Pres. Chas. H: Williams, Streator, said: “I came here, 
I confess, with considerable misgivings, as I have a dislike 
for parliamentary technicalities, and when subjects are brought 
up in a partially digested condition, diverse opinions are sure 
to arise. As far as outward appearance would go, this might 
have been an orthodox congregation and I its proselyting pas- 
tor. The convention has been held in perfect order and I wish 
to convey to you my deep appreciation of your uniform atten 
tion and courtesy.” 

H. G. Cormick, Centralia, said: 
matter which is of great interest to all retail merchants. In 
fact, the Retail’ Merchants’ Association of this state now in 
session at Pekin have taken it up. I refer to the trading stamp 
evil.” Mr. Cormick then read a letter from a budding stamp 
concern pointing out in alluring colors the advantages that 


“I wish to bring up a 


would accrue from the use of these stamps, and continued: 
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“Those who have seen trading schemes in operation know 
that the profits go to the company. It is not necessary for 
you to take any action on this matter, as this information is 
given merely to warn you.” 

D. McLaughlin made a motion that when the association 
met again it should hold its session for three days instead of 
two. 

The motion was carried and the convention was adjourned 
at 5 p. m. 


CONVENTIONALITIES. 





A remembrance of the delightful time enjoyed at 
Peoria in 1900 would have in itself proven amply 
sufficient to secure the 1905 convention of the Illinois 
Retail Hardware Dealers’ Association for that city. 





However, Peorians have a well-deserved reputation 
for hustling, and to make assurance doubly sure, they 
were distributing a handsome heart-shaped aluminum 
souvenir urging the claims of their city. 

John Kontny, the well-known Chicago stove spe- 
cialist, was among the convention followers in the 
corridors of the Royal Hotel. Mr. Kontny is de- 
servedly popular with the Illinois trade. 

A. J. Winteringham, representing the Richards Mfg. 
Co., Aurora, IIl., was among the popular camp fol- 








lowers in attendance at the convention. He was giving 
away a handsome souvenir in the shape of a morocco 
match box. 

A very unusual honor was accorded C. M. Hurst 
of the Morehouse & Wells Co., Decatur, as the presi- 
dent of the association wired him to come before the 
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convention and present his views on ffeight rates. Mr. 
Hurst is one of the most popular of the hardware 
jobbers’ fraternity in Illinois. 

E. L. Heald, representing the Quaker Mfg. Co., 
Chicago Heights, Ill., was greeting his many friends 
in the convention. He is a gentleman of wide ex- 
periencéyot ‘only in the furnace field, but also in 
such cognate lines as combination hot water heaters, 
furnace regulators, registers, pipe fitting and furnace 
supplies. 

Parlors five and seven of the Hotel Royal were 
temporarily converted into the wigwam of Big Chief 
Doe-Wah-Jack. Braves R. R. Elliott and W. T. 
Leckie figuratively puffed away at the Calumet and 
entertained the many friends of the Estate of P. D. 
Beckwith, Dowagiac, Mich., in the regular Round 
Oak way. As an exhibit they were showing a Round 
Oak Chief steel range, with high closet and reser- 
voir, and also a design of the oven door of this range 





with an oven thermometer attached. They were giving 
away as a souvenir a most attractive stein decorated 
in handsomely contrasting colors and showing a pic- 
ture of Doe-Wah-Jack on the outside. They were also 
distributing a small miniature Round Oak heater to be 
used as a watch charm. 

M. L. Gebhart was certainly one of the most in- 
dustrious of the “Fringe” in attendance at the con- 
vention. He had a handsome exhibit of the goods of 
the Galesburg Cornice Works, Galesburg, IIl., in 
Room 10, where he was showing a variety of their 
tinshop_ specialties, and he also had a second exhibit 
of cream separators in the sample room on the fourth 
floor. Mr, Gebhart was easily the most popular man 
in East St. Louis with the rollicking element as the 
ear-splitting toots of the American boy collapsible 
horn which he was giving away could be heard all 
over the convention. Dealers who had the added dis- 
tinction of being daddies considered these a very de- 
sirable souvenir to take home for the use of their 
offspring. 

The Chas. Smith Co., Chicago, were represented 
by Chas. Smith and S. R. Stater. They were showing 
one of Smith’s Hero furnaces in the sample room of 
the Hotel Royal, and were giving away a handsome 
souvenir in the shape of a black morocco card case. 













































Mr. Smith is a man of,genial disposition and magnetic 
personality, and is very popular with. the [Illinois 
trade. 

The American Wringer Co., New York, were rep- 
resented by O. J. Boston and Wes They 
were giving away as a souveni co pocket 
book and also a trick circular, which emphasized the 
fact that “It’s all in the rubber.” 

G. W. Gladding, Frank Wells and G. W. bidndior- 
ton occupied Parlor 4 of the Hotel Royal, where they 
were keeping open house and were showing a com- 





plete line of the desirable specialties of this firm. 
Their souvenirs included a whetstone on which ap- 
peared the word “Atkins” and also some unique saw 
pins. Their line of exhibits included hack saws, rang- 








ing from those capable of sawing rails to those de- 
signed for jewelers’ use. They also showed plasterers’ 
trowels, hardwood scrapers, hand saws, Jones coping 
saws and in ordinary saws, as Mr. Wells felicitiously 
phrased it, “Hack, back, butcher buck.” 

Few metal salesman have met with such marked 
success in catering to the wants of Western dealers 
as Louis A. Denoyer, J. L. Perkins & Co., Chicago. 
Mr. Denoyer is the soul of geniality and is thoroughly 
posted on the requirements of the Western trade. 

While L. H. Clark, the former efficient secretary of 
the association and the reader of a very interesting 
paper on the subject of “System,” is thoroughly identi- 
fied with the association, he also represented the J. H. 
Clark Hardware Co., Rockford, in their branch de- 
voted to the manufacture of hardware specialties. 

The Bridge & Beach Mfg. Co., St. Louis, Mo., had 
a couple of able and energetic represetitatives at the 
convention in J. E. Le Page and Frank S. Hawken. 
While they had no exhibit at the’ Hétel Royal, a 
goodly percentage of the dealers visiting both the 
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_ illinois. and the 
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Missouri conventions visited their 
magnificent salesrooms in St. Louis and inspected 
their extensive line of Superior stoves and ranges. 

E. S. Brock represented that well-known metal 
firm, the Berger Mfg. Co., Canton, Ohio. He had a 
very artistic souvenir in the shape of a clasp, which 





called attention to Berger’s Guaranteed Old Style 
Roofing. This useful little article was in decided de- 
mand. 

J. D. Warren of J. D. Warren & Co., Chicago, is 
one of the most genial and popular of convention at- 
tendants. He has built up a special business of his 
own in supplying artistic hardware shelving, and has 
friends in practically every county of the state. 

Hibbard, Spencer, Bartlett & Co., Chicago, were 
in evidence at both the conventions of the Illinois and 
Missouri dealers. They occupied Room 74 of the 
Southern Hotel and 44 of the Royal, as well as lib- 
eral space in the sample room of the latter hostelry. 
Their representatives included Alford P. Reiter, gen- 
eral sales agent, Chicago; F. C. Stoltz, resident sales- 
man; A. P. Miller, southern Illinois salesman; E. A. 
Hokanson, southern Illinois, and W. K. Hamilton. 
Their exhibit included Hibbard’s stoves, Pitkin paints, 
and O. V. B. and U. S. A. and Ajax special brands. 
They were giving away handsome memorandum books 
as a souvenir. 

The Cole Mfg. Co., manufacturers of Cole’s Hot 
Blast Stoves, kept open house in Room 9 of the Hotel 
Royal, for the Illinois dealers, and also in Room 64 
of the Southern Hotel for the Missouri dealers. Their 
representatives, C. A. Woolley and C. W. Brelsford, 
were kept busy shaking hands with their many friends 
in the trade and distributing their exquisite souvenir 
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in the shape of a pearl-handled penholder. A large 
number of Illinois dealers visited the store of the 
C. Hauss Hardware Co., opposite the hotel on Col- 
lingsville avenue, East St. Louis, where a superb line 
of Cole’s Hot Blasts were on exhibition. 

The Stowell Mfg. & Foundry Co. South Milwaukee, 
Wis., were represented by M. J. Evans, who was kept 
busy welcoming visitors on the parlor floor of the 
Hotel Royal, while W. S. Deighton performed a sim- 
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ilar service tor the Missouri trade at the Missouri 
Athletic Club in St. Louis. On both sides of the 
river this firm were showing hay carriers, parlor and 
barn door hangers, side wall registers, floor registers, 
Hanson vises, tackle boxes, sling pulleys, hay slings, 
carriage pole tips and saw clamps. 

Theodore Rosche had an exhibit in the sample room 
of the Royal Hotel of the popular White Lily washers, 
manufactured by the White Lily Washer Co., Daven- 
port, Iowa. He was giving away a handsome White 
Lily as a convention souvenir, and this flower was 
in decided evidence in Illinois buttonholes. 

W. H. Bennett, representing the Reading Hardware 
Co., Chicago, gave away as a souvenir a beautiful 
specimen of the bronze work of this company, en- 
titled “La Papillon.” 

The Cribben & Sexton Co., Chicago, were repre- 
sented by J. B. Wilson, who was distributing to his 
friends in the state a handsome morocco cover mem- 
orandum book, which had pages for insurance expira- 
tion, identification page, 1904 calendar, popular and 
electoral vote for President in 1900, number of shrubs 
or plants for an acre, strength of ice, object visible 
at sea level, lumber table, table showing capacity of 
corn cribs, population of the United ‘States by’ states 
and territories, pepulation of cities of over 75,000 
inhabitants, population of cities of over 25,000, postal 
Statistics, brief business laws, receipts for cleaning 
different ‘substances, names of Presidents of the 
United States, calendar for 1905, table of weights 
and measures, and interest calculations. : 

EF. H. Mitchell did the honors for the Joliet Stove 
Works, Joliet, Ifl. He distributed an extremely hand- 
some souvenir in the shape of a celluloid match box. 

“Round Oak” Bob, the popular Illinois representa- 
tive of the Estate of P. D. Beckwith, Dowagiac, Mich., 
has been having hard luck of late. Not only has he 
been laid up for several weeks from a severe pedal 
contusion, which threatened blood poisoning, but: the 
St. Louis Republic worked the following canard off 
at his expense: “Many practical jokes have been 
played by the traveling men who are attending the 
convention. Robert R. Elliott of South Bend, Ind., 
was one victim. He had two stoves, one of which was 


a range, set up in his room in the Royal Hotel,’and his 


room had been the Mecca for visiting ladies until the 
other traveling men became jealous. An extra joint 
ofjstovepipe was secured, which was run outside the 
window, and then the stove was filled with paper and 
other combustibles while Mr. Elliott was at dinner. 
After dinner he headed a party of ladies, to whom he 
explained the beauties of the stoves he represents, ‘and 
as he opened the door of the stove a puff of fire startled 
him. The visitors thought that the fire in' the stove 
was placed there by Mr. Elliott, and he was busy 
‘buying’ the rest of the afternoon.” 


FRINGE. 
John Kontny, Stove Specialist, Chicago. 
C. M. Hurst, Morehouse & Wells Co., Decatur. 
M. L. Gebhart, Galesburg Cornice Works, Galesburg. 
E. L. Heald, Quaker Mfg. Co., Chicago Heights, I1l. 
J. H. Farquharson, M. & D. Range Co., Chicago. 
Frank S. Hawken, Bridge & Beach Mig. Co., St. Louis. 
FE. J. Smith, American Steel & Wire Co., Chicago. 
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W. C. Nelson, American Screw Co., Chicago. 
O. J. Boston, The American Wringer Co., New York. 
L. Schmetzer, The American Wringer Co., Chicago. 
Louis A. Denoyer, J. L. Perkins & Co., Chicago. 
W. H. Bennett, Reading Hardware Co., Chicago. 
T. J. Usher, Russell & Erwin Mfg. Co., Chicago. 
Wm. Gormley, Bullard & Gormley Co., Chicago. 
L. H. Clark, J. H. Clark Hardware Co., Rockford, Hl. 
John J. Sinzich, ‘Geo. H. Bischop Co., Chicago. 
* W. S. Cutler, Ranney Refrigerator Co., Chicago. 

E. S. Brock, Berger Mfg. Co., Canton, O. 

sa G. W. Gladding, E. C. Atkins & Co., Indianapolis, Ind. 
Frank Wells, E. C. Atkins & Co~ Indianapolis, Ind. 


G. W. Dunnington, E. C. Atkins & Co., Indianapolis, Ind. 


J. E. LePage, Bridge & Beach Mfg. Co., St. Louis, Mo. 
S. R. Stater, Chas. Smith Co., Chicago. 
Chas. Smith, Chas. Smith Co., Chicago. 


R. R. Elliott, Estate of P. D. Beckwith, Dowagiac, Mich. 
W. T. Leckie, Estate of P. D. Beckwith, Dowagiac, Mich. 


C. A. Woolley, Cole Mfg. Co., Chicago. 

C. W. Brelsford, Cole Mfg. Co., Chicago. 

B. Boyce, Allith Mfg. Co., Chicago. 

W. D. Jameson, Allith Mfg. Co., Chicago. 

A. B. Howell, Yale & Towne Mig. Co., Chicago. 


W. K. Hamilton, Hibbard, Spencer, Bartlett & Co., Chi- 


cago. 
C. H. Reuter, National Cash Register Co., Dayton, O. 
Theo. Rosche, White Lily Washer Co., Davenport, Iowa 
E. H. Mitchell; Joliet Stove: Works, Joliet, Ill. 
J. C. Fox, Culter.& Proctor Stove Co., Peoria, Il. 
F. C. Stoltz, Hibbard, Spencer, Bartlett & Co., Chicago. 
A. P. Miller, Hibbard, Spencer, Bartlett & Co., Chicago. 
E. A. Hokanson, Hibbard, Spencer, Bartlett & Co., Chi- 
cago. 
Alford Reiter, Hibbard, Spencer, Bartlett & Co., -Chicago. 
Jos. W. Jacob, Charter Oak Stove & Range Co., St. Louis. 
M. J. Evans, Stowell Mfg. & Fdy. Co., So. Milwaukee, 
Wis. 
J. E. Flint, Exeelsior Steel Furnace Co., Chicago. 
J. B. Wilson, Cribben & Sexton Co., Chicago. 
W. R. Howell, Fayette R. Plumb, Philadelphia, Pa. 
J. D. Warren, J. D. Warren Mfg. Co., Chicago. 
Daniel Stern, THe AmerIcAN ArtISAN, Chicago. 
Sidney P. Johnston, THe AMERICAN ARTISAN, Chicago. 
E. C. Leomis, Rothschild, Meyers & Co., Chicago. 
A. J. Winteringham, The Richards Mfg. Co., Aurora, IIl. 
Evans Nelson, Lawson Mfg. Co., Chicago. 
R. R. Williams, The Iron Age, New York. 
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GEM FLOUR SIFTER. 








The J. L. Clark Hardware Co., Rockford, Il, are 
manufacturers of the Gem flour sifter, shown here- 
with. These sifters-are made from*the best quality 
tin-plate, with heavy. wired rim. Gem sifters are not 





Gem Flour Sifter. 


the cheapest, but the best sifters made, it is claimed. 
The removable agitator is a feature which permits 
this article to be used not alone for sifting purposes, 
but as well for’a dredge, fruit, gravy, wine or starch 
strainer, and also allows the goods to be nested closely. 


One dozen @fthe Gem sifters occupies a smaller space 
than the omhary No. 8 tea-kettle? 
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Retail Hardware 


Dealers Association. 





WEDNESDAY AFTERNOON SESSION. 

[he eighth annual convention of the Minnesota Hard- 
ware Dealers’ Association was held in the Elks’ Hall, St. 
Paul, Wednesday, Thursday and Friday. The attendance 
was large, perhaps larger than at any other convention in 
the history of the organization, and there was any amount 
f enthusiasm. Coupled with this enthusiasm there was de- 
veloped a very great interest in the direct purposes of the 
association, and as a result the convention proved a very ex- 
cellent ohe indeed. 

Mayor Robert Smith was not able to be present and 
welcome the four or five hundred hardware men to the cap- 
ital city, ‘but this formality was nicely performed by City 
Controller Betz, who gave the following 


ADDRESS OF WELCOME. 





His honor, the mayor, is unable to be here in person to- 
day, asd has requested me to represent him on this occasion. 
| have the honor, therefore, in his name, and on behalf of the 
citizens of St. Paul, to greet you and bid you welcome within 
the walls of our municipality. The-Retail Hardware Associa- 
tion of Minnesota is the oldest and largest of its kind in the 
United States, and we are certainly glad and proud to have 
such a distinguished body of merchants meet in convention 
in this city. We are further proud of the fact that our great 
state leads the world in the production of the raw material 





f which your wares are made, so that we know by the 
wares you handle, you gentlemen are made of the right kinJ 
of “metal,” and we further know that you make your money 
on the “square,” and on the “level.” I hope that your organ- 
ization will grow and always continue to be the largest in the 
United States, for in these days of modern commercialism, 
pettyfogging competition destroys the individual, whereas or- 
ganization helps you all and makes room for more enterprises, 
especially in a growing state like ours, and I hope that in your 
deliberations during this convention you will come to such 
conclusions that will be of lasting benefit to your association, 
and that in your arguments you will always hit the nail 
squarely on the head, and if there are any conditions existing 
in the commercial world to-day, that threaten the individual 
prosperity of any one of you, I hope that you collectively will 
go after those conditions with hammer and tongs. Again, 
‘gentlemen, [ welcome you on behalf of our citizens, and | 
hope that during your short stay here, your friendship for our 
city and our people will be riveted so tightly as to last for all 
times, and now to follow the instructions of the mayor, I 
formally deliver over to you the key of our city with the great 
seal attached, and hope you will partake of our hospitality to 
the fullest extent, and that your visit here will be a continuous 
round of pleasure. 

C. D. Decker of Austin responded to the gracious cour- 
tesy of Controller Betz, and in a manner entirely becoming. 
There was in Mr. Decker’s response much that was humor- 
ous as well as much that was practical. As he viewed the 
audtence of at least four hundred generally good looking 
men he said: 

a 


“This association nas no equal among the hardware or- 
ganizations of the United States—has no equal among the 
hardware organizations of the world. If we bar a number 
of traveling men who have honored us with their presence 
to-day, and also bar a number of others who are not mem- 
bers of the association, we have the finest looking collection 
of men in the country.” 

Mr. Decker said that there were assembled at the conven- 
tion earnest, brainy men from practically every county in 
the great state of Minnesota. “And we are here for the pur- 
pose of building up, and not for the purpose of tearing 
down,” said Mr. Decker. “There is absolutely no politics 
in our association, for I regard politics as harmful to or- 

Pres. W. H. Tomlinson, Le Sueur, then delivered the fol- 
lowing 


ADDRESS. 


CONTINUED INTEREST IS. SHOWN. 
It is with much satisfaction that I again come before you 





Pres. A. T. Stebbins, Rochester. 


at this our eighth annual meeting. Your increased attendance 
shows your continued interest in our work, and I have only 
good to report to you. Continued prosperity, increased mem- 
bership, prevailing harmony, are items calculated to encourage, 
but in addition we may record our thankfulness that there 
have been no deaths among our members. Work for our 
good is constantly being accomplished, and last but not least, 
our insurance department has met with phenomenal suc- 
cess. I therefore have reason to congratulate you on the past 
year’s history of our organization. 
MINNESOTA HAS SIX VOTES. 

Our secretary will give you the report of your delegates 
to the National Association, but I take the opportunity to in- 
form you now that the principal request which we made of 
them was granted, viz., representation according to member- 
ship. As our association stands now we shall be entitled to 
six votes in the National Convention, while last year, with 
over four hundred members, we had the same number of 
votes as some states with only seventeen members. 






























































MUST CONDUCE TO GOOD OF EACH, AND ALL. 


Another important step in the interest of the retail dealers 
has been taken by the National Wholesale Hardware Dealers 
and the National Manufacturers’ Association extending to our 
national representatives an invitation to attend their meeting. 
This secures an opportunity for conference, suggestion, and 
possible future co-operation to three great branches of trade. 
The meeting of the representatives of such bodies to discuss 
trade matters in the right spirit must certainly be conducive 
of good to each and all. Our Mr. Stebbins, treaSurer of the 
National Retail Association, attended this, meefitig and will 
make a report to yoit: ; 

THE PARCELS POST. .* 

One of the advantages of organizatidm and '¢6-operation 
is shown in the work of the different state’ assdgiations in 
regard to the “parcels post” bill now before Congress. This 
bill has met with uniform opposition by them, by which so far 
it has succeeded in defeating. Mr. Cory, our national secre- 
tary, will inform you more fully on that subject. 


ONE DISAGREEABLE EXPERIENCE. 

We have had one disagreeable experience this year in the 
action of the Minneapolis Retail Hardware Association asking 
the Twin City jobbers to give the T. M. Roberts Supply Co. 
the same privileges that are given to the Chicago catalogue 
houses by the jobbers of that city. But the matter was effectu- 
ally disposed of, as the jobbers refused to grant their re- 
quest, and our executive committee also censured the Min- 
neapolis Association for their action. 

THANKS TO TRADE PRESS. 

Representing our association, I wish to thank the trade 
papers for their uniform courtesy toward us, and for effi- 
cient service in creating favorable sentiment toward our 
association work. I gratefully testify to the excellent work 
of our efficient secretary and his assistant in caring for the 





W. H. Tomlinson, LeSueur, Member Executive Committee. 


work of our office, and to their loyal and earnest endeavors 
to promote our welfare. 
ADVANTAGES OF ORGANIZATION DEMONSTRATED. 

Gentlemen, we have fully demonstrated by our work in 
the past years the advantages of organization. I feel certain 
that there is not a member who has not realized benefit, either 
directly or indirectly, from our association work. Our steady 
advance in membership proves the satisfaction felt by those 
already members. The hardware dealers of the state have 
faith in us, and they can see advantages to be gained by join- 
ing us. I can see with us to-day the same men who helped 
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to organize our association, besides many others who have 
joined us in the good work since that time. I can sée no 
reason why our prosperity should not continue. , This hopeful 
prophecy will be rendered of fulfillment if each member will 
show a live interest in the work. Any information or sugges- 
tions sent to our secretary will receive due and prompt atten- 
tion. 
HAS ENJOYED THE WORK. 

In closing, I desire to thank the association most heartily 
for the evidence of their confidence shown in choosing me as 
their presiding officer for three consecutive terms. I have en- 





Vice-Pres. G. M. Evenson, St. Peter. 


joyed the work and have given it my best endeavors, but it 
would not have achieved the success it has were it not for 
the loyal support of our members and officers. 

There were general remarks by retiring President Tom- 
linson of Le Sueur and others, and then the announcement 
by the president of standing committees. In order that the 
sentiment of the entire convention be represented in the selec- 
tion of officers, the laws of the association provide that the 
committee on nominations be composed of representatives 
from the several congressional districts in the state. Fifteen 
minutes after the presiding officer announced the nominating 
committee, that committee reported, and its report being 
unanimously and heartily endorsed, the following Officers 
were chosen: 

President—A. T. Stebbins, Rochester. 

Vice-President—George Evenson, St. Peter. 

Members of the Executive Committee—W. H. Tomlinson 
Le Sueur, Frank E. Hunt, Red Lake Falls, B. F. Kernkamp, St. 
Peter, Julius Schmidt, Wabasha, Henry Schrader, Mankato, 


Joseph H. Smith, Henry Hoell of Owatonna. 
Fred Mason of St. Paul, secretary of both the Minnesota 


and the National Grocers’ Association, delivered an im- 
promptu address, which entirely deserved the enthusiastic 
approval with which it was received. Mr. Mason dealt with 
the subject, “Organization.” He believed in thorough or- 
ganization of the retail dealers of the country—the grocers, 
the hardware men, in fact all. “With further organization of 
the retailers of the country,” said Mr. Mason, “we will teach 
the general public that much good can come from our effort 
in this direction. The thing is education and co-operation, 
gentlemen. You doubtless understand that the failures 
among retail merchants amount to 95 per cent. What a ter- 
rible story that is. There is no gambler in the country, no 
race course man in the country, that would care to go against 
that game. The bootblacks of the country are in a way bet- 
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ter organized than are the retail dealers of the country. 
You all know the bootblack’s price. The horseshoer and 
the physician and the lawyer all have people educated, so that 
folks understand just what they want in the way of price. 
“We need not take part in politics only to the extent of 
seeing that good, practical men are sent to the state legisla- 
tures. I admit that we need lawyers in the law-making 
halls of the country, but it is not necessary that we have as 
many of them as is generally the case. We should see to it 
that level-headed business men are sent to the legislature. 





Treas. W. E. Barto, Long Prairie. 


The percentage of failures among the retail dealers of Min- 
nesota is smaller than among the retail dealers of any other 
state of the twenty-eight that I have visited in an official ca- 
pacity. And I attribute that pleasant fact to the other fact 
that we are better organized than in any other state. The 
retail dealers of the state of Minnesota pay more taxes than 
are paid by any other class of business men in the state, and 
for that. reason, if for none others, we should be organized 
i: thorough and aggressive manner. 

“The wholesaler looks you up and decides as to whether 
he wants to do business with you or not. 

“You pay very little attention to people who want to do 
business with you, and the result is that you are greatly im- 
posed upon.” 

Secretary M. S. Matthews then delivered the following 


REPORT. 


NO RADICAL CHANGES. 


In the twelve months that have elapsed since our very 
pleasant annual meeting in Minneapolis, there have been no” 
radical changes in association work. The affiliation of Minne- 
sota with the national organization has proven of marked 
benefit and enabled the various bodies to get in closer touch 
on points of common interest, and concentrate their fire on the 
object to be gained. No one who followed the work of the 
national officers at Atlantic City, last fall, and their grand 
fight in opposition to the Parcels Post Bill, can fail to be im- 
pressed with the wisdom of getting closer together on points 
vitally affecting retail hardware interests. The discussion of 
methods and ideas, at the national meeting, the arrangement 
for interchange through the year of circulars and Ictters issued 
from the secretaries’ offices have been largely and mutually 
helpful. 

PARCELS POST. 

Probably no question at issue has received more atten- 
tion than the so-called Parcels Post Bill. Minnesota, and a 
number of state hardware organizations, have interested them- 
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selves to the extent of addressing every hardware dealer, 
member and non-member, in their respective states, calling on 
them to sign the inclosed petitions, get as many other signa- 
tures as possible, and forward with a personal letter to their 
congressman. 

AN AWAKENED INTEREST 

The advantages of organized effort are being more appre- 
ciated, and most of the states report an awakened interest and 
an increased membership roll. At the request of our presi- 
dent the secretary has made during the year eight business 
trips through the state, and, it is believed, with profit to the 
association, as evidenced in increased membership and rap- 
idly growing insurance business. At last annual meeting the 
list there presented footed 516 names. To-day a roll call 
would show an addition of fifty-seven to that number, making 
a solid paid membership of 573. It was suggested at last an- 
nual meeting that arrangements be made, if possible, whereby 
the dates of our convention and those of the merchants’ ex- 
cursion be made identical, so as to insure a somewhat favor- 
able transportation rate, as well as increased attendan-c. 

For this meeting, it could not be arranged, as our_dates 
were a fixture, and dates of the other people were fnade to fit 
still other dates of similar excursions entering Chicago. 

The question then arises, can we meet the dates next year 
as fixed by the merchants’ excursions? Can we name a meet- 
ing place and leave the date open? Financially, we have 
made gains corresponding to our numerical strength; at the 
beginning of our fiscal year, March Ist, our 


“Balance on hand” was eo eee a a 
Fees and dues ....... PI eee ee 
From program ....... Di idie os iccccvscses) SRD 

$1,981.08 





Sec. M. S&S. Mattnews, Minneapolis. 
DISBURSEMENTS. 


RD sa cen wants pit re Be on wh tout ..$ 600.00 
Pt ir oe A Sli ae os PONE ENIG COSI Se ok wideeh 78.40 
es ak aes! 4 Rel ARE | ERE TR CRA ep: 52.00 
TS ee eae RT eee a dana A 
Secrctary’s traveling expenses ....... Ta des 390.95 
Stationery and telegrams ................-. etal 4.53 
National dues ...... 4 ee ee Jew ardecst; San 
Swedish sufferers .,......+sseeeee++:: oF ey 50:00 
Miscellaneous expenses ..........¢.--- . 158.83 
Balance on hand ......... dj steben cua adocea’> 1 


$1,081 o8 
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WORLD'S FAIR EXCURSION. 

Che secretary would like to call your attention to a letter 
from Mr. Geo. F. Carpenter, Crookston, regarding the pro- 
posed World’s Fair Excursion in June. Mr. Carpenter has 
had wide experience in such matters, having planned the very 
successful southern trip last year of the North Dakota Asso- 
ciation. Any of our members desiring to join our North 
Dakota friends in this trip would do well to communicate with 
Geo. F. Carpenter, Crookston, for further particulars. 

After a report by the treasurer, which showed a balance 
of $3490, E. H. Loyhed, Faribault, read the following paper on 


IMPRESSIONS. 


MEN OF PROMINENCE. 

Our association is to be congratulated that its directors 
have been able to secure speakers to address us who are 
men of prominence in other walks of life 

These speakers may know little of hardware as we know 
it, but they do know a great deal about matters that have to 
do with the successful conduct of affairs. Their advice and 
instruction is worthy of the most careful consideration. It 
should be remembered and followed by all of us who are so 
fortunate as to listen to it, and who are striving to join the 
ranks of those whom the world calls successful men. 


SHOP TALK. 
When your secretary sent me an invitation to prepare a 
paper for your consideration I was certain that he wanted 
some one to fill out the program by speaking of some of the 





kK. H. 


Loyhed, Faribault, Member Executive Committee. 


every day matters that come to our notice as hardware men, 
or in other words to “talk a little shop.” 

I was somewhat at loss for a subject, for I hardly feel 
that I have the qualifications either of education or of train- 
ing in the hardware line which equip me for teaching a rep- 
resentative body of business men anything that would be to 
their special advantage. 1, therefore, decided finally that the 
title of “Impressions” would be a safe shield to guard the 


common places that may be uttered by the layman. These 








AND HARDWARE RECORD 


“impressions” will have to do with some of the problems 
we are facing, and also with the bit of our daily lives as 
retail hardware men. 

A DISTURBING CONTRAST. 

I once read a paper before the Michigam Hardware As- 
sociation, which was holding its annual meeting at Detroit 
in midsummer. The contrast as to the time of year, between 
that day and this, is somewhat disturbing. 

The average retailer in our line works thirteen months 





Cc. H- Casey, Jordan, Member Executive Committee. 


of the year. Twelve months trying to do business, and om 
month trying to get through his inventory. That paper at 
Detroit was a pleasure to work on—even if it wasn’t to listen 
to. During the dull moments of that “good old summer 
time” as I wrote, I found sometimes my thoughts were stray- 
ing. and I could see between the lines the broad expanse of 
the Detroit river, the lake boats, excursion steamers and the 
island parks. 





. 
INVENTORIZING 

In our store we begin inventory on February Ist, and as 
I wrote, my thoughts were often strangely mixed, for this 
time I seemed to see, instead of moonlight excursions and 
glass lists, and what Man- 
with an occasional 


speedway drives, bolt discounts, 
talini called the “dull demnition grind” ; 
protruding thought concerning the attitude of the Interna 
tional Harvester Company in the matter of prices on this 
*vear's supply of binder twine. I merely mention this con- 
trast without comment—you will understand me. 

. GRAHAM’S PHILOSOPHY. 

In his Letters of a Successful Business Man, “Old Gor- 
gon Graham” says there is no sure rule for keeping out of 
troubie in this world, but there is a whole set of them for 
getting into it 

Between the trade papers, jobbers’ circular letters and 
papers read at conventions, we get a large-sized stock of ad- 
vice. so large in fact that it may be likened to Morgan’s 
securities in remaining somewhat undigested. With all duc 
deference to “Mr. Graham’s” epigram, however, the thought 
ful man may find much in all this advice that will not only 
keep him out of trouble, but in other ways be useful and 
profitable as well. 

Of course, if a mere set of rules, well learned, would 
make a man successful, we would each own a copy, and im- 
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mediately proceed to get rich, but rules, like religion, lies 
in the application, and are sometimes mighty hard to live 
-ip*t: : 
KULES FOR SUCCESS 

Most men know intuitively most of the rules for success 
that are published from time to time, and have known them 
ever since they were old enough to read the sayings of poor 
Richard. ‘These rules are all right and proper in themselves, 
but they don’t seem to apply when you want them to. While 





J. Cowing, Alexandria, Member Executive Committee. 


there are many rules, there seem to be more opportunities 
for application than there are rules. 
CARE IN EXTENDING CREDITS 

For instance, we are told by our advisers that we must 
be careful in extending credits. .Now this is a very nice 
sounding rule, but what retailer didn’t know that much -with 
out being told? Smith comes rushing in your store and buys 
a bill of goods. By the time you have put them up he has 
recovered his breath sufficiently to tell you to “charge it.” 
It is your turn to lose your breath, because you really don’t 
know much about Smith. You remember the rule about not 
extending too much credit, but you can’t think of any rule 
that tells you what to do in Smith's case. He has seemed to 
you like a very fair sort of a man,.but you can’t theorize 
now—you must decide some way and decide quickly, fot 
Smith is preparing to walk off with your goods. You may 
make a mistake if you credit him; you may make a mistake 
if you don’t. You believe in the rule that “Honesty is the 
best policy,” but somehow you don’t like to ask Smith off 
hand if he believes in it also. 


JOBBERS HAVE CREDIT MEN. 


The jobber has a credit man to decide cases like this. A 
man who by nature, training and opportunity for acquiring 
information is well qualified for deciding, when the retailer 
buys of him, but you must be your own credit man, with 
scanty time or opportunity, and your success may hinge on a 
high average of right decisions. 

I say “may depend” because of the large number of 
retailers who are able to remain in business in spite of their 
seeming carelessness in extending credits. Whether they 
are not swamped, because their judgment is better than it ap- 
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pears to be, or because the average honesty of the customer 
is higher than some believe, I have no means of knowing 
HARDWARE STYLES 


Chere is a popular idea abroad that hardware is a fine 
business to go into, because “nothing in the hardware line 
grows old-fashioned or out of style.” This idea is on a par 
with the old idea that the world is flat. Fancy a hardware 
stock composed largely of ox-yoke, powder flasks, cast butts 
ind roller skates. 

(he jobber and the trade paper know better than thig, 
so they give us a lot of advice about our buying 

JOBBER HAS SPECIAL KNOWLEDGE 

Liere agein the jobber is all right as to his buying, be- 
cause he has the benefit of the specialized knowledge of his 
buyers, while you are your own buyer. During a good part 
of the year you are listening to cloquent pleas regarding ar 
ticles you never heard of before, and beautiful word paintings 
ire’ showing you the happy let of the merchants who sell 
these novelties. You are told by all your advisers, several 
things regarding such a state of affairs that you are trying 
to sort out and classify while this talk is going on. You re- 
member your instructions all right, but, notwithstanding, you 
don’t know what to do in this case. You remember the rule 
that you must not overbuy—also the one that you must not 
uy unsalable goods Then you remember that you are told 
by your trade papers and other advisors that you must pick 
up the new ideas, buy the new inventions and keep up with 
the times. In other words, if this novelty is all right, you 
should buy it, and if it is not a good seller, you shouldn't 
buy it 

CONTRADICTORY INSTRUCTIONS 


1 


\nybody knows this without being advised. All the time 





Cc, H. Hornburg. New Ulm, Member Executive Committee. 


that these contradictory instructions are being crowded in 
upon your memory, the traveling man is standing at your 
elbow and has kept right on talking. You can be assured 
that if he is out selling novelties he is either an orator or a 
diplomat, and perhaps he is both. If he is, he is a salesman 
in the full sense of the word, and if you don’t keep your 
fingers crossed you are gone. If you take the goods it is not 
a case where you bought them, but where he sold them to 
you. If, when they arrive and you can sell them, you admire 
your judgment. If you are not able to sell them, you in- 
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ventory them a few times at diminishing prices, and then give 
them away or haul them to the dump and think “what a sour 
old world this is anyhow.” 

DEAD STOCK AND CHANGED CONDITIONS. 


Even when you buy wisely you often find that changed 
conditions leave you with dead stock. Log rules and lumber 
measures were perhaps left on your hands after the forests 
about you were cut away. Some of you who were in business 
when flour was shipped in barrels probably lost money on 
the coopers’ tools you carried over when flour began to be 
shipped in sacks. You were busy with a multitude of details 
and did not notice the passing of the demand until it was 
too late. You know, if the theorist doesn’t, that hardware 
does go out of style, and when it goes it goes farther than 
any other class of goods. A hat of the vintage of 1876 can 
be sold to some one at some price, but it would bother a 
man to sell coopers’ tress hoops where there is no cooper 
shop in town. We can’t substitute very well in our business 
beyond certain limits. A resourceful man might sell a mark- 
ing pot for an invalid’s spittoon, but if a customer wants a 
34x16 machine bolt, we can’t substitute a wash boiler. 


LIMITED BY ENVIRONMENT. 


We are limited by our environment and its needs in dis- 
posing of the goods that are going out of style. Here again 
the jobber has the advantage. He can find other markets 
where the goods still sell, and by means of his letters to his 
salesman he can work off his theories on them, and his Jead 
stock on his customers somewhere. He can fill his salesman 
up with ammunition to bag big game, while we have to stalk 
ours with a trap. 

All this time while you are giving credits, buying goods 
or allowing them to be sold to you, you must keep right along 
selling your regular goods, and you must in addition thereto 





B. J. Kernkamp, St. Paul, Member Executive Committee. 


be your own correspondent, and, hardest of all, your own 
collector. 


THAT TIRED FEELING. 

At this time of the year when most of us have finished 
our inventory and have gazed upon the accumulated mistakes 
of the past year, we are apt to have “that tired feeling” as 
we see the dead stock that we so cheerfully and hopefully 
bought, when the year was younger and as full of promise as 
a dead beat. As we gaze we just yearn for more rules and 
more advice to help us through another season, so that per- 


chance we may avoid the pitfalls that circumstance has dug 
for our undoing, in the year of grace 1903. 
THE GOLDEN RULE OF GRACE. 

There is one rule that we all agree upon, as being of su- 
preme importance, and that is the one that admonishes us to 
always keep our temper whatever may happen while we are 
doing business. This, in my opinion, is the golden rule 
of trade, at least its successful following brings golden re- 
wards to the man who by nature or by self teaching can al- 
ways adhere to it. Most of us are mortal, however, and if 
the retailer who, as I have said, is buyer, credit man, sales- 
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man, correspondent and ‘collector, besides being an officer 
in three or four lodges; can keep this rule at all times, he has 
no business to be retailing hardware any longer. 

WHAT IS SO RARE AS A DAY IN JUNE? 

You get up some morning with this rule in mind, and 
think “How easy that is to keep.” You start for your store 
at an unusually early hour. 

The morning is fine and you find yourself humming, 
“What is so rare as a day in June?” : 

At peace with all the world, your eyes behold with 
pleasure the lavishness of nature. The dew sparkles onthe 
leaves and each blade of grass glistens in the morning sun. 
You listen to the singing.of the birds, and revel. in the fresh- 
ness of-the air, and in» the sunshine. 

You are thankful for your lot; the future seems one long 
June and full of roses. 

* By this time you are at your store door, find it still 
locked, and a cloud seems to sail across the sky. 
ASSAILED BY ODORS. 


You unlock the door, and forget about the birds, the dew, 
and the sunlight. You are assailed by the hot and stagnant 
air of a room closed over night, and by odors—not of the 
new mown hay you had been thinking about, but of cordage, 
oils, and the dust of last night’s sweeping. After you get 
the back door open so you can breath again, you begin to 
wonder about those clerks and whether or not they are ever 
going to show up. Then you begin to work furiously just 
to show them how long you have been there when they do 
come. 

After you have tired yourself out doing a lot of unneces- 
sary work, the clerks drop in, and seem much pleased at the 
work you have .done for them. 

This makes you feel good—for now you see the reward 
of unnecessary and uncalled for diligence. 
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BAD NEWS. 

About this time your favorite contractor drops in to tell 
you that you have lost the bid on that job you were so sure 
of. You feel good some more, grab a duster and use it 
vigorously, until you can summon up enough courage to let 
him see you grin, while you are assuring him that “that is 
all right.” Your voice perhaps isn’t very strong when 
you says this, and your grin perhaps has a _ greenish 
tint, but you still remember those birds and those other things 
out of doors, so you dust away, and try to make yourself 
think that you are feeling first rate. 





- McGuire, St. Paul, Member Executive Committee. 


SKIPPED BY THE LIGHT OF THE MOON. 

About the time that you have converted yourself to the 
belief that you are in a fair way to recover, you somehow 
learn that one of your customers who is largely in your debt, 
has clandestinely and expeditiously quitted your town to the 
tune of “I’ll never come back.” He has also neglected to 
mention his address. You are a trifle numb by this time, but 
you think about the birds again, and go to the front door 
to get a breath of fresh air to make sure you are alive. 


A RANGE SALE LOST. 


Down the street you see that farmer who has engaged 
that $65.00 steel range of you, in the act of loading one on 
his wagon from another store. The scent of manila rope 
seems good after looking at that range and you duck back 
in the store where you hope you will be safe for a while. 

In your desperation you try to work off an old shop- 
keeper on a friend’ who is really deserving of better treat- 
ment. You don’t work it off, but the effort to “get even” 
makes you feel better anyhow. 


A SOLICITING COMMITTEE CALL. 


About this time a committee soliciting funds for that 
new church calls in, and among its members you recognize 
a man ‘that has been quoting you prices that he got out of 
Montgomery Ward & Co.’s catalogue, and only yesterday 
another member was in after an oven door knob and a taper 
joint for a Jerry stove he had just received from those great 
philanthropists. Your effort to appear a perfect gentleman 
makes you shiver a bit, but you refrain from telling them 
that they ought to get their subscription where they buy 
their stoves, and sign your name to the list like a little man. 


TAKE SOMETHING FOR A TORPID LIVER. 


By this time you are expecting some one to bring back 
a high grade range that “won’t bake,” but you rush off to a 
place you know, where you can be by yourself, and take some- 
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thing for a torpid liver. When you come back you hunt up 
a trade paper, or a jobber’s circular, with the words up in one 
corner “are you insured,” and try to find out what you ought 
to do on a day like this. The only thing you are sure of is 
that you have given a good imitation of a man holding his 
temper. 

ADVICE IS GENERAL. 


As we journey through life we find that the advice we 
receive deals mostly in generalities. It doesn’t specify, while 
our experiences seem to be specific, and to have no general 
application, we have an experience, more or less unfortunate, 
and we say to ourselves, “I will remember that,” “I won't 
let that happen again,” and somehow it never seems to get 
a chance to happen again, but in its place, comes new and 
entirely different problems that your past experience does not 
seem to aid you in solving. 


GENERAL RULES. 


Of course there are some general rules that we can all 
follow, that if we would be honorable and successful men, 
we must follow. For instance the rule of exact honesty to 
your customer, your jobber, and you manufacturer. Rules 
like this compose the foundation of every merchant’s real 
success, but there is another rule that tends towards success, 
that is so oftén overlooked that I call your attention to it. . If 
lived up to, it lessens the wear and tear of your daily ‘life, 
and is thus for your lasting benefit. 


COURTESY TO COMPETITORS. 

I refer to the courtesy both in thought and deed that we 
should render to our competitor. We should never feel like 
“getting back at him” for any real or fancied wrong. Never 
try to “do him up,” by slashing prices for his especial benefit, 
or by underhanded means to get a customer away from him. 
The man who spends his days growling about competition 
and about his competitor is spending his life in no enviable 
frame of mind, and gets himself into a mental state where 
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he cannot do justice either to himself or his business, and 
thereby makes the effect of his competition all the greater. 
UNFAIR THOUGHTS. 

The waking hours of many a retailer are spent in his 
store. “His life is there,” and these harsh thoughts embitter 
it. Such thoughts are mostly unfair anyhow. Our com- 
petitor may have the same ideas about us, and with perhaps 
as good a reason. We are in such haste to condemn another 
in the same line of business, that the most superficial reason 
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will satisfy us that our competitor is an exceedingly under- 
handed person. 
CUTTING ON NAILS. 

Not long ago a competitor with whom I have the pleas- 
antest business and social relations, stated to me that he be- 
lieved someone was cutting the price on nails, and as soon 
as he was certain that he was right, he was going to stop 
a further cut by selling at cost by the keg. He had quoted 
a price to a man who had promised to come back if he did 
not better it. When I found the man’s name, the amount 
of nails he had asked for and the price my friend had put 
them in at, I looked over our cash sales slips and the de- 
livery slips and showed him that we had sold that man at 
exactly the same price as he had quoted. 

PRICE CUTTING IS CUSTOMER'S FAULT. 

I quote this incident, believing that a large part of local 
price cutting comes from this same cause, the fault of the 
customer rather than of the dealer, and the dealer suffers 
from it. If there could be methods devised of obtaining better 
information among dealers in each town, many unfortunate 
losses and such misunderstandings might be avoided. 

A TASTE OF HIS OWN MEDICINE. 


Some dealers when they lose a bid like the one above 
referred to, do not make any inquiries as to how it happened. 
They assume that it was a case of price cutting and so cut 
their prices in retaliation, retaliation perhaps for something 
that never happened. 

But, someone says, “I have a competitor who lies about 
me, and about my goods. He tries all manner of tricks to 
get my customers away from me. Do you think I am going 
to remain quiet and let him do it? Do you think I won't give 
give him a taste of his own medicine?” 





8S. R. Nelson, Owatonna, Ex-Member Executive Committee. 


My friend, you may give him a taste of his own medicine, 
but rest assured that if you do, he will pour out a good sized 
potion for you in return, and you will both keep at it until 
you suffer from a large sized overdose. 

TWO WRONGS NEVER MADE A RIGHT. 


No, gentlemen, two wrongs never made a right. Never 
forget that if you do business under your own roof, and leave 
your competitor alone, you will have more time to attend 
to your own business, and your own business needs all the 
time you can give it. It is not your competitor who is going 





to hurt you, harass or destroy you. There is just one person 
who can do all these things and that person is yourself. 


PARCELS POST. 


Not knowing whether the subject of parcels post is com- 
ing up at this convention, I wish to call your attention to 
the large number of people who are endeavoring to get laws 
passed by our government to ship freight through the post- 
office. I can see no reason why we should be taxed to pay 
other men’s freight bills, and that is exactly what parcels post 
means. If a man to-day buys anything he pays the freight 
or express in a sufficient amount to allow a profit to the 
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company carrying it. Under the parcels post act he would 
pay a small part of the expense of carrying his package, and 
the taxpayers would pay the balance, so as to make up the 
deficit to the government, which deficit would exist by reason 
of the government’s carrying goods, under the parcels post 
act, at less than cost. If you are in favor of the parcels post, 
you are in favor of helping your neighbors to pay their freight 
bills. 
BIGYCLE CIRCULARS. 

Like the rest of you I am receiving a whole lot of bicycle 
circulars from a postmaster in the art of advertising. As 
I look at these specimens of high advertising skill I seem 
to see behind the picture and behind the sentences the words, 
“Parcels Post,” and I am at loss to understand why a man 
who is trying to make money in the bicycle business is shout- 
ing for parcels post. If he were out for good roads I could 
understand him, but when I think of him now I can hardly 
pronounce the words, “Parcels Post” without stopping to 
think. It seems much easier to say “Parcels Pope.” 


CATALOGUE HOUSE COMPETITOR. 


Just one more impression and I am done. I refer to the 
catalogue house. Catalogue houses were the real cause of 
forming this association. There were, of course, other prob- 
lems to be met, but the paramount evil as we understood it 
then was the catalogue house, and the inroads into the field 
of legitimate merchandising. 

' DISASTERS NEVER OCCURRED. 


In looking back over the years that have passed since 
that summer day when we first met in the state capitol, I 
cannot but feel that we were unduly alarmed, and that the 
disasters that we feared have never occurred. It is well to 
look ata situation squarely, but it is also well to look at it 
calmly and judicially, and as I am only uttering my personal 

























































on 


st 


uld 
the 
son 
Ost 


ost, 
ght 


rcle 


em 
rds, 
nan 
yut- 
uld 
‘dly 

to 


of 
‘ob- 
i it 
ield 


nce 


the 
| to 
t it 
ynal 





THE AMERICAN ARTISAN 


impressions, and am not laying down any law, I feel free 
to say that I see no cause for worry because of the existence 
of the catalogue house. Perhaps I am unduly optimistic, but 
if I am I think it a lesser evil than unnecessary worry. 
ESTIMATES CATALOGUE HOUSE SALES AT 5 PER CENT. 


If the catalogue house had not been in existence for these 
last few years, we would have had other problems to face 
that might have held more of evil for us. 

If they are merely a confidence game they will ruin them- 
selves. If they are what they pretend to be they will live 
in spite of us or our organization. There has been a tre- 
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mendous increase in wealth and population since the day 
these houses first came into existence, and the demand for 
goods has increased accordingly. These catalogue houses 
have grown in the meantime, so great that the aggregate 
amount of their trade is stupendous, but no one believes for 
a minute that this aggregate is anything like the amount of 
this increased demand. Is there a locality anywhere in this 
state or any other where the catalogue house supplies 5 per 
cent of the goods sold in that locality? 
HARDWARE SALES HAVE INCREASED. 

If it supplied 10 per cent, what proportion of that 10 
per cent.is taken from the hardware trade? Now in these 
years, since the advent of this new competitor, has not the 
aggregate sales of the hardware merchants increase to a 
greater extent than that? Might it not be possible that if 
it had not been for these same catalogue houses, we would 
have had more local competition in the shape of new stocks 
of hardware in our towns? We surely would have had them 
in some of our towns. 


A COMPARISON OF CONDITIONS. 


Which condition appeals to you as the better? The pres- 
ent situation, with the so-called evil of catalogue house com- 
petition with their sophistries and misrepresentations, while 
opposed to them are strong hardware associations watching 
our interests. Associations growing stronger every day, with a 
feeling of mutual dependence on each other, and a better un- 
derstanding growing up in every retail center among the hard- 
ware men, or do you prefer the old order of things that ex- 
isted previously to that time? Lack of organization among 
ourselves and lack of understanding also—goods frequently 
sold at below cost, because of excessive rivalry and unfair 
local competition ? 

PROBLEMS TO BE SOLVED. 
The menace of the catalogue competition, called our as- 
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sociation into being. As time passes on we see that we were 
unduly alarmed, and we also see that there are problems to 
be solved, and that the solutions are of real importance to 
our well being. If we had no organization, we would not 
have the Mutual Hardware Insurance Company, which an- 
nually saves us a great deal of money—neither would we 
have a National Association to work for our betterment. 

The time may come when we shall be glad that there 
were catalogue houses to scare us into organizing. 


BUSINESS IN PROGRESS OF EVOLUTION. 


The world of business like the other factors in our com- 
plex social system is in progress of evolution. New condi- 
tions arise, and are met with new solution. The catalogue 
house was but an episode, and like the range peddler the 
effect is passing away. 

We notice a stove occasionally coming to our town from 
a catalogue house, which we think as taxpayers and general 
contributors to our town’s welfare, either ourselves or our 
competitors should have sold. This stove sale seems much 
more important to us than if one of our competitors had 
sold it, but it isn’t. We also notice the fact that a customer 
has quoted a price out of one of their catalogues, and we 
never seem to be able to forget it. 

THE SUN AND THE ECLIPSE. 

We scarcely notice the sun as it shines each day, but we 
talk about the eclipse for weeks. And so in regard to our 
business. When we or our competitors are selling, we take 
it as a matter of course, but if goods come to our town from 
a catalogue house the times are out of joint, our sun is 
eclipsed and the business world grows dark. If we would 
look at the condition fairly, the shipment of the goods from 
the catalogue house into our town has just about as much 
effect on our trade as the sun’s eclipse. 

The meeting then adjourned. 


THURSDAY MORNING SESSION. 
The second day of the eighth annual convention of the 





Cc, F. Ladner, St. Cloud, President Insurance Association. 


Minnesota Retail Hardware Dealers’ Association was certainly 
the most interesting in the history of the organization. There 
were more than a hundred arrivals and registrations during 
the day, and the officers and older members are agreed that 
the organization is truly prosperous and useful. The fore- 
noon of Thursday was devoted wholly to the affairs of the 
mutual insurance branch of the association. The member- 
ship of the hardware association proper is something like six 
hundred, the membership representing practically every one 
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of the counties in this great state. The insurance feature has 
a membership that comes within a hundred or so of the par- 
ent association, and is growing even faster than the latter. 
President Charles F. Ladner of St. Cloud presided at the 
meeting of policy holders and delivered the following report: 


PRESIDENT’S REPORT. 





EIGHTH ANNUAL MEETING. 


It is with great pleasure, gentlemen, that we again greet 
you, and bid you welcome to the eighth annual meeting of 
our association. By the great number of you present here 
to-day and by the large membership of our association you 
demonstrate the fact that you are wide awake to the needs 
and benefits of organization and that you fully realize the 
truth that, in unity there is strength. 

PROSPEROUS YEAR FOR INSURANCE. 


Our insurance company has just closed the most prosper- 
ous year in its existence. Not only has the increase of risks 
written been very large, but the losses incurred have been 
less (in proportion to the business done) than in any previ- 
ous year. 

HARDWARE MEN LESS RISK THAN AVERAGE. 

This proves that the moral hazard of the hardware men 
is safe to trust in and that none of them insure with the idea 
of selling out to the insurance company. It also serves to 
prove quite conclusively that the law of averages as promul- 
gated by old line insurance companies does not apply to hard- 
ware stocks in the same ratio as, for instance, on stocks of 
dry goods and clothing, and still they place us as more haz- 
ardous. 

A HANDSOME PROFIT. 

We have now been in existence a little over four years 
and the average cost to us of running the business and pay- 
ing the losses has been about 36 per cent, leaving us a profit 
of over 60 per cent. 

A RESERVE FUND. 


The thought may come to some of you, Why do the 
board of directors not declare a larger dividend if the profits 
on the business are so large? I would answer to this that 
the directors thought it best to allow a reserve fund to ac- 
cumulate on the basis of about three times the amount re- 
quired by law so as to make it absolutely sure that all losses 
could be paid without having to levy a special assessment, and 
after such a surplus has been created then it would be safe 
to increase the return premium. 

RETURN PREMIUM IS INCREASED. 


We have just about got to the point now when our reserve 
fund has reached this amount and you will notice that we have 
increased the return premium from 25 per cent in previous 
years to 30 per cent for this year, and if our losses do not 
become larger with us in the future than they have in the 
past, we hope to increase the return premium more next year. 


NO DIVERSION. 


The point has also been raised by some whether the work 
of the insurance company has not diverted the officers and 
members from the real purpose for which the hardware asso- 
ciation has been formed. In answer to this I would say most 
emphatically it has not. The insurance company is doing 
exactly that for the hardware association which its founders 
intended it should do, and that is to bring back to the mem- 
bers in absolutely visible form the money it costs them to be 
members of the association and to pay them their expenses 
in attending the annual meeting. The return premiums on 
your policies and the payment of the expense of meetings of 
your executive committee, secretary's salary, etc., by the in- 
surance conipany does this. 


OLD LINE COMPANIES AROUSED. 


The organization and success of the large number of 
mutual fire insurance companies all over the United States 
has aroused the so-called old-line companies to action. They 
tried first to injure us by claiming that we lacked the ex- 
perience in this work and that our other business interests 
prevented us from giving the insurance business the attention 
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it required and that we were not in a position to judge the 
right amount of premium a risk should carry, etc.; but find- 
ing that they could not harm us in this way, they now are 
having recourse to legislative measures to prevent us from 
doing business. 

NATIONAL BUREAU OF INSURANCE. 

A short time ago Representative Morrell of Pennsylvania 
introduced a bill in Congress providing for the creation of a 
national bureau of insurance. I extract one item out of this 
bill for your consideration: “That after June 30, 1904, no 
person, firm or corporation shall be allowed to transact the 
business of insurance within any state, district, territory or 
insular possession of the United States until he or it shall 
have previously filed with the superintendent of insurance a 
duly authenticated certificate from the proper officers or de- 
partment of government of such state, territory, district or 
insular possession showing that he or it has lawful authority 
to engage in and carry on such business under such govern- 
ment and within its domain.” 

The article from which I gleaned the above in comment- 
ing on the same states: “In respect to the provisions against 
the use of mails by companies not recognized by some state, 
district or the national bureau, the Morrell bill is somewhat 
similar to the Dryden bill, although the penalties provided 
are more severe.” 

Aside from the above action in the national Congress, 
powerful lobbies have been established in nearly all states 
when legislatures i. to assist the passage of laws detri- 
mental to the interest of mutual companies. 

BILLS DESERVE DEFEAT. 

I would strongly urge upon each one of you to procure 
copies of both the Morrell and Dryden bills and such others, 
if there are any, before Congress and through your repre- 
sentatives and senators urge their defeat. 

NATIONAL INSURANCE COMPANY IS ORGANIZED. 

At the last meeting of the National Retail Hardware As- 
sociation a committee was appointed with power to organize 
a National Retail Hardware Mutual Fire Insurance Company. 
The organization to be effected in such state which by its 
laws seemed most favorable to such an organization. The 
committee, after a full investigation, organized such a com- 
pany in the state of Pennsylvania, arid this company has now 
been in existence for about six months. 

Its president is a bright, prosperous business man from 
the state of Pennsylvania, who is also vice-president of the 
National Retail Hardware Association. On its board of di- 
rectors are the present president and two former presidents 
of the National Retail Hardware Association, all men who 
held or are holding their positions in the National Association 
on account of their great ability and sterling worth. 

LIMIT, OF INSURANCE. 

The limit, as you know, that any one of you can insure 
with us for is $3,000, and as a great number of you carry 
more than that amount, the National Company affords you 
an opportunity of placing such insurance on the same terms 
as Our own company and at the same time you will assist the 
National Retail Hardware Dealers’ Association in the same 
manner as your insurance helps our association. 

Secretary M. S. Mathews presented the following -- 


SECRETARY’S REPORT. 





BUILDED BETTER THAN THEY KNEW. 

Hardware mutual insurance is a subject that has com- 
manded more attention from hardware dealers in the past 
twelve months than in all previous years. Five years ago, 
which the members of the Minnesota Retail Hardware Deal- 
ers’ Association organized the first of the “hardware mu- 
tuals” they builded better than they knew. While the. four 
years of this company’s existence are but few, upon which 
to write history, we believe from the showing herein made 
that Minnesota has, in large degree, solved the problem of 
cheap as well as good insurance. While no man can predict 
what our losses may be, we can safely say, with our rapidly 
increasing business, that our expense account—the prime fac- 
tor in cheap insurance—will never greatly exceed the present 
ratio of 10 per cent of premiums. Standard old-line companies 
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use 40 per cent for this purpose, so it is very evident that 
we are in this one item actually saving to our policy holders 
the 30 per cent paid as a “return premium.” 

THE SINCEREST OF COMPLIMENTS. 

Hardware associations in neighboring states are paying us 
that sincerest of compliments in organizing an insurance an- 
nex on similar lines. Pennsylvania has two such companies, 
Ohio one, Iowa another, while Missouri, Indiana, Wisconsin 
and Nebraska are either in process of organization or have 
it in contemplation. Mr. A. T. Stebbins of our “Board” at- 
tended the late convention of both Wisconsin and Iowa, ex- 
pounding the beauties of Minnesota’s hardware insurance. 
That his excellent missionary work is already bearing fruit 
is attested by more numerous inquiries and applications from 
those states. Missouri and Wisconsin, -while organizing, have 
sent this company a considerable amount of business to pro- 
tect until such time as they are legally able to handle it them- 
selves. Thanks are due to President Bush and Secretary 
Corey of the Indiana Association; their kind woras securing 
for us a good number of excellent risks in that state. In 
saying excellent risks, we would further remark that Indiana 
is our banner stcte, this company having at the present time 
policies in force in forty towns, no commissions or losses 
ever having been paid in the state. . 

FIGURES ARE WORTHY OF MORE THAN PASSING ATTENTION. 

The usual annual financial statement was mailed in Janu- 
ary, to every policy holder, and to nearly every hardware 
dealer in Minnesota; those not having received them can ob- 
tain a copy in this hall. The figures here given are worthy 
of more than a passing notice, for they mark a new era in 
insurance, as applied to hardware dealers. At the beginning 
of 1903 there was a— 
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RETURN PREMIUM OF 30 PER CENT. 

At the last quarterly meeting in 1903, a return premium of 
30 per cent was declared on all policies expiring during 1904, 
being the first year in which more than 25 per cent has been 
returned. The year 1904, so far, has been marked by numer- 
ous inquiries, many new applications for insurance and an 
extremely light loss account, the aggregate being but $533.62. 
The gross business written this year is $283,600, with gross 
premiums of $6,615.57. Cash balance has increased from $34,- 
820.99 on Jan. Ist, to the present figure—$38,086.80. 

A GOOD YEAR FOR MINNESOTA INSURANCE. 

In a brief statement from Commissioner Dearth, published 
in the Minneapolis Journal of Monday, it appears that 1903 
was a good year in Minnesota for insurance companies. One 
item of note is that the business of the mutuals increased 
15 per cent, while the ratio of loss decreased from 46 per cent 
in 1902 to 33 per cent in 1903. Taken as a whole, the outlook 
for the Minnesota Retail Hardware Insurance Company is 
most promising. During the past year the secretary has re- 
ceived much valuable assistance from President Ladner and 
Treasurer Hauser, and desires to publicly acknowledge the 
obligation. 

Treasurer H. Hauser of Minneapolis presented the follow- 





ing report: 

Balance on hand, as per statement Feb. 25, 1903. .. .$19,216.03 

Recéived from secretary in deposit slips............ 26,046.71 
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Considerable time was taken up with a discussion and 
amendment of the articles of association. A number of 
minor amendments were agreed upon. The forenoon session 
concluded with the appointment of committees which later in 
the day reported nominations for members of the board of 
directors and auditing committee, as follows: 

Members of the board of directors, to serve three years: 
A. T. Stebbins (president of the association), Rochester; C. 
F. Ladney, St. Cloud; H. Hauser, Minneapolis; J. A. Roell, 
Owatonna; Louis Gewalt, Breckenridge, the latter to succeed 
C. H. Hornberg, who has left the hardware trade. 

Auditing Committee—Louis Wakeman, St. Cloud; Nils 
S. Taarude, Tracey; T. H. Thompson, Rockford. 


THURSDAY AFTERNOON SESSION. 


The first thing on the Thursday afternoon program was 
an address by A. F. Sheldon, Chicago, on the “Science of 
Salesmanship.” His address was largely a repetition of that 
delivered before the Indiana Retail Hardware Dealers’ Asso- 
ciation and will be found on pages 38 and 39 of the Feb. 20, 
1904, issue of THE AMERICAN ARTISAN. 

R. A. Kirk, St. Paul, ex-president of the National Hard- 
ware Association and president of Farwell, Ozmun, Kirk & 
Co., then spoke as follows on: 


PRESENT BUSINESS CONDITIONS. 





HAVE BEEN CLEARING THE DECKS. 

You have closed the business of the old year and have 
been clearing your decks and preparing for the activities of 
the new year. Your attention doubtless has been given largely 
to your inventories and to a clearing-up of your shelves and 
to getting your stocks righted up and in shape for your spring 
trade. 

You have also been giving some thought to the outside 
conditions of your business, and, in doing this, the constantly 
recurring question with you has been, “What are the general 
conditions of business and how much are they likely to affect 
my business ?” 

ESSENTIAL CONSIDERATION. 


With the wholesale man such consideration of outside 
conditions is essential and vital. He cannot afford to ignore 
or treat lightly the relations of the general conditions of 
trade and finance to the conduct of his business no more 
than the sailor on broad ocean can dispense with his chart 
and compass. It is also important to the success of the retail 
merchant that he consider as carefully as possible the condi- 
tions of business as, in his judgment, they may affect him 
and that he lay out his line of policy in accord with his 
belief. 

CONDITIONS ARE NOT FIXED 

These conditions are not fixed, but are ever subject to 
change; and this fact, instead of justifying the closing of 
our eyes to the signs of the times, makes it only the more 
imperative that he who is determined to win success shall 
make it his constant study to be abreast of the times, not only 
in his methods in the daily conduct of his business as standing 
by itself or with his immediate competitors, but also that he 
shall consider himself as a unit in the great trade politic and 
that his interests are necessarily affected more or less by 
financial and trade conditions outside himself. 


CONSIDERATION OF EXISTING CONDITIONS. 

I have thought it therefore a very fitting subject for this 
occasion that we consider present business conditions as fully 
as we can in the few minutes allotted us. 

TRADE INFLUENCE ON HARDWARE PRICES 


What then are the present business conditions as they are 
now likely to effect us in the Northwest? How will prices 
of hardware probably be influenced by the prevailing and 
prospective conditions of finance and trade? We have now 
had a period of five years of remarkable activity; much of it 
healthy, some of it not so. Has this period of prosperity 
nearly run its course and are we to see in the early future a 
marked decline in the volume of business, as well as in the 
scale of prices? 
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PRESENT PRICES ARE NOT HIGH. 


If we examine the situation closely I am sure we will not 
find it so. I believe that you will all agree with me that the 
present prices of hardware as a rule are not high, and that 
the exceptions to this rule are indeed very few. A careful 
consideration of conditions will lead to the conclusion that 
to-day the prices of hardware are generally as low as the 
goods can be produced on the present basis of cost and that 
until there shall be a readjustment of the prices paid for labor, 
as well as other leading factors in the cost of goods, manu- 
facturers cannot be in a position to reduce prices without, at 
the same time, reducing their fair legitimate profits. 


SOLID INTERESTS HAVE WITHSTOOD WHIRLWIND OF SPECULATION, 


Of course, there might be financial or other reasons for 
crowding the markets regardless of the cost of goods or the 
profit on their sales. In a time of panic, such as 1893, the 
cost of goods and the inability to sell them at the price of- 
fered without loss, do not determine the market. There are 
now, however, no panicy conditions. Sufficient money for the 
requirements of business can be had at reasonable rates. The 
solid business interests of the country have shown during the 
past year that they can withstand with scarcely a ripple of 
disturbance the whirlwind of speculation in all its stages from 
inflation even to drastic liquidation. During this abnormal 
and trying period, business went serenely on with the evident 
assurance as one of its most marked characteristics that 
whatever the exhibition might be it certainly was not a busi- 
ness man’s panic. 

There is also a feature in the present conditions that add 
very largely to the stability of values in hardware, which is, 
that ‘the manufacturing of many of these lines is in strong 
hands. We have seen the steadying influences of this power 
in the marketing of goods in some lines in the past two years, 
and we all recognize it as of a most healthy character. 


STEADY MARKETS ARE DESIRED. 


What we all desire, whether the retail merchant or those 
who sell at wholesale, is a steady market, and this condition 
is certainly helped materially by the consolidation of the past 
few years. 

There is also, I may add, a growing tendency toward 
steadiness of prices at which goods are offered to the retail 
trade in there being less disposition on the part of manufac- 
turers, as well as jobbers, to cut prices when not justified. 


THE MILLENNIUM UNREACHED. 


We have not yet reached the millenium and are probably 
still far away from the day when the lion and the lamb shall 
lie down together unless the lamb were to be inside the lion. 
But there is no doubt that the demoralization of prices is 
growing some less in evidence as the years go by, and I think 
the feeling among you gentlemen of the retail trade is stead- 
ily growing somewhat stronger, that when a “glib” salesman 
comes along and throws out some cut prices, he is giving 
you a bait, and that if you favor him with a general order 
for goods, he will see to it that the prices on the entire bill 
average up pretty well for his house. 


THE PRESIDENTIAL ELECTION. 


Another feature in the general conditions, which at this 
time is sure to figure more or less in our estimates, is the 
effect of the presidential election year. We have come to 
think to some extent that the fact itself of being the presi- 
dential year carries with it the conclusion that we must not 
expect much out of it. 

There have been presidential campaigns in which the is- 
sues were of such a radical character as, necessarily to disturb 
business. None of us will forget the campaign of 1896, which 
stands out conspicuously as a presidential year when business 
interests were very seriously affected, but we have come up 
out of the slough in which we were then floundering, and we 
are up again on dry land and the clear sky and the pure air 
of the better financial conditions of to-day surely will not 
soon give place again to free silver craze theories. We can 
see no way in which the issues of the coming campaign can 
be drawn so sharply between the two great parties in the con- 
test as to disturb largely the conditions of business. 
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TARIFF QUESTION. 


Indeed the tariff question is the only one that now prom- 
ises to be before the country in which business interests can 
be affected to any extent worthy of consideration, and on this 
question it makes comparatively little difference whether the 
party.is in favor of a protective tariff or a tariff for revenue 
only, inasmuch as the requirements of the government for in- 
come are such as to make it absolutely necessary that the tariff 
scale must be adjusted so as to produce about the sum that is 
now realized from this source. 

BRASS BANDS ON THE WANE. 

Taking the national issues as they stand to-day, we see no 
reason for anticipating any disturbance of business worthy of 
mention from this cause. If we look at it closely why should 
it affect the business of one of you gentlemen to any appre- 
ciable extent. You expect to attend to your business as 
closely as you have ever done. The days of great excitement 
in presidential elections, of long processions with brass bands 
have passed away so that your customers are not spending 
their time and money in politics. They will probably want 
about the usual amount of supplies. Why should you be led 
to feel in the least that you must expect less returns from this 
year on account of its being presidential year? 

CATALOGUE HOUSES. 

As one of the conditions affecting your business, you must 
bring into the reckoning the catalogue house. Like the poor, 
“you always have this evil with you.” You certainly are not 
feeling the baneful effect of the catalogue house more than 
you have done; indeed, I believe you feel it less. You are not 
troubled to any considerable extent from local houses of this 
character, and, which is the best feature of the situation, you 
have been learning during these years how to meet this de- 
structive sort of competition. You have been led to learn 
the weak points in the catalogue house and also how you can 
hold your customer against it. You have seen how to meet 
some of the cut prices when you have found this the policy 
to follow, and in other cases you have learned to use your 
credit department with the man who sends his cash to the 
catalogue house and asks you to carry him. 

The catalogue house is here to stay and the country mer- 
chant who expects to succeed must study to meet it. 


PERSONAL RELATIONSHIP WITH CUSTOMERS. 


I am sure that in considering the methods for meeting 
this evil, one of the strongest weapons that you can use has 
been greatly underestimated, which is the power of your per- 
sonal relationship with your customer. This is one of the 
most valuable influences that you can bring to bear. This per- 
sonal touch between man and man, between the dealer and his 
customer, and by the proper use of it, you can depend upon it 
you will do more to kill the influence of the catalogue house 
than you can do by any other weapon at your command. In- 
deed, I consider it, together with your intelligent and tactful 
handling of your customers, ample means to meet this dif- 
ficulty and successfully to overcome it. 


REAL MERCHANTS SET CLOSE TO CUSTOMERS. 

But you may say, “There is Tom Jones, what does he care 
for personal influence or for the public good, either?” There 
are some Tom Jones’ in most communities, but they are the 
exceptions. The man who is the real merchant is going to get 
close up to his customers and establish a personal bond be- 
tween him and them that enables him to come into very close 
touch with them and to learn their wants and thus anticipat- 
ing their orders going to the catalogue houses, and also that 
will lead his customers to give their trade to their friend and 
neighbor. It is the business of the live retail hardware man 
to know the prospective wants of his customers to such ex- 
tent as to be able to hold his trade. I am sure that if the 
retail merchant will work on this line and if his efforts are 
properly supplemented by the help of the jobber and the man- 
ufacturer, the evil of the catalogue house will be greatly re- 
duced and will become one of the minor evils in the trade. 

SHOULD THROTTLE THE EVIL. 

The great difficulty has been with too many merchants that 
they have not gone resolutely to work to throttle the evil. It 
will never be overcome by keeping it at arm’s length. On the 
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other hand we have abundant testimony of the success 
achieved by those who have intelligently and persistently grap- 
pled ,with the evil. I have been led into this possible digres- 
sion in this part of my theme by the high place that is held 
in my estimaticn by the catalogue house, as among the evils 
in the conditions of business that affect the retail and whole- 
sale hardware trade. 


GOOD PRICES FOR FARM PRODUCTS COMING. 

Another factor of very large importance in the conditions 
of business as likely to affect us, is the probability of good 
prices for what the farmer will have to sell. With Russia, 
our largest competitor in the export of wheat, engaged in 
a war that will probably tax her energies greatly for some 
time to come, and with the markets of the world indicating 
high prices generally for the products of our farms, 1904 now 
promises to be a “farmers’ year.” If the coming harvest shall 
be favorable, this will doubtless be realized and we may cer- 
tainly regard it as one of the most favorable signs of the 
times. 

SEE MUCH OF ENCOURAGEMENT. 

From this hurried summary of business conditions, as we 
believe them now to stand, we certainly do not come to the 
conclusion of the pessimist, but on the contrary we see much 
to encourage. . 

It is not a time for booms or speculation, but for the man 
whose eye is on his business from head to foot, who is buy- 
ing only for his wants and who is making it his special study 
to enlarge his sales, as well as his profits by the closer culti- 
vation of his trade, the signs of the times are far from being 
unfavorable. 

A PLAIN ROAD. 

It is one of the choice sayings of Ben Franklin, that “The 
road to wealth is as plain as the road that leads to the mill.” 
It consists, he says, “simply in spending less than we earn.” 

In these few words we have the whole economy of busi- 
mess, and whether we handle millions yearly or thousands 
and whether we consider the buying or selling of goods, no 
matter what the line of work may be, in all that we plan and 
all that we do, our every effort is directed toward the one 
simple purpose, that we may make the business earn more 
than it spends. In our efforts to secure this one object that 
we all have in vjew, may we each one find our balance on the 
right side when we come to close our books for 1904. 

This session was enlivened by the presence of a large 
and enthusiastic committee from the Minneapolis hardware 
men’s association. The Minneapolis crowd was at the con- 
vention mainly for the purpose of inviting the association to 
hold its next meeting in that city. The Minneapolitans had a 
banner and a college-like yell, which was: 

“Tacks, rakes, locks, 
Look at this, 
Minne—a—po—lis.” 

THURSDAY EVENING. 

At the Thursday evening session at the Commercial Club 
M. L. Corey, Argos, Ind., secretary of the National Retail 
Hardware Dealers’ Association, then addressed the conven- 
tion. 

Rev. E. C. Clemens of Duluth spoke on “Hardware.” 
He possesses much of the sterling wit of his distinguished 
kinsman, Mark Twain, and contributed very largely to an 
evening of great enjoyment. 


FRIDAY MORNING SESSION. 

M. L. Corey, Argos, Ind., secretary of the National Re- 
tail Hardware Dealers’ Association, addressed the conven- 
tion on the parcels post. After a general survey of the sub- 
ject he said: “The dealer should take this matter up person- 
ally. The hardware employe should talk it over with voters 
and enlist storekeepers and neighbors. Don’t hesitate at 
reasonable discussion whenever advisable. Remember that if 
every retailer everywhere should bring pressure on his repre- 
sentatives in Congress and thoughtfully engage in right writ- 
ing of interesting lobbying letters, it would surely teach every 
aspiring national legislator that his interests would suffer if 
he‘did not vote and work against the parcels post.” 

R. R. Williams of the Iron Age addressed the conven- 
tion. 
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S. R. Miles, Mason City, president of the Iowa Retail 
Hardware Dealers’ Association, addressed the convention. He 
spoke briefly and told what his association was doing and 
hoped to do and suggested reciprocity in the way of insurance. 
He suggested that when hardware dealers in his state wanted 
insurance in a mutual hardware insurance company outside 
their own state that they favor the Minnesota association, and 
vice versa. The convention ended amid very great enthusiasm 
at I p. m., after deciding by unanimous vote to meet in Duluth 
in 1905, at a date determined by the executive committee. 


The following dealers were present: 


Amlie Bros., Benson. 

Abbott, Scott M., Watertown. 
Brown, C. H., Ada. 

Bretzke, H. A., Blue Earth City. 
Boehme, G., Minneapolis. 

Brelji, C. H., Plato. 

Blunt, M. H., Preston. 

Bratsch & Field, Renville. 
Baker & Hanson, Rochester. 
Bouck, C. W., Royalton. 

Cowing, Robards Co., Alexandria. 
Cory, T. P., Buhl. 

Crabtree, J. W., Herman. 

Casey, C. H., Jordon. 

Collins & Co., C. H., Le Sueur Centre. 
Crachee, Albert, Minnesota Lake. 
Candee & Osdoba, Wells. 
Cumming, U. G., Wilmont. 
Decker Bros., Austin. 

Duerre, Geo. F., Plainview. 
Donaldson, C. R., Stewart 

Davis, W. S., Stewartville. 
Erickson, Chas. E., Waltham. 
Estby, H. C., Cyrus. 

Elysian Hardware Co., Elysian. Both members present. 
Erickson, O. A., Lake Park. 
Ebe, Anton, Minneapolis. 

Evens Hardware Co., Princeton. 
Evenson Bros., St. Peter. 

Evans, D. H., Tracy. 

Ferguson, C. V., Chatfield. 
Friedrich & Co., G., Jasper. 
Farrell, P. R., North Redwood. 
Fuller, F. A., Park Rapids. 
Fietsam, B., Royalton. 

Feldman, C. H., St. Peter. 


Gewalt, Louis, Breckenridge. 
Gensmer & Son, M., Caledonia. 
Goodhue Hdw. & Imp. Co., Goodhue. 
Gongoll, W., Jr., Mayer. 
Graupman, D. J., Plato. 
Groschen, C. M., St. Bonifacius. 
Heydon, H. H., Chatfield. 
Hansing, Gustave, Danvers. 
Hutchinson, W. L., Eden Valley. 
Hornburg, C. H., New Ulm. 
Hartelt, August, Norwood. 
Heaney, W. J., Olivia. 

Heins & Co., Renville. 

Hymes, H. R., Rochester. 

Hopps, W. J., Rash City. 

Hass & Anderson, St. Paul. 
Hillerud & Co., Sauk Center. 


Johnson, C. B., Cannon Falls. 

Juni, Chris, Jordan. 

Johnson, O. J., Waseca. 

Keifer, P. H., Barnesville. 

Kromer, J. G., Bird Island. 

Kolseth & Bjerking Hdw. Co., Fergus Falls. 
Koenig Hardware Co., Howard Lake 
Klinckenberg, C. R., Lester Prairie. 
Kind, W., Swanville. 

Markinson, J., Swanville. 

Kingsford, W. G., Mazeppa. 

Kraker, J. J., Melrose. 
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Strengle, D., Morton. 

Krejci, John, Silver Lake. 

Lystad, Theo., Ada. 

Liuderholm, A., Belgrade. 

Leaman, Chas., Chokio. 

Loyhed, T. H. & Son, Faribault. 
Lundberg-Peterson Lumber Co., Isanti. 
Lunder, O. H., Rothsay- 

Larson, C. J., Winthrop. 

Maxson, D. E., Blue Earth City. 
Mickey, C. L., Jackson. 

Marckel, A., Perham. 

Marzolf, A. & Co., St. Paul. 
Meyers, E. L., Woodstock. 
Westerdahl, A., Kerkhoven. 
Newgard, A. J., New Richland. 
Nolan, Thomas C., Pine Island. 
Nolting & Kernkamp, 270 E. 7th st., St. Paul. 
Nutter Bros., St. Peter. 

Ostby & Johnson, Perley. 

Ohsberg, E., Willmar. 

Payne, L. O., Welcome. 

Phillips, Walter, Excelsior. 
Pastoret, M., Hibbing. 

Philley & Co., I. L., Louisberg. 
Peters, M. G., Mantorville. 
Peterson, E. O., Redwing. 

Pease, Ed. A., Redwood Falls. 
Rosenkranz & Brustuen, Appleton. 
Ranstad & Hanson, Battle Lake. 
Ross, C. J., Chokio. 

Salmonson, P., Chokio. 

Readon, A. V., Morgan. 

Raymond Merc. Co., Raymond. 
Slipp Brothers, Brainerd. 

Silver, J. N., Clarkfield. 

Smith, J. O., Deer Creek. 

Sprute, A. H., Farmington. 

Solum, M. J., Hitterdahl. 

Sitz, A. J.. New York Mills. 
Schleck & Co., North St. Paul. 
Stebbins, A. T., Rochester. 
Schroeder Bros., 902 Payne ave., St. Paul. 
Schmid & Lehrer Co., Springfield. 
Schmidt, Julius, Wabasha. 
Marsch, August, Wabasha. 
Schweikert & Stockman, Winthrop. 
Schleusner-Ingram Co., Sauk Centre. 
Torgerson Bros., Canby. 

Thompson & Roell Hdw. Co., Owatonna. 
Taarud & Son, Nils, S., Tracy. 
Urbatch, W. J., Austin. 

Veltum & Clark, St. James. 
Wadsworth & Co., Glencoe. 
Woehler, Gus, Minneapolis. 
Wostrel, Frank, Waconia. 

Zila, E. J., Hutchinson. 
Zimmerman, Seb., Mankato. 
Stremel Bros., Minneapolis. 
McGaffy & Co., E. A., Buffalo, N. Y. 
Mather, A. C., Morton. 

Wolf, L., Jordan. 

Stuhlman, J. C., St. Paul. 

Conner, E. H., Milwaukee. 
Pottridge, L. W., Kenyon. 

Bell, J. M., Iowa City. 

Shetto, W. E., Griffon. 

Faulkner, Samuel, Minneapolis. 
Sablick Bros., St. Paul 
Vandersling, R., St. Cloud. 
Adams, C. H., Company, Redwing. 
Notting, J. C., St. Paul. 

Clayton, Benj., St. Croix Falls, Wis. 
Marson, Aug., Wabasha. 

Brimhall, Geo. D., Minneapolis. 
Huveland, E., Osseo. 

Stark, C. J., Ortonville. 
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Anderson, A. G., Starbuck. 
Parsons, C. W., Franklin. 
Peace, J. G., Superior, Wis. 
Roesch, Joseph, Ada. 
Marckel, A., Perham. 
Schroeder, M.-J., St. Paul. 
Olson, C, A. Willmad. 
Boyer, H. A., Fountain. 
McGuire, J. F., St. Paul. 
Doran, E. S., Le Sueur Center. 
Feyder, J. N., Osceola, Wis. 


CONVENTIONALITIES. 





Sam T, White of the White Lily Washer Co., Day- 
enport, Ia., was among the “fringe” at the convention 


of the Minnesota Retail Hardware Dealers’ Associa- 
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tion. He was exhibiting the popular White Lily 
washer and was giving away a white lily as a souvenir. 


Walter Voigt, the northwestern representative of the 
Berger Mfg. Co., Canton, O., was among the conven- 
tion attendants. He was showing a full line of metal 





> 


ceilings in French Renaissance, Italian Renaissance 


and German Renaissance, also Berger’s old-style tin 
plate. He was giving away a delightful novelty in 
convention souvenirs that was far removed from the 





hackneyed rut in the shape of rhododendron paper cut- 
ters, with the name of the firm and a reference to their 
metal ceilings prettily pyrographed thereon. 


——_—_—_—_—__+-0--___-__—__ 


MEETING OF EASTERN NEW YORK AND VER- 
. MONT HARDWARE AND IRON ASSOCIATION. 





The Eastern New York and Vermont Hardware 
and Iron Association held their sixth annual meeting 
at Albany recently. 

The officers elected were: 

President—Jas. L. Dunn, Troy, N. Y. 

Vice President—Richard Ryan, Rutland, Vt. 

Secretary—Chas. A. Turner, Albany, N. Y. 

Treasurer—John E. Larrabee, Amsterdam, N. Y. 

Directors—Chas. Croisant, Albany, N. Y.; J. T. 
Johnson, Rondout, N. Y.; J. F. Whalen, Burling- 
ton, Vt. 
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Meeting Ohio Hardware Association. 





TUESDAY AFTERNOON Sine: 


The tenth annual convention of the Ohio Hardware Asso- 
ciation began its sessions at the Hollénden Hotel, Cleveland, 
Tuesday, Feb. 23, 1904, at 2 o’clock p.'m. 

President Bogardus called the meeting to order, and in- 
troduced the Rev. Casper Wister Hiatt, D. D., who invoked 
the Divine blessing on the deliberations of the association. 

The President: When strangers come to a largé city it is 
a great comfort to have someone to tell them what they may 
and may not do. To have one in authority to give them this 
information adds strength to it. We are fortunate in having 
with us to-day a gentleman not unknown to the people of 
Ohio, and one whose word “goes” in Cleveland. I have the 
honor to introduce to you, His Honor, Tom. L. Johnson, Mayor 
of Cleveland. 

HATCHET NECESSARY. 


Mayor Johnson: Mr. President and Gentlemen. I like the 
gavel that you have here (referring to a handsome hatchet 





used as a gavel by the president). It is a good sign. They 
say some people in politics carry a hatchet, and I suppose that 
applies to your trade as I am very glad 
to be able to welcome you, gentlemen of the Retail Hardware 
Association of the state of Ohio, to Cleveland, to wish you a 
very pleasant stay here, and to, give you, in the language of 
olden times, the keys of the city and say that everything is 
yours, even the sidewalks, if you can stand up on them in this 


well as to ours. 


weather. (Laughter.) 


IN KEEPING WITH THE MARCH OF CIVILIZATION. 

I feel a particular interest in your association, for I do 
not know anybody that has from boyhood up taken a greater 
interest in-the hardware trade. You know the feeling women 
sometimes have in getting into dry goods or notion or mil- 
linery stores and spending their time in looking over the 
things that attract them. From my boyhood up nothing de- 
lighted me more than to get in a hardware store and look at 
the variety of things to be found there. The mechanical de- 
velopment and work along that line have been, I think, in 
keeping with the march of civilization from the beginning. 
They. say this is an iron age, and that our great progress is 
due to the use we make of tools and machinery. All this 
is in the line of the hardware man. I think, its the great 
development in that line that has really been jredponsible for 
most of the good things that go to make up thia civilization 
of ours. I do not know whether you lodk at it from the 


manufactures them 
or the merchant*who buys and sells them, but to my mind 
there is more in the hardware business than the mere trade 
of making money, for if you will notice you will see that 
you have progressed from the beginning just as you have mul- 
tiplied the good and useful things to be found on the counters 
and shelves in any community. I take great pleasure on that 
account in welcoming this association, wishing you prosperity, 
and that the result of your meeting here will not only be 
pleasant for Cleveland, but of great profit and advantage to 
you who are here. Again welcoming you into our midst, I 
thank you very much for your courtesy and attention. (Ap- 
plause.) 

Mr. John F. Baker of Dayton responded in a felicitous 
manner to the speech of welcome, as follows: 

Mr. Mayor, I surely voice the sentiment of the members 
these words 


mercenary point of view of the man who 


present when I say that we sincerely appreciate 





Pres., J. F. Baker, Dayton. 


of welcome. We have come to your city for a few days in or- 
ler that we may study some of the problems that confront 
us as merchants, and when our deliberations have been con- 
cluded we expect to return to our homes with that same good 
of Cleveland that we took with us 


opinion of the glories 


when we were here in 1900. And this good opinion was 
formed after a delightful season with the merchants and 
manufacturers of your city. Their generosity, hospitality and 
cordial greetings were showered on us with such a lavish 


hand that the recital of them is to this day one of our pleas- 
antest tasks. 

To those of us not Cleveland the 
city has a strange fascination. The success you have attained 
in the commercial world is the admiration and envy of all the 
cities and towns of this great state in which we live, and of 
which we are so justly proud, and when in the last February 
Cleveland in 10904, the decision was 


who are residents of 


we decided to meet in 
hailed with genuine delight. 
It is usual on the part of the 


For the 


chief executive to. tender us 
free and unrestrained use of 
at this time will suggest 
to hand over the night 


the keys of the city. 
those keys we beg to thank you, but 
that it will not be necessary for you 
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key, inasmuch as we shall have no use for it. However, in 
the event we should, the ease with which the average hardware 
merchant can interpret the intricacies and manipulate the 
mechanism of a night lock makes the possession of a night 
key superfluous. 

In closing, permit me to say to your honor that since you 
mow have seen our faces and have become familiar with our 
physiognomies, you may expect that during our stay at least 
we shall be on our good behavior, and that our deportment 
will be such that when we leave your city your people will 
discover an aching void that will be hard to fill. (Applause.) 


The secretary then, by direction of the president, called 
the roll of membership, which showed an attendance of 
about 200. 

Secretary Burr then read the minutes of the last annual 
convention, and they were approved. 

President Bogardus then read the following 


ADDRESS. 





A DECADE OF CONVENTION WORK. 


For the tenth time we are gathered in convention. A 
decade has passed since the thirteen gathered at the Neil 
house in Columbus in the hope of accomplishing something 
looking to the betterment of conditions surrounding the hard- 
ware trade. They have been ten years of progress. During 
this time there have been organized eighteeri state associa- 
tions, and some twenty-two more associations more or less 
focal in their character. The eighteen state associations have 
all been affiliated -into a National Retail Dealers’ Hardware 
Association. It was hoped that by such an organization a 
gteater influence could be built up, and that results could be 
brought about better than by state associations alone. As we 
fook back over the decade of our existence and try to sum up 


Ex-Pres., W. P. Bogardus, Mt. Vernon. 


the results, there cannot but be a feeling of satisfaction at 
our progress. 
COMPLAINTS FEW AND FAR BETWEEN. 

During the first years of our existence a large amount 
of the time of your Secretary and Grievance Committee was 
occupied with complaints or retailer against jobber, some just 
and soon settled and some otherwise and very hard to get 
any satisfaction out of. But during the last two years the 
complaints have been few and far between, and all have been 
afranged in a satisfactory manner. The relation of the jobber 
to the retailer has greatly improved. There is a better under- 


standing between jobber and retailer, and complaints are 
much more easily adjusted. We have had a prosperous year. 
Providence has been kind to us as a nation and as individuals, 
and the return of our annual convention finds us nearly all 
here. For those who have crossed the river and whose faces 
we shall never see in the flesh again, we have only memories. 
To those who have left our ranks to engage in other avoca- 
tions we have only good wishes for their further prosperity. 
To those who are still in the harness of active business we 
have words of encouragement. 


CLOUDS ON THE HORIZON. 


There are some things that have come across our path 





Cor, Sec’y, Frank A, Bare, Mansfield. 


that at the first seemed threatening. Some of the great cor- 
porations that looked so menacingly on the horizon as they 
came into view a few years ago do not inspire us with the 
same dread they once did. Their sides are shrunken, and 
the water that has been dripping from their sides for the last 
year or two has washed the glamour from the eyes of the 
common stockholder and he has his experience. Prices have 
not fluctuated in former vears and the steadiness of the mar- 
kets have been a good thing for all of us. Speculative buy- 
ing has not been as profitable, and the results of such business 
have been far from satisfactory. 


UNFAVORABLE LEGISLATION. 


One of the great dangers that confront us is unfavorable 
legislation. Socialists have sown the seed of governmental 
ownership of transportation facilities and are seeking to make 
the government enter into competition with private enterprise. 
As a writer on economics very truly says: “The theory of 
reducing transportation charges by furnishing commercial 
service at reduced rates by means of tax-supported, govern- 
ment-owned facilities in competition with private enterprise 
is wholly wrong. No country in the world, notwithstanding 
their canal systems and state-owned railroads, has transpor- 
tation facilities that are comparable with those of the United 
States in points of time required and charges for transpor- 
tation. These facilities are the creation of private enterprise 
and are entitled to protection from and not assassination by 
the government.” This socialistic seed is bearing fruit in 
the shape of yicious legislation. To combat these theories and 
to help create%a@ more intelligent idea of the governmental 
functions ‘y government is well within the sphere of use- 
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fulness and duty of every hardware man who lovés his coun- 
try. The grievance committee report no unsettled complaints. 
We look for a continuance of such annual reports as the or- 
ganization of associations continue. 

INSURANCE IS VERY SATISFACTORY. 


The insurance feature of association work is very satis- 
factory. I am able to report to you that it has been a suc- 
cessful undertaking, and that the success it has had confirms 
us in our opinion of the wisdom and business foresight of 
the men who inaugurated and have carried it thus far so well. 

WORK OF SECRETARY. 


During the past two years the success of the association 





Fin. Sec., Will C. Jones, Columbus. 
has largely been due to the faithful services of your secretary, 


Mr. D. R. Burr. In season and out of season he has been 
indefatigable in his efforts to bring greater success to the 
Ohio Hardware Association. How far his efforts have gone 
and what he has accomplished needs no telling by me. You 
can see for yourselves. But I wish to bear this public testi- 
mony to his prompt and faithful service at all times. As the 
years go by the work of the secretary must of necessity in- 
crease. To an active business man it is getting to be a serious 
burden. The time necessary to perform the duties of secre- 
tary in a satisfactory manner is a drain on our resources that 
few of us can stand. I refer this subject to you that you 
may in your wisdom suggest some solution that will be more 
satisfactory than the present arrangements. 


INCREASE OF LOCAL ASSOCIATIONS. 


I call your attention to the gradual increase of local asso- 
ciations of business men for mutual protection against that 
class of citizens who are ever ready to claim that the world 
owes them a living and are very prompt to demand that their 
claims be recognized, but are never ready to pay what they 
owe. I cannot but feel that the organization of such associa- 
tions will accomplish what individually we never have been 
able to do—to collect our accounts. With the gradual in- 
crease of our membership and a greater knowledge of our 
dangers and of our needs, we must grow larger. And as 
long as wise moderation characterizes our actions we must 
grow stronger. A power for good. A power for conserving 
the rights of our members and a recognition of our relations 
to others, so that a mutual respect and confidence will be es- 
tablished between us and our friends, the jobbers. To do 
this means that we all must work. A large membership up- 
holding the officers will bring permanent prosperity. A cour- 
age and a power is put in the hands and hearts of the officers 
when they feel that the members approve their actions and 
are backing them up in their endeavors to advance the inter- 
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ests of the hardware trade that nothing else will do. We all 


have an individual work to do. 


RELENTLESS COMPETITION. 


We have a competition that is relentless, whose motto is: 
“Conduct your business as if you were running a store to put 
your competitor across the street out of business.” We need 
not only every association, but every individual to realize the 
importance of the work and the necessity of meeting such 
competition with a determination to stamp it out, as far as 
possible. It may cost us something to do this, but we have 
learned ere this that things that have value cost something 
to get. 

RETAILER SHOULD MEET ISSUE SQUARELY. 


If the retail dealers will meet the issue squarely as it 
comes, in relation to the catalogue houses, then the time is 
coming when the catalogue houses will lose their power and 
people will find each year less reason to patronize them. Or- 
ganized work, supplemented by individual effort will accom- 
plish the things we desire. 

MAY INVOICE PROGRESS. 


And now we may properly invoice our progress and de- 
termine the value of our association work and what it has 
done for us. Our stores are in better shape. We have more 
system and greater cleanliness and order. We are taking 
more pride in the display of our goods. New ways of keep- 
ing and showing our stock have been adopted. There is 
greater taste in window display. More orderly ways of keep- 
ing our catalogues and improved ways of keeping our ac- 
counts: These and much more can be fairly charged to the 
credit of the association. The work of the association has 
been greatly helped by the cordial and loyal support of the 
trade papers. To them we owe much. They have been our 
prudent and judicious friends, and their counsel has been 
invaluable. Our invoicing of the value of our association is 
over. The profit of the investment has been, I hope, clearly 





Ex-President H. C. Wiseman, Springfield. 


shown, and we start another year with hope in our hearts and 
a strong determination to make a success of the business we 
have chosen for our life’s work. 


COM MITTEES. 


The president announced the appointment of the follow- 
ing committees : 

Resolutions— —. Jacobs, Youngstown; E. C. Smith, Gar- 
retsville; Kramer, Dayton. 
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Nominations—J. P. Duffy, Greenville; Ingalls, Bryan; D. 
A. LaFavre, Greenfield; Bobinger, Cincinnati; Getz Kent. 

Question Box—Brobst, Findlay; Hatfield, Troy; Horn, 
Greenville. 

Laws Relative to the Hardware Trade—H. C. Wiseman, 
Springfield; Thomas, Galion; H. P. Fribley, New Philadel- 
phia. 

On Memorial—T. J. Waller, Youngstown; A. R. Kan- 
ney, Green Springs; L. F. Stahler, Waverly. 

Mr. Cauke of Wooster was introduced as a man who. had 
been in the hardware business over sixty years. He is over 
eighty years old, and some of his reminiscences of early, days 
in Ohio were very interesting. 


J. S. Brainard of Cleveland read a paper entitled “Trade 
Relations Between the Retailer and Manufactirer.” It is a 
well-known fact, he said, that unless the manufacturer can 
get his goods into the hands of the retailer and get the latter 
to push them, the manufacturer’s chances of success are not 
bright. How to get the goods into the retailer’s hands and 
get him to push them is the question paramount to-day in the 
mind of every American manufacturer. Shall he market his 
goods through jobbers or by salesmen or other means direct to 
the retail trade? Each method has its good and bad points; 
and each is adopted. While selling by salesmen enabled the 
manufacturer to keep in closer touch with the retailer, there 
was one advantage in dealing through jobbers, as it resulted 
in fuller lines being carried and kept within easier reach of 
the retailer. Yet the latter is really the man who must be 
looked to to push things, and successful factory managers: 
have maintained close relations with the retailer, while those 
managers who have not done so have not succeeded so well: 
Organizations like this are of benefit to the manufacturer, 





F. A. Powers, Norwalk, Ex-Member Executive Committee. 


enabling him to keep in touch with the retailers, a class of 
men who are wide awake and keep their credit good. 
The meeting then adjourned. 


WEDNESDAY MORNING SESSION. 
The convention was called to order at 9:30 a. m. by the 


president. 
President Bogardus gave the following 
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REPORT OF NATIONAL DELEGATE. 





BRINGS HEARTY GREETINGS. 


In addressing you at this time, as the representative of 
the National Retail Hardware Dealers’ Association, I am sure 
that I bring you their hearty greeting. Hearty because you 
are one of the state associations on which the national can 
rely, and from which a helping hand is ever ready to be ex- 
tended. Older than any other state association; stronger in 
many ways,-we-lépki to Ohio as a shining example of success- 
ful organization. In the years that you have been connected 





Geo. Hartke, Cincinnati, Ex-Member Executive Committee. 


with the National Association there have been many changes. 
When you joined there were but ten states in the National— 
now there are eighteen state associations affliated. 


WORK WILL GO ON. 


There is every reason to believe that this work will go 
on until othér states will seg the value of organization and 
will organize and join with you in building up a central or- 
ganization that will be for the betterment of the hardware 
trade of the country. But some doubter may say: “What has 
the National Association done for us?” If your state associa- 
tion has been of any value, and I challenge any one here to 
say it has not, so much the more has that value been in- 
creased by the further affiliation of state associations into a 
national one. Sometimes we are unable to see, at first, how 
much good an advertisement has done us that we have gone 
to great expense to get out. But the result comes after a 
while 

SEED TIME AND HARVEST SHALL NEVER FAIL. 


We may sow sced and with every proper hope that it 
will result in a crop for our profit when storm and sun and 
heat shall have developed it, but we cannot tell at first, and 
it is worse than useless to continually dig around the seed 
to see if it is growing, but time tells the story. The experi- 
ence of all. the centuries, and the definite promise that “seed 
time and harvest shall never fail,” is the basis for our hope 
that the seed we have sown will yield the looked for crop 
when the time is ripe for it. Applying this illustration to our 
association work, we find that the basic principle still holds 
good—that those that sow shall reap. 

LARGELY A WORK OF ORGANIZATION. 


The National Association has been organized about five 


~ 
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years. Its work has largely been a work of organization, 
getting states into line and encouraging them to organize 
state associations that they may join the National and so form 
a barrier against some of the evils that threaten the hardware 
trade. There is a force and power in the union of eighteen 
states when directed towards the accomplishment of any ob- 
ject that means a good deal to the hardware men of the coun- 
‘try. And if the power is wielded wisely it will mean much 
more in the future. As in the state so in the National, there 
have been men in as members of the executive committees 
and as secretaries who have so managed and controled the 


J. O. Snyder, Ironton, Ex-Mempber Executive Committee. 


work of the association that the results brought about have 
been for the peace and betterment of the trade in general. 
Peace because as we grow in size and numbers we grow 
strong in influence and, while we use our influence judiciously, 
we will retain the confidence and respect of those with whom 
we have to deal. 


THE WAY OPENED TO FURTHER CONFERENCES. 


It is a step a long ways ahead of anything we have pre- 
viously had, when a committee from the National Retail 
Hardware Association is invited to meet in conference a 
similar committee from the National (jobbers’) Hardware 
Association; and when manufacturers will tell us: “We are 
very glad of the opportunity to meet you, for we have gained 
some new ideas and new points of view by this conference.” 
And we are justified in saying that that conference opened 
the way to still further conferences and to the opportunity to 
attend the Atlantic City convention, where the cause of the 
retail dealer was pleaded as against the mail order and cata- 
logue houses, who are seeking to foist on the country a sys- 
tem of governmental transportation for their use and benefit, 
to the detriment of the retail dealers of the country. 


LOOSE METHOD OF MARKETING GOODS. 

Another evil that we are seeking to rectify is the loose 
methods employed by some manufacturers to market their 
goods—to sell to whoever will buy without regard to the 
effect on trade or the future conditions of the market; to sell 
their product at such prices and in such a way as to thor- 
oughly disorganize the markets, as far as they are able to do 
it. To change these methods and encourage the sale of goods 
through legitimate channels; to correct the abuses that will 
creep in and to adjust differences that arise between buyer 
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and seller, is a work well within the duties of the National 
Retail Hardware Dealers Association. 


SATISFIED TO SELL TO LEGITIMATE TRADE. 


How well the work is being done will be evidenced when 
you know that certain manufacturers have come to the place 
where they will not sell to a cutter of prices, but confine their 
sales to legitimate dealers who do not make a business of 
making leaders of standard goods and selling them at cost 
in order to work off a lot of inferior stuff on a confiding pub- 
lic. And the satisfactory thing about it all is that those who 
have tried the plan long enough to get a demonstration say 
that they are satisfied to continue along on those lines. 

INSURANCE COMPANIES ARE SUCCESSFUL. 


The feeling among hardware men that they were paying 
too much for their insurance has been justified by the success 
of the companies that have been organized in the several 
states. Our own state association insurance company makes 
a very flattering report and vindicates us in the adoption of 
the insurance feature in connection with our association work. 
The state associations having decided, and I think very wisely, 
that it is expedient to take only a part of each risk, are 
therefore not able to cover all the insurance desired by the 
members. That has left an opening for another insurance 
company. The National Association have deemed it wise to 
undertake to cover the shortage to a certain extent by organiz- 
ing a National Hardware Dealers Mutual Fire Insurance Co. 
With our risks spread, as they must be when confined to 
hardware stores, it would be impossible to have a large de- 
mand on our resources, except in some such dreadful calam- 
ity like the late Baltimore fire. Mutual insurance has proven 
to be the most economical insurance there is. Under the plan 
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we have adopted it cannot but be even more economical than 
ordinary mutual insurance. 


WILL BE IN CLOSER TOUCH WITH NATIONAL WORK. 


The advantage of having a National Insurance Company 
wili be that we can get more of the low rate insurance. We 
will be in closer touch with the national work. The more we 
are in sympathy with the national work the more influence 
we can wield; and the greater the amount of insurance the 
National can get the less the cost of the insurance. The fixed 
charges on one million. of insurance would be but little over 
the charges on a half million of insurance. For the building 
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up of the National Insurance Company I bespeak your care- 
ful consideration. 

But time will not permit me to go further in the work of 
the National Association. I trust that I have made it plain 
that the organization of state associations and their affiliation 
with the National Association is a move in the right direction, 
and that the results that come from these efforts will culmi- 
nate in better conditions for the retail hardware dealer. 

W. C. Jones, Columbus, made the following 


REPORT OF TREASURER. 


ibaa cbarkeladyay a0 bas See pastel stotioe taal $1,840.48 
OND os PR 5h tae CT EIS Tete tlw teadedetges 1,604.10 
IO a Sa cinis Raid sn hecis Vewcedesicrsuvisecd tat $ 236.38 


Watel nidines bie Jisesi vies edtsields. jb $ 655.82 
On motion the report was adopted and made a part of the 


record. 
The corresponding secretary submitted the following 


REPORT OF CORRESPONDING SECRETARY. 





MAILING LIST IS REVISED. 


For the second time it becomes my duty to give you a 
report of the office of Corresponding Secretary. In presenting 
this, the tenth annual report, I wish to express my apprecia- 
tion for the honor you have conferred on me and to assure you 
that it is with great pleasure that I now report to you the 
work of the office during the year just closed. 

Immediately after the close of the convention last year 
some time was taken in revising our mailing list, this being 
done by the use of Dun’s Commercial Book. We have found, 
however, that this method is not a satisfactory one, as in this 
‘manner we are unable to keep track of the changes of firms 
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made during the year. Some suggestions on this line, I know, 
will be appreciated by my successor. The members individ- 
ually may help in this matter by reporting to the secretary 
any changes that they may léarn of. 


MANY NEW IDEAS. 

Being selected by your body as an alternate to the Na- 
tional Convention and by the kindness of the delegates, I was 
im attendance at that convention last March. During this 
period many new ideas referring to the work of this office 





were brought to my attention by other state secretaries whom 
I found largely represented the delegates from other jurisdic- 
tions. 

A SPECIAL MEETING. 


During this convention M. L. Corey, Secretary of the Na- 
tional Association, called a special meeting of state secretaries 
for the purpose of formulating some plan of action regarding 
our circular work to be performed throughout the year. It 
was the unanimous opinion of the secretaries in attendance at 
this meeting that a meeting of this nature be arranged each 
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year, during the National Convention, for the further instruc- 
tions for the several secretaries. By this method it is hoped 
to obtain work, more upon the same lines, more in unison and 
more to our mutual advantage. 


DELEGATES WERE ALIVE AND AWAKE. 


That your delegates to this National Convention were 
alive and awake as to the needs of the national body has been 
thoroughly demonstrated to you, in the selection of our 
worthy President as President of the National Association. 
Ohio is to be congratulated. How well our worthy president 
has performed this national duty is demonstrated by the ac- 
tion of the National Jobbers’ Association in passing resolu- 
tions to the effect that they would stand by us in fighting 
that great bugbear, the “parcels post bill.” These resolutions 
were the outcome of an address to that convention by Mr. 
Bogardus. 

A GAIN IN MEMBERSHIP. 


At the close of our ninth annual convention, our member- 
ship showed a small increase and this time we have in a 
paid-up membership, a gain it is true, but not as large 
as we had hoped for. That we need members is very 
evident ; that by having a majority of the dealers of this state 
as members, we can command more respect and attention 
from manufacturers and jobbers than at present, is not ques- 
tioned. Now we have before us the question, “How shall we 
obtain additional members?” If we had more parcels post 
bills to contend with we would get them. This bill, to which 
this office has devoted considerable time, has increased our 
membership some twenty-five or thirty new firms. That the 
bill itself is responsible for these new members has been 
demonstrated to us by the fact that these new members have 
come in in answer to appeals issued by this office and by 
using the proposed bill to show one of the great troubles we 
have to contend with. 
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CANNOT BE REACHED BY PERSONAL CANVASS. 

We are satisfied from our experience in the past two years 
that a great percentage of the hardware dealers in this state 
cannot be reached by personal canvass. That the individual 
members of this association could do more good by personal 
canvass of their neighbor than any number of letters written 
by this office, we are quite certain. Do not expect your offi- 
cers to do it all. We are glad to say in this respect, how- 
ever, that some of our members during the year just closed 
have been a great help to us in this particular. We also wish 
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to make note of the help contributed by the traveling sales- 
men, representatives of the different jobbing houses through- 
out the state, they having also contributed information by 
which we were able to get new members... Your secretary at 
all times is willing and anxious to receive your ideas and 
advice on any of the different lines of work that come under 
this office. We have obtained this year, through direct in- 
fluence of letters sent out by this office, from twenty-five to 
thirty new members. 


ADVANCE IN CATALOGUE HOUSE PRICES. 


That “in union there is strength” is proven by the ad- 
vance in prices catalogued by the mail-order houses. It is 
your duty to obtain one of these mail-order house catalogues 
and report any exceedingly low prices which you find quoted 
therein, to your secretary, who will be only too glad to take 
the matter up with the national body, where, you may rest 
assured, it will be taken care of. 


MANUFACTURERS HAVE BEEN ‘APPROACHED. 


You ask the question, Why has this been done? Simply 
this: that the manufacturer has been approached by repre- 
sentatives of over four thousand retail hardware dealers 
(members of state associations affiliated with the National) 
and havé been made to see where such competition was unfair 
and by their selling this class of houses their product was 
greatly injurious to the legitimate hardware trade. This could 
not have been accomplished had you or I individually asked 
this of the manufacturers, but when you and I together make 
such requests it is seen by the manufacturer in a different 
light—numbers count. Remember this and do not expect 
your officers to be totally responsible for the growth of the 
Ohio Hardware Association. You yourselves should not for- 
get your part. 

LITERATURE ON PARCELS POST IS DISTRIBUTED. 


In order that you may know as to the amount of work 
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done by this office during the year just closed we would 
say that on September 15th we mailed to every retail hard- 
ware dealer in the state of Ohio a circular letter, containing 
a portion of the proposed parcels post bill, calling their at- 
tention to what this bill might do if made a national law. 
On November 2d another letter of this same nature was 
mailed together with a printed extract from the bill. About 
this time five hundred copies of C. L. Griggs’ booklet, “Par- 
cels Post Paralyzes Prosperity,” was mailed to our members. 
That this booklet did a great amount of good is unquestion- 
ably proven from the fact that we have numerous inquiries 
for additional copies. Early in December we mailed to every 
hardware dealer in the state a large card setting forth the 
dates of the convention, advice as to headquarters, hotel rates, 
railroad rates, features of the program we have in use at 
this time and with the request for the dealers’ attendance at 
this convention. On December 7th another circular letter 
on “Parcels Post,” incorporating a copy of a letter sent a 
Cleveland hardware man by a Chicago mail-order house, 
refusing his request for one of their catalogues, also am 
appeal in this letter urging the dealer to write his Congress- 
man asking him to vote against this parcels post bill, showing 
him where the bill if made a law would injure the country 
merchant more than any other and showing him the selfish- 
ness of the parties interested in having the bill become a law. 


CONGRESSMEN AGREE TO PROTECT CONSTITUENTS. 


I am glad to say that our members responded nobly t& 
this appeal and we now have on file in our office letters from 
Congressmen Thos. B. Kyle, J. A. Beidler, T. E. Burton, A. 
M. Nevin, J. H. Southard, H. C. Garber and C. H. Grosvenor. 
These letters have been sent to us by our members and in @ 
large majority of cases the Congressmen advise that they wilB 





Frank Winters, Lancaster, Ex-Member Executive Committee. 


respect these requests and protect our interests. By methods 
of this kind we will do more good for our association anéd 
ourselves than by any other. On February 10th another cir- 
cular letter urging attendance at this convention, together with 
the program in use at this time was mailed each dealer, strate 
secretary, all trade papers and magazines. At other times 
during the year we mailed each dealer a small booklet con- 
taining a copy of the resolutions, list of members, constitu- 
tion and by-laws of this association and a return postal card 
asking to be advised as to whether or not the dealers would 
attend this convention. In summing up this correspondence 
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we find that from nine to ten thousand pieces of mail matter 
have been handled, exclusive of a large amount of other cor- 
respondence. We are continually in receipt of letters from 
all over the United States, letters which must. be answered, 
information asked by other state secretaries and a standing 
request from our national secretary for something on Ohio 
matters for use in the National Bulletin. 


HAVE SERVED TO BEST OF ABILITY. 


At each issue of this National Bulletin Secretary Corey 
has sent us from twenty-five to thirty copies, which we have 
tried to distribute to our non-members to the best advantage. 
In November our worthy president and myself met in this city 
and arranged this meeting. Through the kindness of Mr. 
Geo. T. McIntosh we were able to meet a number of the 
manufacturers and jobbers, a committee of those who are 
giving us this entertainment, and it is due to these gentlemen 
to a great extent that these arrangements are perfect. 

We have now served you to the best of our ability for 
the past two years as your secretary, arid while we have made 
mistakes, we have tried to see things clearly and to the ad- 
vantage of the dealers throughout the state, and in this con- 
nection I wish to say that the work of this office is becoming 
so large that we can hardly ask a member of this association 
who has his own business to look after to accept the honors. 

FAVORS A SALARIED SECRETARY. 

There is time devoted to the business of this association 
at the expense of personal business affairs and I hope that 
you will allow me to suggest the change which I mentioned 
in my report last year regarding the combining of this office 
with that of secretary of the insurance company if it can be 
so arranged, and we see no reason why it cannot. Other 
states have this arrangement and find it a successful one, the 
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incumbents receiving a salary sufficiently large to require that 
he devote his whole time to the work of the combined office. 
I trust that some steps in these regards will be taken during 
this convention. 


HARDWARE MEN ARE BASHFUL. 


.. In closing this report I wish to remind you and especially 
the committee on nominations, that it is absolutely necessary 
that your secretary be made a delegate to the National Con- 
vention, so that he may attend the meeting of state secre- 
taries which will be held during that convention. I would 
also suggest that you keep more in touch with the working 
of this office. Write your secretary oftener. If you nave 
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nothing pertaining to association matters to write him about, 
write him a personal letter. He will appreciate a “jolly,” I 
am most certain. I wish still further to suggest that it is 
absolutely necessary in order to have interesting meetings, 
that you, the members of this asociation, take greater in- 
terest in them. To the president and myself this year, as 
in former years, have been left the compiling of this program, 
and I wish to assure you that it has been one of our greatest 
trials. You know the hardware men are a bashful and back- 
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ward set and we also know that a few of them have the gift 
of “gab” and these latter are the fellows who can make our 
meetings successful. When your secretary calls on you, do 
not be afraid to acknowledge that you have this gift, but re- 
member that you have a duty to perform as well as the sec- 
retary, and help him out. 

In closing I wish to extend to our president, the members 
of the executive committee and yourselves my most sincere 
thanks for the kindness and good will shown me in the past 
two years. 

The report was, on motion, adopted and made part of the 
record. : 


C. A. Hutsinpillar, Ironton, then 
per on 


read the following pa- 


THE PARCELS POST. 





LOSING FAVOR WITH BUSINESS WORLD. 


The Postal Progress League is, comparatively speaking, 
of recent organization, having been incorporated in the city 
of Boston in April, 1902. 

In the beginning it was largely composed of publishers 
of books and periodicals, but they have recruited their ranks 
from the business and professional men, Col. Pope of bicycle 
fame being the first president, but he has been succeeded by 
Edwin Mead, publisher; this change, I take it, augurs not 
weli for the growth of the organization, as it indicates the 
movement cannot hold the support or command the sympathy 
of the business world, and without this the movement cannot 
become formidable. I use the term “business” in its strict- 
est sense, and designate a “publisher” as a connecting link 
between the professional and business man. 

HOPES TO RECLASSIFY MAIL MATTER. 

This league hopes to effect a reclassification of mail mat- 
ter on a basis (they say) of cost of the service rendered, re- 
duction in postal: rates, free delivery all over our country, 
postal insurance and enlargement of the Parcels Post, 
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with merely a passing reference to the others, with the last, 
the enlargement of the Parcels Post, we must take active and 
strenuous issue. 

PARCELS POST BILL. 


While Col. Pope was president he prepared a bill, which, 
under the auspices of the league, has been introduced in 
the present congress, looking directly to the enlargement of 
the “Parcels Post” and the insurance of mail matter, and 
known generally as the “Parcels Post Bill.” It contemplates 
the consolidation of the third and fourth class matter under 
the general term “Merchandise,” with a rate limit of 11 pounds 
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‘and a rate of 1 cent on any article up to 3 ounces, and a 


maximum rate of 3 ounces for.1 cent up to 1 pound, which is 
5 cents, and for each additional pound 2 cents, which makes 
a rate of 25 cents for the 11 pounds the limit before men- 
tioned. 

SIZE AND WEIGHT OF PARCEL. 


No parcel, however, can be over 3% feet long or occupy 
space greater than 2 cubic feet, say 42x7x6, rather a good- 
sized box, about the size used in packing plumbs and levels, 
or a space the same as 2 boxes 8x10 glass, and the weight 
permits the mailing of 2 axes, or an axe, saw, hatchets, chis- 
els, etc., quite a nice kit of tools. 

The packages, however, need not be squares or parallelo- 
grams, but, like trotting horses, may go in all shapes, and 
under the proposed law the mail’ may be the transit medium 
for the family washing, or you may expect to see coal hods, 
font baths, chamber pails and similar articles go skurrying 
through the mails. In our schoolboy study of mathematics 
we occasionally encountered an unsolvable problem, simply 
because it was based on error, and in want of a solution we 
used the term, “Reduced to absurdity,” and this term strikes 
us as mild when applied to this bill, as it is the most absurd 
specimen of proposed legislation ever called to our notice. 


RESUME OF POSTAL CLASSIFICATION. 

If we discuss a bill looking to a change in postal classi- 
fication let us give a brief resume of the law as it now is: 
As you know, on first class matter sealed we pay 2 cents an 
ounce, or 32 cents per pound, with no limit to the amount; 
on. second class matter, such as periodicals from publishers 
to dealer and from publisher and dealer to subscribers, the 
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rate is but 1 cent per pound, and no limit to the amount that 
may be sent; on third class matter, such as books, almanacs, 
catalogues, etc., the rate is % cent per ounce, or 8 cents per 
pound, and fourth class is merchandise—samples, etc., and is 
I cent per ounce, or 16 cents per pound; but the weight must 
not exceed 4 pounds. 

EFFECT. 


The effect of such a law is beyond the calculation of man 
and almost beyond his contemplation. It certainly would 
revolutionize the whole system of business and would be 
the death knell of the retail house generally and in a méasure 
the depopulating of towns and villages, the natural effect of 
destroying the retail business. The jobbers must rise or fall 
with the retailers. 

With present conditions the ratio of success is largely 
against the retail dealer and the effect of this law would be 
to transfer very much of the transportation to the mail service, 
which is the same for long or short haul, and therefore the 
business would go to the large cities to the catalogue houses. 

When you contemplate the articles in the hardware line 
that can be mailed, you cannot doubt the statement made. 
Picks, mattocks, sledges, saws, squares and hundreds of arti- 
cles that are now shipped only by frieght, except in emergen- 
cies, and the transportation charges on singles articles increas- 
ing the cost so much to the consumer that it gives the retail 
merchant an advantage, enabling him to compete with the 
catalogue houses, all these would be mailed at trifling cost, 
and catalogue houses will get the business. 

The dry goods and. clothing merchants must fare even 
worse, for their customers can secure samples and buy more 
intelligently. The grocers. likewise must feel the blighting 
effect, for the housewife can then draw her raisins, etc., direct 
from California. 


THIS LAW DAMAGES THE FARMER. 
The farmer must have a market, and, for very many of 
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his products, a home market, and as this law imperils the 
towns, in like proportion it kills the farmers’ market, the 
farmer cannot afford to have the business interests jeopar- 
dized; he also must have an income before he can make an 
outlay; he must have consumption for his production, and 
especially with the small farmer must his consumption be near 
at hand. 

Again, if he lends his aid to break down the retailer, he 
invites and promotes competition, as many of our merchants 
coming from the farm would return, if compelled to change 
vocations. 
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MIDDLE MEN. 


The idea that any country or any part of a country can 
eliminate the middle men is fallacious. You may attempt it 
and a train of events may be set in motion that for the time 
being may effect it, but it will only pave the way for another 
set; the small farmer cannot ship his few bushels of grain, 
his basket of fruit or his single fat ox, and must either have 
his home market of consumers or sell them to his neighbor, 
which makes a middle man of this neighbor who for his risk 
must have a margin. 

We are mutually dependent. Let there be chaos in the 
land and the weak are the sufferers. It is the opportunity of 
the speculator, the man with ready cash. 


CAN THE GOVERNMENT AFFORD IT? 


During the first 50 years of the life of our government 
the postal revenues fluctuated sometimes in excess of the 
expenditures and sometimes below them, but for the past 
50 years there is no single instance in which the revenue 
equals the outlay. The year 1902 the deficit is about two and 
one-half millions. The Secretary of the Treasury estimates 
that for 1904 we will have but a small surplus from ll 
sources, and in 1905 we will face a deficit. 

Should this bill become a law the increase of expenditures 
must be appalling, again I say beyond the calculation and al- 
most beyond the comprehension of man. Every mail train 
would be a freight train, our postoffices and especially the 
remote country offices will be transformed into freight depots. 


FREIGHT RATES. 


Through a jobbing house with which I am connected, I 
have obtained some freight rates to different stations in our 
country. At one terminal tapping a vast mountain region 
the rate on a certain article of every-day use, common to the 
hardware and grocery trade, delivered at the customer’s door, 
is $1.98%4, and the distance only 125 miles; this covers haul- 
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ing when the roads are good; from the nature of the coun- 
try the roads are in a measure impassable during many 
months; thus you see on the average the rate by mail would 
be no greater, and when you consider the mar- losses in 
transit and the insurance feature that this bill carries, you 
must see it is far better for this territory to draw supplies 
by mail as far as the law permits, as the mail will go with 
the government behind it; at present the mail in these_moun- 
tain regions goes by horses; under the proposed law a train 





of wagons and mules, as in our army days, will be necessary 
to transport it. 


RATES ON DRIED FRUIT. 


The local frieght rate from the California fruit regions 
to Ironton, O., on dried fruits, as raisins, figs, etc., is $2.20 
per hundred, and this in kegs instead of boxes, which likely 
is higher. Now with a lower rate by mail and a_ transit 
time of not one-third, think ye the government will not be 
expected to furnish transportation for much of this immense 
product? Ironton being on the good Ohio river has low 
freight rates, and the rates I have given are probably lower 
than to inland towns. 
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The catalogue houses, buying this crop in quantities, will 
become the distributors to the consumers, our grocers will 
be only provision dealers, selling flour and potatoes and such 
articles of low value which by the rates will be barred from 
the mails. 


BILL IS PATERNALISTIC. 


This bill has a still deeper meaning; it is a long stride 
toward that most pernicious principle, paternalism. There 
already exists in the minds of our young men an idea that 
the public dollar is more valuable than one from private chan- 
nels; there is a pervading idea with young men (and a poli- 
tician never feels old) that they can be of much service to 
their country by accepting “place,” and linked with this idea 
comes its twin brother that the government should show its 
appreciation by keeping them “placed.” 

This bill, made a law, must necessarily largely increase 
the number of salaried employes and promote the growth of 
the idea that the government in a measure should provide 
for our young men, and as this law would necessitate a “hurry 
call” for thousands to come to the government to dispose of 
the merchandise offered for transportation, the idea would 
be prevalent that the government can provide for all the un- 
employed, and this is paternalism in pure and simple. Down 
with paternalism; make only such laws as give every man 
a chance to care for himselfi—a good man needs only a chance. 

The President: In connection with this matter I desire 
to call attention to a letter that I saw the other day from the 
Third ‘Assistant Postmaster General to the Postmaster Gen- 
eral, dated Jan. 4, 1904, in which the secretary of the Post 
Parcels League of California, with rhetoric and a good deal 
of noise made the assertion that an Englishman could send a 
parcel over the ocean and through the United States cheaper 
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than an American could send it in his own country, and 
wanting to know if such things were to be allowed. The 
utter untruthfulnes and misrepresentation of the statement 
was shown up in the letter of the Third Assistant Postmaster 
General to the Postmaster General, when he said that an 
Englishman sending a parcel to this country of II pounds 
paid 72 cents for its crossing the ocean. You cannot send a 
package of II pounds through our mails, nothing to exceed 
4, and so the Post Parcels Association of England have made 
an arrangement with our express companies that all packages 
of that size and under shall go at an average price ofe72 
cents without regard to distance, making the actual cost to a 
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person in England on a package of 11 pounds or under $1.44. 
The probabilities are, or the experience is, that very few pack- 
ages go across the continent. A large percentage of them are 
dropped within the radius of New York or Philadelphia, so 
that the express companies can afford to make this propo- 
sition to make money. The impression sought to be created 
by this man in California was that foreigners were getting 
favors in this country that American citizens could not get, 
and the object of that letter was to disabuse the minds of those 
who read the letter. Now, the literature of the Parcels Post 
League is full of just such statements as that. The editor of 
the Cosmopolitan, in an address at a banquet before the Roch- 
ester Board of Trade, made the same kind of assertion, and 
there was not one word of truth in it. It is that kind of argu- 
ment that we have to combat. That kind of poison has gotten 
into the minds of our agriculturists and they are talking it in 
their associations. It is to be a great thing for the farmer, 
for it is going to oust the middleman. I would like to know, 
when the agricultural store is started and the farmer is ap- 
pointed as distributor of the seeds, who he is if not a middle- 
man. We have got to educate the farmers. We have to take 
the kind of arguments advanced and make those men under- 
stand that it is the town and city that are building up the 
value of their farms, and just as they go down the farmer 
will lose his home market. It is a question of education of 
those men, and the more we know about this matter the bet- 
ter we will be able to talk and overcome their spurious argu- 
ments. 

C. A. Hutsinpillar, Ironton: In studying mathematics, I 
remember that occasionally when we came across an insoluble 
problem, in lieu of a solution that could not be obtained, we 
used the term, “Reduce to an absurdity.” I thought they had 
reduced this question to an absurdity, but it seems they have 
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not. I believe it is necessary to take some speedy action on 
this matter in our associations in our town. We have two 
associations, one of the grocers and the other called the Mer- 
chants’ Association. I am a member of both associations, 
and presented this matter to them, and both sent written and 
formal protests against the passage of this bill to the con- 
gressman and both senators, and to the committee on post- 
offices and post roads. One association man that I overlooked 
I shall present the matter to, and I can promise there will be 
the same result, and that is the commercial travelers. I was 
one myself once. They are opposed to this, and they are a 
power in the land, too. I believe this association ought to 
adopt a systematic way of protesting against this bill. Every 
member ought to be made a committee to send a protest to 
the four mentioned, and I make a motion to that effect. 

The motion was seconded and carried. 

O. M. ‘Scott: I have given some thought to this ques- 
tion, and I believe you have rightly said it is a matter of 
education. The hardest man on earth to educate in his own 
interest is the farmer. He too often does not look at all 
sides. In this instance he sees only one side, and fails to see 
the deficiency in the postal department, or to see that he must 
make up that deficiency. I do not understand, also, why our 
congressmen are so shortsighted as to give their endorsement 
to such a pernicious measure. It is all wrong, and will not 
last long, dying out as the granges of 25 years ago died out 
and lost their power and influence. 

Mr. Wiseman: We cannot do better than to look to and 
educate the farmer. They have been talking of this matter for 
months. Not all the granges have died out; some are still in 
existence, and their members are talking about this thing 
every week. We have got to get nearer to them. We should 
take action here as a body, and go directly to Mr. Burton, the 
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representative from Cuyahoga county. I make that motion, 
that we take such action here as a body. 
The motion was seconded. 


A member urged the importance of the full discussion of, 
the parcels post. He said not only should the hardware em- 
ployer bestir himself, but the hardware employee should talk 
it over with voters, and enlist storekeepers and neighbors. 
Don’t hesitate at reasonablé discussion whenever advisable. 
Remember that if every retailer everywhere should bring 
pressure on his representatives in Congress and thoughtfully 
engage in right writing of interesting lobbying letters, it 
would surely teach every aspiring national legislator that his 













































































































102 THE AMERICAN ARTISAN 


interests would suffer if he did not vote and work against 
the parcels post. 

Mr. Daniel Stern, of THE AMERICAN ARTISAN, Chicago, 
was called upon for remarks, and said: 

While Mr. Wiseman’s motion may not be out of order, 
I assure you, from my talks with members of Congress from 
this and other states, that it is useless to send protests from 
organizations. Organizations have no vote. If you as in- 
dividual members of this association will send letters to your 
congressmen it will count more than all the united protests 
of all the organizations in the country. There is no doubt 
that the Postal Parcels League is tottering, and with a united 
effort of the different members of this organization and with 
the almost unanimous series of letters to your congressmen 
you can accomplish its death. It was my pleasure in last 
November to attend the meeting of manufacturers and jobbers 
at Atlantic City, and it may not be news to some of you that 
the indications were that both of those bodies intended to 
endorse the bill and give Mr. Cowles the endorsement that he 
wished with which to go to Washington, and had it not been 
for the representatives which this association sent to Atlantic 
City Mr. Cowles would have secured his endorsement. Quite 
a number ot manufacturers of hardware whose goods every 
one of you have on your shelves were sponsors for this bill, 
the names of several of them appearing upon the printed mat- 
ter of the Postal Parcels League. But after the talks with 
your president, Mr. Bogardus, and your secretary, Mr. Corey, 
these manufacturers arose in the meeting and disclaimed their 
connection with the league. . 

I wish to congratulate the Ohio Hardware Dealers’. Asso- 
ciation upon your growth and your progress, and if you deal- 
ers appreciated the benefits that have accrued to your organi- 
zation from the representation which you had at Atlantic City 
last November and at Philadelphia last June, you would en- 
roll among your membership every competitor and every 





Ex-Secy. Geo. Gray, Coshocton. 
neighbor that you have in this state. . In union there is 
strength. There is no doubt that every dealer in Ohio and 
every hardware dealer in the United States has received bene- 
fits as the result of this organization, and you can get ac- 
crued benefits if you will but see that your neighbor and com- 
petitor enter the fold. This. is the seventh retail hardware 
association that I. have attended this month, and I bring you 
greetings from the states of: Wisconsin, Nebraska, Iowa, Mis- 
souri, Indiana and Illinois, and-I wish to assure you that in 
every one of those states the cause is growing. The enthusi- 
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asm which has attended these meetings has never been mani- 
fested before, and there is no doubt that the membership and 
the dealers at large are awakening to a realization of the fact 
that these associations ate a benefit to them. Referring to 
the conference at Philadelphia last June, your president and 
your secretary made a few allusions to the benefits which 
have already accrued. But the mission has only commenced. 
The manufacturers assured your representatives that there 
were trade relations existing which could not be discontinued 
until contracts expired, but now many of those contracts will 
ngt be renewed, and it is but the beginning of the benefits 
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which will accrue from the results of your association con- 
ferring with the manufacturers and the jobbers. (Applause.) 

J. C. Fuhr of Williamsburg asked how many members 
had received answers from their Congressmen. A large num- 
ber of members .raised their hands. 

J. P. Duffy of Greenville: I took pleasure in sending to 
our Congressman the speech of our president at Atlantic City. 
I do not think it would hurtsany of our Congressmen to read 
that speech. It would not be a bad idea for the 1,400 hard- 
ware dealers to move to Knox County and elect our president 
to Congress. (Applause.) 

Mr.. Bare indorsed Mr. Hutsinpillar’s position and pre- 
dicted that if the plan were followed it would bring good 
results. 

Mr. Wiseman: We have got to get busy and keep busy 
all the time, talking to our neighbors and to everybody. For 
some reason the parcels post appeals to every man, woman 
and child, as everything else does where there appears to be 
something to be obtairied for nothing. It is hard to reach a 
business man until it is thoroughly explained to him. The 
manufacturers all over this country were prepared to indorse 
it, and business men all over the country will be and are now 
prepared to indorse it unless they are talked out of it. 

H.C. Poulson of Deersville read a letter received from 
his Congressman, stating that there was no prospect of the 
passage of the bill in the near future. 

H. C. Hellar of Beaverdam read a letter from the Con- 
gressman in his district, agreeing with the position of the 


‘hardware’ men, and thanking Mr. Hellar for calling his at- 


tention to the matter. 

‘Mr. Cauke suggested the printing and distribution of a 
circular covering the important points in connection with the 
question. 
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D. R. Burr, Secretary: One of the greatest pleasures I 
have had during the past year in connection with the office 
of secretary has been the large number of letters received 
from members on this particular point, and also the many 
letters sent me by members, received from their Congress- 
men. In almost every instance the Congressman seemed to 
think that the bill would never get to the house. It is not only 
the hardware men that are going after this bill, but all kinds 
of business men. 

L. W. Loomis, Cuyahoga Falls, referred to having re- 
ceived'a reply from Congressman Dick on this subject. Mr. 
Loomis referred to the fact that probably a large majority of 
the farmers were in favor of the bill, and their papers indorse 
it. He also spoke of the fact that when the farmers went after 
a thing as a body they generally got it. He, however, be- 
lieved that an effective argument with the farmers would be 
that they would have to make up whatever deficiency might 
be caused by the proposed ‘measure. 


D. L. Jones suggested the importance of acting through 
the country mewspapers against the parcels post measure. 

Mr. Ruhlman read an extract from a letter from the 
late Senator Hanna; saying: “I note what you say in relation 
to the proposed law. .I1 quite agree with you, and shall be 
governed accordingly.” Mr. Ruhlman suggested the framing 
of a general form of letter to be used as a model by mem- 
bers in writing to their Congressmen, but the idea was dis- 
approved by some who thought that an original letter, no 
matter how awkwardly expressed, would be more effective, 
inasmuch as it would come from the heart. In this conec- 
tion Mr. Scott told of an old man who had received a letter 
dictated to a stenographer, and who replied, “Don’t write to 
me in reading, for I can read writing just as well as I can 
read reading.” 

Mr, Alton of Lorain argued that if the farmer were ap- 
proached from the side of the hardware dealer’s interest he 
would conclude that the dealer’s arguments against the pro- 
posed bill were an argument in favor of the farmer supporting 
it. Therefore the subject should be shown to the farmer as a 
measure injuriously affecting all business interests, including 
the farmer’s. 

C. W. Jewell of Utica urged that it was wise not to push 
too far the thought that the new bill was injuring the hard- 
ware business especially, but that the general interest should 
be shown to be endangered by its passage. 

The president called attention to the fact that in the 
minds of many farmers the parcels post was linked with the 
rural free delivery, which he characterized as one of the 
biggest frauds in the country, instituted ostensibly as an ex- 
periment, but now grown to. great proportions as a deficit 
producer. 

Mr. Wiseman’s motion was then put and unanimously 
carried. 

An invitation to visit the works of the Sherwin-Williams 
Company was read, and on motion it was accepted on behalf 
of those members who might find opportunity to make the 
visit. 

The question box was then taken up. 

Question: “Js co-operative buying of job lots advisable 
and profitable?” oe 

J. P. Duffy: While at the National Association three 
years ago, Mr. Hubbard of Flint, Mich., came to Chicago with 
a list of goods that he was delegated to buy for at least 
twenty hardware men. He was getting prices at least 20 per 
cent lower than we could ordinarily buy the goods at. He 
was delegated to buy at least $5,000 worth of goods in one 
order. 

Mr. T. D. Welch, Harveysburg: I never had any ex- 
perience in just that line, but I have on one or two occasions 
joined with others in buying goods by the carload. In that 
way we some time ago got a carload of nails that we could 
not have got in any other way. 

O. M. Scott, Marysville: There is a great temptation 
that comes to every business man in combining with neigh- 
bors to buy larger quantities than he needs. In my 37 years 
of active business life I have never been able to point to a 
dollar that I have made by buying goods because they were 
cheap, in anticipation of demand, and I do not believe there 
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is a member here who has made a dollar by buying goods 
on speculation. 

J. P. Duffy: If you can buy two dozen of an article for 
$7, while one dozen would cost $4, you can get your neighbor 
very likely to take the other dozen, and. so the two can get 
them for $7. The trouble is that we are too often led. to buy 
when. we think we can buy cheaper than our compétitor. That 
is the trouble with syndicate buying. 

L. W. Loomis, Cuyahoga Falls: I pay a certain amount 
a month for the privilege of belonging to a buying syndicate. 
We handle one line of goods that are soli to the regular 
dealers at a discount of 55 per cent, and we have been buying 
them. at 60 and 10, which we consider quite a saving. We 
are not cbliged to overstock ourselves. . Talking about the 
catalogue houses and low prices, how are we going to meet 
them and compete with that kind of business? Only by buy- 
ing goods as low as they buy them. Then we can meet their 
prices without loss. How are we going to do it? Only by 
co-operation, as other business men are doing. 


A. R. Kanney, Greensprings: Who pays for the ware- 
room and storage and transferring and all that? That will 
be found to equalize or exceed the saving. I believe you will 
save money by getting on better terms with your competitors. 
I meet with my competitors, one of whom is not a mem- 
ber of this aSsociation, and talk over business, and the result 
has been for my good. I believe, however, that those that 
have had experience ‘in buying with dealers:in other. towns 
have found it to their disadvantage. 

“What kind of scales do you use in selling goods?” 

Mr. Wiseman: .I put the question in the box because I 
believe there is more money lost that way than in almost any 
other way in the hardware business, in the class of scales 
used and in the down weight we use. 

J. S. Spoerle, Hamilton, stated that he had been using two 
different scales, both stamped, and yet the other day, after 
they had been in-use for ten yéars, he found a difference of 
four pounds between them. 

“Is the complaint of poor goods spoken of yesterday the 
fault of the manufacturer. or retail dealer? Who gains by 
the public’s demand for low-priced goods?” 

Mr. Scott: The consumer, all the time. 

Mr. Duffy: I believe the consumer as well as the retail 
dealer is to blame for poor goods, We find that there are 
some classes of stoves, for: instance, that we have to prac- 
tically make over before we can sell them. It is owing to the 
continued demand by the consumer, and the dealer in wanting 
to know “How cheap can I buy them?” It is not a question 
any more as a general rule—though the situation has im- 
proved in late years—it is not. “How good an article can I 
buy?” but “How: cheap can I buy it?” We ought to try to 
get the consumer and dealer both to say, “I want a good 
article, and how can I get that article?” It would not be long 
till we would get the goods if we were willing to pay the 
price. But as long as the demand is for cheap goods, matters 
will continue asin the past. I believe there are more manu- 
facturers to-day than ten years ago trying to cater to a better 
class of trade. 

H. O. Poulson, Deersville: It seems that most of the 
faults have been shifted from the shoulders of the hardware 
dealers onto those.of some one else. I have found from long 
experience that when I have applied myself industriously to 
put before the public a better line of goods I have succeeded. 
While I have both grades of goods, when a customer asks 
for a cheap article I show it to him and try to induce him to 
buy something better. If we were all to adopt that policy 
I think we would not have much trouble with the better class 
of customers. 

C. W. Jewell, Utica: It seems to me we are getting 
away from the question. A gentleman said yesterday that 
goods were not made as well as formerly. It seems to me 
the thought in the question is that the goods are not made 
as good as formerly. Have we been negligent in our duty 
in demanding poor goods, or is it the factory’s fault? 

Mr. Ingalls of Bryan: I believe we can buy better goods 
in almost all lines than ever before. (Applause.) The trouble 
with most of us is that we lose track of the quality and all 
look to the price. 
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“What is. the experience of the country hardware dealer 
in handling implements and farm machinery? Is there any 
profit left after paying for the expense of selling?” 

A Member: Not much. (Laughter.) 

O. M. Scott: There is one thing about the expense of 
selling that we do not seem to grasp. I carry furnaces, and 
I cannot make my foreman realize and comprehend that I pay 
on an average $10 cash for every furnace he figures on, 
whether I sell it or not. And then the expense in moving 
goods on the floor from one side of the store to the other 
is one that must be added to the cost of selling. 

A. R. Kanney, Greensprings: I would be glad to sell my 
whole stock of implements and farm machinery to any one 
who would take it and run the business. I am practically 
forced to remain in the business for the reason that if no one 
else handles farm machinery in our town it will lose me 
trade in hardware. I find that the expense of selling farm 
machinery eats up all the profits. 

J. P. Duffy: We sell farming machinery in connection 
with our hardware business, and find it a feeder to some ex- 
tent to our hardware business. It makes the farmer feel at 
home to come in and tell all his troubles with his binder, 
and in that way we can keep in touch with him and sell him 
some small article. The only satisfaction we have got out 
of the parcels post is that a binder cannot be sent in that 
way. 
Mr. Getz of Kent: We do not sell binders, but we sell 
quite a number of farming implements, such as plows, culti- 
vators and tools, and we find them good feeders. 

“What can we do with misleading and misrepresenting 
advertisements?” 

A Member: Pay no attention to them. 

Adjourned until 2 o’clock Wednesday afternoon. 


WEDNESDAY AFTERNOON SESSION. 


The convention resumed its session at 2 o’clock p. m. 

The secretary reported that there was nothing to submit 
from the Grievance Committee, with the exception of two 
matters arising within a few days, which would be referred 
to the new Grievance Committee. 

On motion the convention then resolved itself into com- 
mittee of the whole, with Mr. J. P. Duffy in the chair. 

Mr. George M. Gray, secretary of the insurance com- 
pany, read the following report on 


INSURANCE. 


As secretary and treasurer of The Ohio Hardware Deal- 
ers’ Mutual Fire Insurance Company, I beg leave to submit 
the following report, the same being the second report made 
by. this company since its organization. 


. FIRST ANNIVERSARY. 


On the oth day of October last this insurance company 
quietly celebrated its first anniversary, having, however, made 
its first report on the first day of January preceding. 


Notwithstanding the age of this company the fact that 
two financial reports of its business have passed the conserva- 
tive and careful inspection of the Honorable A. I. Vorys, in- 
surance commissioner of the state of Ohio, ought to be suf- 
ficient to banish any mists that may have been clouding the 
minds of some of the more conservative and inquiring hard- 
ware men of this state, relative to the degree of success that 
may attend a mutual fire insurance company, and should, in 
some measure at least, increase the membership of the com- 
pany, inspire greater confidence in its ultimate success and 
intensify the interest of all members who have put their 
shoulders to the wheel with a determination that we will rear 
a financial and moral structure that will, in the end, prove a 
blessing to mankind. 


AFFAIRS OF COMPANY AT PRESENT TIME. 

While it is necessary that I refer to our report, filed with 
the insurance commissioner on the first day of January, the 
present year, yet it is my purpose, inasfar as it is possible, to 
give a statement of the affairs of the company at the present 
time. 
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Our last report showed that we had on January 1, this 
year, risks amounting to $828,260.00, representing 483 policy 
holders, or about one-third of the merchants in the state who 
sell hardware exclusively, and about one-fifth of the general 
merchants who handle hardware. (I might say in passing 
that none of these include any such firms as Sears & Roebuck 
or Montgomery Ward & Company.) 

This report further shows that all losses have been paid; 
that no assessments were made upon members during the 
year; that a dividend of 20 per cent was declared and paid 
to the members, and that we had as a surplus fund, in cash, 
$12,487.59. Since making this report we have disbursed as 
salary, attorney fees, expense to the Ohio Inspection Bureau, 
losses and dividends, $2,756.41, leaving a net balance of cash 
on hand, $9,731.18. 


DISTRIBUTION OF SURPLUS. 


It is now proper to explain how this surplus has been dis- 
tributed. In the first place, the laws of Ohio provide that 
50 per cent of the amount of premiums collected during the 
year precding the first of January, shall be set aside as a 
fund to be known as a re-insurance reserve fund; that after 
so doing, the net profits shall be ascertained by deducting from 
the remaining 50 per cent, first, losses paid; second, expenses 
of all kinds; third, dividends paid. The amount remaining 
after such deductions are made constitutes, under the law, the 
net profits of the company. 

Rule 17 of this company, which is made in conformity to 
the laws before referred to, provides that 25 per cent of the 
net profits, ascertained as I have stated, shall be set aside 
each year, and shall be known as a reserve fund for the se- 
curity of policy holders; and this 25 per cent of the net profits 
shall be set aside from year to year until the total amount so 
set aside shall equal 2 per cent of the whole amount of in- 
surance in force; after which any additional net profits shall 
be distributed as a dividend among policy holders as their 
respective policies expire, but this reserve fund cannot be 
used for the payment of losses, nor for any other purpose, 
until the whole of the available cash assets have been ex- 
hausted. 


A MERE MATHEMATICAL CALCULATION. 


Now, as to our surplus, to-wit, $12,487.59. It is but a 
mere mathematical calculation as to how it has been dis- 
tributed. In the first place 50 per cent of the net cash assets, 
that is, $5,277.55, has been set aside as a re-insurance reserve 
fund; then, since making our report January 1, there has 
been paid out in cash $1,035.70 as expenses for losses occur- 
ring during the year, which were in course of adjustment at 
the time the report was made and have since been adjusted, 
and paid, $611.76; 20 per cent dividend to policy holders for 
the year, $1,108.95, making a’ total paid out, $2,756.41. 

This amount deducted from $12,487.59 leaves us a bal- 
ance of $9,731.18, which, under the law, constitutes the net 
profits of the company for the year; we then find that 25 
per cent of the amount, $5,277.55, the net profits, is $1,319.39, 
being the amount to be set aside as a reserve fund under 
Rule 17. 

Then we have a remainder left beyond our net reserve of 
$8,129.19, all of which amounts are in the treasury and can 
be produced upon an hour’s notice. 


NO ASSESSMENTS MADE, 


From the foregoing it can readily be seen that during the 
past year, in fact, at no time since the organization of the 
company, has it been necessary to make an assessment upon 
members for the payment of losses, but, on the contrary, all 
losses and expenses have been paid and we have in our treas- 
ury the total sum of $9,731.18, which has been collected, and 
at the same time we have furnished ample protection to every 
policy holder, and I might observe in passing, that we have 
done so at a rate, in many instances below, but in no case 
beyond that of old line companies. 


RATES SHOULD BE ADJUSTED. 


And at this point, although it may not be proper as a 
part of this report, I wish to observe that, as your secretary, 
after having devoted a great deal of time and my best en- 
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ergies in endeavoring to promote the interests of this com- 
pany, and having had its affairs constantly before me, observ- 
ing as well at every opportunity the workings and policy of 
old line companies, I deem it proper, in fact, I feel like urging 
upon this body, that the question of rates should be taken up 
at this meeing and carefully and dispassionately discussed, and 
that the officers and agents of the company be given some 
directions as to what our future system of rates should be. 
I do this because of the fact that old line companies for 
some time past have béen raising their rates, and they are 
at it to-day; they are doing so purely from a business stand- 
point, and what is good for an old line company that has 
weathered many storms, but has ridden the waves of adversity 
to a successful issue, certainly ought to be good for our infant 
enterprise, that must necessarily, in the course of events, meet 
with the same obstacles and have similar battles to fight as 
has been the experience of all other successful companies. 
MUST HAVE A SOLID FOUNDATION. 

It may further be observed that no institution can do 
business on the wind, but in order to be successful must have 
a solid foundation, and that foundation must be kept intact 
or the superstructure will fall. If this company or any other 
insurance company neglects the question of rates or attempts 
to furnish to its policy holders insurance at a mere nominal 
rate, it will be but a question of time when it. will be neces- 
sary for the judge of some court to appoint a receiver to take 
charge of its affairs and wind up its business. 

Up until the present time we have been endeavoring to 
charge a rate corresponding with, but not exceeding, that 
charged by old line companies, believing that it was only good 
business judgment to do so. However, it must not be forgot- 
ten that considering our age we have a fair re-insurance re- 
serve fund; we have the requisite amount as a fund for the 
protection of policy holders besides oun net profits, and we 
have paid all our expenses, our losses, and 20 per cent dividend 
to policy holders, this being practically the result of twelve 
months’ work. > 

POLICY HOLDERS ALWAYS KNOW LIABILITIES. 

There is another matter that certainly ought to be taken 
into consideration. It is this: Our policy holders know each 
day and each hour of the day and each minute of the hour, 
just what their total liability is. If a man holds a policy in 
our company and has paid a premium of $10 he knows that if 
the worst should come he cannot be called upon nor compelled 
to pay to exceed $30 additional, or three times the amount of 
his original premium; and this cannot be required of him 
until, as we have said before, all available cash assets have 
been exhausted, and the available cash assets are such as we 
have referred to. 

COMPLICATIONS AVOIDED. 

Before our company was organized, it was the plan of 
organization and of operation after the organization should 
be perefected, that complications be avoided, and it was sought 
to obviate everything that might be injected in the articles 
of incorporation or the constitution and by-laws, or the poli- 
cies issued by the company, that could not be readily compre- 
hended and easily understood by even the ordinary business 
man. Yet with all our caution and care we have since found 
that both the application blanks and our policies can be im- 
proved upon and that matter is now under consideration, the 
secretary having been directed to prepare a new application 
and a new form of policy, and in so doing to adopt insofar 
as it is possible, the New York Standard Policy. And when 
this work is complete, I feel safe in saying, in fact, I say it 
without fear of successful contradiction, that we will have a 
business the machinery of which will carry with it no compli- 
cations, but will be plain, simple, easily understood and free 
from anything that would have a tendency to mislead, and 
if properly managed and kept in good shape, and not over- 
loaded with large and hazardous risks, and is not run at 
lightning speed through an anxiety “to get there quick,” it can- 
not help but be both profitable and beneficial to the hardware 
men of the state. 

PREMIUM NOTES ARE NOT ASKED. 

We do not ask our policy holders for premium notes, nor 
is Our company organized under a law which places no limit 
upon the liability of its incorporators; nor does this company 
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go to the hardware men of the state offering them something 
for nothing. It is simply doing business upon business prin- 
ciples, endeavoring to do it as cheaply as possible on a mutual 
plan, and with that conservatism and caution that should 
characterize every successful business institution. 

Time was when mutual insurance companies were looked 
upon in disgust, and it is an unfortunate fact that many mutual 
insurance companies have sprung up like mushrooms, and 
were gone in a flash, leaving distress and chaos in their wake; 
but in each instance, when such has been the case, it was 
found that the whole trouble arose from a failure to strictly 
observe ordinary and common sense business rules; but, not- 
withstanding all the failures of the past, it is a fact that a mu- 
tual insurance company is in as good, if not a better position, 
to protect its policy holders as any joint stock company, and 
can do so at a less rate. 

PURPOSE OF MUTUAL COMPANIES. 

Mutual fire insurance companies are organized for the 
purpose of furnishing insurance to members at actual cost; 
and many mutual insurance companies which have been in 
existence for a long time are found to be just as sound and 
reliable as any joint stock company, and furnish insurance to 
its policy holders at less cost. 

Joint stock companies are organized for the purpose of 
carrying on business for profit, and if there should be no 
profits accrue from the business the stockholders in these 
companies would not put up their money by taking stock; 
and if, after having taken the stock, the business should fail 
to pay a dividend, or if it was found to be an unprofitable in- 
vestment, the strong probabilities are that its business would, 
in the course of time, be wound up and the company dis- 
solved. 

DETRACTORS OF MUTUAL COMPANIES. 

Many persons cry down mutual insurance companies, 
whether life or fire, claiming thatthe feature of such an or- 
ganization depends upon the honor and ability of its stock- 
holders. Generally speaking, this is true. Any business, and 
I care not what it is, depends upon the honor and ability 
of those who are interested in it. It has been said that “the 
insured person who makes a profit out of his insurance or who 
fails to suffer loss by it, is in the same position as the man 
who takes more money out of the bank than he put in.” 

Insurance is an indemnity, and its principles should not be 
founded upon purely selfish motives. The reasonable man, the 
common-sense man, will much prefer to pay $50.00 a year for 
indemnity than to have his property destroyed by fire; al- 
though he may feel certain that in case of loss he would re- 
ceive from the insurance companies full compensation. 


TWO PURPOSES FOR INSURANCE. 

So that when a man buys insurance and pays his pre- 
mium, he does so for two purposes. First. That he may have 
indemnity should he meet with disaster. Second. That al- 
though he may not suffer any loss during the period of his 
policy, yet he is willing to contribute to the extent of the 
amount of his premium for the maintenance and support of 
an institution which can be a benefactor to his neighbor should 
he suffer loss, and may prove to be a benefactor to himself 
under like circumstances. 

It is a false theory that insurance is always a loss and no 
gain, unless your property is burned. As an evidence of this 
fact it can safely be asserted that in many instances a mer- 
chant’s fire insurance policy in a good and substantial insur- 
ance company gives to him a credit at the bank, or with those 
with whom he deals, that he otherwise could not obtain. 

INSURANCE IS RECOGNIZED AS A FACTOR. 

Merchants sell their goods on extended credit, knowing 
that although misfortune by fire may overtake the purchaser, 
yet his insurance indemnity will enable him to pay for them. 

A transaction of any magnitude recognizes insurance as an 
essential factor. It is closely and inseparably interwoven with 
every business scheme and enterprise, and is a strong con- 
tinuous thread lending security to the whole fabric of business, 
without which it is doubtful if capital, which upon the slight- 
est and even an unwarranted provocation, so often hides it- 
self in fear, would attempt to meet the necessities of the busi- 
ness world. 

As proof that mutual fire insurance companies have been 
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succéssful, are successful to-day, and with proper management 
can be made successful in thé future, we have only to refer to 
the fact that the oldest fire insurance company in the world 
is a mutual company, namely, The Hand in Hand Mutual. In- 
surance Company, of London, England. The oldest fire in- 
surance company in the United States is a mutual company, 
The Philadelphia Contributionship, which was organized by 
Benjamin Franklin and was chartered 24 years previous to 
the signing of the Declaration of Independence. 

The oldest company in the state of Ohio is a mutual com- 
pany, The Cincinnati Equitable, incorporated 1826. The 
largest insurance company in the state of Ohio is a mutual 
company—it does business on the stock plan, however—The 
Ohio Farmers’ of LeRoy, Ohio. 


A GOOD RECORD. 


Many others could be mentioned, but I only refer to one 
more, The Central Manufacturing Mutual Insurance Company 
of Van Wert, Ohio, organized April 7, 1876. This company 
was organized under the same law as our own, and in its 
early history met with the rebuffs and opposition of the pessi- 
mists; but under the careful management of its officers, among 
whom none have contributed more to its success than its 
present secretary, Mr. F. W. Purmort, an all-round insurance 
man, this company now has as total assets, $968,844.20, having 
paid losses since its organization aggregating $839,273.52. Be- 
sides it has as assets in cash and securities which are avail- 
able, $146,712.35, and has paid since its organization an average 
dividend annually of 20 per cent to its policy holders; some 
years, however, having paid a greater dividend than this. 


POLICY HOLDERS HAVE BEEN INDEMNIFIED. 

True the assets of this company does not figure in the 
millions, yet it shows that it has indemnified its. policy holders 
during all these years; it has paid its losses and has a reserve 
sufficient to withstand a svftcession of losses with much less 
danger to it policy holders, comparitively speaking, than can 
many of the old line companies. From an able address de- 
livered by Edward Atkinson, the great statistician and president 
of the Boston Manufacturing Mutual Fire Insurance Company 
of Boston, Mass., which returns to its policy holders annually 
an amount ranging from 75 per cent to 90 per cent of their 
premiums, I desire to quote the following which fully enunci- 
ates the doctrine of mutual insurance as compared with in- 
surance taken by a joint stock company. It is brief: 


ALL INSURANCE IS MUTUAL. 

“Many of you are probably prejudiced against what is 
commanly known as Mutual Insurance, but if you insure your 
property at all, you are engaged in a system of Mutual In- 
surance, whether you know it or not—all insurance is mutual. 
Your own preniiums which you pay to an insurance company, 
whether it be known as a stock company or a mutual com- 
pany, constitute the only fund from which your own losses 
are to be paid, if the insurance company in which you are 
insured is expected to have any stability. The moment you 
touch the capital of a stock company for the payment of losses 
at that moment the company becomes unsafe to contract with 
and may become bankrupt unless the capital is made up by 
contributions of new capital and higher or new premiums 
on riew risks. It, therefore, follows that the capital of a stock 
company serves only as a sort of guaranty that the policies 
issued by it will be paid in case of loss; just as the liability 
to assessment serves as such a guaranty in the mutual com- 
pany.” 

LIFE INSURANCE COMPANIES ARE MUTUALS. 

These statements come from one having had wide ex- 
perience and splendid opportunities for observation. 

The great life insurance companies of this country are 
nearly all mutual companies. Take the Mutual Life of New 
York, The New York Life, The Equitable, The Connecticut Mu- 
tual, The Mutual Benefit, The Northwestern Mutual and 
many others might be named, each one of which have mil- 
lions of dollars of assets. In fact, it is said that three of the 
large mutual life insurance companies of New York City 
alone could pay our national debt and still have money left. 

If the mutual feature in life insurance is a success, why 
should it not be in, fire insurance? We assert that in fire 
insurance it is a success, and it is now an admitted fact that 
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in some. states of this Union mutual fire insurance companies 
do a much greater-business than joint stock companies. 

' The last report of the insurance commissioner of our 
own state shows that mutual fire insurance companies do from 
one-eight to one-ninth of the entire fire insurance business of 
to-day; without taking into consideration business done by 
mutual fire associations which insure farm property nearly 
altogether. But'I think it a fact worthy of note that fire in- 
surance companies that have proven the most successful in 
their operation are those which have classified their business, 
or stating it differently, have confined it to a particular class 
of property: 

Now someone may ask why a mutual company can fur- 
nish insurance -cheapet than a stock company? And I will 
attempt to answér this briefly: In the first place the question 
of. expenses enters itito every business—how much does it cost 
to run it? . 

NO HIGH SALARIED OFFICIALS. 

With mutual companies you will find no high salaried of- 
ficers who put in their appéarance at the office at 10 o’clock 
ii the forenoon, leavé at 2:30 or 3 o'clock and enjoy them- 
Selves between. times, but earn nothing for the business. 

Second: The mutual insurance companies which confine 
themSelves to a certain particular class of business is gen- 
erally managed by men who have had experience in that. busi- 
ness and are acquainted with all the ins and outs connected 
with it, and this knowlege and experience affords them the 
means by which they know the dead beats or the. black: sheep 
as they might be called and are able to avoid them; with 
such a condition of affairs a mutual insurance company has 
as its policy holders a class of men possessed with a moral 
setise of tight and this being true, the risk is largely de- 
creased because there is less moral hazard; and it is a well 
recognized rule among insurance men and has been for 
scores of years past, that moral hazard in the insurance busi- 
ness i$ one that must be considered above the financial risk 
taken. While there may not be muclf comparison, yet this 
principle might be illustrated by the man who applies to a 
bank for the loan of a sum of money. He may be amply re- 
sponsible for the repayment of the money, yet slow to pay 
and difficult 'to collect from, and for that reason the bank re- 
fuses the loan. While ariother man who is prompt, honorable 
and with known habits of industry and morality, but not 
nearly as responsible from a property standpoint for the 
amount he desires, will readily be accommodated; the dis- 
tinctive feature considered by the bank being moral worth, and 
the same principle applies to insurance. Statistics are. dry 
food for thought, and many times very misleading, and I 
shall not inflict myself upon you by indulging in them, but 
will simply say that- while touring this state in the interest of 
our company I have found that in each important city and 
town throughout the state, the most conservative, solid and 
wideawake energetic hardware dealers, both jobbers and re- 
tailers, are investing in all’ the mutual insurance they can 
obtain in preference to the stock companies, for the reason, as 
a number of them have informed. me, that their rate of in- 
surance yéar in and year out averages them from 15 per cent 
to 20 per cent less than that of joint stock companies, and in 
case of a loss, either entire or partial, the mutual companies 
respond as promptly in adjusting and paying the loss as do 
the joint sto¢k ‘companies. 

LIMIT TO RISKS. 

But before closing, I desire to speak of one other matter. 
During the past year we have been solicited by a number of 
persons to accept risks ranging anywhere from $1,000 to $5,000, 
and must say that in a few instances we have been scolded 
and complained of because we would not accept a risk above 
$3,000. It may be well to give our reason for taking this 
position. When the company was first organized, the size of 
a risk was a matter to which special attention was not given; 
we were, of course, anxious to start off with as good a line 
of risks as was possible and as the maximum limit fixed by 
laws on our risks is $5,000, we felt justifiable in accepting risks 
to that amount; but riper judgment, coming from our observa- 
tions of what other companies were doing, put us to thinking 
and when we come to look over the matter we found that the 
most hazardous thing we could do for the members of the 
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company, would be to assume heavy risks because in case 
of two or three total losses under such risks, we might absorb 
all our past earnings and, perhaps, impose an assessment upon 
the members, which would simply mean the death of our 
enterprisé. 

If you will take the time to investigate you will find that 
all fire insurance companies, whether mutual or joint stock, 
are to-day reducing their risks to the lowest possible mini- 
mum and not one of them can be induced to accept any risk 
exceeding $2,000. I mean to say this is the rule. It being 
true, of course, that there are some exceptions, but when the 
exception obtains, you will find first class reasons for it. Either 
a fire proof building, the risk isolated, or little or no combus- 
tible material kept, etc. If our company, in its endeavor to 
offer protection to its members, should load itself with a num- 
ber of risks, say, from $2,000 to $5,000, and should then 
meet with a total loss of, say, three, four or five such risks, 
anyone can readily understand the effect it would have 
upon us. 

LIST OF LOSSES, 

Now, shortly after our organization that was just the condi- 
tion we were in. When we awoke to our danger and suc- 
ceeded in obtaining some re-insurance on all our large risks 
by The Central Manufacturing Company of Van Wert, Ohio, 
since which time we have been extremely cautious as to the 
size of the risk we have assumed, in no instance accepting any 
to exceed $3,000, and much prefer them to range from $500 to 
$1,500, and as an evidence of the soundness of such a policy 
we have but to refer the members of this company to the 
losses we have paid since our organization, although they are 
not great either in number nor in the several aggregate 
amounts. Following is a list: 


J. H. Kauke, Van Wert, Ohio.........:......... $ . 4:20 
O. M. Scott & Bro., Marysville, Ohio............ 48.27 
Roney & Schearer, Dayton, Ohio.:.............. 187.68 
N. C. Alton, Speeiee; lib ei. o3occcsics vices cose den 11,20 
FiutBeid- © Soptt, Tea on ccccccescepcccccecces 47.46 
Columbus Hardware Company, Columbus, Ohio. 79.22 
Kruse Hardware Company, Union .............. 10.80 
F. A. Walthers, Bucyrus, Ohio................. 9.00 
it Pn ho LUOMsLr nea spc ess cee cap see 16.88 
C. H. Blatner, Vermilion, Ohio.................. 673,10 

WOU cade ced datsdbcwdicdadic dddadicbikdccs $1,087.81 


While in many of these instances the loss was much 
greater than the amount of insurance paid by us, yet the own- 
ers of the properties, as I am informed, were reasonably com- 
pensated for their loss, because of having other insurance, 
there being a number of other companies holding policies on 
the property destroyed; and when each had contributed its 
proportionate share of the loss, it reduced the amount neces- 
sary to be paid by each company. 

REFUSED TO TALK INSURANCE. 

While onthe other hand, if any one company had been 
carrying the entire risk; if would have been compélled to 
pay the entire loss, and the amount a-single company received 
by way of premium on a large risk is not sufficient to jus- 
tify the taking of it. ‘ 

I remember a case that came under my observation at 
the time of the organization of our company. -I was solicit- 
ing insurance and called upon a prominent hardware dealer 
in one of the leading cities of this state: I submitted our 
proposition to him, whereupon he very politely informed me 
that I was welcome to the privileges of his office and might 
make the same my headquarters while remaining in the city, 
if I desired so to do, and that he would extend all cour- 
tesies possible, but demanded that I should not talk insurance 
to him. In confess I felt very much disappointed at the time 
and would have willingly assumed a risk of $5,000 on his 
stock and would have deemed it a first class risk, but he was 
sv positive in his statements that I saw it was useless to in- 
sist or attcmpt to discuss the matter with him and left, feeling, 
however, that the treatment was rather severe. 


STARTED OUT IN A HEALTHY CONDITION. 


Our company was organized shortly afterwards and 
started off in a good healthy condition, when within a few 
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months we received a report that this man’s stock of hardware 
and building had been entirely destroyed and that the amount 
of insurance he had was considerably insufficient to pay his 
loss. 

This is one of the occurrences in our brief history that 
put us to thinking and observing and planning for a system 
that would better protect our company and its miembers from 
hazardous risks that would ultimately bring disaster and dis- 
solution. 

FAILURE IS. BASY. 

So it will be seen that failure is a result which may be 
easily brought about, while success depends upon persistent 
effort, careful watching and a strict ebservance of all time- 
tried and fire-tested business rules. 


In closing allow me to suggest that personally I have for 
years favored mutual insurance for hardware men, and al- 
though the organization of a company like ours ie quite an 
undertaking, and necessitates a great deal of labor, especially 
im our state, yet I in no wise regret anything I have done fior 
any sacrifice I have made. I believe it to be a noble work and 
take pride in stating here and now, that our company, under 
all reasonable and ordinary conditions, is good for its évery 
obligation. 

AN UNBIASED REPORT. 

And I desire to thank you as well as those who are not 
present with us, who have contributed so nobly in various ways 
to the success we have attained, and I assure you that I ap- 
preciate the hearty co-operation and kindly assistance you have 
rendered to the officers of this company since its organization. 

I have endeavored in this report to present to you a fair, 
impartial and unbiased statement, both as to the present and 
the prospective future of our company, and in so doing I 
have studiously avoided anything Kke exaggeration or the 
overdrawing of the picture. It is your right and privilege, in 
fact, it is your duty to know all about the company’s affairs, 
and although our brief career has had its bright and its dark 
sides, and this will continue to be true in the future, yet I be- 
lieve that the members of this company will continue to 
promote its interest by lending their encouragement in every 
way possible. 

OLD FIRE COMPANIES COMPELLED TO REDUCE THEIR RATES. 


At first our organization was looked upon in the light 
of a joke, those identified with old line companies holding 
us out to the world as an institution that would never be able 
to weather the storms, and it is a fact to be lamented that in 
our own great state we have a few hardware men who might 
be termed “kickers.” Men who, I must say, have never signi- 
fied a willingness to give our company the slightest encour- 
agement, and who show a disposition to mimify our work, but 
are always ready to boost the old line companies. But with 
all these. things, it must be admitted that we are compelling 
the old line companies, in many instances, to reduce their 
rates on hardware stocks. I do not say this in a boastful 
spirit, because the agents of joint stock insurance companies 
have always extended us the utmost courtesy and we have 
no reason to complain of their treatment, but with our ranks 
filled from the great. host of hardware dealers throughout 
the state, whose business sagacity is such as to enable them to 
know a good thing when they see it, I fell certain that in time 
The Ohio Hardware Dealers’ Mutual Fire Insurance Company 
will take its place and become a prominent factor in the great 
business world and will be classed among the strong and re- 
liable companies of the country. In this you may call me an 
optimist, but far rather would I be an optimist than a 
pessimist. 

Then give us your encouragement. Stand by your com- 
pany, gentlemen, and the company will prove a blessing to 
you and your posterity. 

The Chairman (Mr. Duffy): There is one thing I desire 
to say in the interest of Mr. Gray, and that is in regard to 
the controversy he may have had with some during the year 
in regard to rates. The State Board of Insurance has pre- 
pared a rate book that applies to all cities of any size and 
villages in the state. My rate, as prepared by this board, 
is $1.05 per 100. Others in our town have $1.50, and there 
isn’t any trouble. In the absence of any report in the state 
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they let local agents distribute that rate among ourselves 
equitably. But my store cannot be equitably rated with Mr. 
Baker’s store in Greenville. This board rate that is set is pre- 
pared for Dayton, Greenville, Piqua, Columbus and through- 
out the entire state. But now comes a war among the agents 
in our town, and they are cutting my rate 10 per cent or 15 
per cent, as the case may be, in order to get my insurance, and 
it brings the Ohio Hardware Insurance Company into a 
controversy with me, for the reason that we are entitled as 
an insurance association to this board rate in order that we 
may be equitably rated with Mr. Baker of Dayton. This 
war extends in some towns to a cutting of rates that we can- 
not afford as an. association to give them the benefit of, 
amounting to a 10 or I5 per cent cut rate at the beginning and 
10 or I5 per cent cut rate in the end in order to make that 
fair with you and with your rates. There is another fea- 
ture connected with this business. Say Mr. Payne at Co- 
lumbus pays the regular board rate of $20 on $2,000 insur- 
ance, and we come over to Greenville and they give me 20 
per cent; it would give me $16, while Mr. Payne in Columbus 
pays his $20. Now, on this three times the assessment lia- 
bility, he pays $60 to my $48, which is simply because the 
agents in our town are having a little war of their own in 
order to secure business and dividing up their commissions. 
This is one trouble Mr. Gray has had to contend with. But for 
all that I bespeak for him patience in order that the Ohio 
hardware people may get at the facts in a fair and unbiased 
manner. Another thing that 1s to be said is that while in 
some cases rates may seem high, the Ohio association carmnot 
give you a dividend of 50 per cent to begin with and 20 per 
cent besides. We cannot do that and survive any sort of a 
loss. 

Mr. Cauke: I can testify that as far as we had any 
business in regard to the little fire that we had in our store 
everything was settled to our entire satisfaction, and the 
business of the company was done right up to the handle. I 
shall recommend the Ohio Hardware Insurance Company, and 
I think we will all do well to patronize it to the extent that 
we can get insurance. I was once a member of the Ohio 
Home Mutual. When we organized it was the understanding 
that its business was to be confined to Ohio, but when Chicago 
burned we found that we were in the fire. Had the under- 
standing been carried out we would have found ourselves all 
right. This Ohio insurance company, if we stick, will be all 
right. 

Mr. Geo. M, Gray: We are subscribers to the Ohio In- 
surance Bureau, which gives us the rating of every county in 
the state. We have that in our possession, and before we re- 
new a policy or when the application comes in we turn to the 
man’s rating and risk and can tell exactly what kind of a risk 
he is, and we immediately send out a policy on that basis. 
Oftentimes, however, a man applying for insurance has an 
under price with the insurance agent. He may have an 80 
per cent or 90 per cent clause the same as we are rating. We 
are always willing to take the single statement from a hard- 
ware man. Whenever a hardware man writes and tells us 
that his rate is so and so in the old line companies we im- 
mediately send him a rebate and ask no further questions. 

Mr. Wiseman: Mr. Cauke was speaking of the old Home 
Insurance Company. My father was state agent for that com- 
pany at the time of this unhappy experience. I believe our 
insurance is the best in this association, and it will be worth 
more and more to us as the years go on. I do not believe we 
appreciate fully this matter of insurance. We can go out and 
buy insurance anywhere, but it is not ours. This is our own, 
and every member ought to take care of what belongs to us. 
We have done all right as far as the law goes, but we have 
not grown in numbers during the past as much as we might 
have done. It should be a point with every member to give our 
company all the insurance it will take. The fact that it will 
not take all that we would like should not bar it. You can- 
not get a single policy of $3,000 in the old line or mutual 
companies. It is a wise policy cutting it down to $2,000, and 
some have felt that it réally should be cut beyond what it 
is now. We carry the 80 per cent clause in our policy. We 
have extinguishers all over the house on the upper floors, 
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which gives us an additional 10 per cent, bringing the board 
rate of $1.25 down to $1.15 and 10 per cent off of that for 
the 80 per cent insurance clause, which makes it a pretty fair 
rate, and a better rate than we have had in a good many 
years, it having peen $1.40 heretofore. This company belongs 
to us individually to take care of, and it will be one of the 
best things this association ever brought out, our own home 
insurance company. 


The Chairman (Mr. Duffy): I want to correct Mr. 
Wiseman in one particular in regard to the board rate and 
new policies. We have 150 more policies than we did a year 
ago, without any more insurance. That is the meaning of get- 
ting insurance from one man and taking it off of another. 
We reduced the $5,000 policies to a point where it don’t seem 
like we could reduce it any further without some friction, and 
we paid $310 to the Van Wert Company to take the surplus 
over $3,000. That was a part of the money that was returned 
as premiums. We are not aiming to secure any new insur- 
ance above $2,000 policies. Now, there was a matter brought 
out at the directors’ meeting that Mr. Gray did not refer to. 
We have concluded that it would be good policy on the part 
of this directory to carry insurance on other lines of mer- 
chandise that are not more hazardous than hardware, and 
in that way we have eliminated the exclusive hardware clause 
from the rules of the association, so that now we are in a 
position, if we find a good risk in a grocery store, that we 
can carry a small amount on that store. We do not, however, 
expect to take anything in the shape of dry goods, clothing, 
millinery, drugs, or anything considered by the hardware peo- 
ple themselves as more hazardous than hardware stock. That 
is, we hope for the endorsement of the association to this ef- 
fect. 

Mr. Gray stated that the Van Wert Company paid the 
Ohio company 10 per cent on insurance turned over to them. 
They were investigated beforehand and found all right, so 
that-really 10 per cent comes back to this company. 

A telegram was read from the Illinois and Missouri as- 
sociations, sending fraternal greetings. On motion the secre- 
tary was instructed ‘to send a reply telegram. 

The secretary of the insurance company then read the 
minutes of the last annual meeting of the stockholders of the 
insurance company. 

Mr. Wiseman moved that the action of the stockholders 
be approved in regard to the action taken in changing the 
rules of the company so as to permit the insuring of other 
property than strictly hardware stock. Motion seconded. 

Mr. Bogardus: This insurance company was gotten up 
for the benefit of hardware men. I do not rise to criticise the 
action taken in making the change, but simply want to present 
the thing. In broadening out the insurance company started 
for the benefit of hardware men, and if we take in others we 
have not the same argument to use. It may be wise. I am not 
criticising the action of the directors, but simply presenting 
you the objection that came to me. 


Mr. Gray: While it is true that we have 1,400 hardware 
men in the state of Ohio, yet it is a fact that we cannot take 
all of the hardware men for many reasons. It is true also 
that there are many lines of hardware more hazardous than 
some other lines. After carefully going over the matter 
with the directors and also with practical insurance men, it 
was deemed wise to change the rule so that we might take 
in other insurance in case we wanted to. I would object to 
taking in other lines promiscuously. Personally I think it is 
a wise move, but we want you to decide the matter, and 
whatever you say will go. 


Mr. Duffy: At the last annual meeting we took in resi- 
dences, but residence insurance yields such a small revenue 
that it is hardly worth while. It would take an enormous 
amount of premiums of $6 per year on residences to pay my 
loss. We might take good grocery risks at $1, while my 
home is carried at 20 cents per $100. I do not expect anybody 
is going to accuse the directory of being a little hazardous, 
because we have been censured for being too conservative, 
but that was only that we might build up a revenue to 8 me 


we eas es Se KH 





extent by going outside and taking something that was not 
more hazardous. 

In answer to a question the secretary stated that 483 
members out of 2,850 people in the state that sell hardware 
were insured in the association company. 

Mr. Barber and Mr. Kirkendorf stated that they were 
wanting to take insurance as soon as they could get it on 
their stock which included other goods than hardware, in one 
case the hardware being in a separate building. 

Mr. Duffy stated that it was not the policy to take a risk 
on anything in connection with hardware and which was con- 
sidered more hazardous. 

Mr. Bogardus moved to amend the pending motion by re- 
ferring the matter back to the directors with authority to act 
in their best judgment. Motion seconded. The motion was 
later withdrawn. ; 

After some further discussion of the question, Mr. Wise- 
man’s motion to approve the action of the directors was car- 
ried. 

The committee of the whole then rose and President Bo- 
gardus resumed the chair. 

DELEGATE TO NATIONAL CONVENTION. 

Mr. F. A. Bare of Mansfield made a report as delegate to 

the National Convention as follows: R 


REPORT OF NATIONAL DELEGATE. 





A MASTERPIECE. 

Ohio was represented in the last National Retail Hard- 
ware Dealers’ Convention at Chicago by W. P. Bogardus, 
National Treasurer, Henry F. Rahe of this city, Secretary 
Burr of the Ohio Association and the speaker. 

In reporting, your delegates beg to say that the work we 
are proudest of is the part Ohio representatives took in elect- 
ing our Mr. Bogardus President of the National Association. 
How eminently successful he has been we may judge from 
the speech made by him at Atlantic City before the National 
Manufacturers and the National Association of Hardware 
Jobbers. That speech was a masterpiece and, as you know, 
turned that influential body of business men from a favorable 
consideration of the Parcels Post Bill to strong resolutions 
against that dangerous measure. 

FIFTEEN STATES WERE REPRESENTED. 

It was the fourth annual convention of the National Re- 
tail Hardware Dealers’ Association that met in Chicago 
March 17th, 1903. Fifteen states were represented: IIli- 
nois, Indiana, Ohio, Kentucky, Iowa, Michigan, Missouri, 
North Dakota, Minnesota, Wisconsin, Pennsylvania, New 
York, Indian Territory, Nebraska, Colorado. 

In the appointment of committees, Ohio delegates were 
named on Committtee on Resolutions and Committee on Con- 
stitution and By-Laws. 


FERNLEY’S THREE CONVICTIONS. 

Among other good things in his annual report, President 
Cormick called attention to the following extract from the 
report of T. Jas. Fernley, Secretary-Treasurer of the Na- 
tional Hardware Association, at New Orleans, November 
19th, 1902. Mr. Fernley said: “During the spring months 
it was our pleasure to visit upon invitation quite a number of 
the Retail Hardware Dealers’ Associations. We were con- 
vinced of three things: 

First, that these organizations were rapidly growing, not 
only in number, but in usefulness. 

Second, that they were conducted by men of ability, men 
who were the peers of those found in the wholesale hardware 
business. 

Third, and I assure you it was most gratifying, we found 
that these organized retailers were looking with great favor 
on the National Hardware Association.” 

A TRUE PROPHET. 

President Cormick proved himself a true prophet when 
he predicted in his annual report that at no distant date the 
officers of our National Retailers’ Association would be in- 
vited to meet the officers of the National Jobbers’ Association 
for conference. This prophecy was fulfilled when President 
Bogardus and Secretary Corey were invited to address the 
great convention at Atlantic City last summer. 
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I wish particularly to emphasize one of President Cor- 
mick’s suggestions; that to further and systematize the work 
of state associations an annual meeting of the various state 
secretaries be held. I very much hope that this convention 
will act on this suggestion, and make provision for Ohio’s 
secretary to attend such a meeting. 

THE PARCELS POST BILL. 

Much time was given in the convention to the discussion 
of.the Parcels Post Bill. This bill has been thoroughly and 
ably discussed to-day by Mr. Hutsinpillar, and needs no fur- 
ther mention in this report. If every hardware dealer in the 
state of Ohio will write a personal letter to his congressman 
and to our United States senators, explaining its dangers to 
retail interests in general there will be little doubt as to the 
vote when the measure comes up. 

IS GROWING RAPIDLY. 


The National Association is growing rapidly. In addi- 
tion to the states already affiliated the National Secretary 
held letters from the states of Washington, Tennessee, Ala- 
bama, California, New Jersey, Texas and Vermont, indicat- 
ing that they would soon make application for membership. 

The vast value of the National Association has been 
demonstrated in the work done in inducing prominent manu- 
facturers to refuse to sell catalog houses. 

In many of these cases state associations made the effort, 
often failing to get even a hearing. But the National, in 
nearly every instance, commands a successful hearing. 


MEETING OF STATE SECRETARIES. 


Eleven state secretaries were present and held a state 
secretaries’ meeting. 

They recommended a plan whereby dates for state con- 
ventions could be so arranged as to avoid conflict in meet- 
ings. Under the present system trade papers are sometimes 
forced to report as many as three or four conventions in 
one issue. A different plan would obviate this difficulty, and 
would at the same time enable the National President and 
Secretary to attend more state conventions, As their pres- 
ence is always an inspiration, it is to be hoped this recommend- 
ation of the secretaries will be favorably received by the va- 
rious state conventions. 

The matter of reducing national dues caused a long dis- 
cussion, the states with larger membership usually favoring 
such reduction, the states with smaller membership opposing. 
It was finally decided unwise to reduce dues at this time. 


NATIONAL INSURANCE. 


The question of national insurance came up for long and 
careful consideration, ending in the appointment by the chair 
of Miller of Pennsylvania, Lewis of Indiana and Ladner of 
Minnesota, a committee to organize a National Insurance As- 
sociation. The result of the work of this most excellent com- 
mittee is well known to you all. 

That part of the session devoted to selecting the next 
meeting place was decidedly full of life and action, resulting 
in choice of Indianapolis over Minneapolis, Milwaukee and 
Chicago. 

Do you receive the National Bulletin? If so, do you read 
it? If you do not get it notify your State Secretary, or the 
National Secretary, as you are entitled to a copy of every 
issue of this valuable publication. It keeps you in touch with 
what is going on in the hardware world. 

Few of us realize what can be done by the retail hardware 
men of the United States, if we organize and work. 


NOT SURPRISED AT NATIONAL SUCCESS, 


The remarkable growth and power of the National Retail 
Dealers’ Association is due largely to the devoted efforts of 
our ex-Presidents Miller, Lewis, Cormick, and our President 
Bogardus. 

When we know such men, we are not surprised that the 
National Association is a success. But we are surprised that 
every hardware man in the United States does not get into 
line with the National by joining his own State Association. 
Still greater is our surprise that in the great leader state of 
Ohio, there should be a single hardware dealer who is satis- 
fied to do business without membership in his own State As- 
sociation. 
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We know the value of the State Association. The Na- 
tional represents the combined forces and influence of many 
State Associations, and has in consequence a power with the 
manufacturers and jobbers that no State Association could 
ever hope to attain. 

Let us give it every support possible, and help our most 
worthy President in making his administration the greatest 
in national history. 

On motion the report was received and made part of the 
record. 

Mr. Bare of Mansfield called attention to the suggestion 
for making the local secretaries delegates to the National 
Association, and hoped the suggestion would be carried out. 

Mr. C. S. Johnson of Barberton read a paper on the ad- 
vantages of “System in a Retail Hardware Store.” The points 
were the matters of displaying goods, the distinction between 
good sellers and poor sellers, to be shown by tags or marks 
near the price marks; the proper purchase of goods, which 
was déclared as important as selling; and finally, system gen- 
erally, without which success was declared impossible. 

The question box was then taken up. 

“Is there any economy in concentrating your buying of 
goods to a few jobbers?” 

Mr. Bare: I think there is, because when you go into the 
jobber's store, he knowing you are a valuable man, will take 
special interest in you. 

“How many do a cash business? With what result? State 
line of goods handled.” 

D. H. Horn, Greenville: We do a hardware and grocery 
and stove business, and for cash, and are much pleased with 
the result. Of course we could do some more business, I 
think, if we did a credit busines. I remember only one sale 
that I lost since we started last September, and that sale was 
of a cooking range to a fellow who was a great risk and very 
slow ‘pay. 

A Member: Do you run a job shop in connection with 
your business? 

Mr. Horn: No. We have a grocery business in connec- 
tion, and people telephone for groceries as well as hardware, 
and we deliver the goods with the understanding that they 
will be squared up for by the Monday following. If not we 
send and have it squared up. 

A Member: Suppose a man came in but did not have 
the money, or was short $10, and wanted to buy a stove, what 
would you do? 

Mr. Horn: If I knew the fellow I would take the money 
out of my pocket and lend it to him. 

_ Mr. Blackman remarked that he was glad to meet a man 
who actually did a cash business. 

“If there be $1,000 lost on a $3,000 stock, with a $1,000 
policy, all carried by one company, how much does the in- 
sured get? 

The President: Wouldn’t it depend upon the salvage? 

Mr. Duffy: He gets $1,000. 

“How are local hardware assOciations thriving, and how 
best promoted? Are such associations beneficial to general 
trade as a whole?” 

C. S. Johnson, Barberton: For three or four years I had 
been trying to get three hardware houses in our town to come 
together, but never succeeded until about five months ago, 
when I got a gentleman to come to our place and paid his fare, 
for the purpose of getting the merchants to form an organiza- 
tion. After he had addressed them I suggested a form of or- 
ganization. Out of 105 merchants doing business, 81 are 
paying a dollar a month into the association. We have a first- 
class secretary, paid $60 a month, and all accounts that we do 
not see fit to collect are turned over to him. We have already 
had excellent returns on the plan, which should ‘be adopted 
generally. 

One member created amusement by saying that after 
three years’ experience with a membership of 30 and an ex- 
penditure of $300 in supporting the organization, they had 
collected one dollar. 

Mr. Ruhl stated that the experience in his town, with an 
organization of merchants, had been a failure. 


“What is the difference in principle between syndicate 
buying by the merchant and catalogue house buying by our 
customers?” 

Mr. Ktyder of Alliance: I think there is no comparison 
between them. The merchant buying in a syndicate is prac- 
tically four or five merchants, probably more, bunching their 
purchases. It is perfectly legitimate in this age of the world. 
There is no comparison between the two deals. 

“What is the difference between retailers sending out can- 
vassers to solicit trade and catalogue houses sending out cat- 
alogues for the same purpose?’ 

C. N. Alton, Lorain: All the difference in the world, I 
should say. The local merchant sending out solicitors has a 
perfect right to do so, because that territory belongs to him. 
Thé ¢atalogue house enters into competition with the local 
merchants all over the country, and I can see no similarity 
between the two. 

The President: One difference is that the local retail 
dealer is a citizen of the town and a taxpayer and helps to 
keep it up, while the catalogue house is simply reaching out 
and has no taxes to pay and is drawing all the money out of 
the country. 

One member stated that the catalogue houses in many 
instances misrepresented their goods. 

“Does any member know of a firm offering for sale labels 
for hardware boxes?” 

In reply to this question several names were mentioned of 
firms engaged in this practice. 

“Does it pay a dealer to invest $200 to $500 in a cash 
register?” 

Mr. Horn mentioned one case where ‘a merchant bought 
a place for $600 and spent $200 for a.cash register, and Mr. 
Horn remarked “He certainly thought it paid.” 

Mr. Duffy remarked that the principal value of a register 
was in enabling certain accounts to be kept more correctly, 
especially credits. 

Mr. Baker: I believe in a cash register. While all that 
is claimed for it is not true, it will certainly keep you from 
forgetting to make charges as in the good old days. We have 
no trouble with regard to it. 

One member called attention to the fact that it keeps an 
accurate record’ of the cash which is not possible without a 
cash book. 

Mr. Kanney asked how members would go about it to 
detect where the fault lay in case the cash did not balance. 

Mr. Baker said they had no trotible in that respect, as their 
troubles never extended beyond a few cents. 

Mr: Duffy said he did not use the register in making 
charges. Charges are sometimes forgotten because two clerks 
Will wait on one customer at different stages, and each as- 
stimés that the other made the charge. . 

One member advised the use of cards of different colors, 
one to indicate a cash sale and the other a-charge, so that 
the fact. one way or the other would be sure to be recorded be- 
fore the sale was finished. 

Mr. Scott said his firm had no trouble with charges as 
they had no. charges to make except with a few public insti- 
tutions: When they commenced the cash business they. ad- 
vertised a short time before that they were going to adopt 
the cash system, and since that time had adhered to it. Lhey 
advertised to sell cneaper than their competitors, and he be- 
lieved they did sell that way. They made no charges even to 
contractors, and only lost an occasional sale by the new 
system. 

“Which is the best way.to meet encroachments of jobbers 
on retail trade?” ) 

Mr. Baker: If it is the jobber you buy from, have a talk 
with him, and if you have the right kind of talk he will prob- 
ably quit. 

The President: Especially if you have the right kind of 
state association 

Mr. Baker: Yes. 

“What suggestion can you offer to increase our member- 
ship?” 

Mr. Baker: I put that question in because I think it is an 
important one. One gentleman said to me this morning, “I 
think we talk too much about the department stores and the 
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catalogue houses and not enough abont how shall we increase 
our membership.” We never. have here the numbers that we 
should. There are about 1,300 dealers in the state I am told, 
and we have a membership of something over 350. We are 
being congratulated on our growth, but we should grow still 
more. 

Mr. T. H. Cauke: Would it not be well to have a semi- 
annual meeting, one in the northern part of the state and the 
other in the southern, one winter and one summer? 

Mr. Duffy: Mr. Baker has had more experience with the 
association than any one else. He has been with it from the be- 
ginning, and has seen its increase. Many members join with 
the idea that it is going to increase their business directly at 
home, and after a while they drop out on account of not be- 
ing interested in the proceedings. The social features have at- 
tracted some. I have attended many meetings at an expense 
of hundreds of dollars, but I am going to keep on coming; I 
do not expect to quit. There are ultimate financial benefits, 
and the stronger we become the more influence we will have. 

Mr. Baker: I enjoy coming and mixing with people, and 
think I get more than the cost of membership out of it. There 
are educational features that advance my business interests, 
and my position as a citizen of the state. 

A member suggested more local organizations as one 
method of increasing membership in the state association. 

C. S. Johnson’: I was going to ask the question if our sec- 
retary ever canyassed merchants throughout the state person- 
ally? It would be well if the new secretary could make a trip 
over the state for that purpose. I think it would produce good 
results, 

Mr. Baker: Mr. Johnson has struck the keynote, and it 
would be well if the secretary could do as he suggested, mak- 
ing trips at intervals and in that way covering the entire 
state. 

The President: There is not a member that has come to 
the annual meetings but what has got new ideas and thought 
that have benefited him in a business way as well as per- 
sonally. 

A. R. Kanney of Green Springs suggested that the aid of 
traveling salesmen be enlisted in increasing the membership. 

The association then adjourned until 9:30 Thursday morn- 


ing. 


WEDNESDAY EVENING. 





The banquet Wednesday evening in the Cleveland Cham- 
ber of Commerce Hall was a delightful affair, about 400 
participating. One of the features was the superior quality 
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of the orchestra music. The following dainty menu wag dis- 
cussed : 
MENU. 


Blue points. 
Bread sticks, 
Queen olives. Celery. Radishes. 
Sweet bread patties. 
Filet of beef, mushroom sauce. 
Parisienne potatoes. French peas in gases. 
Maraschino sherbet. 
Fruit salad. 
Fancy individual ice cream forms. 
Assorted and fancy cakes. 


Bouillon in cups. 
Pin-money pickles. 


Salted nuts. 
Cream cheese. 


Assorted candy. 

Water crackers. 

Demi tasse. 

President W. P. Bogardus of Mt. Vernon acted as toast- 
master, and about him at the toastmaster’s table were seated 
the speakers, Rev. William Gaston, pastor of the North 
Presbyterian Church; Vice-President J. F. Baker of Dayton; 
Secretaries W. C. Jones of Columbus and D. R. Burr of 
Piqua; J. P. Duffy of Greenville; N. D. Chaplin, chairman; 
W. N. Bowler, secretary, and J. Q. Riddle, treasurer, all of 
the local committee. 

After an entertaining exhibit of magic card work and 
sleight of hand tricks by C. A. Hansen, a traveling man and 
former minstrel man, Toastmaster Bogardus introduced Colo- 
nel Sullivan. 

“The city of Cleveland, with all its greatness, is indeed 
a prolific subject,” said Colonel Sullivan. 

“It is but a few years since wé celebrated its centennial, 
and the wonderful prosperity which has attended it, its rapid 
growth, its conservatism, beauty and wealth were emphasized 
to an eminent degree and Cleveland was crowned by all a 
leading queen among the civic products of the country. 

“Whatever letting down there is, however, in the general 
market at present has been caused largely by our progressive- 
ness, the consequence of the phenomenal period of prosperity. 
Speculation ran riot for some years past, and prices ofeom- 
modities advanced to a level that invited foreign selling 
rather than foreign buying. Credit was strained and the re- 
adjustment which is now going on is the natural result. 

“Fundamental business conditions are healthy and the 
outlook for the current year is by no means discouraging. 
Our trade and commerce is not only following the flag, but 
is reaching out in every part of the world, because it attracts 
consumers by reason of its cost and quality. 

“And while as a nation we shall experience periods of 
depression which naturally follow periods of great prosperity, 
our inexhaustible resources are such as to warrant the hope 
that we shall continue to grow and to prosper until we shall 
have attained an unexampled and indeed a perilous greatness. 

“I believe that our country is God’s chosen land, wherein 
the good time coming, the perfection of governments and of 
nations shall be found. We have here all the resources of 
wealth, power and happiness.” 

Rev. Dr. Hiatt responded to the toast “The State of 
Ohio” in the most eloquent and impressive address heard 
here in years, interspersed as it was by flashes of wit and 
replete with word pictures that brought vividly Defore the 
eyes of his hearers the speakers’ picture of the mixing of the 
streams that brought into being Ohio, the two streams of 
Puritan and Cavalier that made the people of Ohio. A plea 
for the preservation of the school system from the influence 
of politics was received with tremendous applause. 

“The state of Ohio means much or little, according to 
one’s point of view,” said Rev. Dr. Hiatt in opening. “To 
the schoolboy the state of Ohio is a Jacob’s coat of many 
colors in a disreputable book with a jackknife hole in the 
center and a dead fly on the cover; to the farmer the-state is 
red soil, black soil, yellow soil, rich farming regions: here, 
sheep ranches there, orchards in another part of the great 
state; to the census taker Ohio is 41,000 square miles and 
4,100,000 people, not mentioning some of Cleveland's citizens 
who pay their taxes in New York; to the manufacturer the 
state is its five great ports, its great trunk lines and its un- 
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exhausted supplies of Massillon coal purchased in Tennessee ; 
to the politician Ohio is a macadamized highway to Washing- 
ton, with the mileage paid both ways by the longest route; 
to an antiquarian the state,is a vast bed of fossils, remnants 
of a past age of dead, with a recent addition of some politi- 
cians who are dead ones. 

“But to the average citizen just now Ohio is a vaudeville 
stage, whereon, with the legislature as a monkey, a cheap 
Italian is making ragtime music on the steps of the state house 
out of our grand: symphony of public education.” 

Speaking to the toast, “The Ohio Hardware Man,” W. 
Louis Jacobs of Youngstown briefly paid tribute to the men 
behind the counters in the words: 

“I wish I was able to do justice to the Ohio hardware 
man, for I believe he is just as deserving of compliment as the 
state of Ohio or the city of Cleveland. Located between 
Pittsburgh and the wealthy West, Ohio is advantageously 
situated to be the great hardware center it is. And the great- 
ness of the state as a hardware center is reflected upon the 
‘boys’ in the store, and we should do all we can for those 
‘boys,’ who have made the business what it is.” 

The following Cleveland firms contributed to the banquet : 

The American Can Company. 

The American Steel and Wire Company. 

The American Stove Company. 

The Avery Stamping Company. 

The Bassett-Presley Company. 

‘The Billings-Chapin Company. 

The W. Bingham Company. 

The Bishop and Babcock Company. 

The Borden and Selleck Company. 

The Born Steel Range Company. 

The Bourne Fuller Company. 

The Bronson-Walton Company. 

The Brown Fence and Wire Company. 

The Chamberlain Cartridge and Target Boone, 

The Champion Steel Range Company. 

The Chisholm Steel Shovel Works. 

The Chisholm and Moore Manufacturing Company 

The.Cleveland Stone Company. 

The Cleveland Twist Drill Company. 

The Cleveland Window Glass Company. 

The Colonial Hotel. 

The Columbian Hardware Company. 

The. Diamond Glass Company. 

The Empire Plow Company. 

Fairbanks, Morse and Company. 

The Fanner Manufacturing Company. 

The Ferrosteel Company. 

The Borest City Paint and Varnish Company. 

The Garry Iron and Steel ompany. 

The Gibson and Price Company. 

The Glidden Varnish Company. 

The Hollenden Hotel. 

The Independent Register Company. 

The Johnston and Jennings Company. 

Kinney and Levan. 

The Kirk Latty Manufacturing Company. 

The Lake Erie Iron Company. 

The Lamson and Sessions Company. 

The Lockwood-Taylor Hardware Company. 

Messrs. H. W. Luetkemeyer and Sons. 

The McIntosh Hardware Corporation. 

Amos B. McNairy and Company. 

The National Lead Company. 

The National Screw and Tack Company. 

The Ohio Rubber Company. 

The Ohio Sash and Door Company. 

The J. M. and L. A; Osborn Company. 

The Osborn Manufacturing Company. 

The Patterson-Sargent Company. 

The John A. Roebling’s Sons Company. 

The Sherwin-Williams Company. 

The Standard Tool Company. 
The Taylor and Boggis Foundry Company. 
The W. S. Tyler Company. 
The Union Steel Screw Company. 
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The Upson Nut Company. 

The Upson-Walton Company. 

The Van Wagoner Company. 

The Welsbach Company. 

The George Worthington Company. 
THURSDAY MORNING SESSION. 


The concluding session was called to order at 9:30 by the 
president, there being a full attendance. 


LAWS RELATIVE TO THE HARDWARE TRADE. 


A. C. Wiseman, chairman of the committee on laws rela- 
tive to the hardware trade, made a report from his commit- 
tee, in which he traced the progress in the direction of laws 
in the several states for the purpose of regulating the use of 
trading stamps, and similar devices. Referring to the measure 
pending before the New York legislature, he stated that it 
provided for the most rigid redemption in cash of all trading 
stamps, and holding the merchant personally responsible for 
their redemption. He referred to an instance where after six 
months the concern interested in the stamps fled the city as 
soon as it had disposed of a large amount of the stamps. The 
law in our state will be practically modeled after the New 
York law, and will be a good thing for business generally. 


INTERSTATE COM MERCE. 


Mr. Wiseman, from the committee on interstate commerce, 
presented a report, being a copy of the paper now before the 
committee on interstate and foreign commerce of the National 
House of Representatives. The provisions of the interstate 
commerce law as it exists now were summarized, and the 
speaker continued: “The great trouble seems to have been 
that whenever there has been a claim for damages or for re- 
bate for overcharges, that the complaint is made and nothing 
else is done. The point that would win with the people and the 
association would be the securing of something substantial 
in this line, such as the collection of damages, which has very 
rarely been done. This plan is simply one to provide for 
the enlargement of the power of the Interstate Commerce 
Commission. 

Mr. Baker: In what condition is the lien law of the 
state? 

Mr. Wiseman: We have no prospects that I know of, 
of getting anything. We have nothing other than the ten 
per cent, which does not seem to work very well. I do not 
know how we are to go about it to get anything better. The 
absence of a good lien law is a matter of great concern to the 
merchant. 

The President: There is not much chance to push for- 
ward a lien law when your legislators will say, “If you under- 
take to carry this bill in any way or shape I will vote against 
it and do all I can to defeat it.” That is what Mr. Wert 
said to me in relation tg a lien law, and that is all the en- 
couragement we get on that score. Yet the lumbermen wanted 
$250 from us to work for a new law. 

On motion the report of the committee was adopted. 


MEMORIAL. 


The secretary read the report of the memorial committee, 
reporting the death of two members—Mr. Cantwell of Kenton 
and Mr. I. E. Pierson of Greenville. The committee rec- 
ommended the adoption of the following resolution: 


Resolved, That we have lost, in Mr. Cantwell and Mr. 
Pierson, valued and honorable members of the Ohio Hard- 
ware Association, and the hardware trade of Ohio deeply 
mourn their loss. Be it further 

Resolved, That these resolutions be embodied in the min- 
utes of our annual meeting, and a copy be forwarded to the 
families of the deceased. 

T. J. Lawter, 
L. F. STAHLER, 
Committee. 

On motion, duly seconded, the resolutions were adopted. 

The committee on nominations made a report recommend- 
ing the following members for election as officers for the 
ensuing year: 

President—John F. Baker, Dayton. 
Vice-President—C. S. Johnson, Barberton. 
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Corresponding Secretary—Frank A. Bare, Mansfield. 
Financial Secretary—W. C. Jones, Columbus. 
Treasurer—L. F. Stahler, Waverly. 

Executive Committee—One year, to fill vacancy of Mr. 
Power of Norwalk, John C. Fuhr, Williamsburg; two years, 
John Kramer, Dayton; C. W. Jewell, Utica; W. A. Perry, 
Zanesville; Frank W. Ingalls, Bryan. 

Delegates to National Convention—George B. Meyer, Cin- 
cinnati; Frank Briggs, Delta; C. A. Hutsinpillar, Ironton; 
F. A. Bare, secretary, Mansfield. Alternates—Mr. Jacobs, 
Youngstown; A.-M. Glockner, Portsmouth; John Plummer, 
Bellefontaine; B. O. Thompson, Cambridge. 


John F. Baker of Dayton read a paper on the subject : 
DOES IT PAY? 


A POPULAR SUBJECT. 


In reading the reports of the annual sessions of the vari- 
ous State Hardware Associations, I have been somewhat im- 
pressed with the numbers of papers on advertising. 

The reading of them had not been without profit, and, 
while I am not now nor ever have been an enthusiast on the 
subject of advertising, I have been greatly interested and 
have adopted some of the suggestions. 4 


THE BEST MEDIUM. 


I note, however, that the writers do not agree on any 
particular line of advertising. The opinions are as many as 
the writers; some using the newspapers, others the mail, 
while others who have no use for the press or Uncle Sam, 
have ideas which they claim are far superior to any they have 
ever heard. In very few, however, have I yet to learn that 
a pleased and satisfied customer is the best advertising me- 
dium. It goes without saying that the essayists, knowing 
this to be true, accept it as a fact, and do not attach the im- 
portance to it that the writer of this paper does. 

A WALKING ADVERTISEMENT. 


In all the years that I have been engaged in business, I 
have held the idea that a customer who was pleased and satis- 
fied was not only a good advertiser, but also a walking adver- 
tisement, hence all my energies have been furthered in this 
direction. Imbued with this idea, I have made it a study, 
made it a part and parcel of my business, and carried it to 
this extent, that we have an unwritten law in our place that 
whoever shall enter the house must, if possible, go out of it 
with a smile on his face. 


THREE REQUISITES OF A SALESMAN. 


I require and expect three things of a salesman when he 
enters my employ; he must be honest, quick and polite. If 
you can think of any other requirements, they are all com- 
prehended in these three. As a rule, I think the average mer- 
chant is satisfied if the applicant possesses only the first es- 
sential, while some might require the two first mentioned, but 
I have always considered the last named requisite fully as im- 
portant as the first two; and yet if a good salesman were 
honest and polite, I should at once give him a trial, although 
these be days of activity and the times demand haste. 


AUTOMATIC: SALESMEN. 


There are too many stores now in which the average 
salesman seems either to have lost what civility he has ever 
had, or else, having never possessed any, is nothing but a ma- 
chine or automaton, fitted only to answer in monosyllables. 
It has always been a mystery to me why some of our business 
men will permit these disagreeable people in their employ, 
but since I make it a rule never to trade with them, I shall 
not trouble myself to look for the answer. One of the amaz- 
ing things I occasionally come across is the imperious air 
that some young men acquire when elevated to a position of 
trust; how they delight to impress the ordinary citizen with 
the gravity or importance of the position they occupy. 

VALUE OF A GENIAL MANNER. 

Now there are some old-fashioned people who look on 

this as impudence and insolence; however, let us be more 


charitable and call it ignorance. But, taking a look at the 
other side, what a pleasure and delight to find some one in 
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authority or in a high position who has a pleasing face, 
genial manner and kindly speech. What if your taxes are 
higher than last year. What if the article you are looking 
for can’t be found, and suppose the prices have advanced on 
the article you are buying. The manner in which it was told 
you has made you forget the disappointment that came with 
the information. 
A DISPOSITION TO INCIVILITY. 


Sometimes we find this disposition to incivility in the 
offices of our large manufacturing establishments. Not long 
since I had occasion to visit one of these factories in quest 
of a piece of material. As I entered the office a young man 
of probably eighteen years of age, very nicely dressed, with 
his hair plastered down over his face with bear’s grease, 
neat’s foot oil, or some other lubricant, came forward and in 
a sharp voice said, “Well, what is it—what is it?” I simply 
glanced at him and, stepping aside, seated myself in a chair. 
In a few moments a gentleman came forward and, with a 
smile on his face and outstretched hand, bade me welcome and 
inquired what he could do for me. I made known my wants 
and in a few moments the transaction was concluded. As I 
was about to leave he placed his hand on my arm and said, 
in a tone of voice that was heard over the office, “The young 
man who spoke to you when you came in has an idea that 
he owns our establishment, but I can positively assure you 
that he does not.” 

WANTS NO FAWNING. 


I have repeatedly gone out of my way to purchase my 
wants or necessities from those who seem to appreciate it. I 
do not want any salesman to fawn or palaver over any pur- 
chases I may make of him, but I think he should manifest 
some interest in the transaction, and do it in a civil manner; 
for this reason I have, as said before, gone out of my way 
to trade with people who are courteous and will pay a trifle 
more for the article I buy rather than purchase at a lesser 
price and have a surly salesman attend to my wants. 


PAYS MARVELOUS DIVIDENDS. 


I do not know of anything that pays like politeness. It 
costs nothing, but it pays marvelous dividends. Therefore, 
it behooves us to be just to all alike, since it is surely the 
part of wisdom to treat with unfailing civility all who enter 
our places of business, in whatever relation they come to us. 


THE KICKER IS ALWAYS WITH US. 


But, says someone, does this refer to the growling, grum- 
bling, kicking customer? By all means it does. We have 
the kicker; we know him. The customer who is everlastingly 
making complaints about the goods he bought of you, or if 
it is not the goods it’s the price, and who makes you feel all 
the while as if it would do you good to assist him out of 
the store. However, it is the best to go slow, for I imagine 
that the kicker really needs our sympathy. Think of the 
gloom that customer continually lives in, and the sunshine 
he is daily missing, and then simply swallow your disgust 
and impatience, sell him the goods and take his money. Some- 
body is going to sell to him, and it is likely to be your com- 
petitor. Strange as it may appear, kickers are invariably 
prompt paying people, hence you must overlook his dismal 
complaints, and, what is better, exchange your goods for his 
cash. 

A MOST DISAGREEABLE TASK. 


And then we-come to the people who have tickets for 
balls, society dances, church fairs, church socials, and then 
that other much-to-be-feared party who has some church 
newspaper advertising space to sell, and who, as one merchant 
said to me, makes life a burden to the storekeeper. Well, I 
am going to confess that the most disagreeable task I have 
to perform is to look after these people who will not take 
“No” for an answer, who tell me that they always buy their 
hardware of us, notwithstanding the fact that I have no 
knowledge of it; who also state that Mr. So-and-So, my com- 
petitor, was glad to take a half page, or else they give you 
the comforting information that unless you take a page or 
half a page, they will in the future patronize the merchant 
who does. After an interview like this, one is apt to be un- 
civil, but it’s a mistake; it pays to be very amiable and good- 
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natured. However, we must not be too sever on those who 
call upon us for assistance in this direction, inasmuch as they 


' fave frequently had this burden imposed upon them by some 


self-appointed committee, and usually the persons who solicit 
are those who have taken the task reluctantly, and to whom 
it is a very disagreeable duty. To refuse them in a pleasant 
manner will usually accomplish our end, but. let it ‘be done 
pleasantly, so that the party may not be offended. In this 
connection, 1 would say that I know a merchant who has 
said he found it paid to subscribe to all these affairs. On 
this point, however, you may differ with him. ; 
A SMILE WENT WITH AN EMPTY BOX. 


Then we have the friend who wants you to go on his 
note or bond. In the event you are not so disposed, refuse 
to do it as kindly as possible, for just at this particular mo- 
ment your friend is easily disturbed. And what about the 
friend who wants to borrow a few dollars? Well, I think 
I shall have to pass that by. My friends seem always to have 
plenty of money. What about the boy who comes into your 
store? Now, have a care; treat him well; one of these days 
he will be a man and possibly a good customer. Some of 
the best customers I have were boys when I was a young 
man. I know a manufacturer in Cinginnati who is a large 
buyer, who told me that he purchased all of his goods at a 
certain establishment for the reason that when a boy he had 
asked the proprietor for empty pasteboard boxes, they had al- 
ways been given him with a smile. 


LIFE INSURANCE MEN. 


And what will you do with the life insurance man? This 
slick personage with the glib tongue and smooth voice, a 
man we all seem to be afraid of. Well, if you are in need 
of life insurance, he is the man you want to see. Life insur- 
ance is a good thing, and if you are not insured you should 
be, and that very quickly. But if you have all you want, and 
all you can carry, advise him so, pleasantly but firmly. Let 
it be done with firmness, so that he can see you mean what 
you say, but do it pleasantly, and he will soon cease to dis- 
turb you. But, says one of my hearers, that is much easier 
said than done, for some of these agents never will take “No,” 
never stop talking, hang right on and don’t let go. This is 
too true; I have been up against that sort myself, but as you 
see, I am still alive. 

INTERRUPTED WHILE READING A TRADE JOURNAL. 

I must, however, relate to you an incident that occurred 
in my store some time ago. A prominent minister of one of 
the churches in Dayton gives to one of his members on the 
first day of January a neat white card, in size about 4 by 6 
inches, on which: is printed a scripture text. These cards he 
asks us to put in a place where we can see them every day 
in the year. I had mine on my desk, as some of you know 
who have been in my store. One day about two years ago, 
while in my office and very busy, a gentleman suddenly ap- 
peared, and, dropping a card, informed me that he had a new 


-feature in life insurance which he desired to show me. I re- 


plied at once that I was too busy to talk.life insurance; that 
I ‘had all I desiced, and all I could wish to buy. To this he 
replied that he would come in on the morrow, and with this 
word he left me. The next day, while looking over a hard- 
ware journal, who should again appear but the insurance 
man, and at once began by saying, “I see you are not busy, 
so I will show you my new plan.” To my statement that I 
did not wish any additional insurance, he replied that he had 
made up his mind to show me the plan, and that I must look 
at it. In a twinkle he produced from somewhere a package 
of circulars ang printed matter, and then began to talk. I 
tried, to get in a word; it was useless. I tried to get away 
from the desk, but he blocked the way. He simply had the 
floor. And that tongue—it certainly was hinged in the center. 
It never ceased. On it went, never stopping—a volubility I 
had never heard equaled. 


CARD WAS APROPOS. 


Then I thought of my scripture card, and, reaching for 
it, placed it directly in front of his vision. He looked at it, 


- stopped talking, read the words, then gathering up his papers 
-he started for the door and was gone. I have never seen 
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him since. The words on the card were these: “Study to be 
quiet.” 
BE COURTEOUS TO SALESMEN. 


Then there is our friend, the commercial traveler. One 
of the greatest mistakes"any merchant can make is to be lax 
in courteous treatment to these people. I haye been quite 
frequently surprised to hear that such and such a hardware 
dealer was not popular with the travelers because they (the 
hardware dealers) were very uncivil. And as I have thought 
of it, I have wondered if both were not to blame. I have 
made it a rule for years, as soon as a commercial traveler 
entered my store, to inform him whether or no I was in need 
of anything in his line. If I had an order for him, I attended 
to it at once, or as soon as possible. If I needed no goods, 
he was informed in such a manner that he would know I 
really meant it. But I have usually seasoned it with some 
pleasantry. There are, however, a great number who, I am 
sorry to say, seem to think that a merchant does not knew 
his own mind, and insist on either showing him their wares 
or persistently following him around the store, or buzzing 
him at his desk, forgetful of the fact that the proprietor or 
buyer has other work of importance to attend to. I have 
never had and never will have the sign, “This is my busy 
day,” tacked up against my desk, but I wonder if the travel- 
ing men are not responsible for the most of these signs. 
However, while we are trying to place the blame, let us not 
put it all on the traveler. 


A BAD HABIT. 


Some merchants there are who have a bad habit of put- 
ting a man off from one day to another, and then at last de- 
claring that they did not wish any goods at this particular 
time. Let me commend my plan to you. To inform him 
at once if you intend to buy or no, and then the complaint 
we have against the traveler, that he takes too much of our 
time will soon be-remedied. There are a few I now think of © 
who are quick, active and thoroughly businesslike, and as 
soon as your business with them is completed, they are 
through with you and gone. I would we had more of them. 
Like the policemen on the corner, however, they have troubles 
of their own. Therefore, let us not be too exacting, but 
since we have a smile and a pleasant greeting for those to 
whom we sell goods, why not to those from whom we buy? 


DIAGNOSIS IS AT FAULT. 


In conclusion may I say, if, after hearing the foregoing, 
you decide the writer to be a pattern of politeness and civil- 
ity and that the store, with the clerks, must be an idealistic 
one, then I say to you, that your diagnosis is at fault, your 
conclusions are wrong; but this we do say: We endeavor by 
courteous treatment to so influence all who come into our 
place of business that when again they are in need of such 
goods as we carry, intuitively their thoughts revert to our 
store. 


J. C. Fuhr, Williamsburg, then read the following paper on 
ADVERTISING A RETAIL HARDWARE STORE. 





A MAIDEN EFFORT. 


Mr. President and Gentlemen of the Ohio Hardware As- 
sociation: This is my first appearance before a distinguished 
body of gentlemen, ‘such as compose this association, hence 
this is my maiden effort in preparing and reading a paper. 

AN HONOR. 

Sometime in, the month of last December, I received a 
letter from our worthy secretary, Mr.:D. R. Burr, requesting 
me to fill a place on the program, for this meeting, reading 
upon a subject of my own selection. My first impulse was to 
decline, but the thought came to me that if all were to do 
that, there would be no papers read and no speeches made 
at our comvention.. Then I felt it an honor to be asked to 
read before such a splendid company of intelligent, wide- 
awake business men, and without any further consideration 
as to my fitness or ability to prepare and read a paper, I con- 
sented, and ‘have regretted it many times since. Perhaps you 
will regret it before I am through, for I realize that there are 
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plenty of educated hardware men in this association, who are 
far more able than I to discuss a subject to your profit. But 
I am in for it (so are you) and, without further apologies 
I will announce my subject, which is, “Advertising a Retail 
Hardware Store.” 

THREE DIVISIONS. 


I will present my subject in three divisions: First— 
A young man just opening a new hardware store. Second— 
One who buys a hardware store already established. Third— 
How to make advertising profitable to a business that has 
been long established. 

Now, turning to the first division, advertising a new 
hardware store. I would say first of all, to use all available 
means to make your business known throughout the entire 
community ; advertise in the newspapers; by posters and fence 
signs. Put up advertising cards of tardboard and tin wher- 
ever you can get permission to do so. By asking permission 
or buying space, you secure protection for your “ad” and a 
permanent “ad” among the owners of the space and their 
friends. Get space on barns, bridges and other buildings, on 
all roads leading into your town. Have a good “ad” painted 
in those spaces, no two exactly alike, but invite the public 
to your store in such phrases as, “Go to »’ “Come in 
and see us,” “Visit John Doe,” “Get the habit of going to 
John Doe’s,” etc. Give your “ads” a special similarity in the 
use of some sign, just as the manufacturers of goods use a 
trademark. 

If you run a wagon, have a good one, have it well 
painted, nicely lettered and varnished and keep it clean. 


MEMORANDUM BOOKS. 


If you do not object to the old saying that “Fools names, 
like their faces, are seen in public places,” have a neat, light, 
red covered memorandum book printed in black ink, with your 
photo inside of cover. Have your name or the firm’s name on 
outside of cover close up to the top, both front and back; also 
about three lines of advertising matter with firm’s name on 
top of every page inside. Have these books placed conven- 
iently close to the front door and let it be your business to 
hand one to every new man customer just before he leaves 
the store. Ask his name and address and put it in a memo- 
randum book kept for this purpose, in order to have it for 
future use in advertising. It will be quite impossible for you 
to remember every customer, although they will know you 
at once. 

Secure the names and addresses of the carpenters, black- 
smiths and other mechanics in your town and vicinity, and 
send each of them one of the memorandum books, also a per- 
sonal letter written in ink on a neatly printed letterhead, re- 
questing their acquaintance for mutual benefit. 


DISTRIBUTE CIRCULARS. 


During public meetings in your town distribute circulars 
advertising your house in the vehicles standing about the 
streets and livery barns. If a convention is held in your place 
and a printed program is used, see to it that your “ad” is 
inserted therein, giving an invitation to all to visit your store. 
As you get acquainted with new customers, write them to 
make your store their headquarters when they are in town. And 
at this point you can make lasting friends especially among 
country people. The old people like to find a place where they 
can feel at home, where they and the young people have a few 
wants that you can supply, at a very small cost to yourself. 
Place a good sized mirror in your store at a convenient place 
near the door, where the young lady or young man can ar- 
range their headgear, ties, etc. Have a chair ready for the 
weary mother with the baby, and in the event of any of your 
customers spending thirty or forty minutes with you, hand 
them a good magazine or daily paper to read. 

Following the details named, it will surprise you to see 
what amount of advertising you have done, and the good re- 
sults following it will prove the worth of it. 





SUCCESSFUL ADVERTISING METHODS SHOULD BE CONTINUED. 
Second Division—If you have bought out a well run, up- 
to-date establishment, continue the methods of advertising 
used successfully by your predecessor, improving on them in 
every way possible. When business is dullest, advertise the 
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most, as the sole purpose of advertising is to increase trade 
About December Ist, have a neat calendar prepared, with a 
good sized pad, and have your firm name printed on it in 
large letters. Select one that is different from your com 
petitors and other business houses; have a style of your own 
and let it be a handsome one. This is one of the most perma- 
nent “ads” and by it the entire family learn how to spell your 
name and know what kind of business you are in. 
PRICE CUTTING. 

I do not believe in, nor recommend the announcement of 
“cut prices,” unless it is on special goods, not handled by your 
competitor. If he does any cutting, take advantage of it by 
causing your “ad” to quote the same prices—provided you can 
meet them. Never state that you have the best stock, the 
lowest prices and more goods than any other dealer in the 
county; but you can state that you have a better stock than 
ever before, at prices never before known in your store; that 
you have bought so low that customers cannot help seeing 
that they are getting great bargains, etc. This is one of the 
points that will cause the public to admire you. If you prom- 
ise anything in your “ad” if you guarantee a certain article, 
make your promise and guarantee good, and build up a repu- 
tation for reliability as to every statement made in an “ad.” 
A reputation like this is the best advertisement you can have 


TAKE PART IN PUBLIC AFFAIRS. 

Take part in all public affairs in your town, or, in other 
words, be a useful citizen. Do not cater to any clique for the 
sake of trade, but be interested in all societies and organiza 
tions of men having the good of the community at heart 
This, with a straightforward, unswerving, Christian example, 
will prove the best of all advertisements for your business 
Never tease a boy or girl, as they will be men and women 
before you can realize it, and they be either for or against 
you; usually the latter, as they will remember, with a feeling 
of resentment, your treatment of them. I can recall, as doubt- 
less many of you can, of my boyhood days when some great 
big stand-in-the-door headed me off and threatened to cut off 
my ears. You remember when he kicked your dog. We have 
not forgotten such cases and never will. 

Third Division—Under this head, “How to make adver- 
tising profitable in a long established business,” I will only 
state a few general principles and add some practical sug- 
gestions. Use wrapping paper and paper bags with your 
“ad” well printed on them. Let no circular leave your store 
without your ad on it, Newspaper cuts of tools, implements, 
stoves, ranges, machinery, etc., help greatly. 

A clean, well arranged show window is a good drawing 
card. It will often stop the most busy man. 

Your “ad” on railroad time-tables, interurban guides, will 
frequently make new customers. 

USE STICKERS. 

New and exclusive sale goods well advertised in street 
cars, depots, near school houses and postoffices will help 
greatly. Use plenty of good “stickers,” change your news- 
paper “ad” every week if possible. Make them spicy and in- 
teresting, for such advertising will bring results more quickly 
than the more dignified and common place way of wording 
them; make them read so snappy that the people cannot fai! 
10 notice them, and you will not fail in getting results. 

YOUR ADVERTISING APPROPRIATION. 

You may ask, how much should be spent during a year 
for advertising? I would suggest about 1)4-to 2% per cent. 
If you are doing business amounting to about $25,000 a year, 
make your appropriation for advertising about as follows: 





nD card ileka vot 6 baba we $ 75.00 
For pocket memorandums............ 15.00 
GD. a eitashed a ctcscones's'c 25.00 
PEER ot. . na cauvnh ciewe dia ke est 2.00 
DI cad uandns dine sce 50.00 
Pee TEROTUUE WEIR 6c. cccces cecccess 5.00 
For programs and miscellany......... 25.00 
For newspaper advertising........... 180.00 

Wa dic Leth cikmaels taddes sues $377.00 

CONTRACTS. 


If there should be two newspapers in your town, divide 
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the amount between them and contract for about 1,500 inches 
with each paper say for 6 cents per inch. This will give you 
an average of thirty inches per week in each paper. Or a 
better method would be to contract for so many inches of 
space to be used during the year just as you desire. Once 
in a while enlarge your “ad” to double size so as to attract 
more attention. This is a good method. 

ATTEND TO BUSINESS. 

The best of all is to attend to business. Be prompt in 
filling orders. Be punctual in keeping engagements. Answer 
inquiries promptly, pleasantly and fully. Be faithful and ac- 
curate in the performance of all duties—to your customers, 
to your business, to your family if you have one. Be strictly 
honest, polite, accommodating, displaying energy and regu- 
larity of habits. Practice the Golden Rule. These principles, 
with persevering industry, will win. The promises of Provi- 
dence are to those who dig for their bread, and not to those 
who dream about big loaves. If you persistently dig in busi- 
ness, you can rest assured that you have found one of the 
best “ads” in your business. Success in business is not real- 
ized simply through what is called “luck,” but industry and 
luck go hand in hand, they are twin brothers and all-con- 
quering giants. I close on this point by reading a little poem 
on “Luck and Industry,” taken from the St. Louis Republic: 

A GENTLE, QUIET TAP. 


Luck tapped upon a cottage door, 
A gentle, quiet tap, 

And Laziness, who lounged within, 
The cat upon his lap, 

Stretched out his slippers to the fire, 
And gave a sleepy yawn; 

“Oh, bother, let him knock again,” 
He said, but Luck was gone. 


LUCK PULLED IN. 

Luck tapped again, more faintly still, 
Upon another door, 

Where Industry was hard at work 
Mending his cottage floor. 

The door was opened wide at once; 
“Come in,” the worker cried, 

And Luck was taken by the hand 
And fairly pulled inside. 


A WONDROUS GUEST. 


He is still there—a wondrous guest 
From out whose magic hand 

Fortune flows fast—but Laziness 
Can never understand 

How Industry found such a friend. 
“Luck never came my way,” 

He sighs, and quite forgets the knock 
Upon his door that day. 


The question box was then taken up. 
“What is the most convenient method of handling poultry 
netting?” 


Mr. J. C. Fuhr: I meet with much difficulty. There. 


are two tags on the roll of netting. When we take off any 
we mark it and set it to one side. 

Mr. Duffy: I tried that method once, and the last man 
that should have got thirty feet got only eleven. 

“Have any of the members come into contact with the 
tax inquisitor?” 

Mr. Wiseman: I think we all have in our neighborhood, 
and the tax inquisitor has got his information almost en- 
tirely, and in some instances entirely, from the mercantile 
agencies. That is not a fair basis on which to pass on a 
man’s taxation, and yet that method was carried out in our 
city with all merchants as nearly as possible. 

The President: Our experience is that the tax inquisitor 
has a local stool pigeon in different towns, and pays a per 
cent for information of various kinds. Is there any remedy 
for this thing? 

Mr. Duffy: We have to pay our taxes up to the limit. 
In making my return to the assessor I exhibit my trial bal- 












ance, and I have never been raised but once, when the as- 
sessor added some furniture. The percentage is about 70, 
though the statute provides for a full assessment. 

O. M. Scott: I feel sometimes that the tax inquisitors 
need a little defense, for I know many cases where, to my 
great satisfaction, they have brought some old skinflint to 
time. 

“What glass list do the jobbers buy off of from the man- 
ufacturer?” 

A Member: In one case it was claimed to me that the 
list was of January, 1901. If you will look it up you will 
find that list is much lower than the October list of 1903. 

“Does it pay to handle blacksmiths’ supplies?” 

No response. 

The Committee on Resolutions then reported as follows: 


RESOLUTIONS. 





RESOLUTIONS OF 1902 AND 1903 AFFIRMED. 
This convention wishes to affirm the resolutions of 1902 
and 1903; and further be it 


OPPOSED TO PARCELS POST. 

Resolved, That the Ohio Hardware Association is un- 
alterably opposed to the bill before Congress known as the 
parcels post bill. We regard it detrimental to the general 
interests of the people of the country. Such legislation is a 
direct blow at the thousands of smaller towns and business 
communities which have been and are an important feature 
in the development of the United States. We urge members 
of Congress to work against and vote against this measure. 
Be it further 

THANKS TO HOTEL, ENTERTAINERS AND TRADE JOURNALS. 

Resolved, That the thanks of the Ohio Hardware Asso- 
ciation be given to our hosts who have contributed so liber- 
ally to our entertainment, who have made us glad to come 
and sorry to go. To Messrs. Baxter and Bowler for their 
zeal in our behalf, given so freely and abundantly. To Mr. 
Rahe for his steadfast and invaluable help in getting our ar- 
rangements perfected. To the newspapers and trade journals 
for their interest in our work. To the Hollenden Hotel Com- 
pany for the unequaled facilities they have afforded us for 
holding our convention. 

Mr. Duffy: The directors of the insurance association 
are happy to inform the Ohio Hardware Association that 
we have used your money for two years, and now have the 
money ready to hand back to you. We desire to thank you 
for the courtesy shown to this most important branch of our 
association. 

The secretary read an invitation from the Champion Steel 
Range Company, asking the members to visit their works. 

Mr. Baker moved that copies of the resolutions be sent to 
the hotel and other parties named in the resolutions of thanks. 
Motion seconded and carried. 

On motion of Mr. Fuhr a vote of thanks was extended to 
Mr. C. A. Hansen for his entertaining performance with tricks 
of sleight of hand at the banquet last eveinng. 

On motion of Mr. Wiseman the secretary was instructed 
to send the thanks of the association to the individual con- 
tributors to the entertainment of members during the present 
annual convention. 

G. B. Meyer suggested that as the representation of the 
National Hardware Association at Atlantic City resulted in 
such a good representation of the state of Ohio it would be 
advisable to select a representative to attend the next conven- 
tions of the manufacturers and jobbers. It was, however, 
pointed out that as the sessions were principally executive it 
would be best to wait for a formal invitation. 

J. K. Milligan of Bellefontaine moved a vote of thanks 
to be extended to the president and secretary for the able man- 
ner in which they have conducted the work of the association 
during the past year. The motion was seconded and unani- 
mously carried. 

On motion of Mr. F. A. Bare the action of the National 
Association was endorsed for the manner in which it had 
furthered the interests of the retail dealers. 

Mr. Milligan moved that Mr. Duffy be instructed to cast 
the unanimous vote of the association for the gentlemen 
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named in the report of the Nominating Committee as officers, 
delegates, alternates and Executive Committee to serve the 
ensuing year. 

The motion was seconded and unanimously carried. Mr. 
Duffy then cast the vote as directed, and the gentlemen 
named were declared elected for the ensuing year. 

The President: I do not know any man in the Ohio 
Hardware Association that I would sooner see president than 
John Baker. I have known him for ten years as a hard- 
working, earnest, faithful, interested member of this associa- 
tion. I think the honor comes to him properly. (Applause. ) 

Mr. Baker: Gentlemen, I am not unmindful of the honor. 
To be president of this association is an honor. I did not seek 
it. I refer to my friend Mr. Duffy to prove that I fought 
against it. If you will give me the support that you have 
given Mr. Bogardus we will try to make the association a suc- 
cess. Do not depend on the officers. There are four things that 
I would like for you to remember as friends of the association: 
First, believe in it; second, think of it; third, talk about it; 
fourth, work for it. (Applause.) 

Mr. Baker, the newly elected president, in a felicitous 
speech, nominated Dayton as the next place of annual meet- 
ing. No other place was nominated, and on motion, duly sec- 
onded, Dayton was unanimously selected as the place for 
holding the next annual convention. 4 

Thereupon the tenth annual convention was declared ad- 
journed sine die. 


CONVENTIONALITIES. 


R. A. May and Frank P. Scott, of May & Fiebeger, 
Akron, O., were conspicuous in the corridors of The 
Hollenden. They were extoling the merits of the 
Akron Air Blast Furnace. 

The main parlor of The Hollenden, although the 
largest room in the house, most of the time was scarce- 
ly large enough to entertain the throngs of visitors 
to the exhibit of the Estate of P. D. Beckwith. They 





showed one of their new Royal Oak Chief steel ranges, 
and its many points of excellence were commented 
upon by those present. As souvenirs they gave away 
a handsome stein showing delicately contrasting colors 
and adorned with a picture of Doe-Wah-Jack. A sec- 
ond souvenir of theirs, which was also deservedly 
popular, was a miniature Round Oak heater used as a 
watch charm. 

The hospitality for which the Beckwith people are 
famous was dispensed by H. L. Mosher, W. G. How- 
ard and J. A. Howard. 

Peter Schill, representing the Schill Bros. Company, 
Crestline, O., found many friends in the Hollenden 
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throng, and Mr. Schill was very much in demand, as 
he was distributing a magnificent souvenir of a coin 
case and match safe. 

The Superior Mfg. Co., of Ann Arbor, Mich., cc- 
cupied room 135 at The Hollenden, where they had an 
attractive, brilliant display of the Ann Arbor Quick 
Lighting Lamps. The brilliancy of their display at- 
tracted a great deal of attention. The exhibit was in 
charge of D. E. Seeley, W. D. Royce and W. H. Phil- 
lips. 

In room 138 of The Hollenden the Forest City Paint 
and Varnish Company, Cleveland, O., kept open house, 





“exe ® 
and their parlor was a rendezvous much sought after. 
Their hospitality was dispensed by Walter M. Bowler, 

















Ralph Bowler, Fred E. Pile, E. W. Thompson, A. E. 
Thompson, Alton H. Smith. 

Room 101 of The Hollenden looked more like a 
stove store than any other room in the hotel. Mr. 
C. P. Thompson, representing the Joliet Stove Works, 





had a magnificent display of a complete line of all 
the specialties of Moore’s stoves and ranges, and gave 
away a handsome celluloid match box as a souvenir. 
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A hardware convention without the White Lily 
washer would be like the play of Hamlet with Ham- 
let left out. The company had a prominent position 
on the parlor floor, where they showed samples of 
the washing machines? They exhibited the new puz- 
zle, the divorce puzzle, and with them they furnished 
considerable merrimerit. Mr. R. P. Searl, the man- 
ager of the Toledo branch, was assisted by A. T. 
Hansen. 

Room 113 was occupied by W. E. Jackson, who ably 
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represented E. C. Atkins & Co., Indianapolis saw 
manufacturers. Mr. Jacken was distributing as sou- 








venirs a stick pin with a saw on it, and also a pocket 
whet stone. 

S. Y. Buckman, sales manager of the Berger Mfg. 
Co., of Canton, O., was distributing a very convenient 





letter clip, ard he was assisted in entertaining their 
many friends by their Mr. H. L. Sosenheimer and 
Emil Backel. 

The J. M. and L. A. Osborn Co., of Cleveland, O., 
had a commodious parlor where they entertained their 
many friends. They were represented by Mr. Louis 
A. Osborn, E. J. Strong, R. E. Curtis, D. A. Hossler, 
FE. C. Howard, C. H. Orchard, J. F. Reichert. 
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One of the busiest men about The Hollenden was 
Harry W. Avery of the Avery Stamping Company. It 
did not need the white badge to apprise people of 
the fact that Mr. Avery was a member of the recep- 
tion committee, for he was busy looking after every- 
body’s comfort and happiness. 

The Garry Iron & Steel Company, Cleveland, O., 
did their share of entertaining and were ably repre- 
sented by their G. E. Needham, E. L. Powers, W. C. 
Rigsbey. 

Room 105 of The Hollenden was occupied by Cole 
Mfg. Co., of Chicago, Ill., who showed their Cole 
original hot blast. 

Parlor A of The Hollenden is occupied by the 
Champion Steel Range Company. They have the most 
complete exhibit in the hotel, showing every style of 
the Marquart and Champion steel ranges. They are 
giving away a neat little ash tray. The exhibit was 
in charge of C. H. Miller, John A. Herbst, Chas. Un- 
gerzuber. 

H. E. Hess, of the Hess-Snyder & Company, Mas- 
sillon, O., was kept busy shaking hands with many 
friends, to whom he was extoling the merits of the 
Boomer furnaces and stoves. 

R. H. Knapp, representing the Germer Stove Com- 
pany, Erie, Pa., had one of the models of the new 
Radiant Home Furnace and it elicited warm commen- 
dations. 

E. C, Fox, of the Independent Register Company of 
Cleveland, O., was a familiar figure in the corridors 
of The Hollenden. Ernie is very popular with the 
hardware trade of Ohio, and deservedly so. 

Jewett & Company, of Buffalo, N. Y., occupied 
room 108 in The Hollenden and showed their new gas 
heater, the Reflex. It is an original construction and 
attracted considerable attention. They also showed 
photographs of, their new line of Jewett steel ranges. 
They are ably represented by Josiah Jewett, Jr., and 
S. H. Gibson. 

The Born Steel Range Company were ably repre- 
sented by their Mr. Henry Born, H. R. Lynm and A. 
W. Hawkins. : 

The Chappell Furnace Company of Morenci, Mich., 
were distributing neatly printed circulars, illustrating 
and describing their line of Chappell furnaces. 


A. F. Hansen, the popular representative of the 
White Lily Washer Co., Davenport, Ia., entertained 
the hardware people at the banquet by some sleight of 
-hand performances which were neat and artistic. He 
demonstrated that he could be successful as a presti- 
digitator as well as a washing machine salesman; that 
his efforts to entertain the audience were appreciated 
was demonstrated by the vote of thanks that was 
tendered him in the convention Thursday morning. 

FRINGE. 

Avery, H. W., The Avery Stamping Co., Cleveland, O. 

Adams, Ezra S., The Iron Age, New York, N. Y. 

Bigsley, W. C., The Garry Iron & Steel Co., Cleveland, O. 

Brown, F. D., Standard Lighting Co., Cleveland, O. 

Bowler, Ralph W., Forest City Paint & Varnish Co., 
Cleveland. 

Brainard, J. C., The Johnson & Jennings Co., Cleveland. 

Bartenbach, C. E., American Stove Co., Cleveland. 

Bowler, Walter N., Forest City Paint & Varnish Co., 
Cleveland. 
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Beckel, Emil, The Berger Manufacturing Co., Canton. 
Buckman, S. Y., The Berger Manufacturing Co., Canton. 
Born, Henry, Born Steel Range Co., Cleveland. 

Chapin, W. D., The Billings Chapin Co., Cleveland. 
Conger, J. W., Auld & Conger, Cleveland. 

Chaney, N. W.,,Cole Manufacturing Co., Chicago, III. 
Curtis, R. E., J. M. & L. A. Osborn Co., Cleveland. 


Davis, O. L., The Smith Bros. Hardware Co., Columbus. 
Dynes, Raymond, The Billings Chapin Co., Cleveland. 


* Fasquelle, L. J., The Sherwin Williams Co., Cleveland. 
Fenn, E. N., The Patterson-Sargent Co., Cleveland. 
Fox, E. C., Independent Register Co., Cleveland. 
Frame, John C., The Wm. Resor & Co., Cincinnati. 
Forbes, B. P., Forbes Chocolate Co., Cleveland. 


Gordon, Day, The Stollberg Hardware Co., Toledo. 
Gibson, S. H., Jewett & Co., Buffalo, N. Y. 


Howard, E. C., J. M. & L. A. Osborn Co., Cleveland. 

Hossler, D. A., J. M. & L. A. Osborn Co., Gleveland. 

Hart, S. H., Acme White Lead & Color Works, Detroit, 
Mich. 

Hansen, A. T., White Lily Washer Co., Davenport, Iowa. 

Hess, F. E., Hess Snyder & Co., Massillon. 

Harbst, John A., Champion Steel Range Co., Cleveland. 

Hawkins, A. W., Born Steel Range Co., Cleveland. 

Howard, W. G., Estate of P. D. Beckwith, Dowagiac, 
Mich. 

Howard, J. A., Estate of P. i». Beckwith, Dowagiac, Mich. 

Jones, R. B., The Clyde Cutlery Co., Clyde. 

John, D. B., Conde Implement Co., Indianapolis, Ind. 

Jones, W. D., Auld & Conger, Cleveland. 

Jewett, Josiah Jr., Jewett & Co., Buffalo, N. Y. 

Jackson, W. E., E. C. Atkins & Co., Indianapolis, Ind. 


Knapp, R. H., Germer Stove Co., Chicago, IIL., 
Lynn, R. H., Born Steel Range Co., Cleveland. 
May, R. A., May & Fiebeger, Akron. 
Miller, C. H., Champion Steel Range Co., Cleveland. 
Mosher, H. L., Estate of P. D. Beckwith, Dowagific, 
Mich. 
Needham, G. E., The Garry Iron & Steel Co., Cleveland. 
Orchard, J. F., J. M. & L. A. Osborn Co., Cleveland. 
Osborn, Louis A., J. M. & L. A. Osborn Co, Cleveland. 
Powers, E. L., The Garry Iron & Steel Co., Cleveland. 
Pile, Fred E., The Forest City Paint & Varnish Co., 
Cleveland. 
Powell, W. M., The Columbian Hardware Co., Cleveland. 
Pigott, L. H., The Yale & Towne Manufacturing Co., 
New York. 
Prindle, J. H., Thé Standard Lighting Co., Cleveland. 
Park, S. W., S. W. Park & Co., Warren. 
Reals, C. W., The Keeley Stove Co., Columbia, Pa. 
Reilly, M., The Art Stove Co., Detroit, Mich. 
Read, T. Choate, The Art Stove Co., Detroit, Mich. 
Royce, W. D., The Superior Manufacturing Co., Ann 
Arbor, Mich. 
Reichert, I. F., J. M. & L. A. Osborn Co., Cleveland. 
Saybolt, A. Jr., Detroit Stove Works, Detroit, Mich. 
Stern, Daniel, THe AMERICAN ArTISAN, Chicago. 
Santer, Bernard Jr., Schneider & Trenkamp Co., Cleve- 
land. 
Sosenheimer, H. L., The Berger Manufacturing Co., 
Canton. 
Schill, Peter, Schill Bros. Co., Crestline. 
Scott, Frank B., May & Fiebeger, Xenia. 
Smith, Wm. C., Favorite Stove & Range Co., Piqua. 
Searle, R. P., White Lily Washer Co., Toledo. 
Strong, E. J., J. M. & L. A. Osborn Co., Cleveland. 
Taylor, J. G., The Michigan Stove Co., Detroit, Mich. 
Thomson, C. P., Joliet Stove Works, Joliet, Ill. 
Unterzuber, Champion Steel Range Co., Cleveland. 
Welden, J. W., The Michigan Stove Co., Detroit, Mich. 
Wood, W. B., The Columbian Hardware Co., Cleveland. 
Weidenkopf, A. J., The Billings-Chapin Co., Cleveland. 
Woolley, F. E., Cole Manufacturing Co., Chicago. 
Williams, Herbert M., The Iron Age, New York. 
Williams, R. R., The Iron Age, New York. 
Young, L. B., The Michigan Stoye Co., Detroit. 
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A MODERN SYSTEM FOR LIGHTING THE STORE 





Something of the difficulties of lighting a store prop- 
erly are known to every merchant, and a light that is 
perfectly satisfactory and at the same time economical 
is quite a rare feature. 

The city store has, in most cases, both gas and elec- 
tricity at command. The electric arc is often favored 
because, under its rays, colors do not change much 
from the appearance they present in daylight. The 
light it gives is, however, quite unsteady and the 
peculiar jumping and sputtering that often accom- 
panies the electric light is very annoving. | 

















Gas, when burned with a mantle, is very satisfac- 
tory, but very expensive, and the monthly reports of 
the man who reads the meter seem to grow larger with 
every succeeding month. 

A system of lighting that has proven very popular 
with merchants in every part of the country is the 
gasoline lighting system, whereby a brilliant arc light 
is maintained at very little cost, the only fuel being 
hydro-carbon gas, generated from gasoline. It is 
perfectly safe, eminently satisfactory from every point 
of view as a light, and costs only about one-tenth as 
much to maintain as the gas or electric arc light. 
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We show herewith a sketch that illustrates the way 
in which one of the best of these lighting systems op- 
erate. It represents the Ann Arbor lighting system, 
made by the Superior Mfg. Co., of Ann Arbor, Mich., 
with two of their different styles of arc lights in po- 
sition. The gasoline is forced under pressure from 


- the feed tank, through a fine wire tubing. 


On reaching the burner, the gasoline is transformed 
into hydrocarbon gas, which burns with a fine, clear 
brilliancy that for steadiness and whiteness cannot be 
equaled by any other fuel. A mantle is used to dif- 
fuse the flame. 

The are lights are estimated to give 1,200 candle 
power, and when compared with other lights rated of 
equal power, would seem even stronger. 

A feature of the-lighting system made by the Su- 
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perior Manufacturing Company is the neat appearance 
of the lamps and fixtures when in position. The 
flexible. wire tubing through which the gasoline is fed 
to the burner is really no more noticeable than an elec- 
tric light wire, and a perfect joint is made by a flange 
leading down to the lamp, and covered up by a very 
neat oxidized brass canopy. In fact the entire lamp 
is finished in the same handsome manner, which not 
only adds greatly to its appearance, but insures its 
durability. 


oa 
~-e+ 


A NEW HAMMERLESS GUN. 








If few and simple parts are an advantage, the double 
barrel hammerless gun that the Tobin Arms Mfg. Co 


of Norwich, Conn., are offering to the trade this sea- 
son, certainly has extraordinary merit. (The complete 
gun is shown in cut No. 1.) The makers of this gun 
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to remove the lock plate exposes all the important 
working parts. A gun with a mechanism that is easily 
understood must appeal to the sportsman, and wil! 
contrast plainly with those that require the services 
of an expert to even clean them. 

An effort has been made to combine all the important 
“little gun features” heretofore not always followed 
by manufacturers of the popular-priced article, and 
to furnish to the sportsman an arm that is well made, 
well balanced, has good appearance, works well and 
is thoroughly dependable. 

The gun is what is known as full side lock plate 
style and is so constructed that very little metal is 
cut away at the angle of frame, where greatest strength 
is required. The bolt is of the extension rib type, 





Fig. 1. Gun Complete. 


which American manufacturers particularly have de- 
monstrated to be the most reliable for insuring greatest 
strength and wearing qualities. 


The general use of 





Fig. 2. Sectional Gun Open. 


claim that they have solved the difficulty of opening 
and closing a hammerless gun without extra effort. 
The usual resistance of the cocking levers have been 


nitro-powder has been kept in view in construction, so 
that greatest strength is given where required. 


The novel feature of the Tobin Arms Co.’s gun that 





Fig, 3. Sectional Gun Closed. 


so far overcome, that the weight of the barrels is more 
than sufficient to open the arm to receive cartridges. 
The lock parts are so constructed that they can be re- 
moved and replaced without requiring any but the 
most simple tools, in fact, an ordinary screw driver 





is most noticeable is the lock mechanism, which can be 
understood by referring to sectional cut No. 2. The 
V mainspring is so placed that it serves the double 
purpose of cocking lever and mainspring. On opening 
the gun to receive ¢artridges the lower arm of the 
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mainspring pushes the hammez to full cock position, 
shown in cut, and as is usual with all guns of hammer- 
less type, this operation of course blocks the triggers 
with safety bolt; when closing the gun the mainspring 
returns to its first position as the expansion naturally 
causes it to do so. This brings the lower arm of the 
spring to the extreme point of contact on the hammer, 
where greatest leverage is exerted for its operation. 

To further overcome friction, the makers have per- 
fected a link connection with the cocking cam at fore- 
end joint, so that the cam, instead of being pivoted on 
its own axis, as is usually the case, forms a floating 
fulcrum with the link that permits the part of contact 
with mainspring to follow up the same when operated 
as a cocking lever withovt and friction at point of 
contact. 

The gun with blue steel barrels will list $30.00, and 
with Krupp nitro steel barrels, $40.00. Weights, 6% 
to 7% pounds, and will be furnished only in 12 gauge 
at present. Smaller gauges later. 


++ 
> 





SINGLE BARREL HAMMER GUNS. 





The J. Stevens Arms & Tool Co., Chicopee Falls, 
Mass., are placing on the market for 1904 an entire 
new line of single barrel hammer guns in addition to 
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and designed for a high-grade ladies’ and boys gun, 
weighing 534 pounds. All the Stevens branded guns 
for 1904 will have drop forged frames. 


~-oo 





STOWELL’S BADGER SINGLE RAIL STEEL 
TRACK CARRIER. 





The accompanying cut shows the stop and hangers 
used with Stowell steel track carriers, manufactured 
by the Stowell Mfg. & Fdy. Co., Milwaukee, Wis. 





Stop and Hangers Used with Stowell's Steel Track Carrier. 


The Stowell Badger single-rail steel track carrier is 
a solid steel rail with wide bottom flanges. 

The hanging hooks hook into rafter brackets to 
support the track and are clamped to the upper bead 
of the rail by a key or wedge, and can be hooked into 





No. 


the hammerless guns, which will be known as the Nos. 
105, 107, 115 and 125. These guns, Nos. 105 and 125, 
are shown herewith, and will have drop forged frames, 
spiral main springs and extra heavy lug, specially at- 
tached, making them more safe than any other single 


No. 


barrel gins for the use of heavy loads of nitro pow- 
der, it is claimed. They will have an extra wide ex- 
tractor and patent snap fore-end. 

The No. 107 will be the same as the No. 105, shown 
herewith, with the exception that it will be an ejector. 
The No. 115 will have the same action as the No. 105 
but with the addition of an ejector and a checked fore- 
end, and checked and capped pistol grip, and will have 
the same general appearance as the No. 125. 

The No. 125 will be made in 20 and 28 gauges only, 
26 and 28 inch barrels, with a small frame, short stock, 


105. 


a rafter bracket already up and clamped on to the rail 
at any point desired and locked in place by a closing 
link, as shown in cut shown herewith. 

The stop block is formed in two pieces and clamped 
on the sides of the hanging hooks, up next to the 





125. 


rafters, relieving the track from strain. It is adjusted 
on hangers for rafters of different widths. 

The end stop is simply a steel rod bent in the form 
of a loop, and is hung at the end of the track, as shown 
in the cut. It catches the carrier easily and safely and 
can be easily removed to allow the carrier to be taken 
off the track when desired. 

The carrier frame is strong, well braced, well trussed 
and neat in design. 

The lock is the well-known double-acting, positive- 
forced lock invented by J. M. Boyd, lately improved, 









































122 
and consists of but two pieces, each locking the other. 
It has no springs or levers and works very easily both 
ways from the stop and is perfectly automatic and 
dead sure. 

The fork pulley is provided with a jointed or folding 
frame, allowing the hook to swing out with its load 
and follow after the carrier, saving the jerk and stfain 
and allowing the load to be dragged in behind the car- 
rier and close up in peak of barn, both the pulley frame 
and hook being provided with round heads, thus form- 
ing a universal joint. 

The fork hook is an adjustable snap hook, being 
provided with a closing link held in place by a spring, 
and can be adjusted for use either stiff or swiveled, 
being held rigidly, when desired to control a kinky or 
twisting rope, by inserting a key in one of the holes, 
thus often saving much time and trouble, particularly 
when starting work with a new rope. 

The wheels and pulleys are large, strong and well 
made and run on turned steel pins, and the whole 
carrier is well made, strong and durable and neatly fin- 
ished in black japan. 


+ 





THE HAWKEYE WRENCH. 





The Hawkeye Wrench Coinpany, Marshalltown, 
Ia., are manufacturers of the combination nut wrench, 
pipe wrench and thread cutter shown herewith. 
pointed out that it will do all that any other wrench 
will do, and, in addition, will cut the threads on three 
different sizes of bolts—viz., 5-16-inch, 18 threads; 





It is 
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DORMANT WAREHOUSE SCALE. 





Beckman Bros., Des Moines, Ia., are manufacturers 
of the Dormant warehouse scale shown herewith. 
This scale has two 
iron pillars with 
double brass beam. 
No. 1 has a capacity 
of 2,500 Ibs. and 
No. 2 of 3,500 lbs. 
This firm’s line of 
goods include bibbs, 
cocks, feed cookers, 
drive points, floats, 
float valves, garden 
hose, hose pipes, 
hose coupling, hose clamps, leathers, malleable fittings, 
pipe, pumps, pump regulator, stuffing boxes, spout 
connection, stocks and dies, strainers, scales, stock 
fountains, tubular well cylinders, tongs, tanks, valves. 
wind mills, wind mill regulators, wrenches and Yankee 
jaws. 





Dormant Warehouse Scale. 


-oo - —_—_—_ 


DESIRE LAW TO PREVENT FRAUD. 





A number of leading Iowa jobbers, including R. E. 
Cutler, Waterloo, are trying to secure the enactment 
of the following law: 

Section 1. The sale in bulk of any part or the whole of a 
stock of merchandise, otherwise than in the ordinary course 
of trade and in the regular and usual prosecution of the sell- 
er’s business, shall be fraudulent and void as against the 


1 aie! 


The Hawkeye Wrench. 


¥-inch, 16 threads, and %4-inch, 13 threads to inch. 
The wrench is made of drop forged 40-point carbon 
steel and scientifically hardened, thus giving the jaws 
great strength. The manufacturers claimed that a 
large proportion of farm machinery has steel frames, 
and that threads on bolts becoming battered by being 
driven through the frames may be restored by the use 
of the dies, and the jaws used for tightening nuts. 

This wrench will cut threads on new bolts and is 
invaluable for restoring and cleaning up threads that 
have been battered. 





oo 


A, O. McNeil & Son, Grand Blanc, Mich., are put- 
ting in a line of shelf hardware. 


Albert Doerr has purchased the hardware stock of 
D. G. Donavan at Larned, Kans. 


Brown Bros. have purchased the stock of the Wind- 
sor Park Hardware Co., Chicago. 


creditors of the seller, unless the seller and purchaser, at least 
five days before the sale, make a full, detailed inventory, 
showing the quantity and, so far as possible with exercise of 
reasonable diligence, the cost price to the seller of each article 
to be included in the sale; and unless the purchaser demands 
and receives from the seller a written list of names and ad- 
dresses of creditors of the seller, with the amount of indebted- 
ness due or owing to each and certified by the seller, under 
oath, to be, to the best of his knowledge and belief, a full, 
accurate and complete list of his creditors and of his indebted- 
ness; and unless the purchaser shall, at least five days before 
taking possession of such merchandise, or paying therefor, 
notify personally or by registered mail, every creditor whose 
name and address are stated in said list, of the proposed sale 
and of the price, terms and conditions thereof. 

Sec. 2. Sellers and purchasers under this act shall include 
corporations, associations, co-partnerships and individuals, but 
nothing contained in this act shall apply to sales by executors, 
administrators, receivers, assignees under a voluntary assign- 
ment for the benefit of creditors, trustees in bankruptcy or by 
any public officer under judicial process. 

Sec. 3. This act shall take effect upon its passage. 
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SUPERIOR CREAM SEPARATOR. 





The Superior Fence Machine Co., Detroit, Mich., 
are manufacturers of the Superior cream separator 


shown in the accompanying cut. This 
separator is easy to clean and no trouble 


to keep clean. Its manipulation is so 
simple that anv one. may successfully 
operate it. The milk is first poured in 
the milk chamber and the cover placed 
on, the conducting pipe telescoping into 
the center water column. The cover re- 
tains the water ta a depth of two inches, 
the water is then conducted to the bottom 
through the center water column and 
rises to the top in outer water jacket, where it escapes 
through an overflow spout. 

It absolutely prevents water mixing with the milk. 

Having a center water column and being surrounded 
on bottom, sides and top by cold water, the separator 
has the greatest possible cooling surface and’ affords 
the most complete separation in the shortest possible 
time, it is claimed. 

The outside casings are galvanized sheet steel and 
the milk chamber of the best charcoal tin. The water 
jacket inside is painted throughout with the best 
hydraulic pigment, which thoroughly protects it, and 
insures it outlasting any that are not so provided. 
The milk faucets are brass finished and easily cleaned. 
The milk chamber is constructed with the bottom 
sloping towards the fficet, which is set flush so as 
to allow every drop of milk and cream to drain from 
the separator. 





~~ 
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BULLORD’S IMPROVED CARPET STRETCHER. 








The accompanying cut shows Bullord’s carpet 
stretcher, manufactured by Geo. S. Knapp, Bridge- 
port, Conn. 

In construction it is light, but durable, and very 
powerful, having a short fulcrum and length of lever 





Bullord’s Improved Carpet Stretcher. 


which makes it easy to operate. It is warranted not 
to injure the finest carpet. 

After bringing carpet to place, the pin is forced into 
the floor, and the lever is folded back and down on 
push bar. The carpet is held in position, which en- 
ables operator to help himself to whatever is neces- 


sary to complete the nailing. 








The hardware dealers of Montana are about to or- 
ganize an insurance company. 

Ulick Cotey succeeds Fred A, Schneider in the hard- 
ware business at Detroit, Mich. 
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PEERLESS ICELAND FREEZER. 





Dana & Co., Cincinnati, O., are manufacturers of the 
Peerless Iceland freezer shown in the accompanying 
cut. 


25-Quart Peerless Iceland Freezer, with Power Attachment. 

This 25-quart freezer has iron column and base cast 
in one piece. 

It is double-geared, requiring a minimum of power. 
The driving shaft is fitted with tight and loose pulley. 

The tub and can are released by lifting one end of 
the tub top to a vertical position. The cans are made 


of extra heavy tin or copper. 
-~eoo 


EASY EMPTYING GRASS CATCHER. 








The accompanying cut shows the Easy Emptying 
Grass Catcher manufactured by the Specialty Mfg. 
Co., St. Anthony Park, Minn. 








Easy Emptying Grass Catcher. 


They are exceedingly well made and durable, the 
frame being made from round galvanized steel, the 
handle of hard wood, and the covering from heavy 
duck. They may be hung up when not in use; they 
will then dry out and prevent rotting. 

The “Easy Emptying” grass catchers are made in 
two sizes, and can be readily adjusted to fit any size 
or make of lawn mower, by any one, in a few minutes. 
They can be raised or lowered, set forward or back- 
ward, made wider or narrower, and when once fitted 
need no further attention. 
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ALL BUT ONE OPPOSED TO THE PARCELS 
POST. 


TO THE AMERICAN ARTISAN. 

Last night the retail merchants of this town met, 
and after joining the Retail Merchants’ Association 
of state they organized a local association for mutual 
protection of the credit system and to spot dead beats. 
This retail merchants’ association, as you undoubtedly 
know, wishes to kill the parcel post bill and to pass 
different laws in Wisconsin on garnishment and ped- 
dler’s license. Every merchani called on was ready 
to put his shoulder to the whee! with the exception of 
a mail order house here whose proprietor said he was 
in favor of a parcels post law, and although he has a 
retail store here, he expects to do a mail order or cata- 
logue house business too. What do you think of this. 
Don’t you think northern Wisconsin can show the 
older portions of our united land a few stunts. To say 
that our business men in town are thunderstruck is 
putting it mildly. M. HosterMANN & Son. 

Marshfield, Wis., Feb. 19, 1904. 


— = 


FOX RAZORS STOLEN. 








The sample collection of Z. L. Brewer, the Pennsyl- 
vania representative of the Fox Cutlery Co., New 
York was stolen from him, February 14th, 1904, 
and this firm offer a reward of $200 to the person 
giving such information as would lead to the arrest 
and punishment of the guilty party. They also warn 
the trade against buying these goods should they be 
offered for sale. 


‘sillihirisichiaals 
Althous Bros, & Wittrig are opening a new hard- 
ware and stove store at Leipsic, Ohio. 


Charles Stahl has been admitted as a partner into 
the firm of H. Stahl & Son, Elkhart, Ill. 


a 
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BUSINESS CHANGES. 











NEW FIRMS. 


Brockport, N. Y.—Chas. Decker Co. 

Canastota, N. Y.—The Mason-Hallagan Hardware Co. 

Clarksburg, W. Va.—W. J. Miller & Co. 

Ft. Worth, Tex.—Panther City Hardware Co. 

Ft. Worth, Tex.—William Henry Hardware Co. 

Hartland, Minn.—Hartland Hardware Co. 

Johnston, Pa——Donges & Nees. 

Leslie, Mich.—Grout-Darling Co. 

Newburgh, N. Y.—Johnston Hardware & Iron Co. 

Olean, N. Y.—C. V. Barse Co. 

Pawtucket, R. I1—The William K. Toole Co. 

Plymouth, O.—Rcot Bros. Co. 

Springfield, Mass—A. E. Wood. 

Watertown, Tenn—A. J. Phillips & Co. 

Winona, Minn.—Otto P. Sontag. 

Winfield, Ia—Prof. Geo. Bloomer. 

Louisville, I1l—Tanner & Sullivan. 

CHANGES. 

Barton, N. Y.—W. E. Westfall has purchased an interest 
in the hardware business of P. Daily and the firm name will 
hereafter be Daily & Westfall. 

Beaver, Pa—A. G. Herr and F. Herr succeed John B. 
Wilson & Son. 

Bowling Green, Ky.—Miller & Harris sueceed W. H. 
Miller. 

Circleville, O.—E. T. Snyder is succeeded by C. S. War- 
ren. 
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Denison, Tex.—Sherman & Butler have dissolved part- 
nership; Joe Sherman assuming control. 
Eldora, Ia—Thompson Bros. are succeeded by A. L. 
Thompson. 
Falls City, Neb—Alex Meyer succeeds Frank Uhlig. 
Fremont, O.—P. S. Kirch has purchased the interest of 
C. A. Sinning in the firm of Sinning & Waldron. 
Galesburg, IllL—F. H. Rearick & Son succeed the Bab- 
cock Hardware Co. 
» Gallatin, Mo.—Howard Poage & Co. succeed Howard 
Poage. 
Huntsville, Kan—The Morris Hardware Co. are suc- 
ceeded by Zimmerman Bros. 
Waco, Neb.—J. L. Jones & Co. have dissolved business. 
Coin, Ia—J. K. Herron is succeeded by C. A. Butchel. 
Washington, Kan —L. C. Ames is succeeded by Throop 
& Sons. 
Kansas, Ill—Wm. W. Miller is succeeded by Thos. Neal 
& Son. 
Storm Lake, Ia.—J. D. James succeeds N. D. Peterson. 
Thomson, Ill—R. D. Bennitt succeeds Thos. Stagg. 


Harper, Ia.—Sondag Bros. succeed Striegel & Conrad. 

McCurtain, Ind. Ty.—De Lee Bros. are succeeded by New- 
ton & Clinton. 

Kingsler, Mich—Barnum & Linten are succeeded by Van 
Gorder & Linten. 

Mt. Ayr, Ia—W. A. Foutz succeeds Frank Landreth. 

Delavan, Ill—Morrison & Thomas succeed A, Fenlner. 

Winfield, Ia—George Bloomer succeeds Carden Bros. 

Tiskilwa, Ill—C. N. Pettegrew & Co. succeed Pettegrew 
& Kitterman. 

Whiting, Kan —Marshall & Marshall succeed Millendore 
& Ennis. 

Elkhart, Ind.—Hostettler & Lehman succeed James Mace. 

Love Lake, Mo.—G. W. Nair succeeds Mr. Van Pelt. 

Monmouth, Ill—The Schussler Hardware Co. succeed 
Geo. Schussler. 

Oskaloosa, Ia—The Dacke Hardware Co. succeed the 
Hamilton-Messenger Co. 

Hartford, Conn.—Chas. Harris. 

Phelps, N. Y.—M. D. Crosier is succeeded by Charles 
Crandall. 

Randolph, Ia.—Buol Bros. are succeeded by Messrs. S. 
W. Mosher and J. L. Chapman. 

St. Charles, Ia—W. J. Mather is succeeded by J. C. 
Farley. 


MISCELLANEOUS. 


Coffeyville, Kans—W. S. Churchil! is erecting a new two- 
story brick building. 
Holcomb, N. Y.—C. F., Donahue has moved. 
Cherry Valley, Wyo.—Herbert Bros. fire. 
Crowley, La—T. J. Toler, fire. 
Henderson, Minn.—Bosel Bros. 
Chebanse, I1l—Gravelot & Brown, fire. 
Fertile, Minn.—Overman Hardware Co.; fire. 
Overbrook, Kans.—The Redmond Hardware Co.; fire. 
Rowan, Ia.—Emerson & Train; fire. 
Henderson, Minn.—Bosel Bros.; fire. 
Mayfield, Ky—M. Wilson; hardware; fire. 
Fremont, O.—Geo. Grob, deceased. 
Temple, Tex.—Brady & Black; fire loss. 
Spring Hill, Minn—Henry Young is erecting a hard- 
ware store. 
Wapella, Ill—G. L. Lightall; fire loss. 


STOPPAGES. 


Sherburn, Minn.—Geo. F. Keil has sold out. 

Graceville, Wis.—P. A. Falgren has discontinued. 

Suring, Wis.—Aug. Giese has filed a petition in bank- 
ruptcy. 

Tyndall, S. D—Thompson & Koehm. 

Cascade, Ia—D. A. English has sold out. 

Provo, Utah—J. A. Johnson has sold out. 

Hillsboro, Wis.—Arthur E. Lind has sold out. 

Shelby, O—Armstrong & Morton filed a petition in bank- 
ruptcy. 
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rieating and Ventilating 


W. H. Hender is a new Davenport, Iowa, furnace 
dealer. 

Stephen G, Clark, a heating and ventilating engineer, 
died at his residence, 242 W. 12th street, Chicago, 
from pneumonia. 

J. C. Ward and W. H. Thorpe are the incorporators 
of the Pacific Tube Works, Portland, Me., capitalized 
at a million dollars. 

E. A. Marsh is president, M. Bishop is vice-president 
and H. P. Nagle is secretary and treasurer of the 
Marsh Valve Co., Detroit, Mich. 

Ernest A. Eversman, Daniel Wagner, Ernest A. 
Myers, Susan A. MeGuire and William Meyers are the 
incorporators of the Perfection Furnace Pipe Co., To- 
ledo, Ohio, capitalized at $50,000. 

O. R. Hayden, John H. Smart, G. L. Dipple, Carl 
B. Ford and W. H. McGannon are the incorporators 
of the Alpha Co., Cleveland, O., capitalized at $25,000 
for the installation of heating plants. 








James D. Erskine and C. K. Foster of the American 
Radiator Co., Chicago, left New York, Thursday, Feb. 
18th, for the Bermuda Islands on the Trinidad, where 
they will enjoy a three weeks’ vacation. 


J. C. Droege, George T. Beach, W. A. Clark and 
j. H. Mersmann. are the incorporators of the W. A. 
Clark Furnace Co., Covington, Ky. They have se- 
cured the Bogenschutz stove foundry property at the 
foot of Seventeenth street, and will give employment to 
about 100 men. 


A large number of dealers attending the convention 
of the Illinois Retail Hardware Dealers’ Association, 
as well as Missouri dealers who attended the joint ses- 
sion, took occasion to visit the establishment of the 
Symonds Mfg. Co., East St. Louis, makers of the 
popular Symonds wall register. 

J. T. Flanegin is president, W. E. Baker is vice-pres- 
ident and manager of the heating and ventilating de- 
partment, Thos. J. Flanegin is manager of the hard- 
ware department, and Loran A. Flanegin is secretary 
and treasurer oi the Flanegin Hardware Co., Logans- 
port, Ind., capitalized at $10,000. 

The Meyer Furnace Co., 1300-1304 South Wash- 
ington St., Peoria, Ill., have recently increased their 
capital stock from $50,000 to $100,000. They have 
installed an extensive equipment of new machinery, 
including an hydraulic flanging press. They are in a 
position to make hdlf-inch boiler heads and similar 
goods for other manufacturers in the trade. 


The Chicago Furnace Supply Co., 64-66 West Mon- 
roe street, Chicago, are manufacturers of the Chicago 
furnace for hard or soft soal. The fire pot and body 
ate heavy and very substantial. The shape of the 
body over the fire compels the products of combustion 
to pass rapidly to the center dome of the radiator, 
and in so doing this body must necessarily become very 
hot, and_the radiation therefrom is rapid and constant. 
The ash pit is deep. The body of the furnace is deeply 
corrugated. 

The Bridge & Beach Mfg. Co., St. Louis, Mo., are 
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manufacturers of the Superior steel range, which is 
better in every way than ever for 1904. They have 
brought out a number of new lines of steel ranges 
for the coming year that are worthy of the closest 
attention of the trade. These are made in all styles 
and sizes and are adapted for any kind of fuel. This 
firm have a catalogue illustrating their complete line of 
steel and cast ranges, cooking and heating stoves. 
When writing for same kindly add, “Saw it in THe 
AMERICAN ARTISAN. 


The Stockhoff Supply Co., 432-436 South Twelfth 
St., St. Louis, kept open house during convention 
week and were visited by a large number of dealers of 
both the Illinois and Missouri associations. Among 
their specialties is the J. P. Ekstrom kitchen and 
laundry ventilators. In kitchens and laundries 
where a hood is used, this ventilator should be placed 
close up under the hood; and where no hood is used, 
it should be placed close up to the ceiling. If a stove 
pipe is used either smaller or larger than the opening 
in the ventilator, a short piece—of the right size, about 
8 inches in length—may be inserted in the ventilator, 
and connected by a taper joint. 

In case a number of ventilators are to be inserted 
in one flue, the flue should be enlarged, making it in 
the basement, 8x8 inches—next floor, 8x12 inches. 
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TWO NEW BRANCHES. 





In further demonstration of their policy to place 
their products and service within the closer range of 
the trade—for quick attention and shipping of goods, 
the American Radiator Company, Chicago, has just 
added two well-organized branches to their present 
widely distributed chain of ten divisional headquarters. 

In pursuance of this policy to expedite relations 
with a constantly augmenting number of customers, a 
new branch has been opened at No. 1201 G street, N. 
W., Washington, D. C., with Mr. H. N. Leadbetter 
in charge as manager, assisted by a suitable number 
of experienced men. Mr. Leadbetter will have charge 
of the same territory which he has heretofore success- 
fully cultivated in co-operation with the work of the 
branch located in New York City. 

A fully organized branch has also been opened in 
Cincinnati, at No. 336 West Fourth street, in charge 
of Mr. E. R. Pierce as manager. Mr. Pierce will be 
ably assisted by Mr. Marshall J. Doyle and by Mr. 
Irving McMillan, who has been formerly connected 
with the boiler department under Mr. George E. 
Downe at the general offices in Chicago. The com- 
pany will carry a stock of goods at the warehouses of 
the Cincinnati Elevator Company at No. 934 West 
Fifth street. 

Mr. Pierce will have charge of the same territory 
which he has successfully cultivated in the joint in- 
terests of the company and the trade throughout the 
south during the past few years. 


The Powell Hardware Co., Bentonville, Ark., have 
sold out. 


The Eureka Hardware Co. are a new Bluefield, W. 
Va., concern. 
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Tinshop 


A USEPUL SHOP TICKET. 


—_——— 











To THe American APTISAN. 
We are enclosing one of our shop tickets filled out 


as they are used in our shop, these are handed in by 
the foreman every night at close of work, a separate 
slip for each workman. This system shaws the exact 
amount of time and material used on each job as well 
as the total hours put in by the workman and the 
amount of material he has disposed of in each day’s 
work. These slips are stapled together at the end of 


ow oso SOHC COMPANY 


AM 


TIME SLIP. 


/ssued 7 


Returned 6 P M | Draw time slip when beginning and 


return same to office when day's work 














Workman J. Colard ‘cuore 
Hours | Minutes | Time | Material 
=| | = 
| || Jas. Smith | 
| 1 Chimney Jack 
i 22 Ib. Galv. Iron No. 26 | 1.76 
1 | 30 | 60 
| J. Doe : | 
| 1 Tank ] 
| | 140 Ib. No. 20 Galv. Iron | 11.20 
1% lb. Rivets | .30 
3 Bars Solder | .90 
8 | 3.20 
| 
| H. Jones 
15 | Repairing Tinware || 10 
| Solder | 05 
| | B. Peters 
: jas | Rep. Pail || 10 
10 | | 4.00) 14.21 








the month and filed away for future reference. By 
adding up the totals it is very easy to determine just 
what your shop is doing. 





Tue Scorietp Co. 
Sturgeon Bay, Wis., Feb. 23, 1904. 





METAL CEILINGS IN CLASSIFIED DESIGNS. 





The Kanneberg Roofing & Ceiling Co., Canton, O., 
send us their handsome special ceiling catalogue “D.” 
This firm are manufacturers of architectural sheet 
metal work, galvanized and copper cornices, curved 
mouldings, finials, bay windows, cresting, ventilators, 
skylights, window and door caps, gutters and valleys, 
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conductor pipe, roof gutters, elbows and shoes, eave 
trough and mitres, art metal ceiling and side wall, 
eaves trough hangers, metal shingles, ridge roll, 
painted and galvanized iron oz steel corrugated sheets 
both straight and curved, corrugated elevator siding, 
plain sheet steel brick and rock faced brick and stone 
siding, V crimped roofing anc all styles roll roofing, 
weatherboarding, ‘metal lath, special sheet metal work, 
ete. 

The designs of metal ceilings in this volume are nu- 
merous and attractive. The louis XIV designs are 
characterized by a simple and beautiful modification 
of the Renaissance with a studied symmetry and bal- 
ance of the leading decorative motives. It shows a 
slight tendency of unrest in the leading motives. 

Louis XV or Rococo is characterized by a fantastic 
conventionality of the motives, shells, elongated foli- 
age, etc., with an utter disregard of symmetry. 

Romanesque designs are the connecting link be- 
tween classic and Gothic, and is characterized by mas- 
sive and vaulted construction, round arch and the in- 
terlacing of the decorative motives. 

Greek designs are characterized by nobility, origin- 
ality, simplicity, and delicacy in the treatment of the 
leading decorative motives. 

Empire designs are adaptations of classical motives 
treated with French delicacy and refinement. Colonial 
designs are characterized by much refinement in pro- 
portion and detail. 

One of these large and interesting catalogues will be 
forwarded the trade on application. When writing 
for same kindly add: “Saw it in THe AMERICAN 
ARTISAN.” . 


.-o-> 


SHOULD RUN PIPES AS SHOWN. 





To THE AMERICAN ARTISAN. 
If A. M. Whitman of Campbelltown, Pa., will run 
his pipes as shown by the dotted lines, and be sure 






































Incorrect Way. 
that they have a pitch from water back up to reser- 
voir he will have no more trouble. His trouble now 
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Correct Way. 


is the flow is lower than the return, and the pipes are 
trapped by ducking under floor. 

The points to remember are, always have plenty 
of rise to any pipe if for hot air or hot water, and the 
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This holds good on range 
M. L. Brown. 


more pitch the better. 

boilers without any exception. 

Napanee, Ind., Feb. 16, 1904. 
Lead aes 


A RIIFINI CAPALIIVE. 


The La Crosse Steel Roofing & Corrugating Co., 
La Crosse, Wis., send us their handsome catalogue 
No. 4 showing a complete line of roofing goods. Part 
I of this catalogue is devoted to the following goods: 
Eaves trough, mitres, ends and drops, roof gutter, val- 
leys, Bishop’s quick working forms, wire strainers, ad- 
justable eaves trough hangers, conductor pipe, elbows 
and shoes, rain water filters, conductor fasteners, 
flashing hooks, cut offs, wire eaves trough hangers, 
galvanized iron, galvanized crimped iron, black sheet 
steel, planished sheet iron, solder, repair spikes, re- 
volving and ventilating chimney tops, stove pipe, gal- 
vanized steel tanks and troughs, tin roofing in rolls, 
tin plate and ventilators. 

Part II is devoted to roofing, nails, roof cement, 
curved corrugated sheets, curved corrugated awnings, 
ridge roll, ridge cap, corner trimmings, pilaster, rock 
face window and door caps, store fronts, shutters, 
slate, Cortright shingles, siding, flashing, ceiling and 
siding sheets, metal corner board, expanded metal 
lath, window and door casings, cluster tiling or 
shingles, tile roofing, paints, tarred felt, brushes, con- 
tinuous rock face stone. 

A very few of their extensive line of handsomely 
embossed ‘steel ceilings are shown. This line is most 
artistic as well as most extensive, and suits the most 
exacting taste both from an artistic and an econom- 
ical standpoint. 

Part III is devoted to cornices, belt moulding, crest- 
ing blocks, door caps, finials, gable ornaments, galvan- 
ized iron cresting, letters, pediments, weather vanes, 
window caps and skylights. 

One of these catalogues will be forwarded the trade 
on application. When writing for same kindly add: 
“Saw it in THE AMERICAN ARTISAN.” 


a> 


AMERICAN TINPLATE IN FRANCE. 








United States Consul Ridgely, stationed at Nantes, 
France, makes the following report on the outlook for 
American tin plate in France: 

“It is believed here that the time is now opportune 
for introducing American tin plate into France. There 
are two manufactories of tin plate at Nantes and they 
are both prosperous. One of them, though belonging 
entirely to French owners, is in the hands of British 
operatives. British methods of manufacture are al- 
most exclusively followed in both factories. 

“This year, in spite of the high tariff duty ($2.70 
per 220 pounds) and in spite of the increased demand 
for tin plate, on account of the failure of the sardine 
catch, British tin plate exporters have managed to sell 
considerable quantities of tin in this market. They 
are governed by French prices, which they follow very 
closely, or, if they undersell the local manufacturers, 
the difference is very small. There is a popular idea 
that the British product is better than the French, and 
this helps the British exporters. In any event there is 
a large and constant demand in western France for 
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tin plate, and here in Nantes the consumption for the 
manufacture of cans and boxes used in the preserva- 
tion of fish, vegetables and other alimentary products 
is enormous. If the matter interests any of our tin 
plate manufacturers I can furnish the name of an 
energetic and reliable Frenchman who would like very 
much to enter into relation with some of them. Tin 
plate could be shipped to Nantes either via Havre, 
Bordeaux or Antwerp, and it would be easy to ascer- 
tain in New York the cost of transportation. As 
stated above, the customs duty is $2.70 per 220 pounds, 
and there are no other entry charges of any impor- 


tance.” 
cer 


ALASKA TIN. 





Alaska tin is in the Seward Peninsula in the right 
fork of the Buck Creek, 130 miles northwest from 
Nome. It is what is technically called placer tin, that 
is, it lies in the bed of the creek and not in ledges on 
the mountains—an obvious advantage. Along both 
sides of the creek are rolling hills, which were once no 
doubt high mountains. Various processes, some of 
which are known to geologists and some of 
which are a matter of conjecture, have disintegrated 
these mountains, while gravitation has carried their 
metallic contents into the creek bed, where it remained, 
the earth being borne by rivers, now mere streams or 
dry beds, out in Behring Sea. On each side of the 
creek are terraces, the banks of a former river. At 
some points there are two distinct terraces, in others 
there are three or more. 

The ore found in the creek is almost self-fluxing, a 
practical advantage of great value to the miner. It is 
covered with small flat pieces of slate, the edges round 
ed by the constant flow of water. Six or twelve inch- 
es lower is the gravel which contains the ore in the 
form of tin oxide. This gravel is thrown into sluice 
boxes through which water runs rapidly, the bottoms 
of which are fitted with little frames known as “rif- 
flies” and resembling window shutters. The heavy 
parts of the gravel (the tin ore) are precipitated and 
caught by the riffles, while the lighter sand and earth, 
carried along by the water, pass on through and out 
of the sluice boxes to what is known as the dump, the 
contents of which are called tailings. Each ton of this 
gravel at Right Ford of Buck Creek yields tin ore, 
which when smeltered produces about twenty-five 
pounds of pure tin—New York Commercial Adver- 


tiser. 
——_—_--~+-@_________ 


NOTES AND QUERIES. 





STEEL TANK HEADS. 
From C. G. Schlegel, Kenesaw, Neb. 
Where can I buy steel tank heads? 
Ans.—W. J. Clark & Co., Salem, Ohio. 
PRESSURE TANKS. 
From C. G. Schlegel, Kenesaw, Neb. 
Where can I buy pressure tanks? 
Ans.—Ed. P. Allis Co., Milwaukee, Wis.; Clon- 
brock Steam Boiler Co., 564 Smith street, Brooklyn, 
N. Y.; U. S. Projectile Co., 1st avenue and 53d street, 
Brooklyn, N. Y. 
CREAM SEPARATORS. 
From the Schuller-Hay Hardware Co., Omro, Wis. 
Would like address of cream separator manufac- 
turers? 
Ans.—Bluffton Cream Separator Co., Bluffton, 
Ohio; Seither-Cherry Co., Keokuk, Ia.; Arras Cream 
Separator Co., Bluffton, Ohio; Wm. Brummeler & 
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Sons, Grand Rapids, Mich.; Detroit Churn & Separ- 
ator Co., Detroit, Mich.; Fawkes Mfg. Co., Minne- 
apolis, Minn.; Galesburg Cornice Works, Galesburg, 
Ill.; Graves Sheet Metal Works, Kansas City, Mo.; 
Indianapolis Sheet Metal Works, Indianapolis, Ind. ; 
Lawrence Mfg. Co., Toledo, Ohio; A. D. Lugibihl, 
Bluffton, Ohio; National Enameling & Stamping Co., 
Milwaukee, Wis. ; King Dfill Mfg. Co., Nebraska City, 
Nebraska; Superior Mfg. Co., Indianapolis, Ind. ; Ver- 
mont Farm Machine Co., Bellows Falls, Vt.; Western 
Tinware Co., Omaha, Nebraska; Sharples Co., Chi- 
cago, Ill.; Superior Fence Machine Co., Detroit. 
JOHNSON’S BALL BEARING SASH PULLEYS. 
From Kundert & Fitzgerald, Madison, S. D. 

Where can we buy Johnson’s ball bearing sash pul- 
leys? 

Can any of our readers answer this question ?—Ed. 

‘RIVETING MACHINES. 
From B. E. Blake & Son, Liberal, Kan. 

Where can we buy riveting machines? 

Ans.—Hartman Mfg. Co., 277 Broadway, New 
York; Hilles & Jones, Wilmington, Del.; F. B. Shus- 
ter Co., New Haven, Conn.; Standard Rivet Co., 41 
Lincoln street, Boston, Mass.; Edward B. Stimpson & 
Son, 31 Spruce street, New York, N. Y.; Tubular 
Rivet & Stud Co., 87 Lincoln street, Boston, Mass. 

TUBING MACHINES. 
From B. E. Blake & Son, Liberal, Kan. 

Where can we buy tubing machines? 

Ans.—Birmingham Iron Foundry, Birmingham, 
Conn. 

WOODEN BOXES TO PACK SOLDERING IRONS. 
From W. P. Bartholow, Webster City, Ia. 

Where can we buy a light wooden box suitable to 
pack soldering iron in? 

Ans.—H. F. Brammer Mfg. Co., Davenport, Ia.; 
Ohio Box & Mfg. Co., Middletown, Ohio; Portland 
Lumbering Mfg. Co., Portland, Oregon; Verdi Mill 
Co., Verdi, Nevada. 

COTTAGE WITH CEILING, SIDING, SHINGLES, CORNICES, 
ETC., OF METAL. 
From Chas. Hahn, Mandan, N. D. 

Would like address of firms dealing in metal ceiling, 
siding, shingles, cornices, etc., as I wish to build a cot- 
tage entirely of metal? 

Ans.—Berger Mfg. Co., Canton, Ohio; Canton Steel 
Roofing Co., Canton, Ohio; J. H. Eller & Co., Canton, 
Ohio; Friedley & Voshardt, 194 Mather street, Chica- 
go, Ill.; Illinois-Roofing & Supply Co., 23 Lake street, 
Chicago, Ill.; Kanneberg Roofing & Ceiling Co., Can- 
ton, Ohio; Milwaukee Corrugating Co., Milwaukee, 
Wis.; J. L. Perkins & Co., 235 Lake street, Chicago; 
Garry Iron & Steel Co., Cleveland, Ohio. 

TINNER’S SWIVEL BENCH VISE MADE BY LEWIS TOOL CO. 
From C. P. Hosmer, Belle Plain, Iowa. 

Where can I buy the tinner’s swivel bench vise made 
by the Lewis Tool Co., N. Y. 

Can any of our readers answer this question ?—Ed. 

BOILER MAKERS’ GUIIDE. 
From Peter F. Hess, Sharon, Pa. 

Could you furnish me with a boiler makers’ guide 
or such work relating to mechanical work and at what 
prices? 

Ans.—“Steam Boilers,” by C. H. Peabody and D. 


F. Miller, 380 pages, 140 figures, cost $4.00; “Steam 
Boiler Construction,” by W. S. Hutton, 600 pages, 
$4.50; “Plating and Boiler Making,” by James Horner, 
450 illustrations, $1.90; “Boiler Making for Boiler 
Makers,” by W. H. Ford, 233 pages, 132 figures, cloth, 
$1.00; for sale by Daniel Stern, 69 Dearborn street, 
Chicago. 





ITEMS. 





The Elwood, Ind., plant of the American Tin Plate 
Co. announce that 22 mills will be put in operation on 
Monday morning. 


Col. K. M. Foss, Colombo, Ceylon, has discovered 
large deposits of tin in lower Burmah, near the 
Siamese frontier. The deposits are said to be as great 
as those of the Straits Settlements. 


A. M. Moore of Tipton, Ind., was awarded $6,000 
damages against the American Tin Plate Co. for pol- 
lution of a waterway of Elwood, which was venued 
from the Madison superior court to the Tipton cir- 
cuit court. 


David Schutkovske, an Elwood, Ind., tin plate work- 
er, has received an appointment as vice-president of 
the Tin Plate Workers’ International Association of 
America in the First District, which includes all the 
Indiana and western mills. 


The Anderson, Ind., plant of the American Tin Plate 
Co. resumed operations on Feb. 22 last. The shut- 
down was due to the fact that the tin house was three 
weeks behind in their work. Steel has been ordered 
and all necessary repairs have been made. 


The officials of the Juniata Tin Plate Mill, Green- 
castle, Ind., were unable to secure the $100,000 which 
was to be furnished by St. Louis capitalists, and they 
will be forced to find some other resource from which 
to secure financial backing before the mill can be re- 
opened. 


A call was issued for a convention by the Amalga- 
mated Association of Iron, Steel & Tin Workers, Jef- 
ferson Lodge of Washington, Pa. The reason of the 
call is said to be to obtain permission to install the 
profit-sharing plan in the McClure tin mill. It is 
thought that the majority of the lodges will vote in 
favor of a convention. 


The creditors of the Jackson Iron & Tin Plate Co.. 
Clarksburg, W. Va., met in Parkersburg Feb. 19 and 
elected the Wheeling Security & Trust Co. of Wheel- 
ing trustee. This company furnished a bond of $150,- 
ooo and will proceed at once to sell the property and 
wind up the affairs of the company. The assets are 
said to be about $400,000. 


The Lalance & Grosjean Mfg. Co., New York, Bos- 
ton and Chicago, will be at home after April Ist at 
their handsome quarters, 19th and Clark streets, Chi- 
cago, where Mr. Holmes, with his charming urbanity, 
will do the honors to all visiting friends of Agate 
Nickel-Steel Ware cooking utensils. The writer can 
vouchsafe for the fact that this new home is thorough- 
ly up to date and a trip through its different depart- 
ments under Mr. Holmes’ guidance is in itself an edu- 
cation in modern business methods. 
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NEW PATENTS. 
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751,507 


751,929 


751,746—Skylight. W. H. Mullins, W. C. Hare 
and H. C. Nelson, Salem, O. 
751,727—Combination tool. 
ney, Mich. 
751,071—Hand tool. 
field, O. 
751,674—Pressing board. Andrew McKenzie, Provi- 
dence, R. I. 
751,962—Heating stove. 
South Sodus, N. Y. 
751,965—Combined key ring’ and tool. 
Wing, Chicago, Ill. 
751,936—Wrench. 
Ind. 
751,914—Wrench. 
751,567—Knife. 


Erick Grundeen, Car- 


John E. .McCauley, Spring- 


William S. Van Deusen, 
Charles P. 
Winfield S. Osborn, Remington, 


J. H. Hobson, Mattoon, III. 
Casper F. Search, Oak Park, III. 


751,929——Ash pan. Oliver Link and August Schned- 
ler, St. Charles, Mo. 

751,519—Cartridge. 

751,863—Clothes drier. 
Seattle, Wash. 


John H. Kilzer, Seward, Neb. 
Frederick S. McDougall, 








751,080—Nail puller. 
Ark. 

751,794—Heater. Peter J. W. Hoaglund, Sterritt 
township, Allegheny county, Pa. 

751,792—Staple extractor. Ozias C. Healy, Maple- 
ton, Minn. 

752,002—Heating apparatus. 
Findlay, O. 

751,461—Hinge. 
Wis. 

751,661—Gate hinge. John Leffler, Lagrange, Cal. 

751,658—Hasp latch. Israel L. Landis, Chicago, Ill. 

751,851—Quick-acting monkey wrench. John Heil, 
Mount Oliver, Pa. 

751,909—Combined sad iron and radiating stove. 
Harry Green, Chicago, Ill. 

751,912—Chimney top. 
Il. 

753,744—Ash sifter. Thomas J. Martin, New York, 
N. Y. 

751,849—Saw set. 


William T. Norcott, Kedron, 


Samuel F. Shafer, 


Athelstan H. Christie, Milwaukee, 


Frank Hayden, Danville, 


Samuel Halton, Henderson, Tex. 
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Osborn, The J. M. & L. A. Co..... 152 

Osgood Scale O0.......+....0+<ss0001@4 Cesh Registers. 

Rae EE onic a s<schnccdnbac cs ve 26| Century Cash Register Co......... 141 

Peerless Steel Range Wks........ 10 

Perkins, J. L. & 0.......000+00+- oh Perens Metal. 

Pittsburgh Stove & Range Co..... 13 eae — oe “ 145 

Plume & Atwood Mfg. Co.......... Se nee mg O0.......-. 14 

Portsmouth Stove & Range Co ... 10 ) | a eed 144 

Powers Bros........... Sesccceccces 8 Friedley & Voshardt...............144 

Pullman Mfg. Co............. vse ..164| Diinots Roofing & Supply Co...... 164 

Richards Mfg. Oo..................158| SSaneberg Roofing & Ceiling Co. .144 

Ringen Stove Co..............s0-0s 17| Milwaukee Corrugating Co...--... 144 

Robinson Furnace Co.............. 21 Chains. 

Sanitary Pump & Tubing Co...... 152 

Schill Bros. Co. Sits aot ject 13| Bridgeport Chain Co.............. 1 

Schneider & Trenkamp ........... 16 Chimney Tops. 

nme on & Sons Co...... 2... ceveee 25 Iwan Bros . 2 
ither Cherry Co................. 157 mpliae 

Signal Mail Box Co................ 14) Lyons Specialty ¢ 00... Coie t vse = 

eR GAR, GR. a ses osc c cece cccee 18 G 

Smith & Hemenway Co............155 Clamps. 

Specialty Mfg. Co...........0+..++- 155/ J. L. Taylor .............. M1 

Sperry, D. R. & Co... .......-.+.... 2 

Stanley Rule & Level Oo.......... 155 Clippers. 

Star Shovel & Range Co........... 14) E. S. Hotchkiss & Co.............. 154 

Sterling Stove Polish Co.......... 143 

Stevens Arms & Tool Co........... 164 Clothes Driers. 

Stevens, F. B.. OE ee 

Stookhoff Supply Go... ... vee gen pede 

OID tvcubd vasebenhises ME. ea eae 

Stowell Mfg. Co .... ..cccccecccccee Coffee Millis 

ethos pagan ld et cee. Enterprise Mfg. Co. of Pa......... 159 

Superior Fence Mfg. Co...........156 

Superior Mfg. Co.................. 152 Conductor Pipe 

Supplee Hardware Co.............154 Berger Bros. O8........+-....+ +++. i¢7 

Taege, Emil ............ cece. 2-2. 159 | BOTSOT MEG. OO. +00- --000+ v02 ven “145 

SUG co cadethie ite 141 | Sat, Quien & Morse........... 7166 

Toledo Stove & Range Co......... 15 ee MEET Gin ba cece secocccdant 144 

Union Brick Bond Co............. 142 | Friedley & Vosharat.............. 144 

Utica Drop Forge Co.............. 155 ee & Steel Co............. - 

Voes Bros. Mig. Oo............80] Milwaukee Corrugating Oo......14 

Warren, J. D. Mfg. Co.”.. ...:.....158 

Weiss, H. & Co... b.. .... 0... -000 00847 Corn Oribe. 

Weller Pattern Co.............+... 142| Denning Fence Works............ 141 

Western Furnace & Foundry Co.. : 

White Stove Co.......... aesecks ces Cornices. 

White Mountain Freezer Co...... me 5. & Eller & Co. <7.-.-7-...... 144 

White Lily Washer Oo............151|Galesburg Cornice Works..... .... 148 





Whitlooty T. W .... 2. ccccccwesssees 








Milwaukee Corrugating Oo........ 








Corrugated Iron. 


Berger Mfg. Co.... ....+. «++ Gussaee 145 
Friedley & Voshardt..............: 144 
Garry Iron & Steel Co............. 146 
Milwaukee Corrugating Co........ 145 


Cream Separators. 
Bluffion Cream Separator Co.... .157 


Clark Novelty Cu ...........seeee- 153 

Seither, ( herry Co ..........++ ses. 157 

superior Feuce Mfg. Co.......... 156 

J. We. WRtOOE ccc ccccccce. coves 157 
Cutlery. 

Cutter Baw. Ger icss .cdcsccee cece 157 
Smith & Hemenway Uo..... ...... 155 
Dampers. 

Wm. T. Dust Co...... hiakese ccevns 142 
S. M. HeowWeW OOsicees coveee cocces 142 
Stockhoff Supply Co............... ® 
Door Hangers. 
Richards Mfg. Co.................- 153 
Drilis. 

North Bros. Mfg. Co.............+- 153 
Eaves Trough. 

J. H. Eller & Co..... nése.cote obabes tlt 
Garry Iron & =teel Co........ oe +146 
Milwaukee Corrugating Os.. eevee. 88 
Enamel Ware. 


Lalance & Grosjean Mfg. Co ...... 163 
Nat'l Bnameling & Stamping Co. .163 


Enameling. 
Ch. TEOGOR cade dcesescons dénccees 141 
Faucets. 
Bastian Brass Works .............150 


Clark Novelty Co... .... 10. 000+ 000-158 


Fence Cates. 
Denning Fence Works............141 


Flies. 
C. & H. Barnett Co. sees. } 
Henry Disston & Sons . 0 vecccece ow. 156 


Foundry Supplies. 


FP. B. Stevens.......... niece! eihedliiie 143 
Furnaces. 
American Furnace Co............. 27 


Estate of P. D. Beokwith......... 30 
Bergstrom Bros. & Oo. ............ 2% 


WOOD cabb ditn dodseccéne cedonsss Qe 
Boynton Furnace Co............... 2 
We. CIGD Goo cacéicc cece cs seer 
Craig-Reynolds Foundry Co... ... 19 
Farquhar Furnace Oo............. 23 


Front Rank Steel Furnace Co..... 27 
Gem City Stove Co.... ....sscees. 6 


Germer Stove Co..... eee seocegnas OO 
Green F’d’y & Furnace Wks.. . 21 
Henry & Scheible,.... ........... 37 
Hess-Snyder Co. .... Wcccdccce coves OB 
Home Pride Range Oo............. 3 
Kelsey Heating Co ................ 34 
John Kontny.......... cede coe cace & 
Lennox Mfg. Co... .... eee 29 
March-Brownback Stove Co. eT - 2 


F. Meyer & Bro. Co..........s0+065 B 
Monroe Foundry & Furnace Oo... 28 


L. J. Mueller Furnace Co...... .. B 
©. F. Palmer. ....0... 02 sevedsh eos . % 
Pittsburgh 7 Ae ee Oe.. 

Schill Bros. Co... bebe iegu. oO 
Schwab & So 800... seaakcses ivan We 
GG, Ba Gosnccc cs ccccsvccccces 18 
Stockhoff Supply Co... ........... ®@ 
Western Furnace & Fdy. Co...... 25 


Furnace Pipe and Fittings. 


Chicago Furnace Supply Oo...... 28 
F.. Meyer & Bro. Co.............++- 23 
Stockhoff Supply Co............... 2 


Fuel Economizers. 
W. J. Burton Co......... eetioes 4540 2 


Galvanized Ware. 
Sanitary Pump &Tubing Ca..... 
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Crass Catchers. 


Specialty Mfg. Oo..........-.+- «++ 155 
Guns. 
Lee-Glass-Andreesen Hrdw. Oo. ..163 
J. Stevens Arms & Tool Co........ 164 
Gutter Hangers. 

Berger Bros. Co......... ote cater 147 
Twar VOPOB..... .- cesescscccccccece 2 
Milwaukee Corrugating Co. »- 145 
Handies—Implement. 

Ro We. MOMtPOGB.. .cccccccscccscccee 151 
Hardware Jobbers. 
Clark, Quien & Morse............. 146 
Cutler Hardware Oo.. ’ . wn 


Hibbard, Spencer, Bartlett & Co. 
Lee-Glass-Andreesen Hdw. Co.. a 
Norr's & Loring Hardware Co....14 

Supplee Hardware Co.............154 


Hardware Sheiving. 
American Bolt & screw Case Co..153 
J. D. Wa ren Mfg. Co.... .........153 


Hardware Mercantile 
Agency 
Iron & Hdw. Mercantile Agency. .143 


Hay Knives. 
Iwan Bros .......-..++ 20ke nee cents . 
Stowell Mfg. Co. ............s.see0+ 24 


Heatere—Steam and 


Hot Water. 
American Radiator Co..........2, 139 
Boynton Furnace Co .............. 22 
Kewanee Boiler Co.. 2 
Monroe Foundry & Purnsee Co.. . 28 
L. J. Mueller Furnace Co.. a 
Heaters—Tank 
American Radiator Co..........2-127 
Kewanee Boiler Co................ 2 
Hollow Ware. 
Avery Stamping Oo................146 
D. R. Sperry & Co...... snes pacdecd) f 


Hot Water Attachments. 


CRs BE noninc cc cncsccceacs, & 
WORE OD sec kc cécdodccccccce OM 
lce Cream Freezers. 


OGRE te Rete 00 bckdccdeccncdenss 160 
North Bros. Mtg. “oO. ..............153 
White Mountain Freezer Co . «159 


Lanterns. 
Berger Mfg. Co...........2.0000000145 


Lawn Mowers. 
Supplee Hardware Oo............ 154 


Levels. 
Stanley Rule & Level Co..........155 


Lighting Systems. 
QR IN Os cnc ck cncieccceccs 152 


Mali Boxes. 

Signal Mail Box Co................141 
Meat Choppers. 
Enterprise Mfg. Co. of Pa......... 159 
Smith & Hemenway Co........... 155 
Metal Furniture. 
Berger Mfg. Co ..... 2... ...... 4... -148 
Metal Polish. 

Geo. W. Hoffman..................148 
Mica. 

A. G. Brauer.. w0Ab dhbe 0s beds oe 
Wm. T. oo tl are 


Miniature Tools. 


SR BI ie okie deense scans 152 
Nall Pullers. 
Smith &4 Hemenway Co............ 158 
Nuts. 
Atlas Bolt & Screw Co............. 1 
Columbus Bolt Works ............ 1 
Paints. 


The Wm. Connors Paint Mfg. Co. 1 
The Jos. Dixon Crucible Co.......140 





Forest City Paint & Varnish Co..148 


Painting Apparatus. 


Bastian Brass Works .............150 
Penciis. 
Jos. Dixon Crucible Co........... 140 
Pilers. 

Yronk & Carrier Mfg. Co........... 155 
Utica Drop Forge Co..............135 
Post Hole — 

[wan Bros. 2 


Pruning Shears. 
‘ronk & Carrier Mfg. Co 


Pumps. 
54] Sanitary Pump & Tubing Co...... 


Punches. 
Geo. C. Keene & Co ..........6555. 
De, FR Bi idan ie deco dec 6608s 


Radiators. 
American Radiator Co. . 


Rain Water Cut Offs. 
Cooney & Geiger 
Milwaukee Corrugating Co 


Rasps. 


2| G. & H. Barnett Co...........-..+. 
Disston, Henry & Sons 


Registers. 

Chicago Furnace Supply Co. 
L. J. Mueller Furnace Co....... 
Stockhoff Supply Co 
CRUISE nace dake conc ccc cs 


Rifles. 


Lee- Gis Aateses mmeGuare 
Co.. 
J. Stevens Armes & Tool Co. 


Rivets—Copper. 
Plume & Atwood Mfg. Co... 


Roofing. 
Serger Mfg. Co 
W. J. Burton Co.. apisteirar 
Canton Steel Roofing Co. 
Cortright Metal Roofing Co. 
i. H. Eller & Co .......0 go penne s 
Follansbee Bros. Co. . 
Friedley & Voshardt.. 
«Kanneberg Roofing & Ceiling Co. 
Merchant & Co. é = 
Milwaukee Corregating Co. 
M.ntross Metal shingle Co.. 
J. LU. Poerttine & Oo .... 2... cceceee- 
Stockhvuff Supply Co....... 


Roofing Cement. 
Wm, Connors Paint Mfg. Co...... 
J. L. Perkins & Co......... 


Roof Paint. 
Wm. Connors Paint Mfg. Co 1 
Joseph Dixon Crucible Co.........140 
Garry Iron & Sveel Co.............146 
J. L. Perkins & Co.......... 1 
Rules. 

Lufkin Rule Co.. - 155 
Stanley Rule & Level Co. 15 
Sad Irons. 

Fawkes Mfg. Co............- 150 
Sash Balances. 
Pullman Mfg. Co...........++.+0--10 
Saws. 

&. C. Atkins & Co., Inc............164 
Cutler BAW. CO. oo... cesc sees cove 0s 187 
Henry Disston & Son..............156 
Smith & Hemenway Co....... 155 
Saw Sets. 

E. C. Atkins & Co., Inc....... 164 
CR IEE niocic. 0509 02 v.00 vee 15; 
Scales. 

Beckman Bros...........-++++ 155 
Osgood Scale Co.. ove 104 
Screen ‘Hinges. 
eS See <a see Teo 141 
‘Screws. 

Atlas Bolt & Screw Oo............. 1 
Columbus Bolt Works... ......... 1 


occece 164 
TTTiTy 145 


ee eeeeeee 


.- 164 


144 
eee 147 
«14 


148 


—_ 


24 


- 163 
164 


144 


«14 


- 145 
14! 


— 


Hurwood Mig. Co............+. ++ 156 
North Bros. Mfg. Co.............. 153 
Smith & Hemenway Co......... ++ 155 
Shears. 
Cronk & Carrier Mfg. Co.......... 155 
Geo. C. Keene & Co. ..........+«+. 147 
BE: Wei B GR. . ince. Scododcdoisedd 147 
Sheet Metal Architectural 
. Ornaments. 
errr 
Friedley & Voshardt .............141 
Kanneberg Roofing & Ceiling Co..14 
Shelf-Brackets. 
BRIO BI Gis duced cnnnbscecece cces 163 
Shovels. 

, Avery Stamping Co................ 158 
star Shovel & Range Co ......... 14 
Skylight Cearing. 
eS Wee OP Ge cock connes save ccctcs 147 
Skylights. 

Galesburg Cornice Works......... 148 
Slates and Slaters’ Tools 

BR BNR . coteasece 0400000004 146 
BE J. Johnson & Co. .... 1... ..seee: 146 
O'Halloran & Jacobs .............. 146 

Solder. 
J. Th, HIRE BS 'DO.c cece ccc cccocesn se DOG 
Milwaukee Corrugating Co........145 
J. L. Perkins & Co........sceeeeeee 1 
Soldering trons. 

WW. Fe Bs UOD 6000 00 seve cscs eves 146 
Squares, Machinists’. 
Henry Diaston & Sons........... 156 
Stanley Rule & Level Co.......... 155 


Sorew Drivers. 


Steel Goods. 








Geneva Tool Co.........sescccesess 1 
Stee! Ranges. 
Beckwith, Estate of P. D.......... 30 
Bergstrom Bros. & Co............«. 2 
Bridge & Beuch Mfg. Co........... 4 
Champion Steel Range Co.. ...... 14 
Chicago Malleable Steel Range Co 1! 
Chicago Stove WES... ....cceeesse08 5 
Gem City Stove Co................ 6 
Hess-Snyder Co... ........ cesses ccee 22 
Home P: ide Steel Range Oo ...... 8 
POS Eine ccccsencee cess 000605 9 
Joliet Stove Works................ 12 
FOR BO BF e 0 vccte ceccccscccsscees 8 
Mississippi Valley Stove Wks.... 12 
Peerless Steel Range Wks........ 10 
Pittsburgh Stove & Range Co..... 13 
Portsmouth Stove and Range Co. 10 
Star Shovel & Range Co...... .... 14 
foledo Stove & Range Co......... 15 
Van Range Co., John..........+++. 11 
White Stove Oo. ..... 0... cece cece: 7 
Stoves. 

Beckwith, Estate of P. D......... 30 
Bergstrom Bros. & Co. .........«.. 25 
Bridge & Beach Mfg. Co........... 4 
Chicago Stove Works............. 5 
Foster Qtove Co ...... .cceecieeees 15 
Gem City Stove Co..............+ 6 
Germer Stove Co......... Sete ctes 20 
SOW lin es 60.50 ices otis sé on cccd P) 
Joliet Stove Works................ 12 
John Kontny..... eebdtcatl Yeots 0sen ~ 
March-Brownback Stove a... .... 2 
Mississippi Valley Stove Wis .... 12 
Pittsburgh Stove & Range Uo .... 13 
Portsmouth Stove & Range Co.... 10 
Star Shovel & Range Co,.......... 14 
Toledo Stove & Range Co... ..... 15 
White Stove Co. ...... 2020+ ceceees 7 
Stoves—Gasoline. 
Dangler Stove Co... ...... sees ees. 16 
Detroit Vapor Stove Co........... 14 
Ringen Stove OO.........eececccves 17 
Schneider & Trenkamp ........... 16 
Ban BOGve GOsicscce decveccccces odds 26 
Stove Clav. 
Bridgeport Crucible Oo............ 164 





Stove Mate. 
SE GUD dcccdhcneccnsdcvocce 158 
Stove Patterns. 
Jeo. W. Cope, Pattern Works... 142 
tobeille Pattern Works........... 142 
Mansfield Stove Pattern Works .. 143 
Milwaukee Pattern Works........1.2 
Weller Pattern Co..............++. 142 
Stove Pipe. 
NE Eee 161 
Stove Polish. 
Blac Silk Stove Polish Wks..... 143 
'| Nickel Plat Stove Polish Co,.... 26 
Sterling Stove Polish Co .........148 
Stove Repairs. 
4. G Brauer... 14 
—, fie: FER See 142 
hy Be ED Gna k cubbnaccunen ve os. 148 
John B. Morris Foundry Co...... 143 
Strainers. 
SE eee 149 
Sugar Kettles. 

MU OPED ads Webs odecevcceccese 2 
Tapes. 
CE 155 
Thermometers—Oven. 
HelioS- Optom Oo... ...cccccccscccces 143 
Tinners’ Furnaces. 
Clayton & Lambert Mfg. Oo. ......14 
Tinnerse’ Tools. 

Bp I 3c sci dSacec'eced vce: 147 
Tinplate., 

American Sheet & Tin Plate Co, .. 147 
TEU cases. ace. peek bans 145 
Be Mee MEG Mod ce v0 oc cee ccc toc 
Foliansbee Bros, Co. .............. 147 
(llinois Roofing & Supply Oo. .....164 
Lee-Glass-Andreesen Hdw. Co.. ..163 
Mowlure Co.. soseeee 164 
Milwaukee Ovrrugating Co Lobeneie 145 
‘| M.& L A Oxnborn Oo.. 152 
Stockhoff Supply Co. sece.......5+- 29 
Tinweare. 

Lalance & Grosjean Mfg. Co...... 162 
P. Moshiek...... “i 

National Eaam. & Stamping Co... 
J. M. & L. A. Osborn Co........... a 
Sanitary Pump & Tubing -o......152 
i an condcotocetch see ene 153 
SEED ND noduse ddebéccucdboccente 152 
Tub Hoops. 
ip QE OPED bcccece ses cccceces 141 
Tubing. 
Sanitary Pump & Tubing Co...... {R 
Ventilators. 
Crown Ventilator Oo...... ......441 
Giove Ventilator Co...... cccccce o- 1648 
Morchant & O0.'......... secccece 4B 
Wash Bollers. 
PIII osc civ coe odve bebe dees 151 
Stuber & Kuck..........0-+0.0+000188 
Washing Maohinee. 
Benbow- Brammer Mfg. Co....... 150 
H. F. Brammer Mfg. Co........... 150 
Clark. Quien & Morse............. 146 
Fawkes Mfg. Co . .... 2... 00+ ceeees 150 
J M. Gagan & OO .......ccewccee 149 
Horton Mfg Co. .... «000+ .-++ cece + 149 
"1900" Wasner Co ...... cece ------ 151 
i, Me, Glico cccccescedes 150 
White Lily Washer Oo..... ......154 
Weather Strips. 
Norris & Loring Hdw. Oo.........140 
Wire Fence. 

Denning Fence Works ..... ......141 
Superior Fence Mfg. Co......... . 152 
Wire Coods. 

Denning Fence Words.............141 
Wrenches. 

Hawkeye Wrench Oo........++«++: 155 
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Trade Report. 


CHICAGO IRON MARKET. 


Prices have gone down to the point of attracting 
large melters. This indicates very low prices’ and 
that the bottom has been reached. 

Sellers confidently expect a rise and have been de- 
clining future deliveries at current prices. One sale 
for a round lot was refused because the buyer would 
noi raise hjs offer 15c a ton. 

The demand is on the increase and a large tonnage 
in lots as high as 5,000 tons changed hands during 
the week: 





IRON AND STEEL BARS. 


The market is stil] strong and there is no sign of 
diminution in the démand. Buyers of ‘iron* usually 
wish immediate delivery and it is true undoubtedly 
that the mills will soon be pressed to fill orders. Rail- 
roads, as well as implement dealers, have become a 
factor in the market. 

Steel hoops are selling freely at cut-throat prices. 

We quote prices for Chicago delivery, mill ship- 
ments, carload lots, as follows: Bar iron, 1.40c to 
1.45c, half extras; soft steel bars, 1.46%4c, half ex- 
tras, with 5c to 10c per 100 pounds extra for less than 
carload lots, with the regular extras for less than a 
ton of a size; angles, less than 3x3, 1.56%c base, full 
extras; hoops, 1.35c, full extras. On shipments from 
store; we quote iron bars, 1.60c to 1.70c base, full ex- 
tras; steel, 1.60c to 1.75c, half extras; small angles, 
channels and tees, less than 3x3, 1.70c to 1.85¢ rates, 
half extras; hoops, 1.75c to 2c. 





BILLETS. 
Prices are being maintained, and we quote both 
Bessemer and open-hearth billets, $24 Chicago; out 
ef store, 1.30c. 





SHEETS. 


The cold weather and the recent readjustment of 
prices are responsible for a rather light demand. Prices 
have been shaded $1 or so per ton by some of the 
eastern mills, in spite of the independent makers’ agree- 
ment. We quote No. 27 black, 2.36%4c to 2.41%4c; No. 
28, 2.46%4c to 2.51%c. Galvanized No. 27, 3.26%c to 
3.31%; No. 28, 3.36%c to 3.41%c. On small lots from 
store we quote as follows: No. 8 and 10, 2.1§¢ to 2.20c; 
No. 12, 2.20c to 2.25c; No. 14, 2.30¢ to 2.35c; No. 
16, 2.40¢ to 2.45c; Nos. 18 and 20, 2.50c to 2.55c; 
Nos. 22 and 24, 2.55¢ to 2.60c; No. 26, 2.65¢ to 2.70c; 
No. 27, 2.75¢ to 2.80c; No. 28, 2.80c to 2.85c. 





STRUCTURAL STEEL. 


The contracts for new buildings which many have 
been expecting for so long are still pending and will 
probably remain so while the cold weather lasts. 
Prices are without change, and we quote carload lots, 
mill shipments, Chicago delivery, as follows: Beams 





and channels, 16 inches and under, 1.76%c; 18 inches 
and over, 1.8614c; universal plates, 1.76%4c; angles, 
3x3 and larger, 1.81¥%4c; zees, 1.76%c. On lots from 
store we quote beams, channels and angles, 3x3 and 
larger, 1.90c; 18, 20 and 24-inch, 10c extra; tees, 
1.95c rates. 





WIRE NAILS. 


Prices remain unchanged, though reports of an ad- 
vance of $1 a ton are being published and noised 
about freeiy. Occasionally an advance in price may be 
offered for early delivery, but prices made by leading 
producers and most of the independent manufacturers 
are unchanged, as follows: 

Carload lots to- jobbers, $2.05 per:100 potinds, Chi- 
cago; less than carload lots, $2.15; car lots to re- 
tailers, $2.10, all f. 0. b. Chicago. 





CUT NAILS. 


There is a movement on amongst roofers in favor of 
the cut nail as against the wire, the argument being 
that iron nails are less responsive to the attacks of the 
elements. This and the fact that cut nails can be had 
for 1oc less than wire nails and that deliveries are 
more prompt, have been slowly pulling up the interest 
in this commodity. Both steel and iron cut nails are 
sold at the following prices: To jobbers, carload lots, 
$1.86%, base, Chicago; less than car lots, $1.91¥%4, 
base, with the understanding that consumers and re- 
tailers are to be charged 10 cents advance over these 
prices. Jobbers are charging $2.10, base, from store 
in small ots. 





BARB WIRE. 


Business is very brisk and prices remain unchanged, 
as follows: Painted barb wire, $2.35 per 100 pounds, 
f. o. b. cars, Chicago, to jobbers; galvanized, 30 cents 
higher. Prices to retailers 5 cents per 100 pounds 
higher than to jobbers in car lots and 15 cents im 
less than car lots; staples, $2.20, Chicago, for plain, 
and $2.60 for galvanized to jobbers, with 5 cents ad- 
vance to retailers. 





SMOOTH FENCE WIRE. 


There is no cessation in the demand. Prices remain 
unchanged, as follows: Base sizes, 6 to 9, $1.95 per 
‘100 pounds in car lots to jobbers, f. o. b. Chicago; $e 
per 100 pounds to retailers in car lots, and $2.05 im 
less than car lots. 





BRIGHT PLATES. 


First quality bright plates are quoted as follows: 
1C, 14x20, $6.75 per box; 1X, 14x20, $8.00 per box; 
1XX, 14x20, $9.20 per box; 1C, 20x28, $13.50 per 
box; 1X, 20x28, $16.00 per box; IXX, 20x28, $18.4¢ 
per box, 1XXX, 20x28, $20.80 per box; 1XXXX, 
20x28, $23.20 per box. 
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SCRAP. IRON. 

A few scrap dealers have been quite active during 
tue week in securing control over goodly supplies of 
heavy scrap. .-Rrices-have’ beenssagging down “for some 
time and have now reached a point where the large 
users of scrap think that they had better act. 





COKE PLATES. 


Coke plates are quoted as follows: Cokes, 180 
lbs., 1C, 20x28, $8.50 per box; cokes, 200 Ibs., 1C, 
20x28, $8.80 per box; cokes, 216 Ibs., 1C, 20x28, 
$9.10 per box; cokes, 216 lbs., 1X, 20x28, $11.10 per 
box. 





SOLDER. 


Solder, XXX Guaranteed, % & Y% is 20%c per Ib.; 
Commercial, % & %,.19c per lb.; No. 1 Plumbers, 
17¥%c per Ib. . 





HOOP IRON. 
The following quotations are given on hoop iron: 
¥%4x22 size, per 100 lbs., $2.70; 34x20, $2.60; 74x20, 
$2.50; 1x20, $2.40; 14x19, $2.35; I¥4x19, $2.25. 





~ 


BITS. 
Auger bits are quoted as follows: Ford’s, 40 and 
5 per cent off; Ford’s ship, 40 and 5 per cent off; 
Ford’s Ship Auger Pat. Car, 40 and 5 per cent off. 





CLOTH. 


Screen wire cloth, 12-mesh, painted, is $1.30 per 
100 sq. ft. 





HOOKS. 


Grass hooks, common, No. 2, are $1.75 per dozen; 
No. 3 are $1.80; No. 1 are $1.90. 





SQUEEZERS, LEMON. 


Lemon squeezers are quoted as follows: Common 
wood, per dozen, 70 cents; porcelain lined, wood, 
$1.30 per dozen; Boss, tinned iron, 82 cents per dozen; 
Little Giant, tinned iron, $4.25 per dozen; Drum, 
$4.75 per dozen, 





TWINE. 
Twine is quoted per pound as follows: Staging 
size 21, 28 cents; staging sizes 24 and 27, 27 cents 





ROPE. 
Sisal rope is now 814c per pound. 





LINSEED OIL. 


There is almost no demand, and, such as there is, 
is for small lots. Quotations are as follows: City 
raw, in lots of five barrels or more, 42c; in lots of less 
than five barrels, 43c per gallon; state and western 
raw, 39¢ per gallon. Boiled oil, the usual 2c advance 
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COPPER. 


Copper is quiet, with prices but little changed at 
12%@12%c for lake; electrolytic, 1244@12%4c; cast- 
ing, 12}4@12%%4c.., The London.closing was cabled 
firm. Standard copper, spot, £57 2s 6d; futures, £56 
7s 6d. 

The Copper Manufacturers’ Association quotes 
manufactured copper unchanged on a basis of 18c 
per Ib. for sheets and bars. Yellow sheathing ma- 
terial is quoted on a basis of 15c. 





TIN. 


Pig tin is easier, with supplies being increased. The 
New York quotation is firm at 28%c: for spot and 
28@28%c for futures. The closing in London was 
cabled easier at £125 15s for spot and £125 10s for 
futures. 





TIN PLATES. 
Tin plates are steady and unchanged at jobbing 
prices: Mclyn, $6.50@7; Alloway, $5.75@6.25; coke, 


$4.8714@6.50; ternes, $5.25@8; addional X, $1.50@ 
1.75 more. 





LEAD. 


Pig lead is firmer for spot lots, but the Smelters’ 
Association is still holding the price at 4.40c in 50- 
ton lots, and 4.47%4c for 25-ton lots, shipments to ar- 
rive. Spot lots are steady at 4.50@4.60c in New York. 
The London quotation is £11 13s 9d. St. Louis is 
firm at 4.35@4.37’4c. 

Manufactured lead is unchanged at: Lead pipe, 
6%c; sheet, 7c; tin pipe, 45c; tin-lined pipe, 12%4c; 
old lead in exchange, 334c; tea lead, 3c. 





SPELTER. 
Spelter is firmer at: Round lots, New York, 5@5.10c 


for spot and 4.95@4.97M%c to arrive. St. Louis is 
firmer at 4.80@4.82%4c; London, £21 12s 6d. 





ANTIMONY. 


Antimony is firmer, with a better demand, but other 
minor metals are steady. Antimony, round lots, New 
York: Cookson’s, 734@8c; Hiallett’s, 7@7%c; 
United States, 64@6'%4c; Italian, French and Jap- 
anese, 64@6%c. 





NICKEL. 


Nickel, 40@47c for large lots, and s0@6oc for 
small lots. 





QUICKSILVER. 


Quicksilver, New York, $46 per flask for large 
lots; small orders, $47@47.50; San Francisco, $44@ 
45, domestic orders; for export, $41.50@42; London, 
£8 53s. 





ALUIINUII1. 
Aluminum, No. I ingot, 33c per Ib.; No. 2, 31¢. 
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Current Hardware and Metal Prices. 


THE AMERICAN ARTISAN 


AND HARDWARE RECORD is the only 


publication containing western hardware and metal prices corrected weekly. 





METALS. 


FIRST QUALITY BRIGHT 
PLATES. 


i 





—_e— eee 


Cokes, 180 Ibs........ IC 
Cokes, 200 lbs 


Q 


Cokes, 216 lbs........1X 
PIG IRON. 


Local Coke Fdy No. 2... 13 
Local Coke Fdy No. 8... 12 
Local Scotch oh No. i. 14 
Ome pos 


Lake = Charooal..... $15 75@8i6 00 wi 
Local Coke Fidy No. 1... 13 14 00 


uthern No. 1 Soft..... 13 60 
uthern No. 2 Soft..... 


thern Coke No. 4.... 12 og 12 69) 0 


ackson Co Silvery. Ha 
BLACK SHEET STEEL. 


Ws BBs cove cocccesees per 100 ibs. 82 
--per 100lbs. 2 

seseee --per 100lbs. 2 
“Ss eres per 100 lbs. 2 
--per 100lbs. 2 

per 100 lbs. 2 

“e  Wpeeyeeete per 10 the 3 
L. 


POLISHED SHEET STEE 


Zz 

° 

bj 
RRS 


RARRARR sit 


SMOOTH STEEL. 


“ “ ssoIMO. His.ssss 
“ “ oes No, 89-24...... 
“ “ 

“ “oe No. 
“ SO WR BB. ccccctes 
PATENT PLANISHED SHEET 
STEEL. 

Potent Pienisheg Sp eet Stee 
aéeseencesess A” OOD 20. 13" £0 20 


GALVANIZED IRON 


{x23 x20 % x20 
83 70 100lbs. 82 60 100lbs. $2 50 100lbs. 
1x20 Yo 14x19 
$2 40 100lbs. $2 35 1001bs. $2 25 1001bs. 
PAINTED CORRUGATED IRON. 


6x feet 2% gage, 
arise tea. te csveteces 8800 


SOLDER. 
XXX Guaranteed 4&%.perlb. 2014c| Buck 
ial 4&%........perlb. 19-0 
No. 1 Plumbers.......... +004. - 17%0 


SHEET ZINC. 
600 'b. Casks....... base, per owt. 85.85 
300 Ib. Casks............percowt. 6.05 
Sheets......... oceeeccees DOr Owt. 6.10 


corres. 
DOP «so... cceeee cececcsces- DEBE, BIC 


TIN gas: AND BARS, 


pene. ¥ per lb 35@35% 
‘ | es t pigs, per Ib. ecceccecce S00 
ts in bars, perlb............. 870 


Nationa! (White) brands = Jess 
than 100 lb. lots) per Ib. iT 


RRASKSS 


a » Percussion — per 1, 000. 
Waterproof, 1-108 ...cccoccces 


eee eee eee ee eeeeeee eee eeeeee 


Peters Rim Fire 

Peters Cent Fire, 

Peters Cent Fire, Military one 
Sporting Ctg@s...........se00- 

Powrs Blank Ctgs, excep 
and 82, an additional 10% from 
above discount. 


POUT EU ERC COCO SSSI eES Seer 


Heenan eee ee eeeeee 


vu ~. C. New Club, 16gauge 


igh 
be eed Blue Rivals .. 
Winchester — Rivals .. 
Winchester Repeater .......... 
Winchester tater aad aheonsontel 


v. © C. Loaded Shelis, Black 40&1% 
full 
cases 


Smokeless 
U. M. C...... secvecens 
Winchester | somtouions 


TORR eee ee teens ee 


POOEGS. ccccccovese ce 


King’s Smokeless, i kes 


“ iy “ee 


Dupont's 6 


b. bags, per bag.. 
onitied Shot, Sib. bage.per bag. 


Sryite. . 
Trenton, 70 to80 lbs 
Trenton, 81 to 150 Ibs.. 

AUGERS. 


— 
He : Ives’ New putes 


Bonney’s—list $30.00.. 
Stearn’s, No. 1........... 
Stearn’s, No. $000 cece “« 3 80 
Pi palbey, inch doz. 8 5 75 
well, eine ne 8 oD 
Howe's, 6and8-inch.. “ 12 50 
Iwan's Improved. ........... 40 & 54 
Vaughan's, 4 voo-Inch per doz 6 50 


rd's, with or without screw, 40-54 
» “ “ ity 40-54 


Snell's, 





.. B50 


lis. League 
and Referee Semi-Smokeless.40&14% 
— New Victor Loaded Shells 
ire Smokeless....... 
Ideals ed with King’s Smoke- 
lemmygar 7 | 
U. M. C. New Club............- 25&2¢ 


UMON DOMED c dave 46 tenes coeses W&24 
U. M. C. High Base.............. W&2S 


60 
1% 
1 8 
1 8 











Peg, shouldered .......... es % EENEENO-Clt. CLOTH. 
PALENL.......-000e ee, es 40| Zino. . enceseececee ss IO, & 10% 
Scratch, No.%. handled... “ 4 40/| Brass. 00 eecccceneseses pe 
No.1,sooket han- Brass Piated......... coceesee TO & 106 
ee gs 165 — 
No. 90 Hurw 7 200 tra Double = beeoseoces 104 
, COMMON. ....,.... pergr. 90| Ford's Car and prac “Saat 
PALEDE . 2.005 wens - 90; Ford's «++ 408 1% 
Ford’ i's Ship... “cae 
B 2’, Handled: Nev Leer ef sass # ea 
Camp Fire, $:1b., per doz......86 7 Russell Jenstn “anes 
+1b., freighters’, Clark's Expa: 10&5% 
eee meet eee eeee teer's “ 
Cast Steel, good grade, pr.dz., 550; new list...... . £22.00 
Pioneer, Per GOZ........sceeee 6 % deinchaelinddte ute 
SES ees Oat? > Coneeebmenecheneeet 
ek gay paras. once cece ce 40%| Ford's “ Auger Patt > Gar. 40454 
cece eccees sees 14 00) Corian .......c0. eens ceveee vee- M010 
le Bitied (without 98 50 Countersink— 
per doz. to. , doz 
Hubbard's 3 675| Amerioan Snail iead’ “9 90 
Hunt's ead Do 6 75 “ “ 0 80 
Lippincott's ° <— . : bi “ “ on 
's e © bsetes “ 
Pioneer a = Soe 735! German. Pat. cee 3 90 
Valley Forge a aaa ee ’ : 7.09 cous, Wow Jennings......... 004104 
Seco cn >| Standard Double Cut 50&5@s50&10 
Double Bitted (without handles): German Pattern...... per doz. 80 & 
= yma bwecesenes per doz WO TOT  GOGIRG iecccc cscccecces “ 0 80 
Mann's ...... ceeeceeees 900; Spoon..........- ccooe, © 0 80 
Plenesr déedé Wine $Ot000 “ “ 92%)/ Countersink Jjiieen  /* 1s 
GB. Ansan. vase verses if 11 $0] Reamer— 
PEO... s eeneee Py Buck Bros.'% Round. “ 3% 
Snip, Bloods... © * 1860]  s Souaree = B6O 
prary BALANCES, SPRING, ee | eee ae | 
DI s cccce 0600 vesews coccestieoce rman tago oo 
I in 0 860.60 Gece cree estnnd cebane 20% Gor Octs ~ 0” 
BAGS, PAPER NAIL. Round Shank......... me ¢2 
Pounds. 8 5 10 16 20 2% wa = quiity “ 1@ 
Per 1,000.81 60 1 85 2 60 3 40 8 90 4 75 Bg aad a TE * i 16 
BARS, CROW. BLADES—SA ‘| 
Pinch or Wedge Point..... owt. #2 95) Butchers’— 
Standard % & 1igin .......... 
BEAMS—SCALE. Clock Spring........ dvinwcesess 
BP. BBW. Gia s vecdss be ctocdidicee d 40% ene eccee cocece 
C t, Re os 82 40 e's 
arpe Seca terre teense eeeese 
ee ae Steel ‘Wires ‘ 80; Griffin's = 
Woven Wire, No. 4... 1:10) Str. .ccccesene-ceececevsescceces 
eg. "Jackson's per dor 
ver Pattern........ Gos. 0 70 Facet, tee ans 
Genuine Dover....... mre 0 90 “47 so. 6, 16, 96.& 045, a 0; 
enteine OPER.» : ; S W. M. & Co.'s No. 20..per doz. 85 50 
‘on's (standard size) “ 1 7% LOCKS. 
Whip, jaa HBP peatbtenpepenetepennpeny 
Spiral... oni iens PE, a 63 eee eee eeeeeeeee eee eeee 04 
caseeesecieesvece ‘ 
ee ng ME ts pergro. 145 Poe. coowentns wane 
BELLOWS. . 


Bigelow Automatic... 
in. bronzed iron bell ee 
By in. “ “ o o 


per doz. 8 50 
5 3 
7 


Farm, lbs.. 50 
Each. $1 10 81 30 81 85 2 6 
Cont, 
preopes Sheep ...... per doz. 81 90 
ts) aheert 
Sleigh, Round, Loose........40&54 
BELTING 
——- dated on 12, 1901. 
ee Heres abbabe oncbe aa dei 


-- os 
50& 10% 


ee eeee ee eee eee 


Extra Grade. 
ubber— 








t 40854 
90|Stanley’s Iron handle..... ++ -- 40&56 





BOOS snc = coccdcscese cccs b00ceeee 
Oarriage, Melton 
Carriage. %x6 and sizes 
smaller and shorter .. 
Carriage. %x6 and sizes 
larger longer... . 754 
%x6 and «maller ........... T&54 
oO aay kit 9 
%{xl2 and larger 10% 
TRSVREEE. cone csccce cesessd 50-10&54 
MUD wcasac cbessencccece cacees 504£10% 
SPU Dieseddes ccbdsonece eves --80-6E 
i wiitiinns sans ahs noes oo TRRESD 
Wagon Box Strap........... 10% 
Mortise 
omapes #eecnde cece eceee  SO-10R56 
) Se nesses sescescouene 50&10¢6 
Barr 
Wrought * eeeee8 SCCCSe CHET ee ee 50g 
Si ntenes coon nh guested SOR 
“  Bronzed............ .76&5@ 
Flush, Wrought, B. K.........40&54 
Wrought....... bine ares 0 oseces T3&1 
o Brags... ...0ss5+ -- 5&1 
CREE. disc cece cncpns ponder coos oes 


Inches...... 
Per doz . 


eeeeee matt 








<< 


S 533 


Baasa55 
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e 
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Sees 


ge aaZasse EI 


-—oos— -Oow~oocoo- 


ocecuw 
aaasa Bee 


By S35 S55 Foes 


eu 
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NTINUED. 
. Co., No. 1 List 


En rise 
1180; No. 3, 00 each.. «-35-10&54 


BO. 
Mail, NO... 2.0.00 


. & 10 20 
Per doz.........08 65 1050 18 00 


P. S. & W. Co.’s Peck’s Adjust-. . 


ODIO. 2.0000 cove cecesecscesees 50-10&5% 


Fae ees 
enzelmann's No. 1, 
Fao, N Nos 3, $13.20 per doz. 


Cast. Iron, Plain ............ 50&10% 


Stanley's Wrought onan wbved 


ancxuak 


SrRen* i 3R 





5 862 8 
oogee, ESD yiate. . per'yus 


- stdoowen, isin se 
“ swivel “ 


BUCKS, SAW. 


Owe woe 


B ‘ 
Oopper Burs Only........... 35-10&5% 
Tinners’ Iron Burs Only.......... 70% 


Doub BS. 
Bonde aid Outside: stein Blount 
WEEMS odbc coes"tebeceee ovcevces Colum 


CALKS. 
Logger's Set Catia R. oa 


Shoenberger............ Ib. Be 
Bessemer ‘iti 5yeo 


American .......... cccoe ee 
BSwedes...........---s000 “ 8%C 


Gallons. 20 80 40 
a: 5 @ $345 8370 84 90 
Elgin Pattern, 
Nos.........808, 810, 88. 
Seepe & 10 w 
.. 823.50 083.75 623.15 
tern, 
Nos. 105 108 110 
Gal. each, 5 8 10 
Per doz., $16.75 $18.50 ‘$19.85 
Iowa Pattern. 


Nos. 508 610 
Gal. 8 10 
Per doz. $21.50 $22.75 
ae > York Pattern, 
Nos. 7” 910, 
Gal. 10 


each, 
a." doz. oan.is $26.95 


I ica og ee Sle 
Hero. 


Pease ats es 


Acme—Ball | — all .354% 
Sakai mcatdage tsp woreda 
Oommon Plate— “0, et 


Brass wheel.. 
Iron and roelain wheel. 660 tons 
- .70&54$ 


CATCHERS—G 
Lieder’s No. 1..... ...per doz, a s 


dea. No. Os svete eeetee 





CHAIN AND CHAINS. 


bl od 
With a 2 snaps 


> Chains—- 
5-16in. LAS %in. $4 65 per 100 Ibs. 
wu Chaun— 


100 Ibs. on Cable Coil. 
Tie Chaina— 
toggle and snap, 40-10&54 
and closed 


Chains— 
seen, new list.. 





—: new list.. 
umph. 


ORR EEE OHH eee EHH eee e 


Safety ty Una iirs rve so “gonivg. 
in., 87.00 100 lbs. 
Per Ohio 


xy 2c per md: for Hooks, 


Per 100 lbs. 86. 6.00 &. 
Well Chains— 








9 to 12 
20s “* 


Screen Witre-- 


14 


Sash-- 
Baltic Braided Fiax.. -per Ib. 21 © 
India Hemp, cable laid 13 
“ hawser 


Samson, white 


Regular 
Williamson's roe BP A ee 4 Worm 
COTTERS--SPRING. 
5-16 in. and smaller 
%-in. and larger................+. 


American Pattern 


Montana 


Scotland « 
CROW B 
Pinch or Wedge 
100 lbs 


teeee eeeeee 


Meat— 
ete ik was 5; 10; 12,28, ~_ 





eee eee eee eee ae 


SER R Re eee e ee eee eee 


OCR Reet et meee eens 


Post Hole— 

Iwan's Split Handle..per doz. 88.00 

Iwan’s Perfection. 
DIVIDE 





Hardware Wire—tuli Tolls” (100 tt 
3 08 mesh black, per 100 oq, ft oi: Novelty Check Back, 


galv 

7 and : “ “ 
An extra charge is made for 50 ft 
lengths, and a still further advance 
for smaller pieces. 
13 mesh, painted, per 100 sq.ft. = 


COCKS--BRASS. 
Compression Bibb 
, Lock...... 


COFFEE MILLS. 


CORD. 
Picture-- hedqual hese apes October 
1900... . 80104 
“ “ plain 
Italian “* cable 
Russian“ = * 


t 
Silver Lake, white 


a 


CRADLES--GRAIN. 


nape doz. 8.00 





Wing .. esee 
Extension Wing.. 


9 EGEES FEES HOLE. 





8. 
pee also Augers—Post Hole. 


DOORS--SCREEN. 
if in. 4 panel painted per doz. t = 


i tn 3 pa natural pine, 


QNCy............ per doz.. 11.50 
DOOR HANGERS—BARN. 


Single Flange, D. B. 


Rail, 
ev sees erscee cove sescoes per 100 ft. 1 60 


pocces oebter ce Sin 4in bin 6in 
Per doz. pairs, 82.60 88.90 84.05 86.25 


DRILLS. 


Bit StOCK ....... eee 0000+ OGRE R5S 
60% 


COMMON .... .cccccseeeeee ‘each, “ 4 
Millers’ "Palis cccces eccee 
Goodell’s Automatic--per doz. 
No.01 No. 08 No.3 No #9 
97.75 $12.50 $814.25 $11.00 
Goodell’s Single Gear per doz. $16.00 
Millers’ Falls - 12. 
“s * Double “ aes 15.00 


Enter. Mfg. Co., list Jan 17, '98.. =e Reciprocating— 
Parker's. .....220sceeeecereees SRO ccccce cccces per dez. 817 00 
| Arcade. bans ence 9g0e bnnass Sascal Bit Stock. 
COLLARS--STOVE PIPE. Standard List... .60&5%@00¢@10¢ 
Inches 5 
Plain Tin.....per gr-€2.50 2.80 e375 DRIVERS--SCREW. 
Japanned Tin, BRarWOOS .. 2.200000 cccees cocees 40&10% 
Lacquered Brass“ 3.80 B60 4.80] standard... ....sscececeeees 654104 
GOMBS--CURRY. ons... ++ T08S® 
Nos. 000 20 3821 MMPION. ..... ..-. seers even erenns +4 
oS + 545 Clark’s intevehangeabie is*dked Bo 
‘| Per doz.80.96 1.90 1.10 1.65 1.40 1.30| £4 an tlananien seneseeereesenees soe 
C cone cope aE 4 Yoakes hetesss,- vo +101 AORIORES 
‘encil-- etereyres ankee Ratchet...............+.- 
Pen OL Ens wA Spiral.....s0ki0as¢ 
Galvanized Lined—Lever Faucet. ELBOWS. 
ech 91.35 1.65 2.00 235 2.9 Conductor 60% 
ac ¥ 85 B.00 8.85 B.Q5 | COMOMCEOT ..n- wnnn wnnecnun vere unee ’ 
nized Lined— Adiustable Stove—in. 5 6 7 
Cost 2 4 ™ Smooth... “per. doz. 80.95 0.95 1.40 
Ea8l.65 2.00 2.35 2.65 3.30 3.65 4.90| Plan a... 2.10 335 3.00 
Porestein Lines Stove—In. 5 6 7 
Gal S..-4" 4 Smooth..... per doz. 00.95 .05 1.40 
abs50 5.75 7.00 7.75 8.60 10.40 18.5 Pol'd........ ” £3 is rf 
COPPER Ss METALS. Pilan'd...... . % 
enn *emooth —T— 0°82 oo . 
se to8 I. a, 1.00 1.05 1.50 
8 1b. and larger..... Plan’d..... “ 1.50 1.70 260 


EMERY--TURKISH. 


Size .......51b. pkgs. % kegs, k 
No. 60 to 180,92 640 4KC eae 
Fiour.... . “ 60 3Xo 


Pe ENAMEL—IRON. or. 81.50 
cans...per 
Eagi h, 4-pt a 180 


o.V:.B., “ Ses ad 1% 
Peerlen’ pone 0000060b060004 0908 e6 13 


EXTRACTORS--PIG. 


See Forceps, Pig. 


FILTERS. 


Improved Natural Stone.83 b0@13 50 
Su 


bject to large discounts. 


Barber's... .....+ esse ee+ per do a 
BIOR oo occ ceccee cece . 
Whisson's Imp ..... +--+ 6@ 
FORKS 
Barley— 
1% BODE c ccces cocccccces coset eves 
Wood, 4 tines, 8.50; 6 tines,06.50doz 
heh ensee cud ccs 699ces Coen ebae +4 
Cottonseed «.2-.+eeee0e seco or w% 
u —e 50, 10454 
“Diamond, ; eaves O0854E 
“ , i ooo «oo RNB 
Golden Eag! . tine « \ 
oe du&10% 
beescece ° WS 10% 
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Zz FORKS—CoOnTINUBD. HAMMERS—HEAVY. . KNIVES. 
Diamond, 2 tine....... or410854 Se Se ea. Clyde, 9-in. Sctm{ter Blade.dz 84 2% 
- ° escccce . +H 5 lbs. and over wn 75&10% Hazel C = by > penapenetel « 6~@& ne 
Golden Ragle, 4tine......iéaioans | Yasene’ —Stage  Dexbie Pe aN orn. a td. sane 
oe _ a BME Ass’d........ oper doz 80 36 ane, eseeceeese eeeeeees per dos a $4 
Peck's Adjustabie. «3 10| Weed . Ape ever ‘t so geoce 4S ween 
Roger’s oe pper. ight, $1 vy, $1 90 
Ives’ < perset 1% D 4 doz 88 15 
MDB. . one 606500 cocesesee ooeges eeeeees Easy 5 a GER LL CIES Le “ 7% 
ae Tanged Firmer, Assorted, He Eerles OS 
Hicko ket Firmer, Assorted, ae 
Be. © S10 per dos. Su dan nsnsevcnes vere acne ened 0% 
Apple a Tanged Firmer, As juste) e eeee ween ee - sage le kit ioaee 
sorted, 270; la 6c per doz. $2 25| Barton's ters’......... O54 
Applewood Socket, Firmer, As- Humason & Beckley’s.. oe 40 Fo Handle. ...256&54 
on eee American, Sickle Edge...dos #10 3 
gee **7°"*"'ag b6 3 80 4 60 5 90 Common Axe Handle penne “ 8s 
White M File, assorted i8o. iarge 160 per doz. pogebeu beet dice r doz 87 00@88 50 Tran 3s os ob secescccooces 
aise: r doz 87 25| Iwan’s Sickle cose coves 1000 
20 qt.—New platform, each ...819.10) Lightn’g, Holt’ uine “* 650 
Bqu.— “ “ “ 2.60 as on r doz 43c| C7? 16 7-16 6% g, Holts *. 
GATES “7 Blacksmiths’.......per doz Per 100 87 50-7 75 #0 50811 25 $12 00) Lightning Pasern._--.. ae $1 
Moiasecs and Oil. Machinists’ ......... C othes Line. H saemerNe Gye Pela 8% 
i ita stones pe sii hen * 5757 OO Oe Japanned........... per doz 21c@22c Heavy, 5%; E Heavy 
_ Sif ae i hes ond Babe ........:...,,,...40aa8 (oat ond Hot. ee : 75 per doz. 
Buti Saw, Plain 730, Varnished 68 per dz. FOR....-0ee-DOF GTO TRG Common, Single ........ doz 48 
gbianley R. & L. Co.'s. s0&108a% & 2 » > ~embadions neeeseatiegrsatee > wisi ble... 
Morking, Morte met Ber G0z..88 75) shovel and Spade............... 40%| Malleable........60&10% @s0R1085% eS ee 
ioai04 oxtionss HANGERS t Qt ‘ 
Sow Aticin's agle. 580, dbl. 800 pr doz. Goonies Automobile Loose 
Os wcccces ceece ceccee+ses cee 
ton's........ ..8%64@| Cronk'’s Automobile Roller 
BP. B. B We GR Brescccccee vocces 204 Bearing. .... 2.002 0cer core 
GIMLETS. ——- Loose Axle Endless 106| Bt 
RMT TE ag Gronks ili Boaritg!/-70886 | Grae : See a 
e and double ‘strength, 6x8 v0 16 Moe Bt onns votes _— + Pek I0g Oo apheaeeel a aR, FEROS ~~ cass a patabnbaeeuet- 2 
we . 90&5%| “Never sump” H "508108 Per doz.........- Bl 75 81 BO Bl BO) JOb.... ce ceeveceeceees 0s 
Larger sizes .. <e veces - 085%] Peerless, Hing Svee - SOK10% German . vee eeeeDOF doz is seeees -- 0010856 
GLASSES—LEVEL. Perfection, Roller Bearing..70&5¢| Zittle Glant........... » tle pen eeu. 
Stanley R. & L. Co... .......... 50&5¢%| Phoenix, Roller Bearing... 70&54¢ PR abla anne Same i MG ....s00--- per ft So@ide 
; GLUE Prouty |... ...-+ per doz. prs., 8 6 = gh eres ennees sec eeeges per 5.280 
Am evesce eevee peorld 9Xc ih. <ontseneees ed With Plate eet “ 86c « 
A White. 220000..2. ---perld 12%¢| Superb .......-.. Ht 68 With Screw. “886 On with Shelf, 0 a 
H. S. Amber............ per'bi17 c = ety oe adjustable. = 10108 Lbs SRT “ 81 0 With Shelf, add 1 ft 17e 
a patna menage Lambrequin or Drapery...per gro 21¢ Milier's Household bold. per ft 180@i8e 
oP nase ° ..@ @| _Wareh ~. ie eeese cecees 604 Picture ......-00+++ +++++-50% 10@ ANTERNS. 
List “A”........ vaste sees 8% @| Iwan’s Perfeotion.............. BOG) eee Soe Monere:é4 ues += + eee | eee 
List “B"'.............. agi pacohs, Bright Wir Sree Liem... 00s bd 
TAO Dn cvccevcscaccessenl® @ (tea amie seseeeeDOr SOt 83 75 oe eee Eh ae > te. 
Ives’ Imnrovea ..... nar 4 3 50| 544 Spring .......... eeoeee per lb S- 000seescces 5@ 
Bright Wire.. cseeee S0R15G "s Standard,...... “ 350 HOOPS—TUB. UOT. eee ee eee 
~~ ad New Model os 2 80| Ever Ready........ «+e» por case 81 65 LEADERS—CATTLE. 
GREASE, AXLE. Prouty “ 3 00 
Wood Bones. | PEOULY~- ween cere renee es HOSE—G ARDEN. Nos. i 3 ao 
oer ot age ee Pa RE aa mondeoesene® «+++ -5O0R10E od dont te pressure per ft. “ee Per doz ATHER—LaG ew 
etiaie t tees eeeees ‘= Baker's... ..+- ..ss0s eee per gr., 82 G0i3 * 3% “* 60 “ ° “ aa © QUE onic cene vevesscccecccscecees snes 
eK tes PREY os esee 6% Imperial eect eeee Hees Oeeeee a 8 o - . o* o sad . BC Sid +e, = A "per aq ft 
secceceres DDT WIG wsecceccee eet tree rer t 3 # x « . = ~ ” « ae PUMP. 
HAS 7 ye r + aes. e UN GOP». cose ceesse ee ee 
Hub ayes a ee. a Wrought... eeeses ce 70-10&5% : 1 es i. : by ° lite Veive and Pt mad 
Te Ce Cane. pgp on Cotton % in. 75 Ib. pressure per. _c| Stgve Cover. 
iE Fraser's carriage, pr. dos. 81.30 M90] AJAX = veee eevee vase nes eeenes++- M8] ogy 7: = Coppered.... ER sae a 
wagon.. “ 1.80) Blood's............ Silignd The ovgsaal . HUSKERS. — i $$| Qhilikoot.............+ ee 
“ a Cast Claw......... per icaat t No. E A 8B P Devore’s.......... “ sé 
“an Cast Shingling... "os s..ul DESL 02 00 81 GTO 90 O20) Zero .....-.. .......+-- “39 
arapetens . TOLD ans Geran oe Oe eg | CESS 10 90 76 Dz.8i 15 98 90 1 oo] Vowem Pareiy tag «++ Mplee 
2 Hammond's .. $ Hr 0 ccccecse ape ae y . 
—- o cece cee "s sesecsecsess DOF doz $5 pees coche: acne er 1 
BNP DOR cecnceosnes naerhill’ Ideal—Nos. 108 101 100 
Looee. ‘0's 0/00 sw'io|Uoderns Bia a7 og Perdog...:.. 013 9250 8275 me 
Per ton déddoncedite ... 830 00@881 00 rte HAY RACK BRACKETS. FORRES 000 cccccsce -»-pergro 7 75 4 
enzlemann’s No. 1, per doz. ..§12 60 IRON. 
i 3 “ uaa ... 1390 See Metals—First column. ; - 
8340 895 8 15| Blind. HINGES. IRONS. 3 
aoe 2 Clark’s Gravity, per doz sets ....80c| Ourling. Bae 
ey 390 370 355 8... eescce 65¢| Common.,.. .......perdoz Si 0 
A Spephest’s Noisel for Prinoess.....-......-..per doz 80 60 
-+eaee DOr doz., 80.18 ood casing.. . doz. $1 05 Beer docseess . om a 
“ ai} Clark's, ‘See ee et “ 1 Bo 1 @ 
:  §l festewe as 4g om eee 2-35 te 
62 Only," a7 oe ita * cecceees 10 
“ gi1| Knuckle...........perdoz prs 86 00} Wood Bench............-..... Wk5 & 
“ 53| Leed’s......... see) 6S Ct 6 75 Stanley R. & L. Co. (new list)545 4 
Superior ...... “ prs 9 25) Sad. 
perde 80 80 ‘ Charooal...........++« per doz $10 75 With 
“ 195| American. Boot inca scace case snates = Common, Polished, per 100 Ibs =| Angese. Augers. 
“ "g ) ickel P’ per Ajax ..... . 
eo | Berner Sons. Spring Hinges 404 | Chinese Polishing... 7 60| A se ne + F~ 
seater * 8 95} CRICAZO....... cere eereecevees i Laundry, No. 1, 8% 75; PNo. %, 86 25 Boss ...... 3: 450 5 00 
Rae Golub Doi. Acting». 40810854 St Ses no 
0 o0es Ce gseneesesiccccccetpeced Chicago, Pomeroy . doz 8 7% 
08198) Taoal Detachable, tat eoptegemgnente pers aT 
e --0&1046 New Idea ............ 7 nn eee ~~ eno © 4 ARE SRE sedece Eien “ 210 
anseen fee ee ceceeecensee DOG Live Giant coves esvece = $4 
«oes: MERGS oy ta Hinges ....... 80-1085% i ie , 
ae eS ee oer inet 60'50-10-108 Per dos.. 857'00 86300 86000 880" 00 
os -ooos Or doe 0 75| Light'T Hinges -°......75-10-10-108 Globe, No. 1.....-. t56 30 
Oast per doz 81 1 50| Extra Heavy T Hinges. re sa Round Wayne. x 26 50 
v sbdndvc suck poccoaeded Cor. Heavy Str 80-20-10-10% vans ace eens 
Biveting. ‘Heavy T......-. 80-20-10% , MALLEES. 
ooee eee cece sees cess re Head, Small. Med. ° 
--Der 100 Ibe. #3 68 ts % 00 8575 8 fe 
Se ee per doz 750 om .* Round Hickory........per doz $1 7% 
aut as sone Ss #7 
Pol'd Tm H kory 100 Ibs. a “ foo ‘ 
Mail. fron: Hicks Feneees asain maa 
Magnetic i 2 ‘ pepeeepeneneress ” Hes Applew “ 460 
Perdoz.....700 Se 9%c HOES. oo peubgeanaaghant “ 85 
Magazine.............. per doe 84 75! Garden. ...... 6. .cccceeeee eee ee POMS Hickory SheetIron. ._., 80 
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Door. MAT: @as—In. 8 10 12 PLATES--TIN. 
~ a. ow sores BD soe Per doz.... a -~ 84.00 $4.90 See Metals in Column 1. 

Stove, Button's--In. 4% 6 8 10 | Spray. 

Standrd Quality... 82 75 Per doz..... $2.60 83.10 83.90 85.2 | Blizzard 

Bovire Qovered Aabectes, Ex. vies — “atter fr P . a Cyclone, =. 

2. “ 
ig snes bine ageedsec perdoz 100 Per doz. . ands 93.50 88.45 $4.4) Daisy........ .... 
MATTOCKS. eshi0g — ae Dives Giant. 
AJBX.. neces ccnccccrens eeeeeeee PE inde sbesncscocecececes 08 
BEEATOc o.cccc cece cecsccccsccce coces 60 Cronk’s Impr'vd Button Pliers.75% | gonductors’, No. 22 doz..88 50 
Cronk’s Linemans No. 20.......40%| wachine..” ++ +e DOr Gos 
Bern els ots a's wii] sede: TRON Ge-—-orgoe mae] Crenks Suen Pies S08 [Berg 
Wood face, Ibs. | 10 il Soat, WithGauge.. “4 Cronk's Staple Puller Pliers. 2 00, Common 
Wood Choppers’. © ws Sap, Was, Galvanised, #1 60; 12-a%. ‘Tube. seviving.. 8 | ee. 
: uJ volv eee 
Lake Super'r & Oregon Pat.75&10¢ | Stock, Galvanized. _—— Tinners e ng. 1 Tube .... 
MEASURES. uarts. 14 16 18 ince citld aistitentiaiintie 
%pk ipk % bu —— ae 400 846 8 Edis oncodks Gcbene once each ..5%c | In Bladders. 

Galvanized..per dz 83 75 Water, Galvd, qts. 10 13 14 PLUMBS AND LEVELS. Strictly pure ...... per 100 Ibs. 88 36 

cones aS ie ee wl Barat esadée 7% 83 35|Common.............ss.+ $@75&10¢| Commercial ....... o «88 

Babbitt METAL. Cable, Hoop, 81 90; Hoop, #2 10 Cooks cicoscic nese Bern Door, 

AIM... 400+ esreerneeneees DOLD BHC per dos. ial Stoney aki enie Ae 20%) L ~ Anpeamene t+ eenees pert. Se 
er nnse ores cones ty oe ree . 2 Hoop, 7 @: 3-Hoop, ave a ony Barca coves on ine 
8 #1 doz. "Per don. 0 faso° t20- “#0 ws - Smith's ves "t Brackes—piain Bie.. 

mith’s Special ...... 00. ce.+> 
Per 402.818.00 n750 17-50 91835 Smith's “ ever Jump”..... He 

POINTS. Discount ——.* eins bees oe cecces eoee 
Drive Well Points..........80&10&5¢ Sliding a NOG! «204. e00eee tid0 
. POKERS--STOVE. Painted iron ............ per ft. 4340 
wr . pens str't =~ —_ per doz.80 » Bronzed wr't fron....... o te 
Nickel pi'vd. coll hdl's.. “ ” Coal or Road........... dos. 06.50 

POKES--ANIMAL. Garden. -_ 
American ........ r doz pan anaied 62 60; Cronk’s Champion.............. 104 
50 — 8, we't stee. .- 25 ——s = aaa i ) ddewbasees aia 
Sand ne pa ’ BBC ....--0005 Me eae ene veel, bracea . onece oa 15@ 
Perdoz.. #300 92°35 9% 93°25 cee oe eaceenee see -ftang or 4+ Mallcable irda, hesvy........,.70 

Bali- on ae LAWE. oye ¢ Ba oye Hoy— Wood a at per $1 <0@2 
In. 15 17 19 21 Grecian Express ........ per lb 3K Pr 100.. Lawn—W ood. 
Each...... 7 50 88 50 80 50 810 50 aaah yt ae % "nr OLIsh. tn hopets,. eae, | 

— Metal. Rec. 

In 13 14 16 FB «..... 0004+ per doz $18 00) "bride of the Bar..... 10] jaekhan ° 88 
Ea. 62 30 oe 8265 && 75 ssheeee coseeese . = Putz Cream. RASPS Fu 
. 16 v. White Mountain...... “ 55 we a pe sits ete ISTE 
Each......... 00 6650) 6 OO mt : List July |. t 

Oheap 's toga..per doz. 86 50 Per d0z.88.60 96. 20 8 Black and White Japanned .70 to75¢ 

White Mountain...... “ White Silk, walt ~% — ee Nickel Plaved................ 70 to75@ 

Esch...::. a 10 an’ .. an’ 10 ost PICKS pints, per doz.82.00| Electroplated, Brass, Bronze 

Clipper 50d 108 Adze Bye Ore...... ........+.-- 10: White Silk, 6.9z. cans, per doz..1.00} or Copper................+++ 

rand, jig 10% | Drifting and Poli Picks... ....60&10% Wondershine RINGS 
Each ...... . 825 $3 50 BEE Ts 000 0000060 vécces. 0¢ 60 Pts. and Ringers—Hog. 

Philadeiphia. "** Extre Rallroed alee enttnane: £108 | Fer doz Blair's Rings ...........per dos oe 
All Styles Except A & E 08108106 BOB. cease ccccee eecneeseseeeces M D.C air's eee “ 
ee 10% F.C.0 =| Bae te 

Imperial. 2227.2 soe OR 
Black a 
Black Silk— “ Soc 
5 Ib. pail Mazor Ringers ... “ i 
Paste, 5 oz. cans per doz..... $1.00} Perfect Rings .......... “ Bto 
Paste, % Ib. cans, > per doz... 1.00} Perfect Ri occcee “ 86 
Biack and — Wolverine “ 18 
Liquid, % nt cans. per doz. 1.00} Wolverine Ringers.. aa 706 
Liquid, on cans per doz.... 75c 
Steel Gloss per doz... 1.7% Copper, Mtn 3-in. 
Brass Head... ataadiea sesneeeeeeeeOllog | . Not nested Bleck Josk. Xibeona ) 0 a... par den. = ‘os 
FUMES 2.0... cece sere cnen ees 40810 | Eastern, A... 2&7KS %5&2%4! Dixon's Carb. of Iron. “ |. 575) § vonl, Nickel Pi's'd, 9%-in., doz. 1 3 
Brads.........-.. tee se" De ioe10g | Eastern.B.7&10&34% RTS) Nircd piste. « Gaol Rec Bel Pie eee LOS 
Wire Naile—Smaili iots.... .......82.20 tral ...... : 75% POPPERS, CORN. pen Jan~Whiee spar Id. 800 
po A I edearone | Tee 7 * Hares $4 Round or Square, 1 dt-per doz., 86@06e K ee = 
men nctibenteeae's in sees t doz : 
NETTING—POULTRY. Mo. River... fORGg 754 Sename, Mae: secowoces on oa is Spite round +seeee DOF GOs. 
Galvanized Before Weaving. Southern ......70810% ASSP ibic-....pordoz, 1 80| Ball'roumds cc. ae 
ver Weaving... 80815 ’ POTS—FIRE. * ee Rivets. 
Out Pieces....... connasemisl Full coils +ooes Or Ib 806 "each..88 85| and Burrs. 
Cat eneeceeeseees 64 | Grayton Lambert's, each, $4 75@6 2%5| Copper Belt .............. Wk10R54 
P.S.4 7 |Gate City.. each.. 6 % ppered [TOM ...... ccseeeeseees 4 
PLS Gem .... «+++. oe os sais ** * oe 6 TB] TinMerxe’. . ns -s cccvee covece aaa 
Hoes. See Ammunition. Slotted Otinch 4002450 
PRESSES—FRUIT AND ae. Tubular—Nos. 1 and 3, assorted 
mee wreeures az © ~ ye bected covncebass o00e per doz. 45e 
Henis .. ..per doz. g2 io ROPE. wert 
‘PRUNERS. rib. 
Disston’ a Pole... o.. aA Gos. OF 0 Maniia, 7-16 incn diameter and 116 
mprov T GOZ..GOIO® | SERGE cw ne cree wens ee wern wen anee 
Wanye imerored. Oot a6, tOaee Steal. 7-16 in. wna larger........ Bie 
M % % Cork. eae ry and 5-16-in. = suai. “per >So 
Lb. 9% 66. 40 30 Be B40 30 | HK tein "is: sepee ’ B | Modern «00s 0Q00..08 0 ae > ge “e 
a: ih os % x % i . ; a - att : Gangae oe 80 w) | Boxwood nodb db cod obbbcess biden Oe 
2». ™% 544 4% «4% es ® see “ ae per doz. .80 OOGIO BO | AVOTY «~~ +--+ wove savens eevee voee 
For 5 lb. boxes add r Ib. to m galvanized “ GiantPattern. “ 6 00 SASH WEIGHTS. 

above prives. am 1 bs > “ ~ re: son So~Gamt “ 60 | Per ton, f.o.b. ry pooncn beh $30.00 

Linseed, Pure boiled ......per gal 360 ne pa e “ 52444 | Awning--Jap'd....... 40&5% to 35.85% , 

” © MB creee “  Se}7 “ “* 18, a , BME Bons 46 -ccnceeess uve 20&10@| Disston’s.......... 0... eeeees B&7KS 
OL P Hay Fork. 8” SO Seigler %&7% 

Chase Pattern. ODIO. w.- --oree ee eees eneeee seneee 60&5%/ Iron Wheel,5in..... per doz..81 85| Butchers’—Disston's ......... 3274S 
Brass and Copper .........+..... 354 | Stanley Planes, new list. es Wood Wheel,6in... “ .. 1 8 ‘ 

i iisees eoecanddec . 00% | Bailey Planes ...........--+-eeeees Wood Wheel, 6 in... SII. oscoce 0cdsed douehs tnas 

ieee Sandusky....... sO eeeeeeeeces pass knot.......... ©. gE IEEE peeets evbesevcces' ebeges’ 50-10% 

eovesscee pon Corn, PL. RS. Hot Howuse--Jap’d ....6+ 2.605. 30&5¢ | Compass. 

ne + -per doz 83 50@83 OS ae sper GOzZ..87 75) SorewW. cece. “  cecceecceseces 305% | Common........ o_ doz. $1 = 60 
po \ oe Triumph....... ie “ 6 00 a segup oon *. . codacnes conde 80454 Panay = W6d oceces 200066 bdes we 

eencecs cccces cocees POE : ross- 
r Plated S ~~ 1 50; Acme.. ° ° doz.. 86 2% Chicago es dese cosecced Td0z..80 20) Athin’S.......5 cccccecccees eeenee a 9 
le Lron......++++.-40&1 Challenge ........... oe .. 10 7%| Clark’s.. o os Disston’s... ...... +++». 40&106 &508 

Tin...... eeccee case doz seogene em Common Sense,2in.. “ .. 27| Pocahontas Bit.......... per ft. 30 

~ arlene a a ere ooee Oe Gos..08 = ha = Pattern,2in.. “ ss Pocahontas, Blued ...... * dle 

Boz, * Cho’ .~ é NONE, ccécccces. cece al b 
Fiat....perdoz $885 $8860 68415) Russell’s............. * «t@ Ideal sendbenenh enamese “ 94) Atitine’ .......cccccees per doz. 8 50 

oat. 310 3% 3” et Round Nose. ne Grand Ragite, No. = “ - ewe ieipaanodonns “ 

eres oceuhie ebacsakerd . 

SEED .+-000 00700 A GUS OO SS pects socecdonce esee Sevcce 50% PUMPS seman .-- ne cheb olen $ 
Delmon ee eee ee omens Lodi.. See eee ee Cee See eee eee Pitcher eyatone . 
Mover Slip. .... ccc.  # 045) Paragon. ..... sce. cece eevee  MOR10G Nos. 1 2 3 a Sterling Hack Saw ‘Blades. .... or 

GIUIND ans ocenenee seen " BB) BP. S. & W. OO... ccccccnsecceees-80@' Bach....... 0.9 81.05 81.15 81.40 Sterling Hack Saw Frames.... 
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SA WS—OonTINUBD. Morrill’ 8 Old Sree... o 5 00) 0il.—Unmounted. 

Hend ana Rip. Pattern... “ 450; Lily Waiw........... per Ib 480) 4 * ~ Wrapping on tubes. 85e 
BrOWB'S..0- ccccer eesees ove ets foes a face geewveyor * , = Guach... 606 cose 0 “ = > 3 cones. 23c ] 
Disston's No. 7........++++- ‘s Hand......... o pice édcdosee ° o = ay 
Disston'’s Nos. 8, Dé, 12, ls, FEE CB acts once “ 5 50 ashita “ 20 India Hemp, *¢ ‘1b. balls. pace seea 180 

112, D100, and 190......... 7%%| Stillman’s Lever. Wises “ 1 30 ovine Black ‘Diamond per gro. 87 7%) “3 See eens 170 
Gorham's Comb........... THe 250} Clear Grit ............ 42 ib. a -doz,, 65 
K | Semen * 7h SHARPENERS _-SKATE. Corundum....... “ 7S|2ply “ i> Mo aeeeeeees 
Sam Sickles’, hand...per doz. #4 %5| Diamond...... nheeeeess r doz..81 60| Green Moumain...... o 4 %)|3 * AD. — cneccesee 
| * hand....... 5 75 SHAVES--SPOKE. AM cnds hoes nose « ad 7 00| Jute Wrapping. 1 %- t balis.. 
be | wan” FID. 2000. “ it Se eer: per doz..81 75| White Mountain......per gro. 6 50|Jute Wool, 1-Ib. bal . 

“U. S. A.” hand...... “ 19 956) Wood............ we 475| Willoughby Lake.... “ 6 25) Staging, - . ball. ‘size ‘2 
“GD. B. B.° 8B... cccce 8 Bt MINIID occbncsscccdecvcnse vets 4] Med Bnd ............+. “ 3 15 me b. ball, “* 34 
Eeyhole—Disaton' * gee. TERTIES 1DOCEGIND «6 0000 c0ccce cscs ccccct cess 15% STOPS—BENCH < ie ball, 27 
Stanley’s Universal............ 30454 | Hotchkiss’. oz. 83 60| Bagging. %-Ib. — ash 
Sterling...... ee oan bated Oa 25% ning. SHE SIOPPERS—F UE. 3-ply ““B"" in hanks eeewscocee -.- 190 
| A gaa BOOhdS reece esse ees Buckeye, = Botve per jes. —— éne yeas - : is “B” Se seen ne eeeees bs 
Brown’s .......... ate 200+ SORTS California Pat., Pin. “  ., 4 %/Gem, fiat, painted........ * c/3 Silver Finish, in hanks.. “Bee 
Disston's No. 7...... eons 30&7% 4 Oin. “ .. 5 00|/Gem, cor’d, decorated.. “ 68c | Fodder or Lath. 
Disston's D100............. 25632%%| Draw Cut, No. $ a de er |. | ee enereey “ 6190) 130-strand......... Seen sees fo 
Tr SEE” oo bcesnc ceccen scenes i Geeskac “  ..18 50] Peerless . “ %2c| WO0-strand............-00- seers: 
» FF erry +++. 40&10&54 | Henry's Pat. 0 14 012 | Skinner’s Common ‘Sense “ 95c : ES. 
Per doz. ..81.90 83.50 yi4 a. STRAPS. A aa Gneney 8 once aesren —_— 
SGT DOMME, . occ cccconseeces r Z.. Scoop eceeeccees cons Tr GOZ. Prs. B) BO) VEL SST © wees cone sacece 
pad : ere ons anpmennrareen tient Sheep--No BBA oo end te - 60@70c A eed s Oval =. 
, ae negee obauinnettl BWA7KS 6in. 6% in. 7 in. Carpet. STRETCHERS. rker's Parallel..... 
Reg.Grip..811.% 811.50 $12.00doz.| Bullard’s............. 83 90| Parker's Victor. teens seeees ween sens 
sseeseeseeeee DOR Goz. 04 50| _ Nar. Grip.. | iL. 75 12.00 13.00 Excelsior ...... 6 00| Parker's CRIREEES. 2-000 SEE 
Gandy. ecebenseetoesace 7 50| Tinners’--See ape. Malleable Iron 70| Solid Box.. a* 0 osee au 
Happy Medium ...... be 7 Ov SHEAVES. 5 Dine y oor Perfection 6 00| Adam's Mechanics’. alle etal each 
Wot Sawyers’ Delight “ 8 2 @ In. hee es on oats abe a li itibdgeen endenn’ 4 50) Williamson i <r - 20% 
SAW SETS. OmmMon . er se ré. Cast-I A uow. , 
Hatfeid’s. * 7% 100 1.60| N.S. Elwood’s % 75 | Vast-iron Ho 
Sapmes tows 7° be SHELLERS--CORN. 0. 8. Elwood's B 75| GFOUNA. sss. .c.s cece ene M0, LORIE 
— PR tee 0s 20 san sonens per doz..87 2%] Little Giant .......... “  § 80| _Unground........... +... 50, 108254 % 
4.20 SHOT--See Ammunition. Star Lever............ ” 625| Extra Finished............. 40&10% 
b 6.50 SHOVELS AND SPADES. Star Tackle Block...“ 925| White Enameled............. b 
eee titsecocs coos stn ere $50 | Drain Warner's . “ 6 | Muslin Kettles...........-++ ++. 654 
seth p a pee oes Ses. Iwan’s Perfection.............. 50% SWIVELS. Enameted. 
SAW FRAMES. Railroad, Etc. Malleable Iron . ohee Adamant, etme = 

Common Baad Pe | Coie Beart poems "iaretats two clanson, which tke 

SCAL a ee . American —" different discounts, noted above. 

— mpuennent ya, ry Hickory American Wire LEER ccomens 40854 
r doz. 
Little Detective, , Columbus Blued Carpet... secpeenoicuil Standard 2. G. cast iron. per Ib. .83¢0 

er no eeeeee cece _# = FO ohne’ sow 1a... Disssuns 12% t mned Carpet. .... 0... 2.02.00: 90815% | 56 in re a 

echnsaGse pee TREO tc es UE oo cacece coed ¢ | in. 
Union Platform.......... 2 Se per doz. .85 25 Ophoisiers' ses casiunid TC 5ige 4c sxc ‘se 3%0 aie 
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THE AMERICAN ARTISAN AND HARDWARE RECORD 





Wants and Sales. 








For yearly subscribers to THE 
AMERICAN ARTISAN will be inserted 
under this head advertisements of six 
lines WITHOUT CI"4RGE for em- 
ployers wishing to secure employes, 
persons seeking situations, parties 
desiring to purchase a business, busi- 
nesses for sale, partners wanted, to 
exchange, etc. Those who respond to 
these announcements will please men- 
tion that they read the advertisement 
in THE AMERICAN ARTISAN. 


on a 


BUSINESS CHANCES. 


PATENTS : or abe B. be F 
W., Was +p ee 
D o. Nconsultl Expert 


in Patent Causes, US . and Foreign Patents. 
Send for leafiet on * “Bajoored Patent Applica- 
tions.” Honest work but no “Something for 
Nothing” offers. 

















lor Sale—A first-class, clean stock of 
general hardware, together with fixtures, 
store buildings and warehouses in one 
of the best cities in Central Wisconsin. 
Can show you by our books that it is a 
aed + proposition, but owing to the ill 
ealth of one of the firm must change 
climates. This is a bargain for some one 
who desires to engage in the retail] hard- 
ware business. If you mean business, 
write for .full particulars to ‘General 
Hardware,’’ care of The American Arti- 
san, 69 Dearborn street, Chicago. 9 





For Sale—A clean stock of hardware of 
about $4,300 in a good town of 3,500 popu- 
lation, in east central Iowa. Good farm- 
ing country around. Crops are good. 
Only one other hardware store in the 
place. Best of reasons for wanting to 
sell. Address Lock Box 685, care The 
American Artisan, 69 Dearborn street, 
Chicago, Til. 9 


For Sale—A stock of harness and tools. 
N. H. Peterson, Storm Lake, Ia 9 





For Sale—640 acres of good land: will 
take hardware stock as part payment. 
This is a bargain. Address “B. B.,’’ care 
The American Artisan, 69 Dearborn 
street, Chicago, Ill. 9 


For Sale—Or will exchange for clean 
stock of hardware, some choice land in 
N. D. Stock may be moved. Address H. 
O. Ebert, Truman, Minn. 9 


For Sale—Stock of hardware in central 
Iowa, in town of about 900; a splendid 
chance for a hustler. Reason for selling 
poor health. Will invoice about $1,800. 
om J. W. Whitlock, wernt heres | 
owa. 


For yr hardware, ‘stoves, _ tin- 
ware and tinshop, and pump works and 
cornice works, up to date stock, invoice 
about $9,000 to $10,000 A good paying 
business in a fine location in city; also 
a fine city in eastern part of Minnesota 
of 24,000 population. Good reason for 
selling. Address ‘‘Box G,’’ care the Amer- 
_ Artisan, 69 Dearborn §St., Cateags, 














For Sale—Choice stock of hardware, 
stoves and tinware, heating and plumb- 
ing. Doing a fine business. Good coun- 
try. good churches, good schools, fine lo- 
cation. In eastern Iowa. The very best 
of reasons for selling. No trade. None 
but those meaning business need answer 
this. add. Address “Hardware Stock,’’ 
care The American Artisan, 69 Dearborn 
St., Chicago, Il. s 


First class hardware store for sale or 
trade. Best location on North Side. Rea- 
son for geing out of business, have other 
business. R. W. Mask, 1661 Lincoln ay.. 
Chicago, TI. 


For Sale—Stock haruware aauisine 
about $9.000 in one of the largest and best 
business towns northwest of Minneapolis. 
Sales last year $35.000. Splendid furnace 
ano builders’ hardware business. Best 
ard oldest location in the city. Will 
take part payment in land. Address 
Bargain, care The American Artisan, 69 
Dearborn St.. Chicago, Ill. 8 


Hardware Store and Tin Shop for Sale 
—Established 15 years: will invoice about 
$1.300, zood location and no competition; 
will sell at a discount for cash only; 
cheap rent of store and living rooms. Ad- 
y cog “Hardware Store,’ 921 Armitage 

Ave., Chicago. Ill. 8 














Wanted—A second hand pair of rolls 
suitable for working No. 16 iron or heav- 
jer. At least 36 in. wide. Send price and 
description to Griffeth Hardware Co., 
Idaho Falls, Idaho. 
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For Sale—An interest in a good pay- 
ing business to reliable parties who can 
secure $1.500. Part cash and the balance 
in good notes. Sales in one county were 
$12,360. Bank references given. Write 
for particulars to E. M. Livingston, Ca- 
pron, Ill. 7 


For Sale—A good aying hardware 
stock, located in a nice town, with a 
large territory and the good will of the 
people. The sales averaged $13,700 the 
last nine years. Stock about 000. IT 
have other business to look after and 
cannot handle born. Address “Other 
Business,” Care of The American Ar- 
tisan. 69 Dearborn St., Chicago, Ill. 7 


For Sale—Part or whole interest in a 
well established and growing hardware 
business in central Wisconsin. A splen- 
did stand, commanding trade within a 
radius of 10 to 12 miles. Reason for 
selling, ill health. Address ‘‘Wisconsin,”’ 
Care of The American Artisan, 69 Dear- 
born St.. Chicago. Til. 7 











For Sale—An old estabiished paying 
tin and hardware stove business in il- 
liamsport, Maryland. Will be sold at a 
bargain and on easy terms. Reason for 
selling, present owner desires to leave 
town. Address W. G. Miller, Williams- 
port. Md. Box 97. 7 


For Sale—An established general hard- 
ware and stove business, doing a profit- 
able business, in one of the best cities 
in northwestern Ohio: stock clean and 
up to date: will invoice about $7.500. A 
snap for the right party. Those mean- 
ing business address “Auburn,” Care of 
The American Artisan, 69 Dearborn St., 
Chicago. Tl. 7 


To Exchange—Good Iowa improved 
farm for hardware stock. Need some 
cash, but will put farm in at a bargain. 
No traders or curiosity seekers need an- 
swer. Address “Improved Farm.” Care 
of The American Artisan, 68 Dearborn 
St., Chicago, Ill. 7 








For Sale or Trade—Have 110 acres of 
Mo. land I will trade for stock of hard- 
ware from $2,000 to $4,000; property is 
clear. For particulars address Box 31 
Alden, Minn. 





For Sale—If taken before March 15, one 
of the sat paying hardware stocks of 
$8.000 in Iowa: good territory in 
best part "ie state and but little compe- 
tition: for further information address 
“King.” Care of The American a, 





69 Dearborn St., Chicago, Ill. 





ig; 


Water—Hot and Plenty. 


When a house-owner wants plenty of hot water for laundry, 


kitchen, bath-room or lavatory, no better way can be devised than 


by selling him an IDEAL Tank Heater—made in four patterns. 


Not very expensive and it’s surprising what they do with a 


~ Fittle coal. 


IDwAL JUNIOR TANK HEATER. 


IDEAL Boilers 
AMERICAN Radiators 


Our booklet—‘ An Abundance of 
Hot Water,’ shows many other 
ways in which these Heaters are 
used—with profit and satisfaction 
by property owners. 

Dealers are we.come to them, 


AMERICANRADIATOR COMPANY 





LAKE AND DEARBORN STREETS, CHICAGO. 


BostTun: 44 Oliver Street. 
Naw YORK: 42-44 Bast 20th Street. 
PHILADBLPBIA! @22 Arch Street. 


MINNEAPOLIS: 204 Fourth Strpet, South, 


St. Looms: 207-209 North Tenth Street. 
DENVER: 81 Fifteenth Street. 


BUFFALO: 1741 Elmwood Avenue. 


\} 
i} 
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TINNERS’ TOOLS. 


Want to buy, in perfect condition, one 
3% in. or 4 in. by 37 in. (or longer pre- 
ferred) hand power, double backed gear- 
ed forming rolls. Address Box 63, Samat. 
Texas. 











Wanted—Set tinners’ tools, second-hand, 
must be cheap. A. D. Hogendobler, =" 
fontaine, O. pe in hind 


Wanted—A clean hardware stock of 
about $5,000 for cash; must be in good 
location and doing good business; mixed 
nationality; give size of town and full 
explanation in first letter; none but re- 
liable parties answer this. Address J. 
Gibson, 17 E Fifth St., St. Paul, Minn. 9 


Wanted—A good tinner with knowledge 
ef plumbing. No plain or fancy drunks 
need apply. Steady work. We pay $2.50 
to $4.00 per day. Address “Idaho,”’ care 
of The American Artisan, ,* Dearborn 
St., Chifédgo, Il. 8 








Wanted—A first-class, live, up-to-date 
furnace salesman. Will give territory to 
suit. Address “Territory,” Care of The 


American Artisan, 69 Dearborn St., = 


cago, II. 


Wanted—A good tiuner at once, to do 
all kinds fo inside and outside tin work 
and clerk in store in slack times. Must 
be strictly sober and a good workman. 
Will give $12 a week and steady job 
te the right man. Address C, A. Wyck- 
eo”, Morrisonville, Ill. 7 


Wanted—A first-class tinner for inside 
and outside work, one who can do fur- 
nace work and has some knowledge of 
plumbing. Must be sober. Steady job 
and good wages. Address F. H ‘Thorn- 
br") Richmond. Ohio. 7 


Wanted—By March Ist, a first-class tin- 
ner. one who understands furnace and 
plumbing work; must be sober, steady 
werk the year around, wages $12 per 
week; married man preferred. Answer 
-" once. Address Maher & Son, pees 
owd. - ws a 














Wanted—A set of iron patterns for 
muking farmer’s furnaces and boilers; 
send description and price to “Patterns,” 
Care of The American Artisan, 69 Dear- 
born St., Chicago, Il. 7 


For Sale—Excelsior steel range brake, 
cheap. Address Chicago Malleabie Stee! 
iia Co., 22 Mather S8t., Chicago, 
li. i 





We want first-class salesmen to handle 
en commission an elegant up-to-date line 
of sheet iron air-tight stoves in the states 
of Michigan. Wisconsin, Minnesota and 
Onio. Only No. 1 salesmen wanted, who 
can furnis Good references. Good com- 
missions, right prices and freight allow- 
arces. Address X. Y. Z., Care of The 
Amertann Artisan, 69 Dearborn St., nese” 
ee £0 





ee 


Wanted—A first-class tinner for inside 
and outside work, one who can do a good 
ob of furnace work and plumbing. Must 

sober; steady job and good wages. Ad- 
dress J. C. Knoke & Co,, North Balti- 
more, O. 9 

Wanted—A young man with some ex- 
perience as a tinner; must be steady and 
willing. -Call or address, giving particu- 
lars, , Boyd .Bros., Glen Eliyn, Ii. 9 


“Tinner Wanted—A good reliable man, 
steady work, married man _ preferred. 
Good wages. Address Chas. Skidd, ae- 
osha, Wis. 


~"Wanted—A traveling salesman for awe 
Scpeughly familiar with the trade and 
with t plate, sheet metals, etc. None 
others need apply. The Berger Mfg. Co., 
Canton, O 9 


Wanted—Furnace and boiler salesman 
of experience to travel in Kansas and 
Missouri. State experience, age and sal- 
ary desired. Address C. Z., Care of The 
American Artisan, 69 Dearborn St., Chi- 
cago, Ill. 9 


Wanted—First-class furnace man; one 
who thoroughly understands the business, 
to take charge of shop and do soliciting. 
Steady job the year around. Address The 
Iola Hardware Co., Iola, Wis. 9 


~ Wanted—A first class tinner and ss 
mace man that understands plumbing. 
torva of 1,500.“ Prefer marrié 
a? 2 $2.50 per day the year round: Pres- 
eet dlaner’ Et has been with us 7 years and 
is going to quit to enter into business 
vel himself. Craft & Davis, some i 
owa. 


Wanted—Hardware or stove salesman 
to sell “Mica” to retail trade in the 
West. Large Socenietten to right party. 
Eugene Munsell & Co., 117-119 Lake St., 
Chicago, Ill. 8 


























Wantead—A good tinner capable of do- 
ing reoting, guttering and furnace work; 
steady job to the right man the year 
through: married man preferred; state 
ace. experience and wages expected. L 
C Ruehner, Booneville, Mo. 7 


Wanted—At once, or by March Ist, a 
good, steady reliable tinner for inside and 
outside work, furnace work and some 
plumbing, State full particulars, wages 
wanted and references in first letter. 
Steady position the year around to right 
man. A German preferred. Henry G 
Grerth, Cedarburg, ‘is. 7 


Vanted—A good all around man who 
a. both tinner and plumber; steady job 
for gvod man; only strictly sober man 
need apply. Send references with past 
experience and wages wanted. Address 

G. Lewis, Portage, Wis. 7 


3 Help Wanted—Capable tinsmith want- 
ed: steady job to right man. Address 
tohn Arndt. Elkhart Lake, Wis. 7 


Wanted—At once, six tinners to do in- 
side work. Must be sober of good habits 
and willing to work; steady position for 
right kind of men; state wages wanted 
and experience at the bench. . A. Grif- 
f" Table Grove. Til. 7 


Wanted—At once, first-class tinner and 
furnace man; must be able to figure on 
all tin and galvanized work from plans 
and thoronghly understand furnace work. 
Steady job the year round. Must fur- 
rish references. Apply to John Stoelzle. 
Murphysboro, TIl. 7 




















a man. wil ' 


Salesman in West, Middle West and TI- 
linois. to handle on a commission basis, 
war iron, sheet steel, building lathe, etc., 
as well as corrugated and other stock. 
Apply with references and territory de- 
sired to “Box 2%," Care of The Amer- 
ican Artisan, 69 Dearborn S8St., Cateage, 
tl. 





Wanted—Young man with one or two 
years’ experience in tin shop to finish 
trade. Good chance for vancement. 
State wages wanted. Apply to John 
Stoelzle, Murphysboro, IIl. 7 





Wanted—A first-class tinner and fur- 
nace man, aa of taking charge of 
shup and able to fguse a set of plans for 
tin work, etc. ill give steady em- 
ployment to a good man; none others 
wanted. Give references and state wages 
eapected. Address “H. F. 8.,."" Care of 
rhe American Artisan, 69 Dearborn St., 
Chicago, Il. 7 


ES 


SITUATIONS WANTED. 


Situation Wanted—All-round slater, 
tinner clerk, hardware, stoves, im- 
plements; Iowa or Minnesota preferred. 
Nationality Danish; age 34; married, and 
strictly sober. .Address “Silater,”’ care 
The American Artisan, 68 Dearborn st., 
Chicago. Ill. ey 


Situation Wanted—As foreman, by an 
experienced cornice man and sheet metal 
worker. Understand handling men and 
can get out any kind of cornice tin, iron, 
or sheet metal work from plans. Make 
estimates on all kinds of tin, slate, iron 
or gravel roofing and metal work. Also 
make details and designs for cornice, steel 
ceilings, furnace work, etc. Steady and 
do not use liquor at all. Prefer large 
city or good sized shop. For best of ref- 
erences and salary address (stating hours 
worked and number of men employed) 
Foreman, Box i111, Care of The American 
Artisan, 69 Dearborn St., Chicago, Ill. 9 


Situation Wanted—By a first-class tin- 
ner and furnace man. Can do a fair job 
of plumbing, hot water or steam; am 
married and want qometieng, meaty. Ad- 
dress L. B. 289, Dodgeville, 9 




















Situation Wanted—t*y an able mechanic as 
fore an of tin shop and plumbi g c mbine. 
(an figure f om plansa destima e work. Lam 
str cily temperate, married, 40 years old and 
wa tapo,iti n with tho;e peo le who would 
appreciate a vood man a d can and will pay the 
money. I »m up-to-date and am readyf ran 
envagement. My refer new is my present m- 
ployer. to whom [ will refer at the pr per time. 
1 have been with him for ‘he pass five y ars. 
Address Box M. ri. L., care the American Arti- 
san. 69 Deurborn > t., Chicago, Ill 9 





Wanted—At once, a position as tinner 
by a German. Steady boy 18 years of 
age, with 2 years’ experience at the trade. 
For particulars write to Columbus Hard- 
ware Co., Columbus, Wis. a 


Position Wanted—Can do inside and out 
furnace work and can do slating and tile 
seenew. Address Box 8%, om: a 








Situation Waented—A man 27 years of 
age with 9 years’ experience wishes a 
situation as tinner, a good all round 
man, good on furnace work. and nmeral 
shop and outdoor work; has a knowl- 
edge, of plumbing. Address Call Box = 
Cando, N. D. 


oung man with 15 years’ ex ence 
in the stove. furnace and shee metal 
business would like a road job with some 
geod jobber or manufacturer. Address 
“Oo " Care of The American cage 
Dearborn St., Chicago, Ill. 











Wanted—Good reliable man to clerk in 
store with one or two years’ experience 
> = Apply to Lyman Bros., ray 

aw 





Wanted—Tinner. 


yy job all year 
round. Address A. N. 
Wis. 


Puchner, es 





Waanted—A firgt-class tinner and fur- 
mace man. with some experience at hot 
water heating and plumbing; steady job 
and good wages to a good sober ard 
steady mechanic. Address “‘Tinner and 
Furnace,’ Care of The American Artisan. 
@ Dearborn St., Chicago, Ill. 7 


Wanted—Three first-class tinners for 
inside and outside work and two slate 
roofers; steady work to the right par- 
1% and eet a at 8 hours’ work. 

A. Kern, Bellaire, ae 


jae once, a good tinner, one 
eapable of taking char of tin shop in 
@ northern Iowa town of about two thou. 
sand ‘nhabitants: none but strictly tem- 
rate need apply; state wages. Address 
O. Box 33. Care of *The American Ar- 
tisan, 69 Dearborn St., Chicago, IIl. 











Wanted—Good, sober and industrious 
young man for general hardware, stoves 
and farm machinery: must have some 
experience in these lines; steady posi- 
tion to right party. Give age. Refer- 
erence and salaty expected. refer Ne- 
braska party. Address C. P. Schneider. 
Syracuse, Neb. 7 


Exclusively Wholesale. 








We can do you good no matter where you are located—WWe offer “CRACK SHOT” 
(black powder), “FLASH” (low base, smokeless), “WINNER” (high base, smokeless). 
Allabsolutely guaranteed andact in a Trust, This notice should be of great interestto you. 


NORRIS *« LORING HDW. CO., 


CEDAR RAPIDS, IOWA. 








7 








DIXON'S 


SiiCa-Graphite PREY , 
PAINT : _ 


IN RLM 


ICTURED ONL? B) THY 


Joseph Dixon Crucible Co. 


Jersey City. 
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SPECIAL NOTICES. 


|) 5522 SPECIAL OFFER] | 











if We went a first class tinsmi h on pieced 


ir i ware. Mu-t kn w how to draft patterns, TOTAL ADDER CASH REGISTER, CAPACITY $1,000,000. 
“ get up ner © ods. =a out same a 
workmanlike manner. For a man with g . ” 
Ss original ideas, we have a sp'endid opening. WHAT THEY SAY. 
if Sta e age, where employed, and salary Owensboro, Ky., 4-4 ‘03. 
“. wanted. Century Casn Reorster Co., Ltd., Detroit, Mich. 
? Superintendent, 183—14th St., Milwaukee, Wis. Gentlemen: — ‘the Century Cash Register we 
= bought of you on Feb. 7th, has given us such univer- 





sal satisfaction, and we were so well pleased that 
we ordered another Century Register on the 20th of 
March, and now have both inuse. We have careful- 
ly examined other Registers that were bought from 
other factories at six times the cost of yours and 





FOR SALE 


e 























a > ? , A could not even find one point that was an advantage 
i A nice factory site or jobbing location over yours, which cost only one-sixth the price. 
“ witb switch facilities into the building, In fact if prices were equal we would prefer 
, one block from Union Passenger Depot ; the Century over all others that we have 
also one block from Union Freight examined. Neem A » seoeen 
' House ; two blocks from Rock Island Queensware, Glassware, Cutlery, Notions, 
l Freight and Passenger Depot ; five Fancy Goods and Bar Goods, 
: blecks from C. B. & Q. Freight House. — 
The gen is 120 ft. wide and 171 ft. : pee igs 
. 0 with a two story brick buildin We have a plan for 
: thareon, contaluing bout 0000 sq. ft SPECIAL OFFER niveriste” and ate 
) of floor space, and located in the center ae J . 2 ex 
. - g to responsible merchants fur a short time, 
: of the wholesale district of Peoria. which will put you in posession of this high-grade 
For further particulars address up-to-date, 20th C »ntury Cash Register for VERY 
P little money and on VERY easy terms. 
Lock Box 1043, Peoria, Ill. EVERY MACHINE SENT ON 7 DAYS’ TRIAL AND GUARANTEED FOR 5 YEARS. 
, Please write for full particulars. 


HAVE YOU | |CENTURY CASH REGISTER CoO., 


ured Right to manufacture the CROWN | | 836-658-680-662-664-666-668-670-672 and 674 Humboldt Ave, = ::_ «= DETROIT, MICH. U. S. A. 


Sec 
VENTILAIOR and C OWN CHIMNEY- 








) JACK on Rovalty to supply your territory? 

They are money makersf rSheetIron Wor: ers 
7 everywhere anda fine SIDE LINE for hardware 
. men. especially the 1 tter. No shop is too large 








J nor ‘00 8" all to make money on our proposition. 
i You have shop, tools, mae ial, labor. every- 
g thing necessary on hand already, and might as 
, well get full profit from these fixed expen-es. 
; Make them earn mor for you. No castings 
or parts haze to be bought. We furnish pat- 
terns. instructions, electrotype for yo r letter 
and bill beads. advertisin matter, etc., etc. 
i We want distributing poi ts in diff rent parts 
of each state and can make it an object for you 
to sypp y the trad~- in your territory unless a 
branch is already estabi shed in your town. 
Write before your neighbor does. vv 


WHAT 
YOu 
HAVE 
BEEN 
LOOKING 
FOR: 














kural Routes are gving tn allaround 
you. You can get this business 


with the SIGNAL MAIL BOX 











VENTILATOR CO., - Milwaukee. Wis. Tt is the original box for Rural 
CROWN A Good way Routes with special endorsements of 
to put up Pos master oncet * The best 





made, the best liked, the easiest sold 
and the best advertised, 





| WOULD LIKE ‘2, 202 

sneet iron worker 
in each town in the U. S. manufacture for 
me a patent article to supply the trade in 
his town and neighborhood, Device made 
‘of Galvanized Iron; can be built in any good 
sized tinshop; good demand for it; good 






WINDOW 
SCREENS 






SIGNAL MAIL BOX CO., 











profit in ma it; can be worked into a Use Gossett’s Suspension Hinge. 106 BENTON ST.,' JOLIET, ILLINOIS. 
good business. Address 9 Made by F, 0. KEES, Beatrice, Nebr. 
R. M., P. 0. Box 333, Milwaukee, Wis. so a : THE TAYLOR 








QUICK ADJUSTING, SELF-LOCKING 





SPECIAL Cc. N. HOOPER, Dupbugue, Ia. CLAMPS 
Mr. Salesman; If you are looking hand tia 
for a good talking, profitable, side line to Vv | T R E 0 U $ E N A M E L | N G er Se Slenubtoared te 
sell to the Hardware and Heating trade, TECHNOLOGIST JAMES L. TAYLOR, 
















































@ address, - ' Designs, builds and starts new plants. Im- SORT EROS OWEN Cedar We Seen 
O. B. Moore, Battle Creek, Mich. proves qnaiey end reduces the costs in those 
Pocket sized model furnished free. 1.7.5, already established. 
: METAL SHINGLE ROOFING 
— waungiiid a epg ee 
. See Siue-Loc< « the bes 4 
FOR SALE. Improved Quick and Easy Wop 
P Ferbain. (2 Svwim proof. 
Choice recleaned timothy seed $1.25 per bu. Rising Steam, Electric Seeneititineh Ciateene 
G. L. MILES “ff Prices : nl Testimonials 
Hardwere Dealer, Grinnell, lowa. and Hand Power ‘ i free for tue asking. 
sia CORN CRIB LEV ATORS Montross Metal Shingle Co., Camden, N. J. 
Holds 400 Busheis Send for Circulars. 
Oheap, handy and econo- IM 4 
mical. All dealers sell 1031 Nath St Connetl Biutty’ te, 





them. Write for prices. 
We manufacture Peer. | SIMBALL ELEVATOR CO., 139 Vincest St., Cleveland. 0 


less Wire Fence, Lawn 
Fence Gates, etc. 


The Denning Fence Works 


Cedar Rapids, la. CHAS. Fr. I\ALONE, 
Elastic Tub | ROLFE, 14., To the Hardware and House Furnishing Trade 


Pat. appl. 
Hoops fon We would call your atten 


° 
\ tion to our high grade Wall 
’ a ye ted ony WRITES: Clothes Drier.” Big profit te 
y) size. 


J durable. Kasy “Tt T went to South Africa 1 tion ts travel malate 
Write for agency would want Che American Artisan git we qactn 

and prices. ” 

A ciausincaco., | *8t € me. ECLIPSE MFG.CO. 
Milwaukee, Wis. TULESGROVE, PA. 











THE ROBT-AITCHISON PERFORATED METAB CO. 


303-305 DEAREORN STREETICHICACGILL 





ae ee 




























2 SS 


= 
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F EPAIR OVES vePatiern We 


STOVES iid | Sieve Pati, Wok 
FURNACES (corner bv ant wooaiidge se 
Stove Rods, Paste, Stove Putty, Steve Knobs, Pipe Dampers, Mica, Etc. 
Wn. TT. Dust Co. « DETROIT. 











DETROIT, MICH. 


































F stove busi- 

ness drops 
off this year it,, 
will be a ques’ 
of Patterns, 
The manufac- 
turer with a 
fresh and attractive line of 
goods will have the call. This 
is a time for preparation, in 
our opinion. 


te The Stove Repair’ Tip Is 


"BRAUER 





























316-318 
NORTH THIRD ST. THE GOBEILLE PATTERN CO., 
ST.LOUIS MO. CLEVELAND, OHIO. 
’ NEW BLOOD NEW IDEAS. 
Don’t Turn Away} || Gse MANSFIELD STOVE 
Any more vareace, Reps orders PATTERN WORKS 


Plete grates and -hakers, to fit all 
the ieading makes. at p: ices from 
2U4 to 40% cheaper than the manu- 
facturers’ prices. You are losing 
@ profitable business. Write for 
catalogue giving weight of each 
piece. You cun then give instant 
estimat s on repair work. We 
will also mail you our complete 


F. W. R-<YNOLDS, Proprietor. 
Stove and Range Repair Catalocue (45) 
)upon receipt of trial order. 


= | Pa 


Write today, you ma misplace ee) 
this advertioswsent. VES 


THE JOHN B. MORRIS FOUNDRY CO., 1201-1239 Court St., Cincinnati, ¢ Ohio. MII WAl ICE KEEDATTE ER METAL 


Largest manuf:cturers in the U. S. of Stove, Range and Furnace Repairs. ’ Established 1832. N Wk S 


MANSFIE.D, OHIO. 























WANK 


WELLER PATTERN (9 


QUINCY,.ILL. 














UNION BRICK HANDLER 


A Money Sever. 
Full size sample. 


Delivered - Express 


$3.50 


Union Brick Bond GCo., PITTSBURG, PA. 
YANKEE ALL STEEL DAMPER 
The Best and Easiest Damper to get in or out. Cheapest Damper made. Made also in Oval Shape. 


Rod flattened and turned over handle. 
d Wood Handle, can’t get out. 


pring and Washer. 

Se: < Grn pin keeps washer and spring on the rod. : ; 
¥ inch cold-rolled steel rod. Can easily be driven through —, xy 

pipe, making small and same size holes ou both sides. 

Pin at this point with the one further up on the rod, hold , 


the plate firmly, because they are made with large, 
elongated head. Steel damper plate 











Thompson Bros., Muscatine, Ia. 
Write: “Please stop our ad. for Tinner. 
The first issue brought results.” 











































SMOKE PIPE, 





HOT AIR DAMPER. 
You Can't Afford to Make Dampers When You Can Buy the Yankee. 





@moke PipeSizes, 3 4 4% 5 5% 6 7 8S WHotAirSizes, 6 7 8 8% 9 10 10% la 12 12% 14 6 
PER DOZ. .85 .85 .85 1.00 1.101.20 1.50 2.15 PER DOZ. 1.20 1.50 2.15 2.35 2.55 2.80 3.05 3.30 3.50 3.75 5.00 640 


SAMPLES SENT WITHOUT CHARGE 


THE S. M. HOWES COMPANY 


40.42-44-46 UNION STREET, BOSTON Factory at CHARLESTOWN 


at a ep 
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become as careless as 
the people are who drive 


Automobiles. Exercise 
care in the purchase of 


Polishers and Platers 
Supplies 


Which means get my 
catalogue and prices 
before buying. 


F. B. STEVENS 


200-210 Larned St., West 
DETROIT, MICH 


























THE POPULAR LINE |/iSTERLING” 


Chicago and 


‘“aieipcts na, || STOVE POLISH 


.CINCINNATI, OHIO. TRADE. © MARK 
Louisville, Ky. Paste and Liquid. 
and all points in the Blackest, Brightest, Best. 


SOUTH AND SOUTHEAST A distinctly different Polish— 


is the different because Better than 
any other. 


BIG FOUR ROUTE Its the Polish of Quality. 
Send for free sample and be 


Buffet Parlor Cars, or Dining Cars on day convinced eo ie gence 
trains and Pullman’s finest Compartment and superiority. 

Standard Sleepers on night trains. All trains 
run solid, Chicago to Cincinnati, For reser- 


=  h Sterling Stove Polish Co. 





J. C. TUCKER, STERLING, ILLINOIS 
Gen'! Northern Agent, FRED A. SCHMOEGER, Manager. 
238 S. Clark St., CHICAGO, ILL. 































US jNFALLIBLE ~y 
METALPOLISH 
IN PASTE, LIQUID OR POWDER 


FOR ALL KINDS OF METALS 


Best, Cheapest, Goes Farthest. Never dries 
up orshrinas. Money makers for everybody. 
Sold by the jobbing trade. Samyles iree by 
mail, Address 


GEO. W. HOFFMAN, Manufacturer 
295 E. WASHINGTON ST., INDIANAPOLIS, IND. 
BRANCHES 





1 Park Row, NEW YORK CITY. 


119 K. Madison 8t., CHICAGO, ILL. 
608 Montgomery Ave., SAN FRANCISCO, CAL 
Established 12 Years. 











QUALITY HELPS YOU TO “GET THERE” 





Sigs aN It isn’t what you pay for 
lh - \ oN, Oven Thermometers but 


what they pay you that 
makes economy in handling 
them. Our No. 480 Angle 
Indicator will help. Send 
for circulars and sample— 
we want to talk business. 


Ba Brcadeas New face x.y. HELIOS-UPTON €0., Peabody, Mass. 














“BLUE BOOK” 


‘CREDITS 


OF THE 


Hardware, 
Stoves, Tinware, 
Plumbing, Etc., 
Trades. 


We have just issued the most complete and reliable book of credit ratings 
for this special branch of trade that has ever been published, containing about 
400,000 rated names of whclesalers, retailers and manufacturers, covering the 
trade thoroughly. The ratings are conservative and very reliable. The pay- 
ing record is based upon ledger experience of credit men everywhere. 

You buy credit information. Isn}tit the part of a good buyer to post him- 
self thoroughly on the merits of a book of ratings, gotten up especially for his 
trade by men with ample capital and who are thoroughly trained in this class 
of work and who make a specialty of it. 


Terms of subscription can be had by addressing 


Iron and Hardware Mercantile 
Agency 


BOSTON, 157 Federal St. CINCINNATI, 106 East 3d St. 
NEW YORK, 320 Broadway CLEVELAND, 844 Society of Savings Bidg. 
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ROOFING LATES 


We can furnish your needs in High Grade Guaranteed 
Old Style Terne Plates, Coke and Charcoal Tin Plates. 
We have the prices, a postal will bring them. 















Canton Canton, O. 
Steel ‘“‘The Metal 
Roofing Ceiling 
Makers’’ 














“CANTON” 


Art Metal Ceilings are the metal ceilings. 


cheapest because the construction is right. 





you were interested we’d send you art book ‘“‘G”. 


Best ond 


If we knew 





















t METAL CEILINGS 


———— eee 
= = Se ne 

















ART METAL CEILING 


EXCLUSIVE AND ARTISTIC DESIGNS APPRO” 
PRIATE FOR ANY STYLE OF ARCHITECTURE 


WE ALSO MANUFACTURE 


ARCHITEC URAL SHEET METAL WORK, 
GA.VANIZED AND COPPER CORNICES 
AND GUTTERS, 

CURVED MOULDINGS, SKYLIGHTS, 
METAL SHINGLES, METAL LATH, 
FINIALS and VENTILATORS, 

SPECIAL SHEET METAL WORK, 

ALL STYLES ROOFING and SIDING, Ete, 

WRITE FOR CaTakoGs. 


The Kanneberg Roofing & Ceiling Co. 


CANTON, OHIO, U.S. A. 











MANUFACTURERS 


Contemplating establishing pl» nts in the 
West shouid take advantage 
of a location on 





Chicago & North-Western Ry. 


which reaches the famous 


WATER POWERS, COAL FIELDS, 
IRON ORE RANGES, 
HARD AND SOFT LUMBER DISTRICTS 
of the West and Northwest, and affords the best 


means of transportation to the markets of the 
world. For further particulars apply to 


MARVIN HUGHITT, Jr,, E. D. BRIGHAM, 
Freight Trafic Mgr., Gen'l Freight Agent, | 
CHICAGO 























FRIEDLEY & VOSHARDT 


194-202 MATHER ST., CHICAGO. — 














Cresting, etc. 


Manufacturers of Sheet Metal Architectural Ornaments, 

Art Metal Ceilings, Zinc and Bronze Statuary, Finials, 
A full line of Roofing, Galvanized 
Iron, Corrugated Iron, Sheet Copper, Conductor Pipe, 
Galvanized Steel Tanks and Steel Signs. 


SEND FoR CATALOGUE A 21. 
























F. J. Brazda, Dodge, Neb., 


Writes ee anwene 


“Please take ‘Flanders circular shears’ out of my 
‘for sale’ ad. I sold them two days after they were 
advertised. As an advertising medium The Amer- 


















ican Artisan stands First in its class.” 3% tt tt | j 











———_ - 
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NONPAREN 
CONTINUOUS} 





WHY YOU SHOULD USE THIS STANDARD GRAND: 


| No resquaring needed; perfectly straight lengths; sheets 60 inches long; ¢con- 
sequently fewer seams and less leaks. Seams hand soldered. Prepared to lay roof 
on sight. Plates absolutely full weight. Shipping weight less than 20x28 tin. Saving 
of labor and material in application. 
Tell us your roofing needs and we'll submit prices. 


THE BERGER MFG. CO.,, Canton, Ohio 


Manufacturers of Metal Ceilings, Roofing and Siding, Eave Trough and Conductor Pipe, 
Steel Office and Vault Equipment. 


New York, 210 &. 23rd St. Philade'phia, 1218 Filbert 6t. 
Boston, 176 Federal St. St. Lowis, 624 N. Main St. 


















































Cc : SG | Ss 
Oo = K 
R me e 
N PEM 

ae , ae G 
c =} MILWAUKEE [| H 
E = jy CORRUGATING @= T 
Ss | IN PLATE =: COMPANY = GALVANIZED IRON S 























&bBOws, MILWAUKEE, WIS. U.S.A, “i HANGER : 
EAVES TROUGH, GONDUCTOR-PIPE-ROOFING, SIDING etc 
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PLECKER’S CORRUGATED EXPANDING CONDUCTORS. 


Made of Galvanized Iron in Ten-Foot Lengths without a Cross Seam. Will not burst when full of ice. 





CLARK, QUIEN & MORSE, Peoria, III. 














ROOFING SLATE 


SLATE BLACKBOARDS 





E. J, JOHNSON & CO. 


38 PARK ROW NEW YORK 


QUARRIES: Pennsyivania and Vermont 
Prices quoted delivered anywhere. Booklet 
and complete Price List on application, 


WIRE INQUIRIES. GIVEN QUICK ATTENTION 





















O’HALLORAN & JACOBS, 


ROOFING SLATE 


Stiaters’ Supplies, 
829-830 Park Building, PITTSBURG, PA. 





Bangor Union 
Sea Green Purple 


ROOFING 





























Corrugated Iron and 
Steel, Eaves Trough, 
Conductor Pipe and 
Gutters, Structural 
IronW ork, Roof Paints 


Garry Iron 
& Steel Co. 


CLEVELAND, OHIO 











SLATE 


Manufactured by 


THE AULD & CONGER CO. 
CLEVELAND, O. 
. Dealers in:all grades of Slate. - 








WHEN SO MUCH DEPENDS 
UPON A FIRE POT you cannot af- 
ford to experi- 
ment. Auy a 
No. 1. You will 
find it No. 1£ 
im every way. 
While it is true 
thatit costs more 
than some kinds, 
think of the 
many advan- 
tages it posses- 
ses that are not 
‘found in. other 
makes which 

86.00 Net. enable you to 
do more.and better work. Do not overlook 
the fact.that it will save halfthe fuel. You 
cannot afford to use other makes. Our cat- 
alog is free, it tells all about Fire Pots and 
Torches. Ask your jobber for a No. 1. 
Your money. back if your are not pleased. 


CLAYTON & LAMBERT MFG CO. 
Detroit, Mich., U. S. A. 

















INDUSTRIES ARE , 


















THE BARTHOLOW SELF-HEATING 
SOLDERING IRON. 


ls positively guarantced to work in 
the windiest weatuer. A man can save 
three hours a day over the old method of 
fire pot and s ‘idering irons, by its use, and 
he «an aiso do better work. It dves not 
burn the tinning off. Take out three screws 
remove the holiow co ey pretons you 
have a first-class BLOW TOR. H. It is op- 
erated like an ordinary blow torch. Why 
carry a 26 to 50 pound load out to do the 
same work that BarRTHOLOW 8 ELF-HEATING 
SoL_peRtine lRON will do, weight ouly three 
pounds! For sale by all jobbers. 


ww. P. BAR THOLOW, Webster City, Ila. 








OFFERED LOCATIONS 


WITH 


Satisfactory Inducements, 
Favorable Freight Rates, 
Good Labor Conditions, 
Healthful Communities, 


ON THE LINES OF 








THE ILLINOIS CENTRAL R. R. 












T. ©. HALVERSON, ‘‘My ad. in your paper for Tinners’ 


on Tools brought me just what | 

e, Ankeny, lowa, wanted. I got at least twenty-five 
. a answers from all parts of the United 
writes:) states” 











AND THE 


YAZOO & MISSISSIPPI VALLEY R. R. 





=—At aoe ff 


For full information and descriptive pam- 
phiet address 


J. C; CLAIR, industrial Commissioner, 
1 Park Row, CHICAGO, ILL. 















>- - 
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AMERICAN 
SHEET and 


COMPANY 


FRICK BUILDING 
PITTSBURG, PA. 








American Tin Plate Go. 


AND 


American Sheet Steel Co. 


Manufacturers of 
all the “various 
brands of 
















Iron and. 
Steel Sheets 
and Tin and 
Terne Plates 





with which its 


TIN PLATE}|* 















Valves and Plungers 


Only the very best leather and rubber are used in 
these goods and all are carefully and evenly fitted 
making them the best of their kind. 









Berger Bros. Co. 


Y) 

Office and Stores : 237 Arch St. 
Warerooms : 100-02-04 Bread St. 
Factory : 3114-16-18-20 N.17th St. 


Philadelphia 

















i. heey mo he & CO. 


Oy 


20 Cliff St., New York. 


@nasp SKYLIGHT GEARING 
a4 AND MN LIFTS 


Second-hand goods bought, sold ines oe 














Combination Machine 


For Shearing, Punching, Bending, and Forming. 


This MACHINE is a very sub- 
__stantial tool,.especially.adapted for 
shearing, punching, bending, and 
forming stays and braces for cor- 
nice, or other.work where it is de- 
sire to use band iron. 

It is very powerful and is fitted 
with compound levers—made of cast 
steel. Will cut, punch, form, 
round and bend any shape % x 2- 
inch band or bar iron. 


Geo. C. Keene @ Co.& 


CINCINNATI, O. 




















predecessors have 
supplied the trade 
heretofore, 













FOLLANSBEE BROS. CO. 
PITTSBURGH, 

High Grade Roofing Tins 
SCOTT'S EXTRA COATED 
Our own Manufacture. 
Follansbee Pure Iron Old Style 
Imported genuine iron base plate. 
Prompt Shipment. 1C and I X always in stock. 














mns,ucea'e WIRGINIA 
Via la RORFOLK & WESTERN RAILWAY 
Shisest meats 


all information 
LAND PAMPHLETS 
ALLEN HULL, D. P. Agt., Columbus, Ohts 








It Will Pay You 


to illustrate your advertisements in 





your local papers. A sheet of comic 





advertising cuts sent on application. 





These ctits are furnished with catchlines show- 
ing their application to the hardware, stove and 
tinners’ trades. Address 


DANIEL STERN 
69 Dearborn St., Chicago 
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“The Experiences Of A 
Little Man” 





ByD. Y. McMULLEN, 


Secretary and Treasurer of 
The Freeport Hardware Co. 


mailed postpaid to any address for $1.00 




















The “STAR’’? Ventilator 


Effec‘tve. For ventilation of all kinds of 
buildings both public and private, 


MERCHANT’S METAL “SPANISH” TILES 
AND “GOTHIC” SHINGLES 
Are the most Ornamental Roofing made in metal We 
are makers of High Grade Roofing Tin. 


Illustrated Booklets of TILES and VENTILATORS 
will be mailed free upon application. 


MERCHANT & €O., Inc. Brock, 


Brooklyn 
Sole Manufacturers 





Philade!phia 
New York 




















A SKYLIGHT 


That can be Shipped 
KNOCKED DOWN., 


Saves freight, saves cost of crating. 








Saves troublesome repairs, 
and is guaranteed in every 
respect. 


hb. Let us send you our Sky- 
_ light t and quote 
prices. 


THE GALESBURG CORNICE WORKS, 
GALESBURG, ILLINOIS. 

















LYONS SPECIALTY COMPANY, Lyons, Iowa. 
We are NOW the manufacturers and jobbers of the 


EVERLASTING CHIMNEY CAP 


Made of cast iron and fits any chimney. Sets on top and is heldin 
place by cement. Collar at top of cap for round pipe when necessary to 
extend the chimney. No chimney is complete without it. 

We cin now make promot shipments and solicit orders from the job- 
ing and retail hardward trade. 


Pat. Fed. 1, pa. LWONS SPECIALTY CO., Lyons,lowea. 











MAHER & SON, Preston, lowa, 


" Write: 


Please take our want advertisement out of your paper as we got a 
good man from the first insertion, and have had notices from a 
dozen or more wanting a job. 























The trade pulling powers of Forest City 
Methods are limited only by the size of 
the territory to be drawn from. 


MOSES CLEVELAND 


of ye 
Forest City Paint & Varnish Co. 


. 


Increase Your Paint Business 


Not only can you get the 
largest slice of the paint trade 
in your locality, but you can 
enjoy the whole loaf of paint 
success—increase your general 
business proportionately, by 
accepting the agency in your 
territory for 


Forest City Paint 


It means selling high-grade 
paint—paint that goes on eas- 
ily, covers well, protects and 
lasts; paint that folks will come 
back for and tell their friends 
about. 

It means having the backing 
and assistance of a progressive 
and successful house, and the 
advantage of plenty of effective 
local advertising, free. Helps 
that are sure to bring you 
success. : 

Our Paint Proposition ex- 
plains all. Your mame and 
address on a postal will bring 


it. Send for it to-day. 


The Forest City 
Paint @ Varnish Co., 


Department A, 
CLEVELAND, O. 




















| W.B. KIRK & CO., Conneaut, O., write: “Please discontiaue our ad. for help 


We are flooded with answers.” 
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= PARAGON CYLINDER WASHER 


“Paragon” defined, means a 
model of excellence. That is 
why we call our washer 
“PARAGON.” One commend- 
able feature of the PARAGON 
is a revolving cylinder inside the 
outer tub. Being made almost 
wholly of galvanized steel the 
Paragon is not affected by cli- 
matic conditions. 


GUARANTEED 





not to injuroc the finest fabric— 
will wash the heaviest blankets— 
will wash 8 sheets or their equiv- 
alent in one operation—will do 
twice the volume of work with 
less labor than any family wash- 


ing machine now sold. We solicit 
the patronage of the hardware 
trade. 


J.M. GAGAN & CO, Manufacturers 


CHICAGO, YU. S. A. 




























Ho rto n *S Complete line of 


<a>) 
ron 2 


|. 


— 


Washing Machines 


Western Washer No. 2 
Western Washer No. 3 
American Washer No. 4 


> Horton Rotary Washer No. 6 


2, > 
. ert babaunindhar, / Western Rotary Washer No. 7 


——; 
7 a) 
HHA ae 

j | 


: HPT] 
PMT 


=o 
i 





Western Rotary Washer No. 8 
Horton Galvanized Rotary 

Washer No. 9 
Globe Washer No. 
Globe Washer No. 
Globe Washer No. 


nh em 


Every dealer should have a complete 
stock on hand. If* your jobber does not 
handle them write us for prices. 


Horton Mfg. Co. 


12 Fry St., Ft. Wayne, Ind. 























My Specialty is 


Wash Boilers 


only. I make 45 kinds and 
sizes. Quality best. Prices 
lowest. Write for Bottom- 
Prices. 


P. MOSHEIK “'csicnco 


No Dirt. 
No Dust. 


Pleases 
Everybody. 
Quick Seller. 
Good Profit, 


Send for Price. 
HILL DRYER CO., 


00-410 Park Ave., 
Worcester, Mass,, U.S.A. 









































Designed to fill the de- 
mand for’ 


A Combined 
Sifter 
Dredge 


Tomato, Fruit 
and Wine 


Strainer 


Provided with a remov- 
able agitator, thus per- 
mitting the article to be 


closely nested for ship- 


ping. 


Manufactured only by 


J. L. Clark 


Hardware Co. 
ROCKFORD, ILL. b 

















RUFUS SLOTHOWER, Shulls- 
burg, Wis., writes: “I consider 
your manuals of inestimable value 
to the craft and notinner can afford 
to be without The American Arti- 











san. ” 
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FARMERS! 






“ALLIER” 
White-washing 
and Spraying 
Machine 










be. o 


for white-washing 


to operate: can’t get 
out of order. Does 


in te. da 
spying ae, work of twelve men at 
d cost of one man. 





Machine No. 5, com- 
plete,85; machire No. 2, 





complete, #25. Write us 
and or ee ay by re- 
turn mail, with special 
discounts to dealers. 
Our references—a n 
bank or comme 
agency 


THE BASTIAN 
BRASS WORKS 























Locations for Industries 


Erie Railroad 
Chicago to New York. 


The Erie Railroad Company’s Indus- 
trial Department has all the territory 
traversed by the railroad districted in 
relation to resources, adaptability, 
markets and advantages for manufac- 
turing, and can advise with manufac- 
turers in relation to the most suitable 
locations. The information furnished 
a manufacturer is reliable and has 
practical bearing on the nature of his 
particular industry. 

Vast deposits of anthracite and bi- 
tuminous coal, oil, natural gas— fuel 
is the paramount factor in masufac- 
turing—sewer pipe, fire and other 
clays, cement material, gypsum, “build- 
ing stone and numerous other resources 
exist on the line. 

It is important in this age of modern 
facilities for manufacturers to locate 
where they can obtain side tracks so 
as to receive from and ship directly into 
cars at thefactory. Information can be 
promptly furnished in this connecton 
about every point on the system between 
New York and Chicago. 

The undersigned will be pleased to 
furnish full information to manufac- 
turers and local parties contemplating 
the establishment of new industries. 


Address, LUIS JACKSON, 
Industrial Commissioner 
Erie Railroad Company, 


21 Cortlandt Street, New York. 




















BURT HOSTERMAN, 
Marshfield, Wis., writes: 

“I do not think any hard- 
ware man has any business 
to start a hardware store 
without your paper.” 























wth 


Now in use. 


Kansas City 
St. Paul Milwaukee 
Indianapolis Detroit 
Elmira, N. Y. 


OVER 100,000 


OCEAN WAVE 


WASHERS 


We sell only to one 
dealer in each town, 
Write for prices and terms. 


Voss Bros. Mfg, Co, 


DAVENPORT, IOWA. 
DISTRIBUTING POINTS: 
Council Bluffs bay bo & 


Coiumbus 
A bany, N. ¥. Philadeiphia,Pa. 















Do You Know 








That he (), K, WASHING MACHINE 


is the best made, the lightest running and the 

most attractive washer on the market? Are you 

selling it? Ifnot,why? Every first-class dealer 

should sell it, because it is made of the best 

materials, by the best mechanics that can be 

obtained, and every one sold wiil sell another. 
Write us for Cireulars and Prices, 


H. F. BRAMMER MFG. CO. pavenport, 10wa 











s 





Any dealer can be master of the trade if he 


handles our 


IMPROVED SCHROEDER ROTARY 


ROLLER GEARING WASHER. 


Has no clutches, springs or trigger to get out of order. 
Nothing to break, always in gear, runs backward 
or forward. Made of the best material. 
WORKS SO EASILY A CHILD CAN OPERATE IT. 


Can't tell you half here, better write for full information. We 
make one-half dozen styles, all money makers. Ask us. 


THE BENBOW-BRAMMER MFG. CO. 


sT. Lovis, MO. 


























RELIANCE CONSTRUCTION—Note style of 
dolley or dasher and double action 
mechanism. 


FAWKES MANUFACTURING 


has twice the action on the 
clothes of any other washer man- 
ufactured; will wash a tub of 
clothes in 5 minutes; cannot get 
out of order; has full open top; 
handles turn down at the side, 
will hold more clothes than any 
orher washer and will wash them 
with less exertion to the operator. 


Cco., 


INCOR PORATED 


Minneapolis, Minnesota. 
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DO YOU RECOGNIZE A GOOD THING 
WHEN YOU SEE iT? 





|''It’s now up to you Mr. Dealer, to satisfy your 
customer by handiing the BULLARD'S IM- 
PROVED CARPEC STRETCHER. Most 
complete article made for laying ‘ arpets, for 
both wena ae ‘and professional Ca 

uick profit. Enquire of your live 
se. Manufactured by GEO. 8S. KNAPP, 
geport, Conn., U.S. A. 


Easy seller. 





THE EXCELSIOR CARPET STRETCHER 





“Excelsior” or write 


t Layer. 








R. W. MONTROSS, Galien, Mich. 


SOLE MANUFACTURER. 


AND TACK HAMMER COMBINED. 


The most handy complete machine for puttin ¢ 
down carpet. either by housekeeper or expert, yet 
invented, Stretches smoothly and evenly, holds 
securely while operator detaching hammer has both 
hands free to arrange and tack. Hammer being 
part saves hunting up as with other stretchers. 
Easy to operate, inexpensive. Each in neat box. 
“The housekeeper’s friend.” 
to retailers on request. Ask your jobber for the 


Free display cards 






SOLD BY 
HARDWARE 
DEALERS. 


SELLS ON 
SIGHT. 















The “HOME” Ball-Bearing Washer 

















‘‘Domestic.’’ 


‘*‘Domestic’’ washer. 














| “DOMESTIC” 














one automatic spring. 


The tubis made of 
The ball-bearings of this machine are the same as in the 


HIS cut*shows our ‘‘Home’’ Ball-Bearing Washer as it 

stands ready for the washing. ‘This washer has but 
: The wringer, when used to 
wring out the clothes, is fastened to the tub, and when the 
washer is operated the wringer must be removed from the tub. 
The tub is not removable as in the ‘1900 Junior’’ and on the 


ine and bound with flat steel hoops. 


The ‘‘Home’’ is offered at a price that defies competition. 

















“(900 JR.” 











EACH A WINNER. 


We advertise liberally in magazines and refer all inquiries to nearest dealer. 


Send for Catalogue. 














THE 


BINGHAMTON, N. Y. 


1900 WASHER CO. 











WHITE LILY WASHERS 





HIGH SPEED WINS 


LOW DILLON 


HOLDER OF THE WORLD'S TROTTING 
RECORD: TIME t:681-2 


WORLD BEATERS 


— 


THe RELIANCE. 


HOLOER OF WORLD'S RECORD FOR CLEAN, FAST, EASY WASHING 






$903 WINNER OF THE INTERNATIONAL CUF 
SEATING SHAMAROCA 11! FOUR STRAIGHT HEATS 


JLIHM ATI1 HSVM 


THE ONLY HIGH SPEED WASHER ON-THE MARKET 





~ 





TOLEDO, OHIO - THE WHITE LILY WASHER COMPANY -— DAVENPORT, iowa 
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BUY THE 


BEST CAN 
For the Money. 


Ifon Clad Cans, all 
styles und sizes, 
Elgin, Iowa and 
other patterns; 
also all kinds of 
Creamery and 
Dairy Supplies at 
bottom prices. 


Write for prices 
and discounts and 
in what quantity. 


EMIL TAEGE 


Arliogtoa Heights, 111. 
Box 28. 

















eal 2 
a 


ol 


Galvanized Steel Chain 
Pumps and Tubing. 


: Sanitary 
Pump & Tubing Co. 


Quincy, Ill. 


- Send for catalogue. 


933 333 33:33:33 3333333338 


THE CLEVELAND & BUFFALO 
TRANSIT COMPANY 


CONNECTING 


CLEVELAND 
and BUFFALO 


“WHILE YOU SLEEP” 
UNPARALLELED NIGHT SERVICE. NEW STEAMERS 
“CITY OF BUFFALO” 


ano 
“CITY OF ERIE” 


Both together being, without doubt in all respects 
the finest and fasnnes that are run in the interest 
of the traveling public in the United States 


TIME CARO 
DAILY INCLUDING SUNDAY 
ARMIVE 


Cleveland 8 P.M. Buffalo 6:30 A.M, 
Buffalo 8 “ Cleveland 6:30 “ 


CENTRAL STANDARD TIME 
ORCHESTRA ACCOMPANIES EACH STEAMER 
Connections made at Buffalo with trains for all Eastera 


and Canadian points, at Cleveland for Toledo, Detroit 
and all points West and thwest. 


Tickets reading over (.S.&M.S.Ry. will be accepted 
en this Company's Steamers without extra charge. 


Special Low ames Cleveland a a 
Niagara Falls every Satur N 
, oe also Buffalo te Cleveland. ~ 


Ask Ticket Agents for tickets via C. & B. Line. 
Send four cents for illustrated pamphlet. 


W. F. HERMAN, 6. P. A., Cleveland. Ohio. 


B. B. BAKER, 


maneger of the hardware 
business of W. J. Durham, 
Coloma Station, Wis., writes: 


é é The hardware is a new 
business with us, but 

with the aid of your valu. 

able paper we are gettin 

along nicely. Every deal- 

er should takeit. Itisa 

time and money saver.9 5 




































SYRUP 
SUPPLIES 


Cans, Pails, Spouts, Etc. 
WRITE TO 


THE dM. & L.A. OSBORN GO. 


CLEVELAND, OHIO 











SSAs\0 
HNN 
Sy 


SWS 


ANN ARBOR GASOLINE 
LIGHTNING SYSTEM 


Until you have actually seen this splendid I: Fay can 
have no idea what a omar, beautiful mn Be ey t gives. 


, Ite costis about one-tenth as much as electricity or gas. 


by up-to-date merchants every where, 


Introductory Offer. 

We have a special proposition to make the first man who 
writes from every community that will enable him to save 
money. 

Write to-day for descriptions and prices. We have some 
choice territory left for the right kind of agents. 

Nothing will draw trade on a dark night like a well- 
lighted store. Nothing will light your store so well and 
at such little cost as the “Ann Arbor Gasoline Light- 
ing System.” 


226 Second St.. - - Ann Arbor, Mich, 











You 
Can 
Read 
This 
If You 


» N.Y. 


Hendie, $2.00 per dozen. 
Peart or Stone Handle, $3.00 
per dozen. 

We will send two dozen prepaid 

& handsome plush lined cherry 
DAVISON MFG. CO. 


112 Front St. 


ai tray to any dealer, on consignment, 


to be returned at our expense if 
this if they were not the best selling 
i novelty in the hardware trade. it 
costs you nothing but a 2c stamp to 
try them. Drop us a line and we do 


found unsaleable. we could not do 
the rest. 


aS 
— 
— 
— 
=> 
gE 











A SNAP FCR YOU, MR. HARDWARE MEN. 


GET THE AGENCY FOR 


THE PETERSEN EVERLASTING STEEL 
BARN DOOR LATCH AXD HOLDER. 


market without a spring to it which generally gives out in 
ayear ortwo. We also make a Stee! Latch for Sliding Barn 
dvors on rollers. 


LYONS SPECIALTY CO., Sole Mfr's, Lyons, la. 
































This latch is douhie-acting will hold your barn door open 
or shut. Is the ONLY barn door la and holder on the 














Peep es 


- 
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A Long (K Night 
In HARDWARE 















groping in the dark, 
ooking for some efficient 
way to increase their 
business—some of them 


have found it! 


XK 


K 


Ul 




















Warren’s Patent Ul 
Sectional Glass {Wl 
Front Shelving ll 
is designed and manufac- x 


tured by a Hardware 
Man for Hardware Men. 
@, You can keep a line 
of samples of your entire 
stock on exhibition at . 
all times. 

@, It preserves each arti- . 
cle in the same attractive 
mewness that it comes} ) 
from the factory, prevents \. 
dust, rust, finger-marks and dirt. t 
@, It enables you to sell goods to 1 
a German, a Scandinavian or ff 
any other foreigner who, even ; 
though he cannot speak English, 
can point to what he wants. " 
@, It improves the appearance of 


=| 


your store /00 per cent; enables 

your salesmen to s their ) 
time selling goods instead of l. 
hunting for them, and will pay Ul 
Sor itself in one year. *) 
@, Send dimensions of your store l. 
and let us supply you—FREE— *) 
with a color plate made to scale, . 
showing how your store will look 
when equipped with The Best 
Shelving in the World, for your 


H 


K 






















































i 
i 


l 








BOLT ant SCREW CASES 


Saat “Revolving” 


4 
cc 3 ere Ve are in use and giv- 
ing perfect satis- 
faction in all first- 
ciass hardware 
stores, machine 
shops, pattern 
shops; in fact, any 
store or shop 
where bolts and 
screws ere sold or 
kept in stock. For 
® by the lead- 
ing hardware job- 
ers. 
For special de- 
riptive. catalog 
and low prices ad- 
dress the manu- 
facturers. 


Asietican Bolt & Screw Case Co, 


DAYTON, OHIO, U. S.A. 

















RICHARDS 
AUTO 


Ball-Bearing, Noiseless, House 
Door Hanger combines all the 
‘best features and is a trade 
winner. 


We make all the leading styles of door hangers 
for sliding doors. Catalogue free. 


THE RICHARDS MANUFACTURING CO. 


AURORA, ILL., U. S. A. 














BEER, 

MILK CAN, 

OIL CAN, 

CREAM SEPARATOR 


wl */ FAUCETS. 


Various Sizes and Styles. 


MANUFACTURED BY 
The “OMEGA,” 2-3 Size. 


CLARK NOVELTY CO., 
To attach to bottom of can. 














“Vankee”’ 


Screw Drivers 


HAVE NO 
EQUALS. 


THEY ARE 
SOLD BY 
LEADING 
JOBBERS. 


Send for 
“Yankee” 
Tool Book. ee 


No. 30—SPIRAL RATCHET, Right and Left Hand and Rigid. 


North Bros. Mfg. Co., Philadelphia, Pa. 





NO. 12—RATCHET, With Stub Biede. 





No. 1I—RATCHET, Right and Left Hand and Rigid. 








No. 15—RATCHET, With Finger Turn on Blade. 











The ECLIPSE Nested Stove Pipe Thimble 


BEeEsT ON THE MARKET 
PATENT PENDING 

Saves 80 per cent of room. 

Is stronger than a hand made riveted 
thimble. 

Is always ready to hook together. 

Is made that the lug passes through two 
slots and then tied. 

The lug is always on top; therefore the 
LUG is not an objection to the entering 
stove pipe. 

It is always kept nice and clean in a box; 
therefore no unsightly rusty looking thim- 
bles to adorn the stores. 

Galvanized iron; 5, 6 and 7 inch, 


STUBER & KUCK, “onfcisuicitinesinens Peoria, Il. 

















Wim. Reckmeyer & Son, of" 


BBVVVeoVsoeosoeowsoesoeeosoeoowwess 
“Please discontinue advertisement in want column. 
We received replies from quite a number.” 
BSBVeeeesewsesesee]eeeweoeos 


Arlington, Neb. 









































































































THE AMERICAN ARTISAN AND HARDWARE RECORD 














IMPORTANT IMPROVEMENT 


The addition of the SELF-SHARPENING I M 
feature to the other good qualities of our wn owers 


doubled their value and saves the user more than the original 
cost in ‘annual grinding charges alone. 






















Write for Catalog Aa about 
Self-Sharpening Lawn Mowers. 


Supplee 


Hardware Company 
Philadelphia 


t fi NY 











THE ANTIGO EXTENSION WINDOW SCREEN 


A perfect protection against that prince of pests, the American 
House Fly. A Screen with perfect adjustment, strong construc- 
tion and fine finish. Adjustment is secured by steel clasp, run- 
ning in diverging grooves. Cannot bind or come loose. No clips 
over the top to come loose. Pronounced by all who have seen 
them to be the best Extension Window Screen extant. For 
price and description, address 


COLUMBIA MANUFACTURING CO., - Antigo, Wis. 




























CLIPPERS HOTCH KIS S_ CLIPPERS feqemetasres > 
a Large, Complete and Superior Line. asia) GO) 4 Trains a ay 
Barbers’ Toilet, Horse and Fetlock Clippers. wit sat 

; Careful workmanship. 

Fine style and finish. 

Best of Material. 


Many years experience. 
ee ee 


sooner auch sills apie all 
orders. 














Adjustable combs can be furnished with Only 8 Hours 
all Barber and Toilet Clippers. from 
- 4 wa tr and ar on eine Cin CHICAGO 
to 
p< . CINCINNATI 
BY DAY, Parlor and Dining Cars 
BY NIGHT, Palace Sleeping and 
No. 380 Ball Bearing. No. 10 Newmarket Pattern. Compastment Gace. 
tanita CHAS. H. ROCKWELL FRANK J. REED 
EDWARD S. HOTCHKISS, Mfg. Bridgeport, Conn. Site Remain, Ou. Fas 
Successor to Hotchkiss Sons. Established i860. 

















ane 








W. A. GUENTHER &. SONS, OWENSBORO, KY., WRITES: 





““One copy of your valuable paper is frequently worth the subscription 
Price for a year.” 
















THE..AMERICAN 


$25 on 5 Ton 
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CRONK’S OREGON PATTERN 
PRUNING SHEARS. 



















IS WHAT YOU 
CAN SAVE 


REVERSE Sipp 











The latest and best fully 
warranted, 


THE CRONK & CARRIER MF’G CO., Elmira, N. Y., U.S. A. 

















We make all kinds of ” 
- SCALES. Write for a 
prices. Also B. B. 
pumps and wind mills 





2. ~ The New England 
Fine Is theJonly food chopper made with double 


knives inside and outside. 
y Will cut fine, medium or coarse—fish, flesh, 


LS ee REN 








fruits or vegetables, and will cut them just as the 
Beckman Bros. @ weoium most careful housewife would desire. 
Ne Te Send for the Green Book of Hardware Special. 
DES MOINES, IA. -: ov gs ties for full description and price. 
Ene 








COARSE x. :«s Smith & Hemenway, Cor. Ltd. Utica Drop Forge & Tool Co. 
; Mirs. of Cutlery & Hdw. Specialties. Mirs. of Nippers & Plyers. 
296 Broadway, New York, N. Y. 


BE UP-TO-DATE and 


make a good profit by selling 
THEEAS Y EMPTYING 
GRASS CATCHER 
incnes es Jaws 


Lifts off the mower with one 
hand. Adjustible to any lawn take sehen tor past 
rods. 























mower. You sell one, and it 
will sell a dozen. Manufact- 
ured by 


THE SPECIALTY MFG. CO. 
St. Anthony Park, Minn. 


Sold through 
Hardware Jobbers. 
















Will Remove 
*"NEVERSLIP” and “ROWE” CALKS ; 
The Best Wrench Made ae 

Every one buys HAWKEYE WRENCH ; 
on sight; all that’s necessary to sel) it is to show 
it. It should be in every Hardware Store, Be 


the FIRST in oar town to have it in stock. lf 
SOLD BY ALL JOBBERS. i 


HAWKEYE WRENCH CO., Mirs..Marshalltown, ta 
Made in two styles—different size thread for 
Pump Rods. 


Lufkin 
Magie Pattern Rule Rule 


Will lay out patterns for any size and angle of elbows in three minutes’ time. Co 
Can also be used as Straight-edge Rule, Circumference Rule and Trammell. e9 






Write for 
Circulars 
: and prices. 








SPECIAL WRENCH 
- FOR PUMP RODs. 


Has more u uses than any 


J. FP. LEWIS, Cisco, Iil., Writes: wrench made. 


“I cannot get along without The American Artisan” You can't break the jaws 
off this wrench. 

























































Should be in every Tinshop. Will save its cost in a few weeks. Thousands Savin 
are in use and every one giving excellent satisfaction. Price, complete in a gi aw, . 
nice wooden box with Chart, $4.00 net cash. (Mention Tuk AMERICAN ARTISAN.) Mich. 












Stanley Rule -« Level Co. 


IMPROVED CARPENTERS’ TOOLS Sold by All Hardware Dealers 
NEW BRITAIN, CONN. 
















L. A. WILKIN, Chrisman, Ill, writes-—* 
SSSSSSSSSS_]S__-_-_-_|_|=-=-=—==]=]=-=_-=_=_=—==_==——_=S—__>_>__— 





» Hiscontinue my ad. in your paper. With the one ins 
om I have a half a hundred inquiries.’’ 
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THE BRAND . D | SSTON 7 on saws, ETC. 


isa GUARANTEE o- 
SUPERIOR QUALITY AND WORKMANSHIP. 











SAW S 


HAND, BACK, GAUGE, COMBINATION, HACK, JOINERS, KEY-HOLE, NEST, COMPASS, PATTERN-MAKERS, DOVETAIL, 
MITRE-BOX, PLUMBERS, PRUNING, SQUARE-HOLE, STAIR-BUILDERS, TURKISH, WOOD SAW, BUCKS, 
RODS, BLADES, WEB, BUTCHER, KITCHEN, DEHORNING, SAWKNIFE, ETC., ETC. 

CIRCULAR, BAND, BARREL, BILGE, MITRE, CONCAVE, CYLINDER, STAVE, SEGMENT, RE-SAWS, RIFT, GROOVING, 
VENEER, SHINGLE, SIDING, TOP-SAWS, SLATE, EDGER, MILLING, DISCS, DEAL, CROSS-CUT, 

PIT, WHIP, DRAG, MILL, BUTTING, MULAY, GANG, ICE, ETC., ETC. 


rook. Ss 


SQUARES, BEVELS, GAUGES, LEVELS, PLUMB & LEVELS, TROWELS, SCREWDRIVERS, PLUMB-BOBS, STEEL RULES, 
STRAIGHT EDGES, CABINET SCRAPERS, SLAW CUTTERS, CROUT CUTTERS, SWAGES, SAWSETS, 
MANDRELS, GUMMERS, 'SAW JOINTER, SAW CLAMPS, FILES, KNIVES— 
CLOTH, CORN,{CANE, CORK, HEDGE, MACHETTES, ETC. 


WE MANUFACTURE THE FINEST AND LARGEST LINE OF SAWS IN THE WORLD. 
HENRY DISS TON & SONS,” 


KEY STONE, SAW, TOOL, STEEL & FILE WORKS, 


PHILADELPHIA, PA. 

















Superior Cream 


S a tt 
— > eparators 
a GET ALL THE CREAM H. P. SOLBERG, 
WATER AND MILK ARE NOT MIXED WATERTOWN, &. D., 
Farmers like it because it saves time, money 
atid labor. WRITES: 
Dealers like it because the farmers buy it. “Many thanks for my 
40,000 of them in daily use, and they give en- situation wanted ad. Ihave 
tire satisfaction. or 
been flooded with jobs, or 


Our advertisements appear in farm journals, ‘ 
aggregating 3,000,000 circulation and the rather letters, and sig try 
demand is increasing every. day. to pick out a good one. 


Write us for catalogue and dealers price list. 


ix Superior Fence Machine Co. 
297 Grand River Avenue, DETROIT, MICH. 


BABY HURWOOD 


Extra quality Crucible Steel of 7-32 in. diameter. 
A handy little tool for the vest pocket, will work a 


good sized screw. Per 
(Cut Exact Size.) Made only in one size. mT Doz. 


THE HURWOOD MFG. CO. (IN¢€.,) Bridgeport, Conn., U. S&S. A. 


illery § Jones Ba =e aa. io sea te ad in You ape. sad sore 















































have 
Gibson City, T., Write: ohare Pe others. Your paper certainly reaches the craft." 
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“CUTLER’S EASY” TOOLS AND CUTLERY 


ARE THE BEST TO BE HAD. 
We make a specialty of first class goods, our first consideration being quality, price next, and this idea 
. : is not confined to our special brands 
“*Cutler’s Easy,’ ‘“‘Waterloo” and 
“Red Cedar.”” 


Our stock of Builders' Hardware, Hay 
Carriers, Bale Ties, Woven Fencing, Alaska 
Refrigerators, Freezers, Screen Doors, etc. is 











Complete and we solicit your mail orders. 


















MY 


TRADE @ WI @ mark 
ON ALL MY GOODS 


SUCCESS SEPARATOR 
FAMOUS SEPARATOR 


Without Center Tubes 
SUCCESS CABINET SEPARATOR 
FAMOUS CABINET SEPARATOR 


The Success is deep settling and quick 
cooling and ventilated. 

The Famous is the simplest Separator 
made. 


SEITHER-CHERRY CO., 


This is the latest and most up-to-date saw set on 
the market. Carpenters pronounce it the best ever. 
You had better puta stock in so as to be able to supply 
the demand. 


WRITE FOR FULL ILLUSTRATED CATALOGUE TO 


GHAS, MORRILL, 277 Broadway, New York 

















KEOKUK, IOWA. 
THE BOSS CREAM SEPARATOR 


Is the most convenient device for Farmers and Da!rymen 
tohandie their milk and cream summer or winter. No 





cheap tin gauges or smal! faucets used in the construction Bia 
ofthiemachine. We want one agent in every town to 
put them ont on ten days trial und ir they do pot sellsame 





If you handle 





be returned Send f 
Whitlock’s Sapus chewing diferent styles and cises. wither “18 
line of BLUFFTON CREAM SEPARATOR CO., Biuffton, Ohio. 
Cream Geller-Ward & Hasner Haw, Co., St.Louis, Mo.,West. Dist’be 
Separators 








you can meet all com- 





petition. None better. 





Write co-day for in- GEO. W. BROWN, Jr., Hillsboro, Ill., writes: 
teresting information j | “You may Kindly discontinue our WANTED TINNER ad. that you have so kindly 














J. W. WHITLOCK, Libertyville, la. Dakota and think that we > have secured @ good man.’ 











and prices. | carried for us the past three issues. I have received replies from Vermont to 








—T 


WILSON & LESLIE SOUTH —_ “ 


“We are surprised at the great circulation of THE AMERICAN ARTISAN 
as we have received letters from a great many different states.” 
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Hibbard, Spencer, Bartlett @ Co. 
Jobbers of Hardware 
CHICAGO 


























Latest type Smooth Back Shovels. For strength, work and 
wear the best design ever thought out. Their own most im- 
pressive advertisement. Patented, and Satisfaction Guaranteed. 


Fair prices on Shovels, Scoops, and Spades, Snow Shovels, 
Ash Shovels, Sidewalk Scrapers, Garden Trowels and 
Seamless Stamped Steel Hollow Ware. 











THE AVERY STAMPING CO., CLEVELAND, OHIO. 
First and only makers of “NEVER-BREAK” Godds. 








THAT PAPER IS THE CHEAPEST WHICH 
BRINGS THE BEST RESULTS IN PROPOR- 
TION TO ITS RATE, NO MATTER WHAT 
THAT RATE MAY BE. 
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TOY FREEZER. THE PEERLESS ICELAND. HAND POWER PEERLESS. 
1-2-3-4-6-8-10-12 quarts. 16-20-25 quarts. 


Everything in Freezers 


Dealers need not look outside our line for anything they need in ice cream freezers. 


Peerless I celand 


is popular with dealers, because popular with the public, everybody knows the Peerless 

Icéland. We make all sizes, from the Toy up to 40 quart power. Those who want a 

good freezer at a price for a leader, should buy the Frezo. The Peerless Ice Chippers 
cut some ice in the trade, also. 


Ask your jobber. | 
DANA G@ CO., - «= Cincinnati, O. 





























POWER PEERLESS ICELAND. ; PEERLESS ICE CHIPPER. THE FREZO. 
25 and 40 quarts. /  1-2-8-46-8-10-12 quarts. 





REI 
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MADE IN ALL GRADES 
OF STEEL 


1 PASS COLD ROLLED (D) 
WOO D’S REFINED (C) 
POLISHED (B) 
PLANISHED (A) 


. NESTED 
It Fits It Speaks 
for Itself 


Nothing 


Complicated 25 Joints 


In Fact It’s ee 

Simple iin Packed in 
Easy and aia) Wooden 
Satisfactory WAM | Crate 


No Explaining A Saves Freight, 

to the CAA Temper, Time 

User a A and Money 
MADE IN ALL SIZES 


Guaranteed to Fit 





Ask your nearest jobber or write to 


The Edwards Manufacturing Go. 


100 to 110 Sycamore St., :: Cincinnati, O. 


FACTORIES: 
Cincinnati, O. Covington, Ky. 


Also Manufacturers of 


Conductor Pipe, Eave Trough, Corrugated 
Iron, Steel Roofing. 
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If you will sit down, right now, agd write for our cata- 
logues, you'll be a happier dealer before the end of @ half 
yeat. You can whip up mote business if you have our trade 
mark back. of you. tt stands for al} that’s beccer in Enameled 
Steed Ware and Tinware and yous customers know it. When you write, 
write co nearest office. 
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NATIONAL 
ENAMELING 
& STAMPING 

CO. 
WEW YORK 
SF. LOVIS 


CHICAGO 
MILWAUKEE 
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STEVENS 


FAVORITE RIFLE 








YOU WOULD BE SURPRISED 
AT OUR PRICES FOR 


ROOFING TIN 


if you had en idea of the quality. Thefact that we make all 
our Own plates explains why we ean furnish such material for 
the price. A postal will get you sample set “A.” 


THE McOLVRE COMPANY 
PITTSBURG 








































_ Most a 
mabieY|“PULLMAN” Medium 
SHELF BRACKETS =. | Priced 

STRONG, LIGHT Rifle Made. 


Balances 


? 
pa amber a Has a 22-inch half Octagon barrel, walnut stock and 


Look for the fore-end, rubber butt plate, chambered for 22, 25 and 


Metal Tapes 32. R. F. cartridges. 
in All New 


AND ALL RIGHT 
ATLAS MFG. CO. "EW HaveR, 


THE “CENTENNIAL” 
»Rain-Water Cut-Off 





7 






































COPPER RIVETS AND BURRS 


STANDARD FOR QUALITY, (Lake Superior Copper) 


MANUFACTURED BY 


THE PLUME @ ins MFG. CO. 


29. Murray St. NEW YORK. 196 Lake 'St., CHICAGO. 


aaiilies 





Before placing your 








able nod. cheapest CUT Reap aap Prices: $6.00, $8.50, $9.00. 
ay acters ULLMAN Mit ns: . Your Jobber handles the Stevens. Send for complete catalog. 
or elbows. For ; 
ES GOOD || J.STEVENSARMS @ TOOL CO. 
caly by ANDARD : 197 Main Street, 
ay CHICOPEE FALLS, MASS. 
Shake Wand 21 For Store Fee C ‘Farm } 
o a INDIANA. Os8Goo0d, SC 4 ee $9: —— 
ee “EAGLE” BRAND 





_ order, get our prices. 




















MOIS ROOFING & SUPPLY (0, 2.18. cum 
Champion Stove Clay 


The only Stove Lining made of cracible 
materials. 

‘Packed,in 2 Ib., 6 Th. and 10 Ib. paste- 
board boxes. 

















* “Globe” Veatiiste 
M% 128, and with Giaae Rap 

or Perfectly Ventilating 
Si Rates ned anes 














Order it from your jobber. ‘ Rooms of Every Character. 
The best and most refractoty lining made. 
ein | oe 
, ( LE CO. i for Pach ones Ridges 
wes sate oveale 7 y, dlator Cé eg NY. 

















‘| DEALERS-WHY NOT SELL ATKINS SAWS? 


If you have never handled a stock of ATKINS HIGH GRADE SILVER 
STEEL HAND SAWS, you don't know what you’ve missed. Ifyou 
have—good investment—aren’t they? You-can learn their advantages 
. over others none too soon for 
Rag AR the good of your trade. No 
EAD hardware business can thrive 
without a stock of these SAWS, 
for they ar are a trade requirement. Experts depend The Finest Hand Saw Made, Atkins Perfection No. 53. 
on them for their fine cutting qualities and reliable service. Them why not supply them to your customer: ’ 


Our 1904 Catalog just off the press. . Write for it and mention thisgpaper. 
apolis. Ind. 


INS & CO.,: 7 be 
Sey Spee, Chicago, tl. 94 Reade St. Hew York © 


og Gaal ATK 
{RRANCHES: Menphin, Tens. “Wiensipalie ee ee eat ad 
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